
Core 3 Bootcamp

Referral Connections



3 Tiers Of Marketing
Tier 1—Warm
• Design Audit
• Referral Connections
• Neighborhood 

Advisor and e-
Neighborhood 
Advisor

Tier 2—Cold
• SEO
• Google ads (pay-per-

click)
• Social media
• Ad retargeting
• Home shows
• Direct mail to non-

clients
• Print ads

Tier 3—Cold
• Radio
• TV
• Billboards



Benefits Of 
Referrals

• Borrowed trust
• No marketing costs
• Higher average ticket
• Higher margins
• More closed sales
• More pleasant selling 

experience



Be Referable

None of the Core 3 strategies will 
make up for lousy service



Be 
Referable

“Whatever you do, do it so well and so 
uniquely that others can’t help but talk 
about you.”  -Walt Disney

Zero resistance selling environment

Blocking & Tackling



3 Referral 
Funnels

Video 1: Client referrals
Video 2: Referral partnerships
Video 3: Referral networking



Funnel 1: 
Client 
Referrals



In-Home 
Follow Up Visit

Tools
• Scripts for Success
• Referral Flyer
• Gift Certificate + 

Letter To A Friend



In-Store Follow 
Up Visit

Tools
• Scripts for Success
• Referral Flyer
• Gift Certificate + 

Letter To A Friend



Ongoing 
Referral 

Generator





Empowering 
Your Team

For Success!



3 Things You Need To Have In Place To Set Your 
Sales Team Up For Success: 

1. Tools for success
2. Training on how to use 

the tools
3. Accountability to use 

the tools as trained
– Recognition
– Reward



Weekly Sales Trainings  
Accomplish All Three At Once…

1. Tools for success
2. Training on how to use 

the tools
3. Accountability to use 

the tools as trained
– Recognition
– Reward



If each member of your sales team was trained 
weekly in the Referral Connections, held 

accountable to using it as instructed so they 
mastered the process, do you think closing one 

extra sales per week is realistic?  



Run The 
Numbers

$3,000 Average ticket

2 sales people x 1 extra 
sale/week = $6,000 week

$6,000 x 52 weeks = 
$312,000



Funnel 2: Referral 
Partnerships



Big 
Problem…

Consumers are more 
skeptical and stand-offish 
than ever before.  

It’s more difficult and 
expensive to get clients 
through traditional 
advertising



The Solution:  
Referral Partnerships
With Other Businesses



Why Referral 
Partnerships 

Are So 
Powerful

•Massive revenue potential
•Extremely low marketing 
costs
•Immunity to recession/less 
affected by recession
•Continuous stream of 
income



“My referral 
partners send me 
between $500k 
and $700k per 
year."
-JEROME NOWOWIEJSKI
Brownwood Decorating, Brownwood, 
TX



20 referral partners

$500k-$700k /revenue

Each partner is worth 
$25,000 - $35,000



Paul Gardiner
Superior Floors, Littletown, NY

6 Referral Partners

$150,000/revenue

Each Partner is worth 
$25,000



Hunting Vs. Ranching



Most Dealers Act 
Like Hunters



You Are A Rancher



The Importance 
Of Herd Building



2 Types Of Herds

Customers & Referrals Referral Partners



What Kinds Of Businesses Can You Partner With?

• Interior designers
• Remodeling

Contractors
• Realtors 
• Insurance agents
• Carpet cleaners
• Furniture stores
• Cabinet shops
• Window 

coverings

• Veterinarians
• Pet shops
• Gift shops
• Welcome Wagon 

types of 
businesses

• Gift basket shops
• Restaurants

• Paint stores
• Appliance stores
• House cleaning 

companies
• Janitorial 

companies
• Landscape 

maintenance
• Plumbers
• Pest control



3-Step 
Referral 

Partnership 
Campaign



Step 1: Introductory Letter



Step 2: 
Phone Call



Step 3: Meet 
In Person



Nurture the 
Relationship



Subscribe The Owner And Employees To The 
Neighborhood Advisor



Ethical Bribery



Keep Them 
Supplied With 

Sales 
Materials

Business Cards

Gift Certificates



Funnel 3: Referral Networking



Referral & Civic 
Groups

• BNI
• LeTip
• Rotary
• Chamber of Commerce
• Lyons Club



Scott & Sally Perron
24-7 Floors/Floors 4 Pros



5 Steps For Successful Networking



Step 1: Introduce Yourself to 
the Business Owner

70/30 rule

Ask questions about them and their business

Ask who their ideal customer is

Get their business card



Step 2: 
Send A Hand-
Written Note 

Card

• Photo of you
• Business name and 

contact info
• Mention something 

positive about their 
business



Step 3: Subscribe 
Them To The 

Neighborhood Advisor



Step 4: Schedule 
A Meeting

• 1-2 weeks later
• Tell them you enjoyed 

meeting them
• Invite to lunch or coffee



Step 5: 
Nurture The 
Relationship

• Subscribe entire 
staff to NA

• Ethical bribery
• Keep them supplied 

with gift certificates 
and business cards



How To Generate An 
Extra $1M

• Each relationships = $25,000
• 10 relationships = $250,000
• 20 relationships = $500,000
• 40 relationships = $1M



Pick 1 Strategy 
And 
Implement


