JRRRJERE]
!‘!:!!f':!
,||’i

BIO

®

Secretary/Treasurer

Personal Info:

as of this date

Full Name:

City of Residence:

Birthplace:

Be prepared. Please
review the speaker's
bio prior to the actual
introduction. Choose
only a few points of
interest. Reading the
entire bio is not
always necessary.

Strategies & Tactics:
When doing Dance
Cards, exchange
Member Bio’s as a
written record of your
personal information.
It can be very useful
to collect a library of
Bios from everyone

in your chapter.

Record birthdays,
favorite restaurants
etc. to send greeting
cards and/or gift
certificates as a
Thank You for a
perfect referral.

Copyright © 2000-2005, BNI.
All rights reserved

Occupation: Business Name:
Years Location:
Profession:
Previous Jobs:
Family Info: Name of Significant Other Comments
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|:|l\/|arried Name of Spouse Comments
YIS
|:|Chi|d(ren) Name(s) of Child(ren) Age Comments
BOYS
Girls_____
[ Jpets Name of Pet(s) Comments

Dogs
Cats

List any:
Hobbies
Interests

Activities

Burning Desire:

Key to Success:

Something no one
knows about me:




ONE-to-ONE DANCE CARD

GOALS are the business or personal objectives
you want or need to meet for yourself or the
people who are important to you. You need to
define your goals and have a clear picture of
the other person’s goals. The best way to build
a relationship with someone is to help them
achieve their goals.

ACCOMPLISHMENTS are those things that
people like to talk about. Things that they are
proud of. Remember, some of your best insight
into others comes from knowing what goals
they have already achieved. Your knowledge,
skills experiences and value can be surmised
from your achievements.

INTERESTS are things that help you connect
with others. Interests can include things like,
sports, reading, music, community service,
hobbies, pets, etc. People like to spend time
with those who share similar interests.
Discovering which interests you have in
common will strengthen your relationship.

NETWORKS can be formal and informal. A
network can be an organization, institution,
company, or individuals with whom you
associate. List friends, family members,
neighbors, business associates, sports team
members, clients, Chamber members,
community or professional organizations.

SKILLS are the talents and abilities that make
each individual unique. The more you know
about the skills, talents, abilities, credentials,
experience, and qualifications of the people in
your network, the more value it adds to the
referral process.
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RETICULAR ACTIVATOR

The reticular activator is a mental trigger in the unconscious brain that directs your attention and causes you to notice and NAME
remember things that you never intentionally committed to memory. Complete the following form and share it with other
members to increase the effectiveness of your word-of-mouth marketing and keep your message at top-of-mind awareness. DATE
WHAT TO LOOK FOR: WHAT TO LISTEN FOR: WHAT TO SAY TO GET THE REFERRAL:
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A GOOD REFERRAL FOR ME IS... niiniinlia NAME

DATE
Provide a complete list of your Describe the individual, i.e., occupation, income, Distinguish what the customer is buying from you. i.e. security, safety,
specific products and/or services. age, marital status, homeowner, business owner... well being, relief, freedom, peace of mind, compliance, protection...
| AM SELLING: MY TARGET MARKET IS: MY CUSTOMERS ARE BUYING:
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Category Matrix

Build POWER TEAMS with related businesses that are
non-competitive yet have a symbiotic relationship.

List the businesses or professions  List the businesses or professions
that would naturally be considered that would be considered
REFERRAL SOURCES for you. PERFECT REFERRALS for you.

www.bnisouthwest.com

MY POWER TEAM

MY BEST CUSTOMERS

FINANCIAL TEAM
Attorney — Bankruptcy

Attorney — Estate/Trusts
Financial Planner

CPA

Bookkeeper

HR / Payroll Services
Banker

Merchant Services
Credit Counseling
Collection Agency

Equipment Leasing

REAL ESTATE TEAM
Architect

Residential Agent
Commercial Agent
Mortgage

Appraiser

Title & Escrow

Home Inspector

P & C Insurance Agent
Property Management
Alarm/Security Systems

Moving & Storage

CONTRACTOR TEAM

MARKETING TEAM

Home Improvement

Advertising Media

Roofing Contractor

Marketing Consultant

Painting Contractor

Graphic Designer

Floor Coverings

Freelance Writer

Plumber Web Designer
Electrician Printer
Heating & A/C Direct Mail Marketing

Landscaping

Sign Company

Lawn/Tree Maintenance

Promotional Products

Pool Service

Multi-Media Productions

Pest Control

Telemarketing Services

BUSINESS TEAM

SPECIALTY TEAM

Attorney — Corporate

Interior Design

Attorney — Patent

Home Furnishings

Executive Coach

Window Treatments

Sales Trainer

Home Decor/Art

Computer IT Carpet /Tile Cleaning
Telecom Services House Cleaning
Wireless Service Upholstery

Office Supplies Auto Sales

Office Furnishings Auto Repair

Office Machines Auto Glass

Virtual Assistant

Auto Accessories
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WELLNESS TEAM
Chiropractor
Massage Therapist
Nutritional Products
Air/Water Purification
Health Insurance
Acupuncture
Physician
Optometrist

Dentist

Personal Trainer

Self Defense Instructor

EVENTS TEAM
Gift Basket
Florist

Events Planner
Photographer
Travel Agent
Disc Jockey
Jeweler
Catering
Clothing Sales
Cosmetic Sales

Hair Stylist
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