7 Quick Ways to Get More Upsells and
Referrals
You current clients/customers are likely an untapped resource of additional revenue. After all, it
is much easier to sell to someone who already likes you than it is to win over a new person.
But there’s a lot of competition out there.
There’s a saying in the restaurant industry that a diner who described their meal as
“satisfactory” will never be back again. In order to get return customers, upsells, and referrals
you must do better than just meeting expectations. You must exceed them.
Thankfully, as they say, the difference between ordinary and extraordinary is just a little extra.
In this article, we’ll give you seven quick ideas on how to create those extra opportunities that
will translate into greater upsell and referral opportunities. When someone is “wowed” they
will buy more and talk about you (exactly what you need for referrals).

How to Go from Ordinary to Extraordinary for More Upsells and Referrals
1. Offer samples without people requesting them. When someone is looking at something
in your business, offer them samples. Don’t even ask. One restaurant brings individual
samples of gelato to the table at the end of the meal. Even if the diners don’t buy any,
they leave with a (literal) pleasant taste in their mouth which could yield a return visit or
referrals.

2. Send/give swag. If you mail your products or bag them, consider adding something
unexpected in the package. Pure Vida sends branded stickers. Some companies stick in a
postcard. The surprise needn’t be expensive. The point is it’s unexpected and that is
delightful.
3. Invite engagement. Make sure every purchase is accompanied with a request to engage
on social media but don’t make it about you. Most people are excited when they make a
purchase, and they want to show it off. Invite them to share a picture of themselves
using the product or service. Give them a hashtag and perhaps some incentive to share
such as a contest entry or a future discount. If you have a well-known brand sometimes
simply retweeting them and being on your radar is enough.
4. Send “just because” discounts. Some companies send birthday offers but not everyone
feels comfortable giving you their birthdate these days. Instead, send “just because
specials” periodically and thank them for being a fantastic customer. If they haven’t
purchased recently, tell them you miss them and give them reason to return.
5. Drop expiration dates. If you use coupons, don’t turn someone away because their
coupon is past the expiration date. Make it well known that you will accept coupons
whenever the customer is ready to use them.
6. Put everyone to work. It may not scale to have your CEO or owner answer customer
support questions all day. However, giving leadership the opportunity to field the
occasional question or post a response on social media or to a review can make
someone’s day and get them talking about you. The customer will be in shock that
leadership responded. And it will make them (and everyone who reads the interaction)
think that leadership is reading every review or comment.
7. Follow and respond on social media. Don’t simply post what’s going on in your world.
Learn what’s going on in your customer’s as well. Set Google alerts for mentions of your
business, what you sell, and your area. Listen to conversations going on around you and
join them when it makes sense and when you can add value. Also, don’t hide behind the
brand. When you are posting, use your name even if you’re responding from your
brand’s account. People are more likely to interact with a person than a company name.
If you want to cut through the noise and get more upsells and referrals, you want to make
people feel special and valued. Think about experiences you’ve had as a customer. How can you
replicate those in your business?

Christina R. Metcalf (formerly Green) is a marketer who enjoys using the power of story and
refuses to believe meaningful copy can be written by bots. She helps chamber and small
business professionals find the right words when they don’t have the time or interest to do so.
Christina hates exclamation points and loves road trips. Say hi on Twitter or reach out on
Facebook.

