
 
It's importa
referral for
place in fo
 

Your 60
Your 10
The few
Calling

 
To help you
 

Who ar
What ty
What ty
What b

They
enh

What a
What is
Do I ha
Are the
Do I ha

 
Use hando
people can

 

A good in
information
 
SECTION 1

• N
• Po
• O

 
SECTION 2

• W
 
SECTION 3

• A 
 
SECTION 4

"So 
 
SECTION 5

A m
you 

ant to educa
r you. And, 
ur ways: 

0-second co
0-minute pr
w minutes b
 Cards with

u prepare t

re my three 
ype of refer
ypes of prof
usinesses o
y might be 
ance yours.

are some ne
s my specifi
ave a select 
re benefits 

ave special 

outs or samp
n see, hear,

troduction 
n about you

1:  Introduc
ame 
osition & co

Overview of p

2:  Tell a sto
What makes 

3:  Ask for t
 good referr

4:  Call to A
if you see/h

5:  Memory
emory hook
 do. 

HO

ate your fell
in turn, the

ommercial 
resentation 

before the m
h other mem

o educate y

 best custom
rals work b
fessions are

or profession
somewhat 
. 
ew doors th
c product o
 target mar
to a particu
qualificatio

ples to show
 feel, and t

MAKIN

consists of
u and your 

ction (18 sec

mpany nam
products & 

ory (20 seco
 you differen

the Busines
ral for me is

Action (5 se
hear/know o

y Hook  
k should rem

W TO PRES

ow membe
y will educa

 
meeting beg
mbers 

your fellow 

mers? 
best for me?
e my best co
ns naturally
related, but

at I would l
or service? 
rket? 
ular group?
ns as a pro

w or pass o
ouch, the m

G YOUR 1

f 5 sections
business. H

conds) 

me 
 services 

onds)  
nt from you

s (10 secon
s... (be spec

econds)  
of ________

mind memb

SENT YOUR

ers about wh
ate you abo

gins 

members, c

? 
ontacts? 
y provide a 
t non-comp

ike to open

? 
ofessional in

out to make 
more likely t

-MINUTE P
 

s and is d
Here's a sug

r competitio

nds)  
cific) 

___, please 

bers of you, 

R BUSINESS

hat you do 
out their bus

consider the

 source of re
petitive. The

n? 

n my indust

 a strong im
they are to 

RESENTATI

esigned to 
gestion...  

on? 

 give him/h

 your compa

S 

 and what w
sinesses. Th

ese questio

eferrals for 
ey would su

ry? 

mpression. T
remember 

ON 

 allow you

er my card.

any & what

would be a 
his educatio

ns: 

 your busin
pport and 

The more th
your messa

u to share 

. 

t  

 good 
on takes 

ess?  

hings 
age. 

specific 



 
At each me
chapter to 
other mem
lot of time 
about your
as to what 
 
Write down
Get feedba
they are se
is distractin
 
If the prese
$20.  Offe
a gift certif
 
10-Minute 

1-2 min
Educati
Creden
Experie

 
1-2 min
Where 
Unique
Hot pro
How th

 
Tell a sh

       Descri
      What w
 

Consid
 

5 types 
 
 

eeting a me
make the b

mbers about 
on how you

r business a
 you do. Ed

n what you 
ack from so
et up ahead
ng to your m

enter wishes
r something
icate to you

 Presentatio
nutes about
ion 
ntials 
ence in field

nutes about
business is 

e services 
oducts 
e company

hort story a
ibe what typ
was the pro

er discussin

 of referrals

MAKING

ember gives
best use of t
 your busin
u got into th
and how the
ucate them

want to say
omeone else
 of time. Do

message. 

s to give a d
g that perta
ur company

on Guideline
t yourself 

 

t the compa
 conducted 

y is innovativ

bout a clien
pe of comp
blem? How

ng industry 

s that you a

G YOUR 10

s a 10 minu
this time. Th
ess and wh
he business
e members 
 as to how 

y, rehearse 
e on your p
on't use you

door prize, 
ains to your 
y or purchas

es 

any  
 

ve 

nt who had 
any it was a

w did you so

myths and 

are seeking 

0-MINUTE P

ute presenta
he purpose 
hy they wou
 or what is 
 can find yo
 they can he

 it, practice 
resentation
ur 10 minut

it is recomm
 business if 
se a gift cer

 a problem
and the typ
olve it? Wha

some bene

 (Who do yo

PRESENTAT

ation. It is im
 of the pres
ld want to r
going on in

ou more ref
elp you.  Th

 it in front o
. If you hav
tes to set up

mended tha
 possible.  A
rtificate from

 and how y
e of industr
at was the e

efits of your 

ou know wh

TION 

mportant fo
sentation is 
refer you.  A
n your perso
errals. Educ

hat's our mis

of a mirror, 
ve display m
p or pass ou

at it have a 
Another sug
m one of th

you solved t
ry that the c
end result? 

 service (1 m

ho...?) 

or members
to inform th
Avoid spend
onal life. Ta
cate the me
ssion. 

 and time yo
materials, be
ut handouts

 value of $1
ggestion is t
e other me

the problem
company is 

minute) 

s of the 
he 
ding a 
alk 
embers 

ourself. 
e sure 
s. This 

15-
to offer 
mbers. 

m.  
 in.          


