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92%
of people trust

referrals from people 
they know

73%
of executives prefer 
to work with sales 

professionals referred 
by someone they 

know

86%
more revenue growth 

in the span of two 
years than those
without such a

program

Referrals convert at a higher rate than any other source 
of leads. Your customers can be a surprisingly effective 
tool for generating qualified leads to build your pipeline. 

In fact, 92% of people trust referrals from people they 
know, and 73% of executives prefer to work with sales 
professionals referred by someone they know. After all, 
business relationships are made through networking 
and partnerships. Therefore, it is imperative that sales 
professionals do everything in their power to build out 
relationships and referrals.

A recent study found that companies with formalized 
referral programs experience 86% more revenue growth 
in the span of two years than those without such
a program. While many companies hold Sales
Development Representatives (SDRs) responsible for 
prospecting, the truth is that Account Executives are 
prospecting too, by filling their pipeline with referrals 
whenever possible, or at least the successful ones are.

Introduction

https://www.salesreadinessgroup.com/blog/6-key-tactics-for-getting-high-quality-sales-referrals
https://spotio.com/blog/sales-statistics/#:~:text=Sales%20Referral%20Statistics,-Referrals%20are%20gold&text=Salespeople%20who%20actively%20seek%20out,say%20they'd%20give%20referrals.
https://sharesomefriends.com/blog/11-surprising-referral-statistics/
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81%
of respondents

believe that their sales
team does not ask

for enough
referrals

LeadIQ recently surveyed 100 sales leaders where 81% 
of respondents believe that their sales teams do not ask 
for enough referrals. Timing is crucial when asking for a 
referral. Through trial and error, we have found that the 
best times for an Account Executive to ask a customer 
for a referral are right after closing a deal, or after a 
triggered action.

When to Ask for Referrals
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Asking for a referral right after closing a deal is prime referral time. It’s 
a moment where you’re fresh in a customer’s mind, and they’re also 
excited about your product’s potential. 83% of consumers are willing 
to refer after a recent positive experience.

Scenario 1: 
After Closing a Deal

Once you close, ask for a 
referral. Customers are more 

likely to actually accept a 
referral ask at the beginning 

stages of using a product
or service. People have

trouble saying “no” to a new
relationship/partnership/etc. 

Pro Tip
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https://sharesomefriends.com/blog/11-surprising-referral-statistics/


The second best time to ask for a referral is when there is a triggered 
action that shows the customer is experiencing successful results 
from using your product or service. This requires patience and
understanding of the health of the account. Some people are
understandably hesitant to put their name behind a product or 
service until they see results. Giving them space to experience 
success first hand makes them more likely to refer your product or 
service to their network. 

Scenario 2: 
Triggered Action

Be sure to constantly nurture 
the customer relationship, 

even after the sales process. 
When you focus on building 
the relationship on a more 

personal level, the customer 
will develop trust and

comfort in you and your
product/services.

Pro Tip
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Therefore, they will be more open to 
recommending your product or service to 
their network. 
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HubSpot research shows that 55% of buyers report 
using word-of-mouth referrals to make purchasing
decisions. If someone learns about your product or 
service from a trusted source, they’re more likely to buy 
from you. Further, according to CEB’s The Challenger 
Customer, buyers have completed 57% of the process by 
the time they start talking to suppliers. This jump-starts 
the sales cycle with that prospect and is overall the most 
effective way for Account Executives to go about
building their pipeline, since most of the work and 
research is already completed by the customer.

The most successful way to gain a referral is by 
approaching a customer with a list of people they know 
and can, therefore, help you make an introduction. Be 
sure to do your homework, and not simply ask the 
customer point-blank for referrals. Instead, approach 
them with a list of names and say something along the 
lines of, "I've been trying to break into these five 
accounts, and it turns out you have a connection to 
them. Would you mind if I reached out to them and
mentioned your name?".

