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- results oriented accelerated referral system

cours e over view 
The objec tive of this wor kshop is to provide sales, account management and c lient 

ser vices teams with a systematic approach to generating refer ral s in order to drive 

prospec ting ac tivit y or develop existing relationships and increase sales. 

who should attend? 
Any one who has responsibilit y for developing new business from prospec t s  or 

additional business from existing relationships. Sales, Account Managers and Client 

Ser vice professional s. 

objective 
The objec tive of this wor kshop is to ensure sales and account management teams 

develop a refer ral mindset and commit to integrating refer ral generation as a key 

component of their prospec ting ac tivit y. The programme will provide the team with a 

step by step approach to developing a refer ral mindset , creating a c limate conducive to 

generating refer ral s from prospec t s/ c lient s, timing the request , a for mula for asking, 

dealing with refer ral resistance and following up with appointments. 

having attended this workshop you will be able to 
• Develop a refer ral mindset

• Develop prospec t/ c lient refer ral generation st rategies

• Commit to a systematic approach to refer ral generation

• Gain access to ex t remely high probabilit y prospec t s

• Increase average value of business generated

• Reduce Length of average sales c ycle

• Reduce cold calling in the shor t ter m

• Eliminate cold calling in the Long ter m

• Lear n how to generate appointments via refer ral s

• Lear n how and when to ask for refer ral s

• Deal with and reduce refer ral resistance

• Ref rame c lient perspec tive in order to generate multiple refer ral s

• Secure more appoint ments with targeted c lient s



course style 
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This course is highly interac tive and par ticipative and will provide oppor tunities for 

delegates to apply workshop methodology using role play, rehearse for up coming 

meetings and develop ac tion plans designed to drive sales and exceed target . 

course duration 
1 day workshop 

number of par ticipants 
8 - 12 

pre-workshop requirements 
Please fill out the pre- workshop questionnaire and send back to us 5 days before 

at tending t he workshop. 



9:00 a.m 

1:00 a.m 
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� programme agenda 

Introduction 

T he Facts About Referrals 
Developing a referral mindset 

• 

Referral generation strategy d evelopment (stop dabbling!) 
Mining your client net works 

Enhancing your referrability 
Planting referral s e e ds 
Asking for referrals effectively 

Role Play 

Dealing with referral resistance 
Referral Follow up strategies and tactics 
Role Play 

Lunch 

Referral Appointment making: 
1. Initial call approach
2. Handling responses and turnarounds
3. Practice: They say, I say

2:00 p.m Getting past the gate ke eper 
Attaining and handling return calls 

5:00 p.m 

Obtaining and utilising referrals over the phone 
Techniques: improving overall effectiveness 

Referral goal s etting 
Taking action - W here, when and with whom to start your client/prospect 
Referral Generation Programme 

Wrap up 



about your trainer - Buki Mosaku 
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Buki Mosaku is the founder of Inquire Management and Result s Oriented Sales 

Solutions a corporate development and sales t raining consultanc y. He has t rained 

thousands of sales people of all Level s working with companies such as Royal 

Dutch Shell , Motorola, Arkadin, Aviva Investors, GLG Par tners, Marsh, Willis, Prime, 

Fidelit y, Gar tmore, Threadneedle, Marsh, Heath Lamber t ,  LDck tons, SBJ, Alexander 

For bes, AON, Goldman Sachs, JP Morgan, Morgan Stanley, HSBC, Dun & 

Bradstreet , Lloyds lSB, Standard Life, Fidelit y International as well as 

mid-market and star t up companies across Europe, Asia and Af rica. 

He is the author of Fast Track -7 Steps to Generating More Prospec ts, Closing More 

Sales and Growing Existing Business, ROAM™ - Results  Oriented Appointment 

Making, Coaching Strategy for ROAM™ workshop, ROAR™ Result s  Oriented 

Accelerated Refer ral System, ROSS™ - Results  Oriented Selling Skill s, ROSM™-Result s 

Oriented Sales Management , Coaching and Development for lSS™ workshop and 

PElS™ - Peak Ef ficienc y Telephone Selling Skill s audio programmes. He has al so 

appeared inthe Times and regular ly appears as a guest on BBC radio sharing his 

views on sales, business development and staf f motivation. 

