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Most companies اwork with,
my former one, grow 09الــــــــــــــــــع٧ا00ا
because their happy customers
spread the word. They refer US
to their personal and business
f r iends. When gual i ty work
and good service is offered
o n a c o n s i s t e n t b a s i s , t h e r e
is generally asteady stream
of re fe r ra ls . As a resu l t , most
companies in the green industry
spend little on marketing. Two
percent of sales would be a
l o t f o r m o s t . R e f e r r a l s s a v e

companies thousands of dollars
each year.

A s c o m p a n i e s g r o w .
I t 's espec ia l ly impor tant to
remember what, or who, got
t h e m t h e r e . A s I m e n t i o n e d ,
there's no secret to earning
r e f e r r a l b u s i n e s s . T h e f o r m u l a
i s gua l i t y work and happy
customers who spread the word
about your services.

Armed with this information,
we should guard against even
ahint of complacency because
e v e r y s i n g l e c u s t o m e r I s
important to your reputation.
Every employee who deals with

acustomer either on the phone
or in person should make sure
that client is not just happy,
but tota l ly sat isfied. You want
customers to be raving fans of
y o u r c o m p a n y .

To m a k e s u r e t h a t r e f e r r a l s
keep streaming in the door,
be sure to reward the person
who referred you. Ilearned the
importance of reward when my
little dog. Popcorn, was apuppy.
Popcorn is aWest Highland
Terrier, more commonly known
as aWestie. These dogs are
cute little white puff balls when
they're puppies. We just love our
little guy. Anyway, Iwould teach
Popcorn to roll over and when
he did Igave him atreat. Guess
w h a t ? W h e n I a s k e d h i m t o d o

it again, he did. If Ikept asking
him but stopped the treats, after
a w h i l e h e w o u l d l o s e i n t e r e s t .
Is this asimplistic example?
Of cou rse . Bu t , none the less .
Popcorn is an awful lot like your
customers in some ways.

Every single time someone
tells you they were referred to
your company, be sure to find
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hاs business card, ً he print isا
too l ight and too small. There
are many companies guilty of
this same problem. Some of
these companies even have
their own in-house marketing
departments. For the life of me,
I c a n ' t u n d e r s t a n d w h y t h e y
have bus iness cards tha t a re so
d i fficu l t to read.

To conclude, put business
cards where you keep your keys
orwallet, and check to make sure
you always have plenty of them

with you. Irecently had work
done at my home and three out
o f fi v e c o n t r a c t o r s d i d n o t h a v e
b u s i n e s s c a r d s w i t h t h e m . N o
sense in having business cards if
you don't carry them. Also, print
business cards for everyone at
your company who has contact
with customers. Your people
will feel good about the cards,
a n d c u s t o m e r s w i l l h a v e a l l t h e
information they need to reach
y o u r c o m p a n y .

Т А К Е А С Т Ю М

list all contact information and what you do on your
c a r d .

When you meet potential customers, immediately offer
them your business card.

Check each day to be sure you have an ample supply
of cards, and be sure to always take them with you. You
d o n ' t w a n t t o r u n o u t .
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