Pet Professional Network, 2022
How to get referrals and recommendations – show your gratitude 

Show your gratitude! 
If someone refers your services, thank them. It doesn't have to be a grand present, just a small token of your appreciation is enough.

- A gift card
- Bunch of flowers
- Money off voucher
- Card
- Letter
- Acknowledge on Social Media
- Something that they like 

Whenever someone mentions PPN or Social Paws on Social Media I thank them. If a client has specifically been referred, I will try to go that little bit further.

Referral schemes are a good way to help cheerlead your business, however, be mindful people aren't doing it just to get the rewards. They need to believe in the product.

This is why I'm always wary of 'Ambassador' ref programs or cut backs from selling products. I truly must believe in it.

Referral schemes should not be readily available for everyone. It's a real privilege. A role. Something to be proud of. Hand pick a few clients and offer in return, money off their next appointment or even an extra session. 

Remember testimonials are worth their weight in gold as are case studies. But people are BUSY and need a real incentive to give you a testimonial. Perhaps their dog is 'dog of the week' or you send them a nice personal letter.

Yes snail mail still exists and works, a more personal approach.

So try to be human, be personal, make connections. Your clients aren't just money. They are much more than that. And those who don't end up being a client are usually your best referrer, if you play your cards right!

