GRAY MATTER
TRAINING GROUP

HOW TO SUPERCHARGE YOUR REFERRAL PIPELINE
When We Adapt, We Survive

Course Description:

In any organization—whether you're in sales, customer support, project management, or
leadership—building a steady stream of high-quality referrals is the key to sustainable
growth. Most teams default to “cold outreach” when they lack a structured referral system,
leaving them scrambling for new leads and burning precious resources. This course
demystifies the referral process and equips you with a repeatable framework to turn satisfied
customers and colleagues into passionate advocates. You'll learn why referrals outperform
every other source of new business and how to embed referral-asking into your everyday
workflows.

Participants Will Learn:

e The Jarring Truth About Referrals: \Why cold calls are the “punishment” for not
having a fully engaged referral program

¢ Referrals ‘By The Numbers’: Learn compelling research based data around why
referrals are so powerful... and necessary — including the fact that referred leads close
at 30%+ higher rates, stick around 18% longer, and more.

¢ The Four-Step “Ask” Framework: A simple script—"quick favor” ask, Likert-scale
rating, pivot to referral request, and GPS-style talk-tracks—so you know exactly what
to say and when to say it

e Objection-Handling GPS Talk-Paths: Ready-made responses for “| can't think of

anyone,” “Let me ponder it,” and “No one’s looking right now,” so you keep the
conversation—and referrals—flowing

. Why This Is Important:

Referrals aren't just a “nice-to-have” add-on—they're the lifeblood of sustainable growth.
When you lack a clear referral system, you end up burning time and resources on cold
outreach that yields lower close rates and higher churn. By contrast, referred opportunities
convert more quickly, result in stronger long-term relationships, and turn customers and
colleagues into proactive advocates. Embedding a repeatable referral framework into your
daily routines ensures you consistently tap into your best source of high-quality leads,
reduces acquisition costs, and builds a culture of mutual support and trust across any role or
environment.
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