
	

	



	

	

	

	

	

	

Referral Generation Formula 

For a mortgage broker, referrals from accountants, solicitors and financial planners 

are the lifeblood of our business. For most brokers, besides getting referrals from 

existing clients, professional referral relationships are generally the number one way 

to obtain leads. 

In this report you will discover: 

• The easiest way to find your next referrer 

• How to get past the dreaded gatekeepers 

• What to say the first time you speak with a potential referrer 

• How to raise your perceived level of value  

• The structure of what your first meeting should be 

• What you need to focus on if you want to build a lasting relationship 

But before we do all that let me introduce myself… 

My name is Tim Russell and I am the director of Blueleaf Mortgage Solutions, a small 

mortgage broking business based in North Sydney NSW. 

I’ve been a mortgage broker for over 7 years and across 4 different dealer groups. 

And whilst I initially found the transition from a personal trainer extremely 

challenging (long story), I now love every aspect of my job. 

I mean seriously, I love absolutely everything about being a mortgage broker. 

Whether it’s the sales side of things, creating systems, implementing marketing 

strategies, I even like bloody compliance! 

 



	

 

 

 

In fact, my passion for the mortgage industry has led me to create Broker Elite – a 

company dedicated to transforming struggling or new-to-industry brokers into well-

oiled sales machines. 

My desire is to arm brokers with the right tools so that they can take their businesses 

from mediocre to phenomenal in only a matter of months. 

I do this using a range of online products and in person coaching which you should 

definitely check out at: 

www.brokerelite.com.au 

But enough about me let’s discuss how it’s possible to build any number of fantastic 

referrer relationships… 

How to build a referral relationship 

Although there are many marketing options available to a mortgage broker, in 

particular internet and Facebook marketing is all the rage at the moment. It is my 

strong belief you will get more bang for your buck if during the first few years of 

opening your business, you become laser focused on just three things: 

1. Being absolutely amazing at your job 

2. Building relationship with other professionals 

3. Obtaining referrals from existing clients 

Let’s discuss the second point on the above list – building relationships with other 

professionals… 

 

 



	

 

 

 

How to find a referrer  

Some suggest that this can be as simple as doing a Google search of all the local 

accountants, solicitors, financial planners, real estate and buyers agents in your area 

and then just walking into their office to introduce yourself. 

From my own experiences, this strategy rarely works.  

The reality is that if these people do not know who you are, you will find that they will 

just tell you they are extremely busy and don’t “have time” to sit down with you to 

hear about what your service offering is. 

That is even if you get past the receptionist of course! 

So how do you do it? 

You MUST have some sort of a connection or common link with these people. 

Unless this can be established I wouldn’t bother. 

How to establish a common connection 

The easiest way to do this is to simply make asking your clients who their accountant, 

solicitor, financial planner, real estate or buyers agent is part of your process. 

Having a mutual client with any of these professionals instantly moves you up the 

totem pole of credibility. 

For instance, watch how easy it is to get past the receptionist in this situation… 

• Receptionist, “Welcome to Sratton Financial Services how can I help you?” 

• Mortgage broker, “Yes it’s John Smith from Smith Mortgage Solutions, I need 

to speak with Jim Maloney about our mutual client Justin Nickelson. 



	

 

 

 

I guarantee you, 100% of receptionists will put you through to your next refer 

without even the slightest hesitation. 

From there it’s simply a matter of telling them something along the lines of the 

following. “Jim, I am assisting Justin Nickelson with some finance requirements so 

just wanted to bring you up to speed with what he is looking to do. Also, the other 

thing is that Justin could not stop speaking your praises, so I thought there might be 

further scope for us to work together and was wondering if I could come to your 

office, introduce myself and learn a little bit more about your business as I am 

constantly getting asked by my clients to refer them to a good [insert profession].” 

The way that paragraph is worded is done in such a way that it makes everything 

about them, not you.  

First up, informing them that you want to tell them about what’s happening with 

THEIR client positions you as having the referrer’s interests at heart.  

Secondly, asking to meet them so you can learn about THEIR business is so much 

more powerful then asking if you can met so you can explain YOUR service offering.  

For these two reasons, you will find that the above paragraph will produce extremely 

high conversions. For the professionals who don’t want to meet you, consider it a 

blessing because anyone who says no to that paragraph doesn’t have their client’s 

interests at heart and will be a terrible referrer anyway. 

 

 

 

 



	

 

 

 

What to do in your first meeting 

Once you’ve got your opportunity to meet with your potential referrer, in your first 

meeting you should be focused on three things: 

1. Understanding a bit about their business 

2. Explaining your service offering (yes that was always your goal!) 

3. Making sure you both like each other 

Out of the three points, the third is by far more the most important thing to consider. 

The reason I say this is because when it comes to mortgage broking, it’s very difficult 

to stand out in the marketplace compared to other brokers. 

Believe me, I’ve tried but the reality is: 

• We all have access to the same lenders 

• We all do residential finance including refinances, investment properties and 

owner occupied homes 

• We all do a bit of commercial or leasing finance 

• And so on… 

I know there are some out there that will say they “specialize” in a certain areas, but 

from all the brokers I know, if a deal is presented in front of them and they can assist, 

they’ll do the deal. 

