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Stacey Brown Randall: Have you ever wondered the types of questions a 
business owner asks when they're working on building their referable 
business? Let's find out. 
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Hey there and welcome to episode 307 of the Roadmap to Referrals 
podcast, a show about helping you build a referable business. I'm your 
host, Stacey Brown Randall. My journey from business failure to a 
successful business now more than 10 years in, I know, generating 
referrals naturally and consistently has made all the difference. Working 
with clients around the world, we leverage the science of referrals, protect 
relationships above all else, and help you build a referral business. 

If you have ever wanted to join me for a live training to learn my three-part 
framework on why my clients double, triple, or quadruple their referrals in 
sometimes as little as 90 days, plus work with me to calculate what's 
possible for you for a referral explosion in one year, then you need to join 
me for my live upcoming training that's happening in May. 

Go to StaceyBrownRandall.com/referable for all the details and to submit 
your application. If you're accepted, you'll receive an email with all of the 
training details so you can join me live and we can work through what is a 
true reality for referrals in your business. 

Have you ever wondered the types of questions a business owner asks 
when they're working on building their referable business? 

So from time to time, I will get asked by people who were not in my 
coaching program, so who were not in the Building a Referable Business 
coaching program, what we talk about and what kind of questions are 
asked by my clients, since with my clients, I do a weekly question and 
answer session. 

So I thought, OK, I could certainly share that. I could certainly share what 
are some of the questions that my clients are asking on a week-to-week 
basis as they are working through the different trainings and strategies and 
adding more tools to their toolbox, as they work to increase their referrals, 
whether that's double, triple, or quadruple what they're used to receiving, 
and of course, make their way towards building a beautiful, referable 
business. 

https://pages.staceybrownrandall.com/referable-business
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So this will be a shorter episode because I just want to hit the highlights of 
a few of the types of questions that I'm asked. And for some of them, I'll 
give a little context, so they actually make sense. 

Now, just to note, I'm just sharing the questions that are asked, not 
necessarily my answers. In some cases, the answers are very, very 
specific to the question that was asked. And so I want to talk about that in 
terms of the question, like who asked it and why. And I don't mean who as 
in their name, I just mean in what they do, but the reason behind that 
question. 

I think the context behind a question is sometimes just as valuable as 
knowing what the question is. But of course, the answers to these 
questions, well, those are reserved for my clients, for the answers that I 
gave them during a Q&A. 

But I wanted to share with you the things that you could be and probably 
should be thinking about if you're really deciding that 2024, or I guess at 
any point in the future, you're going to get serious about building a 
referable business. 

Okay, so the first one that I got, when I was looking through some of these 
questions, the first one that I wrote down is a consultant asked about 
handwriting. As you can imagine, I get this question a lot. 

But specifically, once you're in my program and you start looking at the 
different strategies that we put into place and you start looking at the ways 
that you're going to cultivate your existing referral sources, people who 
already refer you, and then also how you're going to cultivate your potential 
referral sources, those people who aren't referring you yet. 

And then maybe you also go through the Referable Client Experience 
program, and you look at the plan and the processes that you pull out of 
that. There's usually a question that will come up in someone's first year 
where they will ask, are all of these touch points being handwritten? 
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And the reason that question is usually asked is because most people 
spend a little bit of time checking me out before they make the decision to 
join. So they listen to my podcast, they read my book, they're on my email 
list, they read my weekly emails, and eventually you hear this drumbeat of 
handwritten, handwritten, handwritten, right? 

But I don't actually mean everything has to be handwritten, once you're 
actually putting all the touch points and all of the pieces in place. But it can 
be confusing for somebody. They're like, oh my gosh, do I have to 
handwrite every single thing I'm doing? What if I have 52 referral sources 
or even 21 referral sources? Like that's a lot of handwriting. 

So I always clear that up for them. They're always breathing a sigh of relief. 
I do say there's a few times, there's actually three in particular, where I 
believe that a note must be handwritten. It could be for depending on some 
of the strategies that maybe you're putting into place. 

But when it comes to taking care of our existing referral sources and you're 
going to do five to six maybe seven touch points in a year, the very first 
question you're going to hear someone say is are all those handwritten? 
And I always say no. There's three times where they have to be 
handwritten but within their plan there's only two, so that's usually pretty 
helpful for them. 

Okay the next question came from an interior designer, and they were 
wondering how to weave in referral seeds with a magazine that they are 
sending to potential referral sources and other people within their 
database. 

If there's one thing my clients get really clear on really quickly in the 
program is that there are typically places hiding or opportunities hiding in 
your business where you could be planting referral seeds and looking to 
build that mindset in other people to think about referring you. And doing it 
in a way that feels very natural and normal and not sleazy and not pushy 
and just dropping it in. 



