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1 of 1 people found the following review helpful. Read this *with* The Referral Engine by John Jantsch.By Louisel
started with Jantsch's book and | got tons of fabulous suggestions. It's awonderful book, filled with great ideas,
practical resources, great advice. Then | looked at Fearless Referrals and | realized, "Whoa... No wonder | haven't
done any of these things yet. | have serious * psychological* blocks against asking for referrals. There's no way | will
be able to get started, until | find some way to get past THAT."That's what Fearless Referrals gave to me. Honest,
humbling, authentic talk about what it meansto step up and have those conversations. If you don't believe in what
you're selling, it just won't work. Fearless Referrals makes it possible for me to move through those blocks, discover
the real worth of what | have to offer, so | can spread the good news in a genuine way. He walks you through those
conversations, step by step. The further | got into this book, the more those fears dissolved."Y es | can do this. Huh... |
can actually DO this!" Thanks, Matt Anderson!0 of 0 people found the following review helpful. Phenomena By
NeighBearl've read this book a couple of times now and when asked by my peers of what book | highly recommend, it
is Fearless Referrals. No one likesto ask for referrals, but to become referable is the key to successful referrals!O of O
people found the following review helpful. Fearless ReferralsBy Diane M. RueblingAs aformer field executivein
financial services and now as a business coach, | work with many sales/service professionals. Referral prospecting is
the number one marketing tool | recommend but one of the most difficult to get individuals to implement. This book is
the very best | have ever read on the topic. It is excellent from avery practical standpoint but also from a
psychological perspective. Started using it with clients and can't wait to see their resultsin afew months! Diane
Ruebling, The Ruebling Group LLC

Use Y our Contacts as the Building Blocks to Success " The 'Golden Rules for developing a continuous chain of high-
quality referrals for any product in any business." mdash;Brian Tracy, bestselling author of The Psychology of Selling
"This easy-to-use, practical guide will dramatically increase your referral stream.” mdash;Jon Voegele, Regional Vice
President of Agency, COUNTRY Financia "Matt Anderson has written an indispensable manual to doing businessin
our networked age where ideas and business opportunities travel viraly." mdash;Magnus Lindkvist, trendspotter and
author of Everything We Know Is Wrong and The Attack of he Unexpected When you ask a successful salesperson
how he or she gets so much business, the answer is aways the same: Idquo;Word of mouth.rdquo; A quality referral is
vastly more valuable than any other form of marketing. But how much time and effort do you actually spend
harvesting those referral s? Fearless Referral s shows how to secure consistently higher quality referrals the right way.
This groundbreaking guide provides atoolbox of wording that works, powerful fear-killing techniques, and proven
referral-gathering methods that will completely transform your business. Learn how to: Overcome the fears of
rejection and appearing too needy Develop a six-step system where others are comfortable opening doors for you
Create relationships that foster future referrals Ask the right people, the right way, at the right time for areferral You
can build aworld-class business simply by leveraging your most valuable assetmdash;your network. As you become
increasingly fearless about referrals, word-ofmouth is money in the bank.