So if we all do the same thing why would an accountant, financial planner or solicitor 

deal with you instead of another broker? 

Well, the thing to remember is referrers prefer to do business with people 

they know, like and trust – period. 

 



	

 

 

 

That’s why in this first meeting, it’s really important that you both get along. And I’m 

not necessarily talking about you trying to impress them here either. 

Think about yourself as well. I know for me, I want to do business with people I 

actually get along with. I couldn’t think of anything worse than meeting up with a 

referrer one or two times a month if I thought they were a nasty individual. 

Life is too short to spend time with people who zap away your positive energy. 

If after this first meeting, you feel both feel there is a genuine connection, it’s time to 

work on building a genuine relationship with them. 

For me, I consider the first stages of a referrer relationship exactly the same as 

dating, which is why the second time you meet them should be a lunch… 

The business lunch is a tried and tested formula which has been in place for 

hundreds, probably thousands of years. Take your referrer out to lunch, have a few 

drinks first, share a bottle of red and develop your friendship. 

Again, just like dating, a little bit of alcohol is the best way to relieve any 

awkwardness :) 

Trust me on this, if you spend two hours with a referrer and treat them to a great 

lunch (you must pay here) it’s the easiest way to stand out from the crowd and also 

build the know, like and trust factor. 

During the lunch find out what they’re into besides work. Do they play golf? Do they 

have kids? What sport do they follow? Do they like to go to pubs? Do they have a wife 

or are they single? Etc. 

For me, if I can't share a lunch with someone and talk about common interests, I 

know there is zero chance that a long-term, professional relationship will develop so  



	

 

 

 

whilst it may cost me $200, I see that as money well spent compared to following 

them up for zero results in the months that may follow. 

But what happens after this lunch? What's the next step from 

here? 

Up until this point, all you've done is tell the referrer about your offering and invite 

them out to lunch so that you now get along. However, for the referrer, there's a big 

difference between liking someone and trusting them with their clients. 

What that lunch has done is guarantee that when you call the referrer again, they'll 

actually pick up the phone instead of brushing you off. However, this leverage only 

has a limited lifespan of about a month before you start to move to the back of their 

mind and they start forgetting about you. 

I'm sure you know that the worst thing you can do is call a referrer with either 

nothing to say e.g. "How's life treating you? How are the wife and kids" etc. Or calling 

them asking if they've got any referrals to throw your way. 

But besides that, what else is there to talk to them about? 

Be a connector 

Let's take a step back and think about what any business person can never get 

enough of? Leads. 

It's obvious of course but it's important you always put yourself in your referrer’s 

shoes.  

For a lot of brokers (and it is certainly is true for me), we tend not to be the first 

person our clients will speak to about their finances. Usually a typical client will have  



	

 

 

 

a great relationship with their accountant or financial planner so it's usually quite 

hard for us to referrer new business to these people. 

So if you can't offer much value on the new business side of things what can you do? 

What you need to do instead is to introduce your potential referrer to other people in 

your network. 

Doing this offers two distinct value adds for your potential referrer: 

1. They see you as a well-connected man about town which raises their perceived 

opinion of you. 

2. Referring them to another professional is usually looked at as more valuable 

then referring them a client because just like how you view them, they will also 

view a professional as a chance to receive multiple referrals. 

How to do it properly 

Let's say that you're working on building up a relationship with an accountant and 

you’ve got a good relationship with a financial planner. 

Within one to two weeks after the lunch with your accountant, give them a call and 

say something along the lines of, "Hey Jim, I was just thinking about your business 

and there's someone I want to introduce you to. I have a great relationship with Peter 

Michael who is the director of a financial planning practice in our area and he 

specialises in SME clients with SMSFs. I know for a fact that he doesn't have strong 

connection with another accountant so I can definitely see some scope for you two to 

working together. Would you like me to set up a coffee with all of us?" 

Now it goes without saying that Jim would be a complete idiot for saying no to you 

and passing on this intro. In addition, your other referrer will be grateful for the 

opportunity as well so it's a win/win for both you and them. 



	

 

 

 

After it's over, give both your potential referrer and your actual referrer a call and ask 

them how it went. 

The best thing about all this as well is that you don't actually need them to start a 

relationship as such, all that is important is how they view you, which will be 

someone of value. 

What if you only have a few connections? 

What I have found is that it only takes 2 or 3 of these introductions to influence your 

potential referrer enough for them to referrer their first client to you. Once this 

happens, you get your opportunity to blow their client's socks off and really 

demonstrate your value. 

As long as you do a great job for their client, you'll typically see leads start to flow on 

a more regular basis which will eliminate the need to try and connect them to others 

you know. 

So there you go, that is how to you can initially start a referral relationship and then 

increase your perceived value so that they begin referring business your way. 

If you would like to read further into this subject, an absolute must read I would 

recommend for you is a book called The Go-Giver by Bob Burg and John D. Mann. 

Give all this a go and let me know how it went for you. 

Onwards! 

Tim Russell	

 


