No Mice Need Apply
     Becoming a referral-based salesperson requires that you be bold.  You must put the fact that you are referral-based, work virtually exclusively with referred clients, and that you fully expect referrals from each of your clients out front for everyone to see.  

    When you adopt a referral-selling model, you’re proclaiming yourself to be in an exclusive club.  Less than 15% of all salespeople generate enough quality referrals to significantly impact their business.  Those salespeople who are referral-based make four to five times more than the average salesperson in their industry.  By adopting a referral-based business model you are proclaiming yourself to be on par with these stars of the sales world.
     But you cannot claim to be referral-based and on a level above the average salesperson if you cannot back up those claims with actions.  You must, of course, perform and meet your client’s needs and wants, but you must also present yourself as successful, assured and professional.  This doesn’t mean that you be arrogant or drive a BMW.  It means that you present an image of self-confident professionalism.
    If you cannot present your credentials, your knowledge and your abilities confidently and boldly, don’t try to assume the image of referral-based.  It simply won’t work.  

     Mice don’t command the respect and trust you are looking to command.  On the other hand, you can’t be a hyena either.  Hyenas are confident and self-assured, and they are certainly professional hunters—and despised by everyone else.

    Be bold in your business.  Proudly proclaim your referral-based business.  Demonstrate your competence and command of your product, yourself and your process.  Give your clients and prospects reasons to believe your claims and you’ll find your business taking off.  Claim to be amongst the best and yet project confusion, lack of decisiveness and incompetence and you’ll destroy any credibility you might have built.
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