Referral Resource Guide


Listing Presentation 

Relatives

Friends

Holiday List

The Forgotten

The Bored

Garage Sales

Spouses

Hair Stylists

Grocery Stores

Your next presentation may or may not result in a listing, but you can get a referral…..







Isn’t it about time to send Auntie a note – how about nieces and nephews, now married and fast approaching the homebuying age? Do they know you can help them – even from another part of the country? If you have a relative selling a home in California and buying a home in Ohio, that could be two referrals!



Don’t disregard your friends from the “old neighborhood”. Initiating and MAINTAINING contacts are the name of the game. 

Dig out your Holiday card list. DO all those people know you are now a real estate associate and can assist them with their Real Estate needs anywhere in the U.S.?


Call your previous employers – catch up on the latest office gossip and plant a sees for future clients as well as referrals.

Visit retail shops during “off hours”. Successful sales clerks will always be ready to char when they are bored. Daytime employees are generally older and better prospects than the part-timers in the evenings. These people are also fair targets for recruiting.



A large percentage of Garage Sales are the direct result of a transfer. Moving sales are a dead giveaway. While the Criss-Cross directory can give the subtle agent a chance at a referral (or potential listing), actually attending the sale and offering referral services on a direct basis may prove more effective and worth your time. 

“To Love, Honor, Cherish and Share Business Contacts” – Why not!! Your spouse’s contacts could be a gold mine of referrals. Two heads are better than one. 

Hairstylists and barbers come in contact with unruly hair and talkative mouths daily…but maybe not enough attentive ears. Ask your barber/beautician if he/she knows anyone moving…the answer in most cases will be YES!

Free advertising is a rare bird indeed. However, take a look at the bulletin board in your favorite grocery store…potential for listings, buyers and REFERRALS! Better yet add your own card to the bulletin board. Let people know that you can help them purchase or sell real estate anywhere in the United States. 
Administrative Assistants


Chamber of Commerce

Teachers

The Big Ticket Sales

FSBO’s

Expireds

Churches

The Organizer

The ‘Where There’s A Will, There’s a Pay

Dentists
Administrative Assistants of major corporations are always “in the know” of moves and promotions within the company. They may take the time to tell you what you want to know. 

Contact your local Chamber of Commerce—it’s the first place someone who is thinking about moving will contact. You can help them purchase in your area and sell their home anywhere in the United States.

Children are known to let the cat out of the bag…and to whom? More than likely their teachers and their peers. Schoolteachers may have more knowledge to share that the three R’s…and your own child may be a significant key to potential clients and referrals. 

Club memberships, furniture sales, appliance sales, all indicate that perhaps the owner is leaving town. With one phone call, isn’t it worth asking?

FSBO’s have their defenses up when the fourth realtor calls and asks for the listing…make your approach as a service, a referral service to help them on the other end. They will be impressed…history.

Keep your eyes peeled for the expired listings to come through the computer—the listing may have expired, but the referral may be very much in the running.

The church member who belongs to all the committees, including the yearly pledge and membership committee, may know who is moving.

The neighbor you depend on to let you know about a zoning change, the change in the bus route, the school closing, why the street is torn up. Not only is your neighbor in the know about civic matters, but in the course of getting in on protest meetings, gets to know a lot about the neighborhood. He’s probably heard many times, “Well, I’m moving so I don’t care what they do in this neighborhood anymore!” And there is your cue. 

Your attorney knows a lot of information that won’t fall into the “Confidential” category.

Isn’t it about time for that six-month check-up with your dentist? He talks with people all day and every day, even though some of the responses might be a little mumbled…he just might be able to “fill you” full of referrals. 

Pharmacists





The Tailor Made Referral

The Ticker-Tape Referral

The Referral In-Out

Open Houses

The PTA Potential

Van Lines

The Cap and Gown

Hospitals

Social Situations

Human Resources

Pharmacists hear about all kinds of diseases…including the dreaded “Oh My God, we’ve got to move again!” Maybe you can convince him that a good realtor is the best cure. 

Important interviews require classy clothes…maybe even a new suit. Your tailor could be a valuable source for referrals. 

Let your stockbroker help you in the referral department. His referral leads might allow you to purchase more stock from him. 

Don’t miss out on checking with your incoming buyers as to anyone else from their origination city who is moving…not only to your city, but anywhere for a referral. 

As you show you open house to all those prospective buyers this Sunday, don’t forget to mention the relocation services available.

Many times, transferees are of the age to have children in schools…schools with PTA’s of course. Get involved in your local PTA for all kinds of leads…listing, buyers, REFERRALS!!

Moving companies obviously know who is in the transferee department. Make a contact with one of the many moving companies, van lines, etc. Local moves bring a client or a listing, city-to-city moves, a referral!

College Professors move in and out of college towns regularly so as to upgrade their professional status. With so many colleges it might be worth the time to hit the books with the personnel director at one of them…or two of them…or…

With the vast number of people involved in the medical field, surely you have overlooked an acquaintance that might introduce you to the Human Resources Director of one of the local hospitals. It is common knowledge that doctors usually move an average of every two years during the early part of their careers. 

Whether at someone’s party or a cake and punch reception, the opportunity is there to make people aware of your business…and services…and relocation abilities.

Get to know a Human Resources Director at any major corporation. They are one of the first to know about transfers in and out.  