Ep #307: Questions You Should Be Asking 

Roadmap to Referrals with Stacey Brown Randall  
  

But it's the consistency and repetitiveness of what we do and how we do it, 
meaning not the same way every time, that allows that language to work. 
And so very quickly, I find once people have been in the program for a 
couple of months and they're participating in these Q&As and they're 
hearing other people ask questions about, hey, I'm rolling out a new 
website. What should I be thinking about? 

I am always one that says, I want to be a part of those things with you. 
When you have something different going on in your business that's 
outside maybe the strategy I'm teaching you, you got to tell me about it 
because I want to participate with you. And I want to give you feedback and 
thoughts and advice and write down the exact language that I would have 
you include in those moments. 

So in this case, this interior designer very early on was like, I get it. I get it. 
Yes, I'm learning all these strategies and these plans and these processes 
and these scripts that I'm putting in place for how things are operating in 
my business. But I'm also working with them to have them evolve how they 
see other opportunities within their business. 

So when they bring one to me, I know, oh, light bulb moment. They have 
arrived. We are there. And in this case, this interior designer is like, wait, 
we're sending a magazine out. What should we be doing about it? What 
should we be saying that plants referral seed language? 

So the first thing I did have her look at is, well, I want you to think about 
sending this magazine out, obviously she was planning on sending like a 
letter with the magazine. So that's why we had the space to do referral 
seed language and we needed language for that. 

First thing I told her is, do not send out one form email or one form letter 
with that magazine to everybody. We're going to actually group these folks 
by categories. So her question was really like, OK, so what is it going to 
say to the potential referral sources versus what it would say to clients 
versus what it would probably say to existing referral sources? 
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The language is different. The letter is pretty much all the same. And 
there's usually like a paragraph or a sentence or two that I commandeer, so 
to speak. And I change that based on the audience of who we're talking to. 
So that was just another question that was asked that we got to dig in and I 
got to answer so she could really leverage that opportunity. 

I'm like, if you're going to spend the time and energy to send out a 
magazine, like lots of copies to a whole bunch of people, let's make it worth 
it, right? Like, let's plan a referral seed if we can. Doesn't mean every time 
we can, but if we can, you know, I want to take, I definitely want to leverage 
that, definitely want to take advantage of that because it's an opportunity I 
don't want anyone to waste. 

Okay, so here's another question that was asked. It was by an attorney. 
And this attorney happens to be working through one of my training 
programs called the Referable Client Experience. 

Now, you probably haven't heard me talk about that one too much 
because, well, if you're not in the coaching program or working with me at 
the VIP level, it's not available to you. So I don't talk about it too terribly 
much, because if you want to go through it, well, it's behind a paywall. 

Now, I do have a podcast series out a couple of years ago that I did on the 
Referable Client Experience, and book number two is actually going to be 
on that topic as well. So I'll probably be talking about it more on the 
podcast as we gear up for the launch of that book, because I'll have 
something else that you can go and access that isn't like joining one of my 
programs. It'll be much more affordable. 

So I don't always talk about the Referable Client Experience outside of the 
couple of times I've done it, like a series on the podcast or mentioned it 
here or there, just because unless you're in the coaching program or the 
VIP, you can't access it. And I get sometimes that like, hey, when I can't 
access that, it's a little agitating to always be listening to someone talk 
about it. So I try not to talk about it that much. 
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But in this case, this attorney who is working through the Referable Client 
Experience Program and training wanted help on her welcome box and the 
card. Now, you're hearing me say this. Let me put this in context. Do you 
need a welcome box? Probably not. You do not have to do a gift. You 
probably should do a card. 

But the idea there is that it's where it fits in based on the strategy and the 
process that she's learning through my program. So when you hear me say 
things, don't just be like, ah, I need a welcome box and a welcome card, 
like if you don't have context probably for where it should go in your 
business. 

But here's the thing. This attorney is a divorce attorney. So what we were 
paying attention to is being highly, highly sensitive to what was in that box, 
what would be written in that card, what that would ultimately look like for 
this attorney as she was building out her referable client experience, which 
is one of the foundational strategies. 

There are three. This is one of them. You hear me talk about the other two, 
growth by referrals and referring machines, all the time. But it's just one. 
And we're just building that, in this case, a referable client experience. And 
so everything about that had to be done not only correctly, because it 
needs to be done correctly for any business, but with sensitivity because a 
divorce attorney. So that kind of put some things into context for you. 

Another one, actually, this isn't a question, but I have a CPA who actually 
did his very first event, and it's not something he usually does. And you 
don't have to do events. Please hear me say this. You don't have to do 
events. I have some people who never do them, and that's awesome. I 
have some people who like to do them. 

