
  



Referral ideas for coaches: 7 ways to guarantee repeat clients and referrals (plus 

18 tips on how to do them) 

 

1. Intro - The situation: Most coaches get 70% - 90% of their clients via referrals -- 

which is not a bad thing in itself. In fact, “referrals” is still one of the best ways of 

getting clients. 

 

It leverages the “know, like, trust” factor between the 3 parties involved (i.e. the 

service provider, the potential client, and the person doing the recommendation). 

 

The potential client already trusts their friend as having their best interest at 

heart, and so they believe that whatever recommendation they’re making is from 

a place of care. 

 

Even in today’s world of social media and online marketing, referrals remain the 

best & strongest way of getting clients. 

 

2. The Problem: The problem though, for a lot of people, is that the referrals are 

very sporadic. 

 

You get 3 referrals this month, and they all become paid clients. Life is great. The 

following month, you get absolutely no referrals at all. Suddenly, you’re left 

wondering what changed from the previous month. 

 

And so your income fluctuates from one month to another with great uncertainty 

as to what’s in store for the coming month. 

 

This lack of predictability puts so much stress on you (not knowing when or 

where the next client is going to come from). 



 

This is mostly tied to the fact that we usually don’t take any active  steps to 

increase our chances of being referred by others. 

 

Part of the reason we don’t do anything to drive referrals is because it feels 

desperate or inauthentic to go to someone and say, “Hey, look how awesome I 

am; refer my services to everyone you know!” 

 

But also, another big reason is that people are scared of hearing “No” as an 

answer (or worse, getting total silence) --- which they then interpret as personal 

rejection. 

 

And so, rather than have someone say No to them, most coaches would rather 

not ask. 

 

3. Exploring solutions: So, we have now established 2 facts: (a). Referrals are still 

very critical for your business and (b) there are obstacles that may be keeping 

you from increasing your referrals. 

 

The question then becomes --- What do we do about that? Are there ways you 

could get more referrals (both in terms of quality and quantity) but still remain 

consistent with your authentic values? 

 

Can you take action to increase your chances of being referred, but without 

coming across as being desperate or begging for a favor? 

 

I think so. If done properly, you could set yourself up in such a way that you don’t 

have to “beg” for referrals. 

 



4. Key points for the success of word-of-mouth marketing: Before we get into 

the tactics of how to actually drive referrals, let’s start by clarifying the 7 most 

important factors that determine the success of any referral efforts you 

undertake. 

 

a. Relationships first:  Beyond anything else, relationship is number 1. It is 

everything, literally. Focus on building real relationships with people you 

resonate with. Give to them, not just wanting to take from them. Help 

them, support them in their work, find out how you can be of help. 

 

b. Trust: Build up trust to be easily referrable. Some of this trust is just being 

around long enough and consistently showing up. 

 

Especially in today’s internet world, there are tons of people out there who 

claim to be “authentic” or “heart-based”. As a result, it’s becoming 

increasingly difficult to know who to trust. 

 

Therefore, the longer you stick around & add value to people, the more 

you earn the trust of your colleagues and other people in the industry. 

 

c. Good work:  Ensure you’re actually doing good work that people want to 

talk about. Everyone might like you because you’re such a nice person. 

But if your work is not delivering on the promise or yielding results for your 

clients, nobody will refer you. 

 

d. Clear & specific niche, offer, and business model:  Be very clear on who 

you help & what you do for them. That way, it’s easy for people to 

remember what you do & talk about you. 

 



Even if you have multiple things you could potentially help people with, 

identify the main initial service that introduces them into your space -- and 

lead with that. 

 

Don’t be the coach that does everything for everybody. If you leave it as 

being very general, people won’t know how to talk about your work. 

 

e. Lazy:  Make it easy for people to refer potential clients to you by providing 

multiple options. Example: Limited free sample sessions, recorded video 

samples, free monthly workshops, etc. 

 

f. Acknowledge risk:  Recognize and acknowledge the fact that it’s a big deal 

to refer someone to you & so you understand any hesitation or 

reluctance...they are putting their name on the line, they are being 

someone who cares for their friends, etc. 

 

g. Appreciate & reward:  Thank those who refer clients to you. It sounds 

obvious, maybe even simplistic. But the truth is that some of us take it for 

granted and forget to show appreciation to those who refer clients to us. 

 

5. Referral Tips & Specific Actions you can take 

a. Consistently share and distribute helpful content in the right places. 

b. Display case studies & testimonials on your website 

c. Create authentic referral programs (referral fees, commissions, free 

sessions, gift items, etc.) As much as possible, focus on something that is 

very relevant to the person referring you, not just to offer financial 

incentives. 

d. Make it known to your network that you have a referral offer (your friends, 

family, past clients, current clients, etc.) 



e. Record some client video interviews & share them widely 

f. Gentle asks in relevant places 

i. The footer of your email newsletter or follow-up emails. Here’s an 

example  I saw from a follow-up email. 

ii. Your email signature 

iii. Your social media 

iv. Your website 

g. Try to get some online reviews and/or recommendations (Facebook, 

Google, TrustPilot, your own website, etc.) 

h. Expand your network ( EventBrite  has lots of fun online events) 

i. Partner with other service providers (collaborations). Which service 

providers are related to what you offer your clients? 

j. Give others a referral 

k. Join a referral networking group 

l. Create a network of core referral partners related to their work (E.g. A 

massage therapist can partner with people who run Yoga studios, web 

designers partnering with graphics designers, etc.) 

m. Create a Referral landing page on your website 

n. Actually be active in any communities you choose to be part of (in-person 

or online). 

o. Bring in exclusivity (you only get to ever refer 1 person, ever, so think very 

well about who you’d best like to receive this gift; print an invitation card 

for them to give to their friend; etc.) 

p. Link it to a greater cause or charity (E.g. 10% of each referral goes to XYZ 

homeless foundation or animal charity). Be sure this cause is something 

your ideal client is passionate about (perhaps related to the work & 

transformation you help them achieve). 

q. Consider creating a referral program tied to a season or holiday 

r. Join local services listing sites & databases 

https://drive.google.com/file/d/1EAKYg1d86_DoxKWeAPzOf7VLrRFzCHWu/view?usp=sharing
https://drive.google.com/file/d/1EAKYg1d86_DoxKWeAPzOf7VLrRFzCHWu/view?usp=sharing
https://www.eventbrite.com/


 

6. Final notes on referral tactics: 

a. You don’t have to do all of these things listed above, it might become 

overwhelming for you. 

b. Simply identify the top 1 or 2 that really appeal to you; and experiment 

with them. Depending on what kind of results you get (or not), you can 

then decide to try another couple at a time. 

c. Recognize that it takes time to build trust. The fact that you implement 

these things written above does not mean that people will start referring 

clients to you the following day. Give it time. 
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