
Finding Allies To 
Get More Clients



Getting clients is the most important 
part for your business

There are so many potential topics and 
ways to deliver the information to your 
clients

This is fun to plan and is the part you’ll 
like doing

But then you have to figure out how to 
find people for the information



Unless you have a big email list that 
you’ve nurtured, then you don’t have a 
high enough number of contacts to 
successfully fill your programs

You have to find people (allies) who do 
have an email list with your ideal 
potential clients

You need to reach out to  them and 
make an arrangement that works for 
both parties



This is essential for the short-term success 
of your program

And essential to building your own list

It takes time to find the right people so 
you want to make a dedicated effort to do 
this

And you do this before you schedule the 
start of your program (if using a start date)

You need to give people some time to 
think about what you’re asking



Some will say yes right away

Some won’t say anything and be 
careful how much time you end up 
chasing them

It’s better to cast a wider net than stay 
focused on a few fish who may never 
come through for you

So how do start?



Who is the best type of person to come to 
your program

Menopausal women?

Athletes?

People with a specific health issue?

Be very clear about who would want your 
information

Can’t find them if you don’t know who they 
are

Define The Client



Make A List
Everything starts with a list

Write down everyone you currently know who might 
have access to the right type of clients

1. Family and friends in the right demographic – they 
have friends, too

And one person you know who is a social animal, and 
likes what you’re offering, can really spread the word

2. If you work at a day job – speak to the human 
resource manager and talk to coworkers – think hard 
as to who might be helpful



3. Colleagues who are like-minded and have 
an email list or access to organizations, 
groups, or businesses that could have 
potential clients

4. Other practitioners – this has a lot of 
potential for referrals to

5. Social groups – women’s groups, athletic 
clubs etc. – anyone that would be interested 
in the topic

6. Holistic businesses such as yoga studios, 
clinics

7. If topic specific to a health issue – non-
profit organizations that focus on that issue



7. Corporations – speak to the human 
resource manager. If you know 
someone in the corporation, reach out 
to them first

8. Community centers – what do they 
have organized that may help you

Think  and think and write it down



Divide the list up into categories

The easiest ones first – those are people you 
know well enough that they can be easily 
reached by email or phone (and you know 
they’ll respond)

The next level would be people or 
organizations where you have some 
familiarity or maybe a friend gave you a 
contact name

The final category is those people or 
organizations that will need cold calls – and 
will most likely take the most time as you 
have to figure out the best way to reach 
them



Remember the key to finding allies is that 
there has to be something in it for them

Each professional person has needs

Some know that making the info about 
your program available to their patients, 
clients or members helps them provide 
more value to them

Others are going to want something more 
tangible like a share of the profits



Getting into an affiliate arrangement is fine

30% is the standard percentage

In exchange for this, they should be sending out 
at least two emails on your behalf – but three 
would be best

There has to be a lead time for this

So that means you need time to find the allies 
and then have time for the emails to go out 
before the start date of your program

Emails usually need a 10-day window before 
the registration closes



How do you track the referrals?
There’s technology for this where each affiliate 
gets  their own URL link for the program 
registration page and it is then tracked so you 
know who sent who

But that may be an expense you don’t want to 
take on

The low-tech way is to make sure that when 
someone registers and fills out their information, 
you have a question asking who gave them the 
info about the program

Some may not answer but you have their contact 
info and you can ask them



Cold Calls
Phoning is better than email 

Email is okay as long as it is to the specific 
person that needs to be contacted

But the phone is quicker and faster for an 
answer

There’s nothing wrong with doing an email 
first with a follow-up phone call

Have a proper outline of the program 
prepared – you may want to include it with an 
email – try doing it with and without – see 
what works best



Sometimes you start with an assistant or office 
manager

Tell them your name and why you are calling in 
a single sentence

Tell them why you think it would be of value to 
the (clients, members, patients) – again in a 
single sentence

Ask the best way to have a further discussion 
with whoever the decision-maker is (ask who it 
is first)



How long should you wait?
You want to approach a lot of people and 
organizations

That’s why you make a list 

Sending emails out first allows you to go faster

But these have to be follow-up by a phone call 
if you do not hear back by email

Don’t wait more than two weeks after sending 
the email. Don’t wait more than a week after 
doing the follow-up phone call, if you had to 
leave a message



Starting The Conversation
Call the office of the person or organization 
you’re reaching out to.

Say the following:

“Hi. My name is Mary Smith. I’m looking for 
clients who may be looking for help with XXX 
topic and I think there may be a fit with your 
(patients, clients, members)

This can be helpful to you as this means your 
(patients, clients, members) will be better able 
to (whatever they want them to do)

Would it be possible to book a time to discuss 
this further?”

Or



Depending on who you’re speaking 
with:

“Would it be possible to book a time to 
discuss how we could work on this 
together?”

This second option works best with 
someone who might want an affiliate 
arrangement (yoga studio owners, 
chiropractors)

You always wait until they ask for a 
percentage



Once the conversation happens with 
a key person – it should not take 
more than 2-3 weeks to finalize what 
the person is willing to do and what 
they need from you

With very good prospects – an 
agreement can often happen with a 
single phone call

Don’t let someone keep you hanging 
for an answer or to come through 
with their end of the arrangement



Don’t forget about past clients – they are 
good possible program candidates

If you have their mailing address – you 
might want to mail them and not just email 
them

Again – you need to be clear on who would 
be best for the program you now have

This will help you develop the best list of 
potential allies

And focus on past clients it would be best 
for



This is a lot of work upfront

But it will help you have successful programs

And this is the same type of work needed to 
get referrals for clients

You can also do the same process for 
workshops

They’ll get to know you and then it will be 
easier to get referrals

Therefore, it’s all worth your while


