CEO Network Partners™ Helps
Clients Turn Endorsements Into
Bottom Line Growth

“We get 25 percent of our business and we
aren’t spending 25 percent of our time. We are
spending three to five hours per week — max.
If you look at the numbers, there’s a huge
benefit for the small amount of time committed.”

Terry Slater
Agent, Nationwide Insurance

What develops is a group of people, a board of
advocates, that are positioned to advocate on
your behalf when it's appropriate. The result of
that is a much more meaningful referral when
it happens.”

K.B. Battaglini
Partner, Strasburger & Price, LLP, Law Firm

You have a third party sales group out there
when you aren’t there — people who are
advocates and ambassadors for you. It's the
greatest tool in the world.”

Karen Love
Director of Practice Growth, PKF Texas, Accounting Firm

When everyone comes with the same mindset to
try to achieve the same thing, utilizing the same
skills and techniques, your going to maximize
your return.”

Bruce Merwin
Partner, Haynes and Boone, LLP, Law Firm

g
T 1Y Network Partners™

The Quickest Way to the Right People

1988

1990

1992

1998

2001

2002

2003

2004

2005

Referral Group History

CEO Network was launched in Dallas, Texas by Genie
Fuller as a full time, for-profit corporation. Because

of the outstanding results, people through out the
Dallas-Fort Worth Metroplex wanted to join, so
additional groups were established. Only one year
later, there were a total of 10 such groups in the area.

Besides teaching the CEO Network members how to
use the groups to generate viable referrals, Fuller
began teaching accountants and lawyers in the Dallas
area how to get referrals using the system she
developed in CEO Network.

Due to the remarkable success a Dallas investment
advisor developed with Fuller’s philosophy in CEO
Network and recognition she obtained in the financial
service industry, Fuller gained national visibility with
investment advisors. With hundreds of inquiries
about the successful referral groups, CEO Network
expanded nationally.

Genie Fuller sold the national company, to concentrate
on the Dallas groups and her growing training and
speaking business, Winning Referrals, Ltd., which
focused primarily on banks, law firms and accounting
firms in and around Texas.

A new training concept, called Winning Referrals,
was developed by Fuller providing a learn-by-doing
application, which proved to increase results and
long-term implementation.

Due to popular demand for referral groups that
produce substantial results, Genie Fuller began
launching new groups in Dallas and Houston, Texas
called CEO21 Referral Groups. That year, the pilot
group of 46 Dallas professionals and entrepreneurs
reported new business sales of $30,822,273 from the
referrals exchanged among members.

Margaret Wolford joined Winning Referrals, Ltd. as
a principal, applying her marketing expertise to
streamline the referral system, perfect the referral
process within the CEO21 groups and expand the
company.

The pilot CEO Dallas group reached its 15th anniver-
sary and the cumulative total of reported sales results
from member referrals topped $300,000,000!

Winning Referrals, Ltd. formally launches CEO Network
Partners™ and expands nationally with two new groups
in Dallas, Texas. In response to growing demand, plans
are made to expand into other major cities very quickly.
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