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The #1 way to start getting referrals? STOP ASKING

In all his years of helping financial professionals build and grow their businesses, Stephen Wershing has
learned that the number one way to make sure you don't get a referral is by asking for it. Why? Because
studies prove that clients refer you not to benefit you but to benefit themselves. So you have to approach the
challenge from a completely new angle.

Stop Asking for Referrals helps you do exactly that.

Inside, Wershing provides the tools you need to get more referrals than ever by designing your practice in a
way that gets clients to mention you to friends when the opportunity arises. He calls it "the new referral
conversation," and it works.

Define your target market with accuracy and precision●

Communicate your value clearly and effectively●

Create your company's unique "brand"●

Harness the natural, normal social interactions of your clients to serve your marketing efforts●

You'll also learn how to use client feedback to benefit your business, create your service package, and bring
in new business.

"The way you have been told to attract referrals is based on an assumption that's wrong," Wershing writes.
"And it is undermining your business and your relationships."

You will come away with a deep understanding of why and where referrals actually come from, how to tailor
your own practice to get people talking about you, and ways to develop a communication plan to project
your reputation.

So stop asking for referrals--and start attracting more new clients than you ever thought possible.

Praise for Stop Asking for Referrals

"Steve Wershing helps you unlock the untapped referral potential you have in your business today with an
approach that is as comfortable as it is effective." -- JULIE LITTLECHILD, founder and president of
Advisor Impact

"The most comprehensive, practical, and engaging guide I know of for strengthening existing client
connections and cultivating new ones in a way that is experience-based, respectful, and long-lasting." --
OLIVIA MELLAN, psychotherapist, money coach, author of The Client Connection, and columnist for
Investment Advisor



"Reading this book will revolutionize how you think about growing your business." -- MICHAEL E.
KITCES, MSFS, MTAX, CFP, partner, Pinnacle Advisory Group, and blogger, Nerd's Eye View

"This book will help you overcome . . . discomfort and show you how to engage your clients so that they will
proudly help you build your business. Kudos for this powerful, one-stop marketing resource!" -- SHERYL
GARRETT, CFP, AIF, award-winning author, advisor, and founder of the Garrett Planning Network

"Stop Asking for Referrals is on my Top Ten list of books that I believe offer the most meaningful strategies
for advisors. . . . Steve's ideas for referral marketing are brilliant and just plain common sense. Advisors will
embrace his book as the new referral bible. -- SYDNEY LEBLANC, founding editor of Registered Rep
magazine; partner of LeBlanc and Company

"Embrace Steve's advice if you'd like to see your practice growth become effortless, boundless, and fun!" --
MARIE SWIFT, CEO, Impact Communications, columnist for Financial Planning magazine, and author of
Become a Media Magnet
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From reader reviews:

John Reed:

With other case, little folks like to read book Stop Asking for Referrals: A Revolutionary New Strategy for
Building a Financial Service Business that Sells Itself. You can choose the best book if you appreciate
reading a book. Provided that we know about how is important the book Stop Asking for Referrals: A
Revolutionary New Strategy for Building a Financial Service Business that Sells Itself. You can add
understanding and of course you can around the world by a book. Absolutely right, mainly because from
book you can understand everything! From your country until foreign or abroad you can be known. About
simple thing until wonderful thing you are able to know that. In this era, we could open a book or even
searching by internet device. It is called e-book. You can utilize it when you feel uninterested to go to the
library. Let's read.

Larry Young:

The ability that you get from Stop Asking for Referrals: A Revolutionary New Strategy for Building a
Financial Service Business that Sells Itself is the more deep you excavating the information that hide inside
the words the more you get considering reading it. It doesn't mean that this book is hard to recognise but
Stop Asking for Referrals: A Revolutionary New Strategy for Building a Financial Service Business that
Sells Itself giving you thrill feeling of reading. The copy writer conveys their point in certain way that can be
understood by means of anyone who read the item because the author of this reserve is well-known enough.
That book also makes your own personal vocabulary increase well. It is therefore easy to understand then
can go with you, both in printed or e-book style are available. We advise you for having this particular Stop
Asking for Referrals: A Revolutionary New Strategy for Building a Financial Service Business that Sells
Itself instantly.

Andy Breaux:

This Stop Asking for Referrals: A Revolutionary New Strategy for Building a Financial Service Business
that Sells Itself tend to be reliable for you who want to be considered a successful person, why. The key
reason why of this Stop Asking for Referrals: A Revolutionary New Strategy for Building a Financial
Service Business that Sells Itself can be on the list of great books you must have is actually giving you more
than just simple studying food but feed an individual with information that probably will shock your earlier
knowledge. This book will be handy, you can bring it everywhere and whenever your conditions both in e-
book and printed ones. Beside that this Stop Asking for Referrals: A Revolutionary New Strategy for
Building a Financial Service Business that Sells Itself giving you an enormous of experience such as rich
vocabulary, giving you test of critical thinking that we all know it useful in your day action. So , let's have it
and enjoy reading.



Frank Jorge:

This Stop Asking for Referrals: A Revolutionary New Strategy for Building a Financial Service Business
that Sells Itself is new way for you who has intense curiosity to look for some information because it relief
your hunger info. Getting deeper you into it getting knowledge more you know or you who still having tiny
amount of digest in reading this Stop Asking for Referrals: A Revolutionary New Strategy for Building a
Financial Service Business that Sells Itself can be the light food to suit your needs because the information
inside that book is easy to get simply by anyone. These books create itself in the form that is certainly
reachable by anyone, yeah I mean in the e-book type. People who think that in book form make them feel
sleepy even dizzy this guide is the answer. So there is not any in reading a publication especially this one.
You can find what you are looking for. It should be here for anyone. So , don't miss that! Just read this e-
book sort for your better life as well as knowledge.
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