
3-SIMPLE STEPS TO SPONSORING
NEW CHAPTER MEMBERS TO GROW YOUR NETWORK

INVITE USING AN INTRIGUING AND COMPLEMENTARY APPROACH

You increase the number of referrals you 
generate for your business each time your 
network grows. BNI Members receive training on 
how to deliver referrals that turn into business. 
Referral customers spend more with you and 
remain loyal longer than other marketing methods. 

The larger your BNI Chapter the more you 
increase the number of people within your 
network who are trained and dedicated to 
deliver referrals to you. Growing your chapter 
is an opportunity for every member to 
grow and celebrate success. 

To help make invitations as simple as possible, here’s a sample script you can use: 

Hi Julie, 
I am pulling together an exclusive network of successful business people 
who believe in helping each other grow their businesses. We are looking 
for a reliable person who is an expert in [prospect's professional 
classification] to add to our network. I immediately thought of you. Are 
you available on [date for next chapter meeting] to visit with us? 

STEP

STEP

STEP

IDENTIFY
Take an inventory of your current network. Identify your target professional 
classifications and who brings you valuable contacts. Make a list of individuals 
you’d love to have in your network. If you know them, invite them to be your 
guest at a chapter meeting. If you don’t know them, ask who within your 
chapter is the best person to invite them to grow your network. 

INVITE
The key is to invite your prospective visitor to a meeting. Your visitor must 
come to see a meeting and learn now BNI works before they can make a 
commitment to joining your network. Once your visitor attends, they are in a 
better position to see the value and commitment of joining the chapter. Make 
sure you call or text your guest the night before as a reminder. This 
demonstrates their attendance is important to you. 

FOLLOW-UP
Make your visitor feel welcome when they arrive. Introduce them to other 
members of your chapter. With each introduction, tell both parties how they 
could be a beneficial contact. After the meeting, ask your visitor, “How do you 
feel about joining a group of people that are going to pass you business?” 

GROWING YOUR 
REFERRAL NETWORK

7-MINUTE GUIDE TO

YOU WILL CLOSE MORE BUSINESS AS YOU GROW YOUR NETWORK

www.bni .com



B N I  P O D C A S T :

FOR MORE INFORMATION:  

Member Success Program – Cultivating Visitors 

Power Team Training – Identifying Industry Leaders 

Power Team – Identify Professional Classifications

V I D E O
Episode 541: Inviting Visitors (Classic Podcast)
Episode 350: Invite a Visitor (Get Connected–Stay Connected 7)
Episode 411: Using Power Teams to Attract Visitors
Episode 458: Inviting People - Good, Better, BestB O O K

Networking Like a Pro by Dr. Ivan Misner

Here are common professional classifications for BNI Members. Check the box 
next to each category that is already represented within your chapter: 

The classifications without check marks are the open positions within your BNI Chapter and 
your referral network. Who do you know that you would like to add to become an official 
member of your referral network by inviting them to join your BNI Chapter?
Pay special attention to any spheres with fewer than four classifications, these are the 
most urgent opportunities to grow your network. 

IDENTIFY THE KEY GAPS 
IN YOUR REFERRAL 
NETWORK
The strongest networks have members across 
many different professional classifications. 
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https://www.schoox.com/691243/msp%E2%84%A2-cultivating-visitors?tpId=28169
https://www.schoox.com/academies/tp/index.php?tpId=51596
https://www.bnipodcast.com/2018/01/17/541-inviting-visitors-classic-podcast/
https://www.bnipodcast.com/2015/06/17/using-power-teams-to-attract-visitors/
https://www.bnipodcast.com/2016/05/25/episode-458-inviting-people-good-better-best/



