
If you are in the service sector a 
key way to get business is 

through referrals

But many of us are not very good at 
requesting referrals or managing the 
referral process. We often don't even 
know the value of a good referral to our 
business.

In fact, how many of the referrals you 
get are of the type you want? Or do you 
end up meeting prospects, which have 
been referred to you by a 'good' referral 
partner (by good I mean someone you 
feel knows your business needs), only to 
find that they are not the type of prospect 
you need at all?

Unless we take some level of control 
over the referral process it is unlikely we 
will get exactly the type of introductions 
we need.

One way of taking control is to build 
solid relationships with a few referral 
partners who are regularly updated on the 
type of business you need - and similarly 
keep you updated on the business they 
need. That way you are more likely to get 
the leads you need.

You can even 
take it further  
a n d i n c l u d e 
these guys as 
p a r t o f y o u r 
team. I have 
recently started 
t h i s t y p e o f 
relationship with 
a m a r k e t i n g 
expert. If one of 
o u r c l i e n t s 
needs what the 
other offers we

introduce them in a joint meeting (which is 
free to the client). We discuss their needs, 
and offer a way forward for the client, 
after identifying the key areas they need 
to address.

This is a very powerful model because 
everyone benefits. The referrer benefits 
because they are seen as a problem solver 
who can find solutions beyond their area of 
expertise by their clients; the referree 
benefits because they have a solid 
introduction to a potential new client; and 
the client obviously, and most importantly, 
benefits because their problems are solved 
with the minimum of effort.

So, if you are looking to grow your 
business in a controlled manner, review 
how you get your referrals and work out 
how you can get a better quality of 
introductions.

If you need help understanding how to 
make referrals work for you the Referral 
Institute can help. 
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Note from the editor
Welcome to Bright Business Bulletin the 
newsletter brought to you by Bevan Financial 
Management Ltd. The aim of the newsletter is 
to bring you interesting and relevant content 
on a monthly basis. 

If you have something to say, which would be 
interesting and relevant to other great business 
owners, please email me at 
fiona@fionabevanfinancialmanagment.co.uk. 

Editor's embarrassment!
The eagle eyed of you would have spotted my 
date mistake in last month's newsletter 
headline. I have given myself a verbal warning 
and hope for no further repetitions!!

Pooh quote of the month
Each month we will be 
looking for inspiration from 
that great business guru, 
Winnie the Pooh. 
Pooh made his mark in the 
100 Acre Wood and 
achieved world domination 
through his clever 

partnering of Disney (although my husband 
thinks he sold out!). 
We can all learn from his witty and insightful 
comments on life: 
 
“Don't underestimate the value of Doing 
Nothing, of just going along, listening to all the 
things you can't hear, and not bothering".

Refer a friend!

mailto:fiona@fionabevanfinancialmanagment.co.uk


Ask Jenny

Jenny is our financial agony aunt and is here 
to answer your questions.

Carol asks: "My customers owe me a lot 
of money and I just can't seem to bring 
this amount down. What can I do?".

Jenny says: "Debt collection is a big problem 
for companies of all sizes and is often made 
worse because companies do not have a 
proper policy for handling customer credit. 
Here are my tips:

1. Make sure you have clear terms of 
business you agree with customers up front.

2. Only give customers credit if there is a 
commercial reason for doing so - don't just 
give 30 days credit because you think 
everyone else is.

3. Check out a new customer's credit 
rating as best as you can before you start 
working for them. 

4. Invoice your customers as soon as they 
have had the product/service and where 
possible make sure they pay on delivery.

5. If you give customers credit have an 
internal debt collection policy, which details 
exactly how and when you will chase debtors 
for payment - and stick to it.

6. Give debt collection the same attention 
you give delivering your product/service.

Finally, remember that once you have 
delivered your part of the transaction they 
should deliver theirs - don't be coy about 
collecting money that is legally yours."

Our community

Partner of the month - Clive Hall-Tomkin

Clive does all the accounting bits I don't touch - tax, compliance, audit and company 
secretarial. He does a great job for clients, because he is interested in them and their 
business. I know I can rely on Clive to give my clients sound advice to keep them on the 
straight and narrow (as you would expect from any Chartered accountant), in a way which 
is fun and interesting (which you expect but don't always get from other Chartered 
accountants). clive@maxwellsaccountants.co.uk.
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Featured 
business… 
Good Call 

Michael’s Minutes

A good way to get important jobs you hate 
done, is to have just 15 minutes a day every 
day put aside in your diary for 
that job. Psycologically this is 
not a lot of time but by the 
end of the week you will have 
spent over an hour getting the 
job done.

Dates for your diary

Good Vibrations
11th November, 5.30pm 
Venue: Bordeaux Quay, Canon's Rd, Bristol, 
BS15UH
The theme of this month's GV is 'All I want 
for Christmas'. If you could ask for anything 
for Christmas (business or personal) what 
would that be - and how can we help?
Along with the usual opportunity to have a 
tasty dinner over a natter with excellent local 
business people, Good Vibrations is a great 
'good vibe' evening.
To find out more or book go to Eventbrite 
and search for Good Vibrations, Bristol

This section of the newsletter allows me 
to thank people who have particularly 
helped me over the past month. This month 
I would like to give a big THANK YOU to 
Trevor Lever of TLC.

Trevor has built 
his business by 
providing sales 
t e a m s w i t h 
practical advice 
on how to be 
more efficient, as 
well as teaching 
business owners 
t o b e m o r e 
effective through 
his bespoke and 
o p e n t r a i n i n g 

courses. He is also a wiz when it comes to 
using the ACT CRM system.

His words of wisdom and sales tips 
have certainly enabled me grow my 
business over the years.

In the last month, though, Trevor's help 
has been of a more practical nature as he 
referred a client to me who wanted some 
help sorting out their Sage reporting - 
thank you Trevor.

To find out more about Trevor visit his 
website at www.trevorleverconsulting.com

A special 
thanks to…

Trevor Lever 
of TLC

Time to...
book your place at the Billy No Mates 
Christmas Bash
Date: 20th December, from 12pm
Venue: Beah, 2 Union Street, Wells, BA52PU
This event is the traditional office party for 
business owners who work on their own, or 
with just one other, and want a bit of fun.
www.billynomates.info

GoodCall - otherwise known as the Phone 
Fairies - are a team of grown-up, warm, 
cheerful, approachable, unflappable, 
professional and intelligent PAs!

Jayne Doutch has built the business by 
forming a team who are expert at 
representing customers and  answering 
customer calls, the way they would 
themselves, when they are at their best. 
This means clients don't miss new business 
opportunities and allows clients to get on 
with the stuff that only they can do, that 
pays them the most money and gives them 
the most satisfaction. 

GoodCall clients range from surgeons to 
solicitors, accountants to chauffeurs and 
sewage treatment to welders. They even 
field calls to Tessa Munt MP. 

As a client, Jane Gotto finds: "GoodCall 
gives me the freedom to work at what is 
impo r t an t i n my bu s i n e s s…Happy 
Customer!"

So, if you fancy some fairy dust in your 
business contact Jayne on 0845 8620094 or 
office@agoodcall.co.uk