But he'd never done an event before. He certainly had never done a virtual 
event before. But there's a training we have in the coaching program. It's 
how to extend the referral ROI on your events. 
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And one of the things I talk about, well, that training talks about the five 
times or the five areas before, during, and after your event where you 
should be leveraging referrals and referral seed language. 

And in that training, I talk about you don't have to do an in-person event. I 
mean, what do you do if all your referral sources are not local? You're 
certainly not doing a local in-person event. So I teach a lot in that training 
about virtual events, which I do a lot. And I've had people doing a lot for 
many, many years. 

And so he did his first one. And so I had him come on and share how it 
went, his first virtual event for his referral sources. And again, you do not 
have to do an event, but it's always nice for the folks in the coaching 
program to hear, in this case from the CPA who did it and how it went and 
what lessons they learned. And then, of course, to talk about their overall 
opinions and feedback on it, too. 

So and then, of course, anything that percolated from that as well from a 
referral perspective. So it's also fun to have people share. what they're 
doing as well and the results that they are having. Okay, here, I've got a 
few more for you, but hang on, we've got to do the PTI. 

Stacey Brown Randall: Hey there, pardon the interruption. Have you ever 
wondered how a current member of my Building a Referable Business 
Coaching program would describe their experience? Well, I wanted to 
know, so I asked them, and here's what they had to say. 

Client: If I had to describe BRB in one word, it would be transformative. It 
really changes the way that you look at your interactions with the people 
who can provide business for you. 

Client: I would define BRB in one word as a community. It's always a 
positive experience. She's extremely, well, she's very organized. She 
makes everything seem easy, even when it's not actually easy. And she's 
extremely motivating. 
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Client: Defining BRB in one word would be relationships. 

Client: BRB, in one word, effective. If you're looking for an effective 
program, BRB is it. If you're looking for a great, knowledgeable expert and 
cheerleader, then Stacey's definitely the person to work with. 

Client: If I could define BRB in one word, it would be elevate, because it's 
certainly elevated my business. 

Client: BRB means progress to me. What I would say to someone, the 
reason to join BRB, is if you're in a business that's a referral business, and 
that's the most important piece of your business, then I can't think of a 
better way to invest in it than invested it in the best authority when it comes 
to referral business. Stacey. 

Stacey Brown Randall: Want to join us inside the coaching program, 
Building a Referable Business, or BRB for short? Go to 
StaceyBrownRandall.com/referable to learn about the program and click on 
the link to submit your application. 

We also have a live training coming up in May where you can learn more 
about this program, plus how I get my clients the success that they receive. 
You can join me for that training live in May. But first you have to apply to 
one, be accepted and two, get information on the trainings. All right, now 
back to the episode. 

Stacey Brown Randall: Okay, so here are a few more. So I had a financial 
advisor ask about removing a referral source that didn't fit the niche. So in 
this case, like, you know, you always hear business advisors like, you 
should have a niche, you should have a niche, and I actually do agree with 
that. I do not think, you know, somebody who can help everyone helps no 
one. 

Like, I don't even know, like, how to think about you, if you can help 
everyone and anyone do a whole, like, a thousand things, right? But I don't 

https://pages.staceybrownrandall.com/referable-business
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think everybody has to niche down to the point where you are teeny tiny 
focused either. 

For me in particular, my niche is really actually on my subject matter 
expertise, though I am very clear about who I help and who I don't help. I 
don't work with online course creators. I don't work with e-commerce. I 
don't work with SaaS-based programs. I don't work with medical. I don't 
work with hospitality. I don't work with retail. 

Now, you hear that, and you're like, that's a bunch. That's not even all of 
them. But that's a bunch that I don't work with. But then there are others 
that I could work with, but I also specialize in a few areas. But I don't just 
do this for, say, attorneys, or just do this for interior designers, or just do 
this referral piece for business consultants. 

I actually can help a number of folks, and I do, but my niche area of focus 
for me is in my expertise. But sometimes people have built a business, and 
I'm slightly in awe of them, where they're like, this is what I do, and this is 
who I do it for, and it's like a singular subject. 

So in this case, for this financial advisor, built one of those businesses that 
I'm in awe of. And I'm like, wow. And so has a referral source that refers 
from time to time and is just trying to figure out should they be cultivating 
more referrals from this referral source that when this referral source refers, 
it's not in their niche and they usually can't take the client. 

So what do they do, right? Should they remove them? And there's a whole 
process behind how we do that and how we do that correctly. And so that's 
what we were going to talk about when that financial advisor asked the 
question. 

