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A quick guide to leveraging the power of referral marketing

Increasing high-quality leads and expanding your network are all advantages of referral 
marketing. We'll show you how to provide exceptional service, incentivize referrals, and 

create a referral-friendly environment. These strategies will motivate your clients to 
become enthusiastic advocates, resulting in a steady stream of valuable leads.

Strategies to Turn Clients into Lead Generators

Deliver exceptional customer service

Your customers need to feel that your service is worth referring! To increase the likelihood that clients 
become enthusiastic advocates for your services, make sure you exceed their expectations, respond 
promptly to their inquiries, and address any concerns or issues they may have.

Cultivate strong relationships

Trust, transparency, and excellent communication will help you build long-term relationships with 
your clients. Understand their needs, preferences, and goals. Maintain a personal connection with 
them even after the transaction has been completed. You build a solid foundation for referrals by 
nurturing these relationships.

Educate clients about the referral process

Tell your clients about your referral program and how they can take part. Let them know what benefits 
and rewards they get for referring someone to you. You can educate clients about the referral 
process by giving them referral cards, brochures, or a referral link they can share with their contacts.

Offer incentives for referrals

Offer clients rewards or exclusive benefits if they refer others to you. Incentives motivate clients to 
promote your services and increase your likelihood of generating leads. They can be gift cards, 
discounts on future transactions, or even special experiences.
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Provide referral resources

Provide your clients with tools to refer you effectively. Share your real estate agent's benefits with 
clients by writing blog posts, infographics, or videos. You empower clients to advocate for you 
with confidence if you provide them with relevant market statistics, neighborhood guides, or 
other valuable information.

Ask for referrals strategically

Make sure you ask your satisfied clients for referrals. However, be mindful when and how you do 
it. When you receive positive feedback, ask them for referrals. Your referral request should be 
tactful, respectful, and focused on what you can provide to their contacts. 

Provide exceptional post-purchase support

Provide assistance with any post-purchase issues your clients may face, make 
recommendations for contractors and service providers, or tell them about local events. Clients 
are more likely to refer you if you are a helpful resource beyond the sale.

Stay top-of-mind

Engage your clients with various channels, including email newsletters, social media updates, 
and personalized messages. Keep your clients' attention by sharing market insights, tips, and 
updates about your business. Keep your approach and cadence thoughtful in order to maintain 
their attention.

Showcase client testimonials

On your website, social media profiles, and marketing materials, feature client testimonials. 
Testimonials serve as powerful social proof and inspire clients. Using testimonials from your 
clients can encourage others to seek your services and generate leads.

Demonstrate your appreciation

By providing ongoing support and showing your appreciation to your clients, you can strengthen 
their relationships and encourage them to keep generating leads. Showing gratitude to the client 
and updating them on the referral's progress demonstrates your care for them and others close 
to them.



Bonus! 5 Ideas to Bolster Your Referral Program

3 Email Scripts to Get Referrals from Clients

Offer a referral fee:
You can offer a percentage of your sales commission to other agents, also known as a referral fee, 
once you close a deal they’ve referred to you. Remind agents of the areas you serve and what you 
have to offer, so if they can’t meet those specific needs, they’ll refer clients to you.

Host an event:
Whether it is virtual or in-person, host events to share your expertise with potential clients and build 
relationships. Consider organizing a cocktail party or barbecue for former clients and their families, 
or even helping with a client's housewarming party.

Partner with other businesses
It's possible to get more referrals by working collaboratively with other businesses. Share leads and 
receive referrals with your brokerage. You have a built-in network of opportunities. You can also 
promote your partners with a preferred vendor list.

Offer a charity donation
Donating to a local charity will show you are part of the community. Sponsoring a local team, buying 
ad space for a school event, or renting a table at a fundraiser can be thoughtful ways to donate.

Share your success through social media:
Make the referral process easy for clients by creating a button on your home page that links to a 
referral landing page. When you close deals, you can post about them and tag your clients so their 
friends and family will see them.
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Express Gratitude and Offer an Exclusive Incentive

Subject: Exclusive referral rewards for you!

Dear [Client's Name],

Thank you for choosing me as your real estate agent—your support means the world to me!

I've launched an exclusive referral program for valued clients like yourself. If you know anyone 
looking to buy or sell a property, refer them to me and receive [incentive/reward] as a token of my 
appreciation. We will be dedicated to providing exceptional service to your referrals.

Please feel free to recommend my services to anyone you think might benefit from them. Thanks 
for your continued support.

Warm regards,

[Your Name]
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Check out our three real estate email scripts to encourage more referrals from your previous clients.



Request a Client Success Story to Share

Subject: I’d love to share your story! 

Dear [Client's Name],

My utmost gratitude goes out to you for choosing me as your real estate agent!

I would love to share your home buying/selling story with our network and was wondering if you’d 
be interested in [answering some questions/recording a short testimonial/etc] about your journey. 
Your personal experience and endorsement carry immense value and I’d forever be grateful if 
you’d be willing to share it.

My sincere thanks go out to you for your continued support, and please let me know if you know 
anyone who might benefit from my services.

Warm regards,

[Your Name]

Share valuable real estate market insights

Subject: I think you'll appreciate this info

Dear [Client's Name],

I hope you're enjoying your new home. I wanted to share real estate [insight/report/statistic] that you 
might find useful. [Briefly mention content]. Feel free to share this with anyone else who might find this 
information valuable!

Lastly, I would appreciate it very much if you would refer me to friends, family, or colleagues who 
are looking for an experienced and reliable real estate agent. Your referrals make a significant 
difference, enabling me to continue providing exceptional service and valuable insight to new 
clients.

Enjoy the [insight/report/statistic] and thank you for your trust.

Best regards,

[Your Name]
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Our professional real estate photography services level up your listings and attract more people to your SOI. With 
professional real estate photography for your website, listings, blog, and social media, you’ll establish yourself as the 
real estate agent in your community—without breaking the bank. 

Generate More Leads with Virtuance

Winning Tips
Although finding new clients is important, maintaining great relationships with past and present clients is 
equally important. Those who have had good experiences may want your services again, and they may 
know someone who needs them.

You don't need to go over the top to reach out to people. A simple "How are you?" shows genuine interest 
in how their life is going. 

You don't need to be pushy to get people interested in your services. While they may not need them 
immediately, you keep top of mind when they do.

VIRTUANCE.COM


