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When BNI members see a business 
opportunity for a particular member, 
they will qualify the prospect to 
ensure that the prospect has interest 
in doing business with the member. 
Only when this has been con�rmed 
will a referral be passed to the 
member.

In addition to providing contact info 
to the member receiving the referral, 
the member making the referral will 
also contact that member to provide 
more detailed information, such as 
background information and the 
needs of the prospect. 

Armed with this information, the 
member will then schedule a meet-
ing with the prospect. At this stage, 
the prospect has been quali�ed as 
being ready and willing to learn 
about the products or services 
o�ered by the member.

BNI is the world’s largest word of 
mouth organization. Each week, BNI 
members meet with their local group 
and exchange business referrals. At 
these meetings, members have an 
opportunity to share with their fellow 
members what types of referrals they 
are looking for, and to ask for help 
securing these types of referrals.

Each week, during the “I HAVE” 
portion of the chapter meeting, the 
member making the referral will pass 
it – and any other quali�ed referrals 
made during the week – to the 
receiving member in front all the 
other members and their guests.
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Only one person from each 
professional specialty is permit-
ted to join a chapter of BNI, so 
members lock out their competi-
tion in their own groups.

Because giving referrals is the 
cornerstone of membership, 
everyone in a BNI chapter 
becomes a virtual sales team 
for the members.

BNI provides increased exposure to 
many other people and businesses, 
because the relationships are built 
on trust. Members not only meet the 
other members in the group, they 
gain access to the contacts of those 
members.

BNI is a professional marketing 
organization that helps members 
build business through word-of-
mouth referrals.

BNI's origins stem from a single meeting, held in Southern California in 1985. 
Dr. Ivan R Misner was looking for a new way of generating business for his business 
consulting company, so he invited several friends, each representing a di�erent 
business, to a breakfast meeting, with the hope that they could help each other �nd 
new business opportunities. Today, BNI has thousands of chapters, operating on 
every populated continent of the world.

WHY JOIN BNI? 

DR. IVAN MISNER
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