Okay, next up we have a consultant. Next question came from a consultant 
that was asking, hey, I've got a new employee starting, and how do I 
announce that? Like, can I announce that? Can we plant referral seeds? 
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Now, here's the thing. Most of my clients, this goes back to the interior 
designer thing that I said earlier, too, when they were asking about how to 
put this referral seed language into a magazine that they're sending out. 
And some other times I have this. 

When there are big things that happen in your business, I always tell my 
clients, you got to let me be a part of it. I will tell you if there's not a time 
and space or place for referral seeds. But if there is, I want to be a part of 
it. 

And so this one's like, hey, we have a new employee coming on board. And 
I'm like, I want to be a part of that. You got to let me be a part of the 
messaging, of the communication, of what you're going to send out. 

And again, just like we did before, I said, OK, there's groups of people, 
categories of people who are receiving this announcement. We're going to 
tailor each one to that group. But when I say tailor, I mean like we changed 
two or three words. It was the same letter, we just changed a couple words, 
and we planned referral seats in the process. 

So, okay, here's another question that was asked one time. It was from an 
attorney who was doing video interviews, and he wanted to know what he 
could do with those video interviews to plan referral seats. So of course, 
you know, my question is context, please. Who are we interviewing? Why 
are we doing this? Who will see it? What is the purpose? 

I need the context, right, for me to be able to answer the question. I don't 
know. I don't know if you can plant referral seeds in your video interviews. I 
got to know what you're doing first. So that was a really fun question that to 
answer as well. 

And then here is another question we got that came from a business coach 
and they were curious what is different in my follow up when I'm referred to 
someone who can actually be a referral source to me versus being referred 
to a client. 
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So something that people overlook is that sometimes when someone refers 
someone to you it's not that they're referring a client because maybe they 
can't or they just haven't yet. But they are well-connected, and they do 
know other people. And they think, oh, you should meet this other person. 
And the person they refer you to, that person has the potential to refer 
clients to you. 

So this business coach's first time she'd experienced that, she was like, 
what do I do? And I was like, oh, you know, I got an answer. I always got an 
answer. Here's the game plan. Here's the roadmap. 

But yes, we do have different follow-up when we're referred to someone 
who has the potential to refer us clients versus becoming a client 
themselves. So that's just some of the questions that I get asked on a 
weekly basis when I am working with my members inside my coaching 
program, Building a Referable Business. 

We do other stuff too. We review their touchpoint plans, whether that's 
when they're doing existing referral sources or potential referral sources. 
We also review what they're building with any of the trainings they go 
through with their virtual events. 

We're looking at it from their referable client experience. We're looking at 
what they're going to do with their testimonials made easy. We look at 
anything anyone builds. We also do review and feedback, and I do that 
whenever someone submits something for me to review. 

And then, of course, we have our members share their results as well, 
which is always so fun to hear people talk about. Listen to the quarter I just 
had. So you guys are hearing this episode at the end of April. You can 
imagine we had all a bunch of quarter one results come out and those are 
so fun to hear people talk about the success that they had. 

We had somebody talk about in the first quarter of this year, they received 
almost as many referrals as they did in all of last year. In all of last year, 
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that was like they quadrupled their referrals joining the program for the first 
time last year over what they typically receive. 

They're like, this is crazy. Like they typically average 20 referrals a year. 
That's what they got in 2022. In 2023, they came into my BRB program and 
they got over 60, I think it was like 67 referrals in 2023. So they quadrupled 
that, right? 

And then from there, they were like almost quadrupled that. I guess 
actually I just did the math in my head. And now they're like, wait, we're at 
over 50 in one quarter this year. I'm like, holy cow, you were just doing it, 
right? Like making it happen. When you get those processes in place, 
they're fun. So of course, we talk about results too. Okay, so enough about 
that. 

If you're interested, the show notes page for this episode can be found at 
StaceyBrownRandall.com/307, which is where you will find the link to the 
resources mentioned in this episode. In particular, the live training I'm going 
to be doing in the middle of May, and you don't want to miss it.  

So make sure you go to StaceyBrownRandall.com/referable, complete the 
application. It's where you're going to learn more about the BRB coaching 
program. But if you're accepted, it also gets you access to the training 
because the training is only for those that we feel that can have success 
inside BRB. You can join that training. 

Of course, when you apply and when you apply to attend the training, 
there's no obligation. You may decide at the end of that training, it's not the 
right move for you. and that's okay. We'd rather you know than wonder. So 
go to StaceyBrownRandall.com/307 to get all the information from the 
show notes page for this episode. 

And we're back with another great episode next week created with you and 
your needs in mind. Until then, you know what to do my friend, take control 
of your referrals and build a referable business. Bye for now. 

https://www.staceybrownrandall.com/307
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