
Approach to Prospective 

Referral Agent 
Real Estate Agent, Mortgage Broker, CPA/Tax Accountant, P&C Agent, 

Health Insurance Agent, Attorney, Employer, etc.,  
 

 

[Generally, this will be a “pivot” with a person who you have already prospected as 

a potential rep and, therefore, they know a little bit about what we do, but one could 

directly prospect a business owner or professional with a large client or employee 

base directly as well...] 

[If a “pivot,” e.g. from an ABC…]    

____________, I get that you really don’t have time right now to take on another 

business venture, but… 
___________________________ 

 

What if we could show you a way to provide even greater service to your clients, 

dramatically increase your revenue per client, and strengthen your client loyalty 

all in one process—without taking valuable time away from your business? 

Would that be something you’d be interested in learning about? 

I’m talking about becoming a Referral Agent with us.  You know, ____________,  

Virtual Financial offers an invaluable service by providing free financial 

guidance—a Financial Needs Analysis, done completely virtually, at no cost and 

with no obligation. We have a team of seasoned financial professionals who 

embrace the highest standards of integrity, so you can be confident that your 

clients will be treated with their best interests in mind.  

They’d be getting a valuable service that they could normally pay a significant fee 

for elsewhere—a service that could make an enormous difference in their lives, 

and you stand to do very well in the process.  

The potential, ____________, just so you know, is anywhere from an extra couple 

thousand dollars per month to some pretty large numbers, by simply leveraging 

your existing client relationships. And, you’re probably aware that it has been 

proven that providing a wider range of services to your clients increases client 

loyalty and persistency. 

Let me show you how it works… 

It’s very simple. We provide you with a script and a letter that you can send via 

mail or email. We set them up for the FNA, and provide them with a free copy of 

our bestselling book, HOW MONEY WORKS – Stop Being a SUCKER. In the 

majority of cases the client recognizes the need for one or more products in the 

process, and when that happens, you get a major piece of the commission. For 



example, if a client purchases a $300/month plan, you earn about $1,000 just for 

making the referral. 

In other cases we’ll help the client rollover funds from a retirement account or 

bank account to a more secure product that will serve them better. These cases 

can pay numbers you’re probably not even thinking about. 

Now, I’m sure before recommending this service to your clients, you’re going to 
want to see it yourself, right?... So, what’s a good time in the next couple of days 
when you can be in front of the computer for half an hour, so we can show it to 
you? 

[Schedule it.] 

____________, I want to send you a copy of the book as well! What’s the best address 
to send it to?... 

Great. You’re gonna love it. I’ll call you on ________ at __:__. 

 



Referral Agent’s Letter to Their Client 

Dear ________,   

I want to let you know how much I value you as a client. 

In this regard, I want to make a recommendation that I believe could have a significant positive 

impact on your future and that of your family. 

I am proud to have come into association with a company that is dedicated to spreading 

financial literacy across North America. They have a best-selling book, HOW MONEY WORKS - 

Stop being a SUCKER. Perhaps you’ve seen it? It was the #1 personal finance book in the U.S. 

in 2020 and has been featured on news programs and talk shows on major networks all across 

the country, and interest in it continues to grow.  

I have the opportunity to set you up with one of their professional financial educators to receive 

a free copy of the book and to meet, totally virtually (via telephone and an online screen share), 

to explore how the principles in the book apply to your own personal situation. There is 

absolutely no charge for this service and no obligation. I highly recommend you take advantage 

of this opportunity to evaluate whether you are on track to create the future you want for yourself 

and your family, and get some expert advice as to anything you might do to get there more 

quickly and more safely.  

Please contact ________ at ___-___-____, ________@____.___, or contact me and I will 

arrange for an introduction. 

Warm Regards,   

Sender’s Signature 

SENDER’S NAME 
SENDER”S TITLE 
Sender’s email@email.com 
Sender’s Phone number 

   P.S. Be sure to take a close look at page 58 – How you can double your money in 8 years. 
 

 
 

 

   

 

 
 
 
 
 

HOW MONEY WORKS Stop being a SUCKER ($16.99) was the #1 selling book in Personal Finance in the U.S. 
in its very 1st year and featured on tv networks, hundreds of tv and radio newscasts and in numerous publications. 

HOW MONEY WORKS – In the Media 
www.howmoneyworks.com/YOURNAME/media 

about:blank


Referral Agent’s Script 

Conversation with Client 

(follow-up to letter) 
 

 

[Referral Agent’s initial conversation with their client/customer – usually a follow-up 

to the letter...] 

 

Hello  ____________, 

How are things with you and the family, etc… 

So, ____________, I don’t know whether or not you saw my recent letter/email, but I 

want to introduce you to a new service I am now making available to my most 

valued clients, like yourself, at no cost. 

I am proud to have come into association with a company that is dedicated to 

spreading financial literacy across North America. They have a best-selling book, 

HOW MONEY WORKS - Stop being a SUCKER. Have you seen it by any chance?... 

It was the #1 personal finance book in the U.S. in 2020 and has been featured on 

news programs and talk shows on major networks all across the country… and 

interest in it continues to grow.  

(As I mentioned in the letter) I now have the opportunity to set you up with one of 

their professional financial educators to receive a free copy of the book and to 

meet, totally virtually (via telephone and an online screen share), to explore how 

the principles in the book apply to your own personal situation. There is 

absolutely no charge for this service and no obligation. What’s a good time in the 

next week, when I can introduce you (and ____________) to one of their financial 

educators? These people are top quality—highly knowledgeable, professional. I 

think you’ll get a lot out of it. 

[If they question you further as to what it’s about…] 

It’s an opportunity to understand the basics of how money really works, and to 

get some free advice from an expert as to whether you are on track to create the 

future you want for yourself and your family… and if there is anything you might 

do to get there more quickly and more safely.  

[If they are still hesitant to commit…] 

Tell you what, ____________, you don’t have to decide now. Why don’t I set you up for 

a quick 5 minute conversation with one of their managers. He or she can explain 

further and explore whether it makes sense for you, and then you can decide 

whether you’d like to schedule the session. Fair enough? 


