
1. Read out loud and explain
the definition of a Tip

“My qualified Business 
Tip is for a company 
or person interested 
in a specific product 
or service and is
expecting a call from 
a LeTip member.”

A TipMaster cannot
emphasize strongly
enough that the
person is “expect-
ing” a call from the
LeTip member.
People join a LeTip
Chapter to receive
hot leads, not cold
calls. 

2. Show members how to fill
out all information
Tips must be completely filled out with first and last names,
dates and phone numbers. Members should not have to
guess which one of the three members named John is sup-
posed to receive the Tip because the Tipper did not take the
time to write down the last name. 

3. Insist “details on this tip” be filled out
The Tipper should always provide information in the details
box so everyone can see what business is being conducted.
“Let’s do lunch” doesn't tell anyone anything and could even
be a bogus Tip. A lunch meeting that includes the L/H/D
insurance member reviewing another member’s current life
insurance policy is more to the point. A TipMaster has com-
plete authority to question a member regarding the nature of
the business and if necessary, even throw away Tips without
details. (For more info on the importance of details read about
Expanding Tips in #15.)

4. Explain the four types of
Tips: (always give examples)

a. Inside Tip –
One member Tips
another member to
provide a service
or product directly
to them. 
Example: The
caterer makes an
appointment with
the mortgage loan
member to be pre-
qualified for a
home loan. 

b. Outside Tip –
One member Tips
another member 
to provide a serv-
ice or product for
someone who is
not in the chapter
(friends, family,
clients, neighbors
or strangers).

Example: The chapter massage
therapist told her client (who is
ready to buy a home) about the 

real estate agent in her chapter. That client is interested in 
speaking to the real estate agent about buying a home and is 
now “expecting” a call from him. 

c. Inter-Chapter Tip – A member from one chapter Tips a 
member from a different chapter.

Example: The graphic artist is having a party and needs to 
have her carpets cleaned.  Since there is no carpet cleaner in 
her chapter, she Tips one from another LeTip chapter. 

d. Escrow Tip – A member has a legitimate Tip for an open 
category which can only be given after someone in that cate-
gory joins the chapter.

Example: The chapter caterer has a Tip for the florist category 
which is an unfilled category. A guest who happens to be a 
florist and is attending a meeting can only get this Tip after he 
or she joins. 

TipMaster’s Duties

Teaching members the how and why of Tipping is the TipMaster’s main function.

Avoid 
confusion!
Don’t forget
to write in 
the last
name too!

Be sure to
include 
the phone
number of
the person
expecting 
a call.

The Tip
details are
important
and must

always be
included.

Write them in
this space.

To qualify as a legitimate 
Tip, all information must be

written on the Tip form.

Keep track of the Tips that you have received 
and calculate their dollar value every month.

Tip through LeTipWired.com and the mobile app saving yourself time. 



5. Teach members to track their “Dollar Value”

Members should keep a file folder of the Tips they received
throughout the month. At the end of the month, they should
review each Tip and put an estimated net amount of the value
of business that was concluded. Add up the total net amount
for the month and report it to the TipMaster. Members keep
track of the Tips they have passed by using “My Tip Record,”
which can be downloaded from the LeTipWired document
section at www.letipwired.com.

6. Explain at what part of the meeting Tips are passed

The white portion of the Tips should start being passed right
after the Pledge of Allegiance, and LeTip Creed, and continue
through the meeting until all are passed. Do not pass Tips
during Speaker presentation. There is nothing more exciting at
a LeTip meeting than Tips going around the room from the
time members sit down to the ending applause as the
President says “Have a great LeTip week!” Tips are the star
attraction and the reason for the LeTip program.

7. Explain how to pass the Tips and the Tip Bucket

The white portion of the Tip form is passed around the room
(without the Tip bucket) until everyone reads them. During
commercials, each member holds the Tip Bucket and at the
end of their 30 seconds puts the yellow copy into the bucket
and states, “I have __ Tips for ___.” There are several reasons
why it is important that everyone see the Tips:

a. Members get excited knowing their name might be on
the Tip form.  Adrenaline runs high, excitement and energy
is communicated throughout this process.

b. A reminder of commitment – if a member does not have
a Tip they (and the entire membership) are made aware
when they have to say they have no Tips for anyone today.

c. Guests are impressed when they see a high level of
business being conducted among the members.

8. Instruct members the correct way to follow up on Tips

Members should contact their Tips within 24 hours of receiv-
ing them. It is imperative to display the highest level of profes-
sionalism and treat every referral with extreme importance.
The reputation of everyone is on the line and members should
be comfortable when referring clients to each other.

9. Emphasize prompt notification for an outside Tip

If a member has an outside Tip for another member, It is wise
not to wait until the meeting to pass the Tip. Timely follow up
on a hot lead can often make a critical difference when clos-
ing a deal. If a Tipper waits until the following meeting to pass
the Tip, there is a good chance that the person has already
utilized someone else’s services. Call the Tippee immediately
with the name and phone number of the prospect, then pass
the written Tip at the next meeting.