"Just a shor t note to tell you that Ian ... just got 5 Refer ral's out of a call with the 

xxxxx Building Societ y!!! -Set ting the pace for the review in Oc tober ". 

Gar y Smith, Business Development Direc tor , Aon- Corporate Risk 

I.OCXl'Olr 

I can thoroughly recommend Inquire Management and Buki Mosaku. The st yle of 

deliver y is energetic and enthusiastic . The material he has developed is simple yet 

ex t remely power ful and works par ticular ly well in insurance broking and produced a 

significant improvement in our results  .... 

Kevin Culliney, Par tner , Professions 

LDck ton Companies International Limited 

"Buki's t raining was delivered energetically and enthusiastically and was enjoyed by 

all par ticipants. His approach helped provide focus and st r uc ture to the team's 

ac tivities Leading to the progression of a number of Leads". 

Nicholas Birchall Head of UK Defined Benefit Client Relations 
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"Arkadin have ut il ised Buki Mosaku's unique training programme on several 

occasions, he has an inspirat ional style and a sales methodology that has an 

immediate impac t on thesales performance and energy of the team ... this in turn  

generates increased revenue and improved results. Leo Ripley, UK Sales 

Direc tor , Arkadin 

1m� SOURCE

Buki Mosaku is a credible trainer-he deals with real situat ions. Very prac t icle 

... targeted focused training 

Mark Browning, MD Produc t ion ITN 

" .. .The team were really impressed and pleased ... This has helped the team tackle the 

subjec t  mat ter with more vigour and conf idence. Some simple yet helpful 

techniques .. .we're posit ive that the results will cont inue." 

Laurence Smith I Senior Cl ient Manager 

AON L imited I Pr ivate Cl ients 

1t:i;\ Digital Look 
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"Many thanks again for a great session really enjoyed it - some very helpful t ips ... for 

the Account Managers - Look for ward to the next sessions!!" 

Myra lyons, Senior Account Manager , Digital Look 

"Feedback was excellent....was very impressed" 

Keith Tracy - Chairman Global Professional Ser vices Prac t ise Group, F inex 

MARSH 
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� GUY CARPENTEli OllVER WYMAN 

"Just wanted to say thank you for the training that you under took for my team Last 

week - feedback has been really good from the team ... "Tracy Ashton, Head of Cl ient 

Ser vices, Commerc ial 

M 

" ... Mr Mosaku is an excellent trainer ... the del ivery was outstanding. This has meant 

a def inite posit ive impac t in sales per formance and improves margins ... " 
Nik Patel ,  Head of Sales - Motorola Govt & Enterprise Business Middles East & Afr ica 
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have used Buki Mosaku a number of times over the Last few years; both for 

one-on-one coaching and for group training sessions. On each occasion I have found 

him to be highly ef fec tive and to have met and exceeded the objec tives we agreed 

with him ... 

I am happy to say that Buki has not only signif icantly improved the results I have 

achieved whil st working with him, but helped me (and my team) develop skill s that 

can be used time and again, in all walks of L ife, to achieve the results that we want. 

Matt Sur f leet Head of Account Management 

.OLDMUTUAl
ric'11-:I ASSET MANAGERS

We have used Buki and Inquire Management many times over the past few years. 

Buki's energy and del iver y style makes his training so ef fec tive. His enthusiasm and 

belief in the knowledge he impar ts has an amazing impac t on those he trains. His 

preparation pr ior to training sessions is second to none and execution sl ic k, f un and 

power f ul.  

Karen Bar nett, Human Resources Manager - Old Mutual Asset Managers (UK) Ltd 


