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Keeping Track of (Your Name, e.g. Smiley's) BNI Referrals Given & Received

Our 'Money Source' GOAL is to do TWO 1on1's a week & give ONE-to-FIVE referrals a week - 'Givers Gain'.

BNI has proven that 80% of referrals given & received are with those you've done 1on1's with.

To assist our 'Evaluations Champion', please keep this document up to date on your computer - see 'Notes' below.

These records should match our 'Vice Presidents' records - compiled from the slips we fill in every week.

This file can be downloaded from >>> www.FishHawkProperty.com - click on 'Popular Links' & PageDn to bottom.
Date
Name of Referral & Tel Number...
Given to...
Received from...
Comments/Follow-up...
FEBRUARY 2007

15

8

1

JANUARY 2007

Jan 07 reality check (complete by the 7th of next month):- No. of referrals given: ?? ~ Percentage of successful referrals: ??%

25

18

11

4

DECEMBER 2006

Dec 06 reality check (complete by the 7th of next month):- No. of referrals given: ?? ~ Percentage of successful referrals: ??%

28

21

14

7

Monthly reality check (complete by the 7th of next month):- No. of referrals given: ?? ~ Percentage of successful referrals: ??%

NOTES...

Our Membership Committee 'evaluations champion' is required by BNI to appraise each member's performance at 3 & 9 month intervals.

This is NOT a 'stick of correction', but rather a 'helping hand' to keep us all on track for the joint success & prosperity of our 'Money Source' chapter.

If anyone is struggling to reach these goals, please ask for advise/help from any of our 'leadership team' members.

The purpose of this document is to…

* Keep track of your personal referral performance - to 'measure & manage' your progress.

* Record the number of referrals given & received - a lack of referrals received might mean that I need to improve my '30 second infomercials', increase my 1on1's & better explain what a good referral for me is.  Some business types will receive fewer, but $larger$ referrals, while other business types will receive more, but $smaller$ referrals.  Be patient - as our relationships grow stronger & our networking skills improve, so our chapter's income will continue to increase.

* Improve the quality of your referrals - how many are turning into cash?  Tip: Get 3-way calling switched on to 'heat up' your referrals.

* Make the roles of our Vice President & 4 Membership Committee members a cinch - if everyone meets our chapter goals, all our 'evaluations champion' will need to do is congratulate & cheer us on - that's a great goal to shoot for.

