
 

 

 

Week Three  

Quiz from Week Two 

 

1. Describe a BNI referral.  

2. What is the anatomy of a good referral? 

3. Why are the One-2-Ones so important in BNI? 

 

How to give a good 30-second infomercial 

 

When you are giving your 30-second infomercial, remember that you are the owner of your company and 

you are talking to your sales force. Your job is to clearly tell your sales force exactly what kind of person 

you want as a customer. 
 

This is an example of a basic infomercial which hits all the important points. 

  

Hi, my name is John Smith the owner of Smith Plumbing. We offer 24-hour residential service to Marin 
County and San Francisco. What makes Smith Plumbing different is our customer service and our 

guarantee. At Smith Plumbing we guarantee that we will be at your home within 30 minutes of your call, 

and if we didn’t fix it the first time we come back and finish the job free of charge.  A perfect referral for 
me would be an office manager for a large retirement home, such as Fred Jones, the manager at the Big 

Bucks retirement home in Belvedere, please tell me.   John Smith with Smith Plumbing. If your pipes 

are drippin’, we’ll do the fixin’. 

 
Elements of a good 30-second infomercial 

• Your name, your company 

• What you do in your company 
• Where you do business 

• Your primary offering or what make you better that anyone else 

• Precisely who your best customer is that you’d like the group to look for 
• Have a memory hook that sticks in people’s minds. Whose memory hook sticks? 

 

If you ask for somebody, anybody or everybody you will get nobody and practice before you come to the 

group. We all notice when you wing it.  Get help if you’re feeling stuck. Ask me or someone else who 
gives good infomercials. 

 

Here are the Leadership Team positions and who is on them.  These terms are for 12 months and they 
start on October 1 of each year.  Consider becoming part of LT.  Also our Assistant Director is…... 


