Use NEEDED and USEFUL Services to Win Referrals

1. Pick a Service and Decide on Cadence

There are so many services that you can provide. The key here is that the service that you choose is
both NEEDED and USEFUL to the homeowner. That means whichever you select increases or enhances
the homeownership experience for your Database. Gutter cleaning, window washing, spring/fall clean
ups, large junk item junk removal, and old paint-can pick ups are all great things to provide. Providing
one useful service quarterly is ideal but this can be very powerful even if you do it twice per year.

2. Find Your Vendor

Once you have picked the service that you want to provide you will need to find a vendor to do the
work. Start with your current vendors and ask “who do you know that does [service]?” If that fails try
Google! The trick is that you negotiate a bulk discount based on the number of jobs that they will be
doing, you should always get a better deal when you buy in bulk!

3. Market your SOl/Database

This may be one of your most powerful touches of the year because you are offering a FREE service
that is both NEEDED and USEFUL. In a TCPA compliant way, call each person in your database and
offer the service to them. Use this time to really catch up and make an impact. Remember, people do
business with people they like!

e R
Hil This is _ . For the longest time | thought it was my job to help people sell and buy beautiful homes.

| still do that! But | also like to help people live beautifully within their homes. So this month | am offering to
{clean the gutters of all my friends and family}, no cost to you! Would you like your gutters cleaned?

YES

Super, let's get you set up for that, while | get to that screen in my computer let me ask you this, do you know

L anyone who wants to buy or sell a house? )

4. Close The Loop

After the service is complete make sure that you call or email to ask your database member how it
went! They will surely be thanking you and this is another opportunity to remind them that the best way
to say “thank you” to a real estate agent is to send them a referral!

Pro Tlp Have lawn signs made that say “Gutters Cleaned in partnership with [YOUR NAME HERE], your Realtor for life!”
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