STEP 3: REFERRAL TOOLKIT

Referral plan.

Many advisory firms want more referrals, but few have a plan to get them. Use this worksheet to outline your referral strategy and tactics to keep it front of
mind. Share your referral system with you team, track and monitor process.

Activities: Outcomes:
Strategic activities & desired O Referral sources identified Ideal client referrals
outcomes

[ Referral seeds planted weekly % Referrals become clients
Desired or targeted referees O Clients:

Identify names or target segments O Professional centers of influence (COls):

Articulate Target ideal client(s):

Referral seed language:

GAME PLAN TO ATTRACT PROCESS TO MANAGE
Clients: Team: How we track referrals in CRM:
[0 Plant referral seeds with (I Role Play/Train on referral seed O Referrer tags/identifiers [l Track lead source as referral
; f£s [ Track referrals as opportunities [ Other
identified referrers O] Train on ideal client pp
0 Express willingness to grow O Incentivise How we follow-up with referrals:
[ Add value-driver & referral O oth L Joint email L] Phone call
seed to agenda er 0 Multiple follow-ups over two weeks [1 Add to newsletter list
x O Share client stories Cols: 01 Other
= [ Event call-to-action 1 Meet (circle one) monthly, quarterly, bi- How we keep referrers in the loop and thank them:
[ Create shareable moments annually, annually, ad-hoc J Formal thank you letter and/or gift
O Other O Collaborate on key clients 0 Communicate regularly with status updates
] Other L Other
How our digital footprint with seed language that reinforces How we develop and nurture referrers/advocates:
referrals: [0 Appreciation event(s)
L1 Website/social media o Referral scheduling link O Gift(s)
[0 Regular communications (e.g. newsletter) [ Other O Other
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Important information.

This is a marketing communication.

This material is not directed to any persons where (by reason of that person’s nationality, residence or otherwise) the publication or
availability of this material is prohibited. Persons in respect of whom such prohibitions apply must not rely on this information in any
respect whatsoever. Investment in the funds or products that are described herein are available only to intended recipients and this
communication must not be relied upon or acted upon by anyone who is not an intended recipient.

This material represents an assessment of the market environment at a specific point in time and is not intended to be a forecast of
future events, or a guarantee of future results. While considerable care has been taken to ensure the information contained within
this document is accurate and up-to-date, no warranty is given as to the accuracy or completeness of any information and no
liability is accepted for any errors or omissions in such information or any action taken on the basis of this information.

The opinions and views in this commentary are of SIEL only and are subject to change. They should not be construed as investment
advice.

This information is issued by SEI Investments (Europe) Limited (“SIEL”) 1st Floor, Alphabeta, 14- 18 Finsbury Square, London EC2A
1BR, United Kingdom. SIEL is authorised and regulated by the Financial Conduct Authority (FRN 191713).
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