How to Help Improve Your Referral Rate: 
Work with the Right Clients


In an effort to run a more profitable and efficient practice, it's important to work primarily for those clients who fit your Ideal Client Profile. You can build deeper relationships and better focus on their needs, while also generating an opportunity for more referrals.

The better you understand the specific characteristics of your best clients, the more effective you'll be at serving them and deepening their loyalty to you. Adhering to a well-defined Ideal Client Profile makes it more likely that you will begin to generate a higher referral rate over time. If your clients know your Ideal Client Profile, they will refer friends and associates who more closely match the kinds of clients you want to work with.


Exercise 1: Review who your ideal clients are  
Think about five clients who have given you referrals and who you believe you can do your best work for. Look for similarities among them:

· Are these clients similar by profession? What other personal attributes do they share, e.g., marital status, education, geographic location? 

· Do they have similar lifestyles? Are they part of the same social or professional networks? 

· Do they tend to have a similar investment profile? Think about their attitudes toward investing—are they conservative or risk-takers? What are some common financial planning challenges they face? 

· Finally, consider the history of your relationship—your shared networks or inner circles. Why do you enjoy working with them? 

Exercise 2: Fine-tune your intake process  
Define criteria for taking on new clients, which will go beyond the basics, such as asset levels. Also, think about personality traits of your ideal clients and their expectations for meetings and communications.

· Create a questionnaire for prospective clients that will help you determine if they are a good fit for your practice. 

· Be steadfast in your resolve. Don’t be afraid to say no to those who don’t meet your criteria. If possible, help them find someone who is better suited to meet their needs. 

· Develop relationships with other advisors who might welcome the chance to work with these prospects. 

Working with only those clients for whom you can do your best work can potentially increase profitability. Additional benefits of having a clear client-referral plan include better time management (because you know how to focus your time and energy) and a more enjoyable work environment (because you are working with clients who appreciate and value your services). 

Once you have completed your Ideal Client Profile, take time to get everyone in your firm familiar with it. Then review all of your firm’s marketing materials and communications to ensure they reflect your focus, and update them if needed. 

Keep in mind that it’s possible your definition of an ideal client may change over time. Repeating these exercises every one or two years can help you fine-tune your client-referral strategy as needed. 

If you have questions about Schwab Advisor Services or our offering, please contact Aja Nixon, Relationship Manager, Schwab Advisor Services at 513.361.8603 or visit us at schwabadvisorcenter.com/public
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