10. Strongly advise members to have all pertinent infor-
mation on the form before they pass the Tip

One of the most common complaints from the membership
are outside Tips passed without phone numbers. “Call me for
the number” is not a Tip! A busy member should not have to

call the other member first to follow up on the Tip. Even more
frustrating is calling the Tipper for the number and leaving
endless voice messages and never getting a return call. This
is unacceptable. In these instances, the TipMaster has full
authority not to count such Tips in the Tip report. 

11. Teach the mathematics of Tips

Here is a gauge for success.The minimum amount of Tips a
chapter should pass should equal twice the size of member-
ship. And 80% of those Tips should be Outside Tips. Once
chapters understand and embrace the concept that LeTip is
their sales force, and those weekly meetings are in fact weekly
marketing meetings, the Tips increase further. These chapters
pass 2 1⁄2 to 3 times the membership!

Chapter size Double Tips 2 1⁄2 to 3 times Tips
20 40 50 to 60 
30 60 75 to 90 
50 100 125 to 150 
70 140 175 to 210 

Here is another mathematical motivator.  When a chapter
doubles it’s size, it triples it’s Tips! Think about it. Isn’t it easier
to find Tips for 30 members instead of fifteen? This is the pri-
mary reason why small chapters have such a high incidence
of failure. Low membership + low motivation = low Tips .

12. Explain the value of listening for Tips

Members have the ability to Tip much more than they realize.
Learning to pay attention, to be present and really hear what
others are saying can open up a world of opportunities. Teach
members to practice listening to others rather than preparing
their own responses. Networking is a skill, no different than
any other learned skill. Creating some simple habits can help
to keep networking in the forefront of a member’s mind:

a. Carry a LeTip Caddie wherever you go.

b. Keep a supply of Tip forms – tuck them in your Caddie,
the visor of your car, your desk at work, on your dresser.

c. Open your Caddie up to clients, friends – they might
have needs for which you are not aware. One member we
know opens up his card caddie for clients to peruse while
he is busy writing up a quote for their work.

d. Create “bird dogs.” This means having additional ears
and eyes on the lookout for referrals to pass on to you.
(No one ever said you had to do it alone!)

e. Set a goal for the minimum number of Tips you would
like to pass each week. Although LeTip International has a
minimum of four Tips per month, some chapters set higher
goals because their members request it.

13. Emphasize both quality and quantity of Tips

Chapters must focus on the “quality” of Tips as well as the
“quantity” of qualified Tips. It is obvious that the chapter’s real
estate agent isn’t going to get as many Tips as the florist. The
total value of one house listing however, makes up for a huge
quantity of bouquets sold by the florist. Everyone needs to



make money and everyone deserves to be Tipped otherwise
they shouldn’t have been voted in as a member 

14. Always teach by giving examples of Tips
Be sure to give many different examples of Tips by relating
stories you have heard or personally experienced. The more
examples of Tip giving that you share, the easier it becomes
for members to develop their Tipping skills.

15. Teach the value of expanding Tips vs one-way Tips

There are chapters so adept at seeing an opportunity in each
Tip, that they have learned to expand one tip into three, four
or even more.  As they say... “It is all in the details.” (The
details box that is!)  

Scenario # 1- The One-way Tip:

Members glance at an outside Tip as it is passed around
the table. They read the details in the Tip which is being
passed to the chapter florist. The details state: “neighbor
wants flowers.”  That’s a One-Way Tip.  Viable as it is, it is
going nowhere beyond it’s original intent.

Scenario #2 - The Expanding Tip:

Members glance at an outside Tip as it is passed around
the table. They read the details in the Tip which is being
passed to the chapter florist. The details state: “neighbor
needs flowers for daughter’s engagement party.” 

Bingo! Lights are going off because the additional informa-
tion is like money in the bank!  An engagement could be
big news for the chapter.  That means a wedding is in the
wind. The event planner, the photographer, caterer, or lim-
ousine service should ask the Tipper to speak to that
neighbor in their behalf. What about the tailor with his tuxe-
do rental service, the DJ, the ad specialty member (with a
catalogue full of possible party favors for the wedding
guests), the jeweler, the travel agent and on and on.  What
if a home wedding is planned? That neighbor may also
need the services of the landscaper, interior designer, the
painter and the carpet cleaner.

Filling out the details box assures that hidden business
opportunities are not missed. That one small Tip can turn
into several, just because the Tipper was wise enough to
put in all the details. 

17. Report on all tipping activities

TipMaster reports the total number of Tips passed the previ-
ous week. The first week of the month, the Tip report is pre-
pared in writing and passed out to all members. Acknowledge
the Top Tipper and present the red Top Tipper badge for the
month. Remember the Top Tipper must be someone who has
given no less than 5 tips within the month.  A badge is not
given for anyone doing just the minimum of 4 in a month!

Remind members of the 4-tip minimum and to follow up on all
Tips given with 24 hours.
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