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	THE REFERRAL: YOUR GREATEST SOURCE OF NEW BUSINESS




According to Cerulli Associates, referrals provide the greatest source of new clients. Nearly half of all new business comes from client referrals, and another 15% come from professional referrals.
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Receiving referrals is affirmation that you are delivering valuable advice. A relationship-based approach is the best way to generate more client referrals. As an alternative, network with other service providers who cater to your prospective market, including bankers, insurance providers, attorneys, accountants, healthcare professionals, real estate agents, architects, home builders, artisans, and automobile dealers, to receive professional referrals.

Pershing offers referral resources, seminar kits, sales scripts, sample advertisements, and much more via The Source in NetExchange Pro( to help you develop even more new business.

Trademark(s) of  Pershing Investments LLC.


The information contained in these materials is believed accurate at the time of writing but is not guaranteed. Delta accepts no responsibility for its use whether in whole or part.
_1144582875

