
“ Sales teams do all 
sorts of things to try to 
generate business, but the 
most efficient and cost-
effective thing they aren’t 
doing is having effective 
referral conversations with 
their clients.”
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“ We have studied this for years and 
have a tried and tested approach.”

One of the main examples of this would be the open ended 
referral request. Th e sales team member will say something 
like: Do you know anyone in your circle that I should speak to? 
People are busy and you’ve now put way too much pressure and 
work on the shoulders of that client and so the usual answer to 
this is: “Let me think about it and I’ll get back to you”, and that 
is the last that you will hear of it 9 times out of 10. 

Most people are reasonable and happy to help and this 
includes billionaires. But in the overwhelming majority of 
cases they won’t work at helping and so the conversation 
needs to be positioned properly. One of the lenses we need to 
view the conversation through is “How do I make it as easy 
as possible for this person to help me?” 

Q: So, what you are saying is that just hoping that 
your clients will spread the word about how great your 
products or skills are, either doesn’t work, or doesn’t 
work as well as it could. And you have the answers?

BG: Humbly speaking, yes, yes, yes and yes. We have 
studied this for years and have a tried and tested approach. 
It’s not only been the 8 years WealthQuotient has existed, 
but this goes back to my Wealth-X days as well. I’ve always 
had the belief that data and research is so valuable but if it 
isn’t tied to a simple process that a sales person can execute 
on it will not have the impact it could. WealthQuotient is 
that simple process any sales person can master to deepen 

relationships with their customers and then leverage that 
relationship properly and in a non transactional way to 
access that clients broader network of qualified individuals.

That kind of brings up another aspect of our work. What’s 
become really obvious over the years is that the vast majority 
of sales teams have very transactional relationships with 
their customers. When sales professionals are vulnerable 
and transparent time and time again, I hear that in many 
cases they don’t really have relationships with a lot of the 
principals they sell to. I also hear from them that the only 
communication they often have with the principal is when 
something goes wrong or it’s time to sell them something 
again. We really focus a lot of our pre referral work on 
simple things that can be done to build a non-transactional 
relationships with a very specific and intentional focus 
directly with the principal. 

In the business aviation space, I’ve found sales teams 
generally build relationships with the folks who are a tier 
or two down from the Principal. Maybe it’s the chief pilot 
or the EA, but all too often it’s not to the Principal. In my 
experience, most sales professionals will have relationships 
with maybe only 15 to 20 percent of the Principals they sell 
to. Which in some ways might be where the fear we talked 
about that keeps people from having referral conversations 
come from to begin with.  
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What we want to do is to help teams expand their circle of 
relationships from 15 to 20 percent of the Principals they sell 
to, to something nearer to 70 to 80 percent of them. Go build 
a relationship with the Chief pilot or the head of the flight 
department. Absolutely build a relationship with the assistant 
but the main focus from my perspective should be doing 
everything you can to build a relationship with the principal 
directly. This is possible. I’ve found that among a lot of sales 
professionals there is a deeply held, and false, belief that the 
Principal just doesn’t care to engage with them. “I’m just 
the jet guy/girl”, is the sentiment we hit a lot. And I get why 
they feel that way but there are some intentional and non 
transactional things we can do to build deeper relationships 
with more of the principals we serve. The goal and intention 
needs to be that if a relationship doesn’t exist with the 
principal it’s because they haven’t opened the door for the 
relationship to develop not that I as the sales person haven’t 
done the things necessary to facilitate that relationship. 
And unfortunately, all too often it’s more of the latter 
than the former.

Q: So, how do you address this?
BG: We have developed something we call the “relationship-

building checklist”. A checklist of 4 to 5 things we get into our 
calendar that trigger what I call non transactional touchpoints 
throughout the year. None of them are magic but the consistent 

layering of these non transactional touch points open doors 
and deepen relationships with the principal. We’ve seen it 
happen time and time again. Working through these helps the 
team to start building these relationships and getting these 
relationships to � ourish. You can go to our Wealth Quotient 
website and download the checklist for free.

