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Like the ninja, say what you need to say to get the result you 

want.  Say your piece, make it count and sit down. 

This worksheet is in two parts, first for your notes, then a page 

where you write down prompts for your presentation. You’ll 

rewrite the last page each week. 

What’s the most important part of your message? 

What is it you want people to do this week? It may be to prompt some referrals, educate the 

room on how you treat referrals, teach them something about you that others don’t know. What 

do you want to achieve?  

.……………………………………………………………………………………… 

How do you help people? 

Using the same type of words a sufferer uses before (and after) you help them is the clearest 

way to do this. 

.………………………………………………………………………………………

……………………………………………………………………………………….

…………………………………………………………………………………….… 

……………………………………………………………………………………….

…………………………………………………………………………………….… 

Who do you help? 

If it wasn’t clear in your ‘how do you help people’ list your target audience. 

.………………………………………………………………………………………

……………………………………………………………………………………….

…………………………………………………………………………………….… 

If you’re bored saying it, we’re even more bored listening! 

Note 1-2 client stories that support ‘how do you help people’. How did they feel before working 

with you, what did you do, how did they feel after? 

.………………………………………………………………………………………

……………………………………………………………………………………….

…………………………………………………………………………………….…  
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Note 1-2 recent referral stories that show you can be trusted with referrals, how you handled the 

referral, how the client loved it and thank the referrer. 

.………………………………………………………………………………………

……………………………………………………………………………………….

…………………………………………………………………………………….… 

.………………………………………………………………………………………

……………………………………………………………………………………….

…………………………………………………………………………………….… 

 

The referral you want 

Who is it that you want a referral to? Please don’t say “anybody who…”, the more specific you 

are the better this works, even naming somebody (I’d like a referral to Fred Smith of Astbury as 

he employees 15 electricians and I specialise in helping electrical contractors solve their HSE 

issues). 

.………………………………………………………………………………………

……………………………………………………………………………………….

…………………………………………………………………………………….… 

.………………………………………………………………………………………

……………………………………………………………………………………….

…………………………………………………………………………………….… 

Recognising your referral  

How would your group recognise a good referral? What should they say to them to check it 

would be worthwhile referring? 

.………………………………………………………………………………………

………………………………………………………………………………………. 

……………………………………………………………………………………….

…………………………………………………………………………………….…

…………………………………………………………………………………….… 
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Your presentation will go something like “Hello, I’m [your name] from [your 

company]. I [how do you help people] ([who do you help] if you need to 

include that). Last week I [list one client story OR referral story] 

I am looking for referrals for [name type of refferal you want], that’s [your 

name] of [company] 

Name  
Company  
How you 
help 
people 
(a few words as 
notes) 

 
 
 
 

Who you 
help 
(just a few words 
as notes) 

 
 
 

Client / 
referral 
story 
(just a few words 
as notes) 

 
 
 
 
 
 
 

Referral 
you want 
(just a few words 
as notes) 

 
 
 
 
 