How to Ask for Referrals

I've been trying to break 
into these five accounts, and it

turns out you have a connection to 
them. Would you mind if I reached

out to them and mentioned
your name? 
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https://cdn2.hubspot.net/hubfs/53/assets/hubspot.com/research/reports/State%20of%20Inbound%202018%20Global%20Results.pdf?t=1528461337986&__hstc=20629287.91d77949edd4c253ab8f8152674cbe8d.1511783876930.1528430020432.1528460797047.4&__hssc=20629287.3.1528460797047&__hsfp=1881032846
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Another option to generate a list of potential referral 
candidates is by going to the "People Also Viewed" 
Section of LinkedIn. With LinkedIn Sales Navigator, you 
can see people who also viewed profiles under the 
“People Also Viewed” tab. This interaction is similar to 
searching through their connections, but goes deeper. 
Those who also viewed their profile are generally people 
that know them, have interacted with them, and/or know 
them on a more personal level. 

You can again say something along the lines of, "Hey X, 
I saw you know Y. Would you mind if I mentioned you in 
an email?" 

You can now lead a cold call or cold email to that new 
lead with something like, "Hey, I noticed we share X as a 
mutual connection. We really liked what their company's 
doing, and I think we might be able to help you with XYZ 
value prop as well."

Very rarely will a customer say no. According to Spotio, 
even though only 11% of salespeople ask for referrals, a 
whopping 91% of customers say they’d give a referral if 
asked.

How to Create a List of Prospects for a Customer Referral

Go on LinkedIn Sales Navigator & search the customer you
just closed.01

STEP

Click on their connections & set up desired filters for your Ideal 
Customer Profile (ICP)02

STEP

Review the connections shared & create a very targeted list.03
STEP

Target people in similar 
roles and industries as your 

customer. The feedback/
introduction they offer may 
be much more relevant to 

the referred person.

Pro Tip
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The more applicable situation for a non-customer is someone 
genuinely excited about your product but it's not a fit because of 
XYZ (e,g, don't use Sales Nav yet) in which case you inquire about:"

Asking Non-Customers
for Referrals
Sometimes when you’re prospecting a person from one of your target-
ed accounts, they turn out to be a bad fit for that department but a 
good account otherwise. In this instance, it’s appropriate to ask for a 
referral within that company to a different department. 

Try saying something along the lines of, "Our product isn't a good fit 
for your department because of XYZ, But what about your inside 
sales team, could our product help them? Can I get a referral?". If 
they say yes, you have an insider referral, which holds substantial 
value. 

their previous compan(ies) 
if you know it's a target

Pro Tip
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01

groups/communities that 
they belong to

02

colleagues at relevant target 
companies

03

When asking non-
customers for referrals: 
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Hey, do you belong to any of these 
Sales/HR/Marketing

communities or groups? does anyone 
ever inquire about solutions like this or 
post interesting products that they've 

come across?

Hey, I saw that you're 
connected to the Dir/VP at Acme 
via LinkedIn, is that someone that 
you know well and might be able 
to share your experience/findings 

with us?

H e r e ’ s  s o m e  e x a m p l e  i n t r o d u c t i o n s  t o  e a c h :

01 02 03
Hey, I noticed you worked at 
Acme. Are you still close to 
anyone there that might be 

interested in learning more about 
what we do?



Wrap Up 
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Although asking for referrals can be intimidating, it’s an 
important (and unfortunately, often-overlooked) step 
towards filling an Account Executive’s pipeline and 
generating more revenue. Don’t allow your AEs to fall in 
the trap of speeding past the investment of building up a 
customer relationship and asking for a referral. 

Referrals are all about trust. You have to trust your 
customer to ask for a referral, your customer has to trust 
you to give the okay, and the prospect has to trust the 
customer to trust you. Asking for referrals are personal, 
so be personable. Focus on building the relationship 
with your customers. Focus on building comfort and 
trust, by adding value to the customer beyond business. 

Remember: salespeople who actively seek out 
and exploit referrals earn four to five times more 
than those who don’t them.

https://spotio.com/blog/sales-statistics/#:~:text=Sales%20Referral%20Statistics,-Referrals%20are%20gold&text=Salespeople%20who%20actively%20seek%20out,say%20they'd%20give%20referrals.
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