Third Party Endorsement Process


The New Mexico SBDC keeps track of the number of third-party endorsements as a measurement to help us identify if we are moving toward or away from Goal 2.
 Goal 2: Build a consistent brand/image and communicate it to stakeholders, partners and clients.
Number of third party endorsements: A third party endorsement is any form of (positive) written communication about the New Mexico SBDC program that is sent directly to a stakeholder by an SBDC Client or SBDC Partner. To capture a third party endorsement, send an email with a copy of the correspondence to goal2@nmsbdc.org.
The purpose of this document is to assist New Mexico SBDC staff with obtaining and recording third-party endorsements. 

How to obtain a third-party endorsement.

Obtaining a third-party endorsement is easy; you just have to ask for it. Here's a simple process that you can follow to enhance your centers outcomes on this measure.

Step 1: Do a good job and take care of your clients, partners and stakeholders. When you do a great job in meeting your client’s needs, you will find that they are grateful and often thank you for the services you have provided. When a client has expressed extreme gratitude for the services you have provided go to step two.
Step 2: Hand the grateful client the request letter from the New Mexico SBDC State Director that explains what we are asking them to do, and then ask if they would be willing to help you out by sending a communication to one or more of the stakeholder listed on the back of the page.  If the client says yes go to step 3 to continue this process, if the client says no, tell them you understand and then discontinue this process.
Step 3: Now that the client has said yes, you need to review what you are asking them to do. Say something like this “Thank you so much for your willingness to help. On the back of that page I handed you is a list of stakeholders who support small businesses, and will like hearing about how the SBDC has made a difference. You can write a brief letter or email to one or more of them, to thank them and share how the Small Business Development Center has helped you. There’s no need to be formal or even type the letter, just express your thoughts in your own words.”  If the client is still enthusiastic and willing to participate go to step 4.
Step 4: Say something like this “I really appreciate your help on this. If you don’t mind, would you please copy me on the email you send or provide me with a copy of the letter so I can keep it in your file here at my office. We really like knowing that our work is making a difference for our clients.” If the client is still enthusiastic and willing to participate go to step 5.
Step 5: Say something like this “OK let’s see who your legislator is based on your business address.”  

Go to: https://www.nmlegis.gov/Members/Find_My_Legislator and put in your clients business address.   This will tell them what legislator they are a direct constituent of. Take the letter you handed to the client and circle the names they should send a letter or email to. Say something like this “Ok here is the mailing address and email address for you to send a communication to.” Go to step 6.

Step 6: Ask the client if they can send the letters or emails before your next appointment and then schedule a follow up appointment with the client within the next one or two weeks. Go to step 7.
Step 7: Call the client the day before your appointment to remind them about the scheduled appointment and ask them if they got a chance to send the emails or letters that you talked about during the last counseling session. Remind them to send you a copy of the email or bring in a copy of the letters that they sent. 

Step 8: Collect the letter or email copy and upload it into the client’s file in Neoserra.

Step 9: Send an email to goal2@nmsbdc.org with the client’s email or letter attached so the measure can be counted for your center.

***If the client fails to follow through and write the emails or letters, you can gently remind them a couple of times. If after a couple of reminders they fail to follow through then don’t worry about it, stop asking, it’s no big deal. Don’t make the client feel awkward or pressured. Only about half of the clients you ask will actually follow through with sending the emails or letters so its important you ask one or two clients a month so you average at least one 3rd party endorsement per quarter.***

***Attached are a few sample letters that you can share with the client as an example of letters that other SBDC clients have written in case they need some ideas of what sort of things to write.***

