
 

 

 

When someone says “Thank You”, this is a Magical Moment in your 

business. This is the PERFECT time to have a meaningful Referral 

Conversation that can generate new customers for your business.  

 

Here is a powerful Referral Dialogue that you can use immediately 

after anyone thanks you. This Referral Dialogue has been scientifically 

engineered to utilize the full power of the Law of Reciprocity. And the 

dialogue has been tested and proven to work over the past 30 years by 

hundreds of thousands of successful business owners all over the 

world. This is one of the most powerful ways that you can get more 

referrals and new clients for your business!  

 

Thank You Referral Dialogue – Part 1 
 

The next time someone thanks you, instead of saying “No Problem”, or 

“Don’t mention it”, you say: 

 

“Well, my pleasure, You can always count on me and I know that I can 

always count on you to introduce me to the people that you care about 

because you want your family, your friends and neighbors to get the 

best advice / service when ______________, don’t you?”   

 



 

 

Thank You Referral Dialogue – Part 2 
 

After the person nods their head and says “Yes”, you say:  

 

“I’m curious – could you tell me what you value most about what I’ve 

done for you?”   

Asking this simple question amplifies the Law of Reciprocity. When 

they respond and tell you in their own words what they value most 

about what you’ve done, their desire to return the favor and give 

something back to you will be greatly amplified.  

 

Thank You Referral Dialogue – Part 3 
 

After they tell you what they value most about your service, it’s time to 

ask for Referrals - this is where it all comes together.  

 

Let’s say they respond with:  

 

“You’ve been so patient and so thorough with all of the details on the 

transaction. We’re so grateful.”  

 

You notice their Hot Words are “patient and thorough” and you say:  

 

“John, when you express that you trust in my patience, and feel 

gratitude for my thoroughness, remember those are the same things 

that I will do when you recommend a friend or a family member to me.  

As a matter of fact, they’ll say to you, “Joe is so patient.  He’s so 

thorough.  We’re so grateful.”... I’m curious as you think about it now, 

who is the first person who comes to mind that you would feel 

comfortable introducing me to?” 

 

 



 

 

This dialogue is a VERY POWERFUL way to get referrals because it 

uses the full power of the Law of Reciprocity to generate more clients 

and customers for your business. Because these clients are referred to 

you, they are the most profitable clients in your business - you won’t 

have to spend a penny on advertising to get this extra business.  

 

 


