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41 Affirmations for Asking Satisfied Clients for Referrals

A moment to pause, reflect, and choose a useful next step.

1. | can ask after a suitable successful exchange.

2. | can explain the type of work | am looking for.

3. | can make the request easy to decline.

4. | can thank someone for considering it.

5. | can avoid treating goodwill as an obligation.

6. | can maintain care for the current client relationship.

7. A referral request can be made without obligation.

8. | can name the kind of project | suit.

9. A happy client may still have nobody to refer.

10. I need not make their gratitude a sales channel.

11. The request can be brief and easy to understand.

12. | can respect the privacy of their contacts.

13. An introduction deserves a thoughtful response.

14. | can continue caring for the existing relationship.

15. A clear example may help someone describe my work.
16. | can thank a client for considering the request.

17. A referral is not a guaranteed contract.

18. | need not reward pressure with more pressure.

19. Good work can support a reasonable invitation.

20. | can ask at a suitable point in the engagement.

21. The other person can choose whether to help.

22. | can treat any introduction professionally and accurately.
23. A suitable enquiry matters more than pleasing every possible buyer.

24. | can ask a question before assuming what the client needs.
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25.
26.
27.
28.
29.
30.
31.
32.
33.
34.
35.
36.
37.
38.
39.
40.
41.

A clear example can explain more than a long list of claims.

A respectful follow-up has a reasonable stopping point.

| can notice when a request falls outside my service.

A referral is a favour someone may freely decline.

| can describe the work | want more of.

Silence from one prospect does not explain the whole market.

| can keep exploring while an enquiry is undecided.

A mismatch can be identified before it becomes a difficult project.

| can listen for practical fit as well as enthusiasm.

A professional introduction does not need to hide a demand.

| can make a process clearer before asking myself to work faster.

| can ask a qualified person about a requirement outside my expertise.
| can learn from a business outcome without turning it into a character label.
A question from a customer is not automatically a criticism.

A business decision deserves more than a reaction to today's mood.

| can keep accurate records even when the figures are disappointing.

| can allow another person to consider an offer at their own pace.

Choose words that feel believable. Pair them with a small action. Affirmations support reflection; they do not guarantee
outcomes or replace professional care.

Source: https://affluma.com/asking-satisfied-clients-referrals-affirmations/
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