There has to be intentionality around this. It won’t happen 
by accident. This isn’t rocket science and we like to say 
that we make common-sense things common practice. 
Things people know that they should do but don’t do.  We 
provide a process and lay tracks down that make it easy to 
execute on.

It’s a process that focuses on building transformational (non 
transactional) relationships with the principals our clients 
sell too and then equipping them to have really effective 
conversations with the Principal that leads to a steady flow 
of introductions.  

Ultimately, the vision we are casting as we create a culture 
of referrals with the clients we work with is that if your team 
will get very intentional about having consistent and effective 
referral conversations with their customers it’s going to open 
doors to people and opportunities they would never have 
otherwise. And once implemented, that culture works! |BAM

75

PROFILE … WEALTHQUOTIENT

e Experts in Aviation Insurance 

www.saepio.insure +44 (0)1784 778123

Contact us today to discuss your aviation insurance needs.

Protecting You at Every Altitude
When it comes to aviation insurance, expertise matters. 
At Saepio Insurance Brokers, we specialise in crafting tailored 
insurance solutions for private jet owners, corporate charter flyers, 
and aircraft operators worldwide.

With years of experience and deep-rooted relationships in specialist 
aviation markets, we ensure you have access to the very best underwriters 
and policies—designed around your unique needs.

✅  Bespoke cover for private jet owners and operators

✅  Hull & liability insurance for airplanes and helicopters

✅  Expert advice on fractional ownership, hangars & contents

✅ Trusted by international clients with complex aviation needs

Whether you fly your own aircraft or rely on a Pilot in 
Command, our team will make sure you're fully protected 
with first-class service and comprehensive coverage.

Your peace of mind is our flight plan.

http://www.saepio.insure/
http://www.saepio.insure/


PRESENT S

ith the spring air pulsing with anticipation 
and Geneva alive with the energy of 
aviation’s biggest week, professionals from 
across the globe converged on OptimHall 
for one of EBACE’s most talked-about 
evenings — the BizAv Media Networking 
Party, held on May 20th, 2025. 

As always, the atmosphere didn’t disappoint. Th e music kept 
the dance fl oor moving, conversations buzzed between sips and 
handshakes, and the drinks and bites were served just right — 
fresh, fun, and full of fl avour. From industry veterans to fresh 
faces, the room was alive with possibility, proving once again 
that the best connections happen when the setting is just right.

The BizAv Media team continues to do what it does best: 
bring people together. Our aim is to offer an evening that’s 
not just social, but truly valuable — where chance encounters 
become strategic partnerships and casual chats turn into 
lasting collaborations.

Looking ahead, we’re bringing that same energy to NBAA-
BACE in Las Vegas this October, where — for the third 
consecutive year — the iconic Hard Rock Café will set 
the stage for another high-impact networking night. And 
this year, we’re especially excited to officially welcome the 
Mix & Mingle community into the fold — bringing their 
unique vibe and network to what’s set to be our most dynamic 
U.S. gathering yet.
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https://www.bizavltd.com/
https://www.academy147.com/
https://www.aamt.com/
https://flyaviation.aero/
https://limousinesworldwide.com/
https://privatejetcentre.londoncityairport.com/
https://www.bizavltd.com/
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https://www.idair.aero/
https://manny.aero/
https://g-ops.com/
https://aircraftparts.net/
https://www.flyingseahorse.com/
https://optimhall.ch/
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For a complete gallery of photos from the event visit: www.bizavltd.com/bizav-events/ebace2025party

BizAv EventsIf you’re ready to connect, celebrate, and be part of the conversations that shape our 
industry, you won’t want to miss what’s next. Join us. |BAM
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https://www.bizavltd.com/bizav-events/ebace2025party
https://www.bizavltd.com/bizav-events/


https://yingling.aero/
https://yingling.aero/
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