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Top 150 “The Concentric Circle Of Referral”
When you organize your Top 150 list into a series of four concentric circles, then you will become even more aware of how each of the 150 people contribute to the growth of your business and how to communicate properly with each one.

As you consider the benefits of investing the time to organize your Top 150 into four groups so your business grows and grows, keep in mind that if you continue to do what you have always done, you will continue to get what you already got – you’ve got to do something different, if you want something different.

The Concentric Circle Of Referral.

Get a poster board. Draw four concentric circles.
Now imagine your circle of influence in the shape of concentric circles.

The Inner Circle Contains 5 People.
Your closest, intimate friends form your innermost circle, usually 5 people. These are the five individuals you feel a close, emotional connection to. These five people share common interests, values and opinions.
I have noticed I am happiest when I am fully investing time, love and energy with my core group of five. Lets call this core your "support group."
Take a minute and write the initials of the five people who are in your innermost circle.

The Next Circle Holds 20 People.
Circle two contains the 20 people whom we have strong relationships with, yet under pressure, we would turn to the innermost circle first for assistance.
My relationship with the people in circle two is less strong than the inner group, but I maintain caring, mutual interests with them. I speak with them weekly on the phone and respond to all of their emails instantly.
Who are the people in your life that are in this circle? Write down their initials in the circle. These people could be a golfing buddy, coworkers, relatives, even a brother or sister, maybe even parents, grandmothers and grandfathers.

The Next Circle Has 40 People.
My attachment to the people in this circle is considerably looser, though I still have regular contact with them. This might be your hairdresser, clients you repeat with frequently, a trainer, people at the Chamber, Rotary Club, your broker, manager, or attorney.

The Next Circle Has 85 People.
My fourth circle contains clients that I would invite to a "Joe Day." For me, these are the people who, in my business life, have crossed over into my personal life. I have a great deal of respect and admiration for who they are, even though I may only see them or talk to them quarterly and sometimes bi-annually. This group you connect with at least quarterly through common interest, like your kids, golf, tennis, or work.

In military terms, a battle unit is 10 to 12 soldiers, a platoon is 35 and a company is 120 to 150.

This Is The Magical Maximum of Your Top 150.
At By Referral Only, we have designed a specific system to guide you in strategically identifying your Concentric Referral Circle, and then communicating with them in a dynamic, effective way at all four levels to maximize your referral and repeat business opportunity.