Fix ‘Em Uppers
The Joiners

Homeowners Associations

The Bite The Bullet Referral

The “Check-In” Your Hand

Local Publications

Hello, My Name Is…

Employment Agencies

Handymen, carpet cleaners, painters, etc., may be repairing or improving a home to be put on the market in the future. Their clients could be yours…

Civic and volunteer organizations involve many, many people in order to function. The odds are with you that one or more of these people are moving or know of an upcoming move. 

Homeowner associations throughout the cite will be one of the first notified of an upcoming move. Normally, one of your own neighbors is in charge of the dues collection for the local home association. Keep in touch with your neighbors, home association or not…

“Bored duty” getting to you? Be brave, pick up the phone book and make a few calls offering a referral service to the lucky person receiving your call. If they are not interested, maybe they know someone who might be. Be sure to check the names and numbers against the “Do Not Call List.”
Hotel and motel registration clerks chat with most of their temporary residents. And what a service they would be giving the out-of-towners, soon-to-be locals by furnishing them with the name of a reputable, professional realtor. 

Small towns or subdivisions within larger cities usually have a local publication with all the latest on the residents of that area. Why wait to hear the new with the rest of the world; call the secretary or reporters at the paper for the “in” story.

Many associates do not feel comfortable wearing a nametag. However, without your Broker’s name tastefully engraved on the tag, you may just look like another business person. You could be missing out on the average Joe that happens to be in the same elevator, the same line, the same restaurant, etc., who would strike up a conversation about the fact that you are in real estate and his brother is thinking about selling his home…and on and on. Without your nametag, the conversation may never get started. 

Employment agencies deal with potential relocating clients as well as those looking for a local position. Having your business cards close at hand for the employment counselor to distribute can help bring new business to you and possible repeat business to the counselor on down the road. 

The Past Brings Presents

The Has Beens

The Punt, Pass & Kick Referral

23+137+782++++

Too Low, Joe

The Swinging Socialites

The Stored Referral
You Must Pay The Rent, But I
The Stick Up

In your regular contact with former customers, don’t forget to mention your abilities in the relocation field both for your area and all other areas of the county. 

Ex-agents still have many contacts from their experiences as a real estate associate…why let them go to waste?

Coaches of youth sports have regular contact with many families in a particular geographic area…check out your farm area and locate the coaches. 

Most of us rely on an accountant to make it through the tax season. In fact, many accountants are the inspiring source for Investor buyers, for both local and out-of-town real state purchases. Herein lies potential. 

Fee appraisers receive cold calls by inquisitive homeowners as to the actual value of their property…could they be thinking of selling their home? Keep close tabs on those appraisers you know. 
Country clubbers keep busy chatting while on the green, the courts or at the pool…keep your ears open for a new home they intend to buy. And those selling the goods may be moving themselves…to another city…Instant referral!

Storage lock personnel are not only storing furniture, but also have locked away information about their clients and why the storage is necessary…haven’t found a home yet? 
Foreclosure manager in the mortgage banking business solicit the help of Can’t Pay The Rent “favorite” realtors. Sometimes it’s a plea for help to assist in getting the home on the market. Not only can these foreclosure personnel assist in obtaining a listing, but many times can advise of a “good deal” for any investor buyers you may have. In addition, the mortgagors will contact the mortgage company for loan balances when they are contemplating a move or for an assumption statement for the same purposes…referrals!

Have your spouse and friends post notices at their jobs indicating free information about other cities and your immediate access to such information. Somebody who knows somebody who’s related to somebody may be interested. Be sure the posting is permitted by company policy. 
“Auld Lang Syne”
The Unawares

Up, Up and Away

Seconds, Please

Spiffy Clean

Black & White & Moved All Over

Return On Investment

Builders

Dig out your old yearbooks from school and your reunion booklets…there will be those you wonder “whatever happened to?” Don’t wait to hear from them. You can find current addresses through mutual friends. Drop them a note letting them know “whatever happened to you.” Aside from catching up on old friends, you can pick up a possible referral. 
Those contacts that know you are in real estate but don’t know the full scope of our Relocation Service. 
Keep your ears open when you travel, especially on the return flight. Many travelers who are contemplating a move will be discussing such. 

Homeowners in somewhat of a financial bind many contact a small finance company in regard to obtaining a second mortgage on their home to avoid having to sell it…or help them maintain it while in a new city. Whether a listing lead or a referral lead, a lead is a lead. 

Maid services cater to an exclusive level clientele…the type of buyers and listings and referrals that are ideal. Don’t limit your contacts to executive people only – their “help” many be able to help you more than you think. 

Major promotions are usually noted in the local newspaper. Sometimes the article will indicate a transfer to another office location. A note of congratulations with your business card and your Broker’s offering the free relocation service might pick up a new listing and a referral!

Postage these days is a major investment, but perhaps you would like a little more than average return on it… In your next correspondence via mail to your farm area, include information on the relocation service. And include a registration form for your email newsletter. 
Builders, like realtors, have their own avenue for referrals from other builders in other cities. A large percentage of those builders do not deal in resale, however. Keeping lines open with local builders may lead to listing referrals in other cities. 

Travel Agents
The Gone and Forgotten

Be a Penny Pincher

The Paper Chase

The insurance Premium

The Seminar Spy Referral

The Empty Nest
Head ‘Em Up, Move ‘Em Out
Travel agents initiate airline reservations and hotel accommodations for many large corporations who might just be bringing in personnel to review that area or sending out personnel to review another city in connection with a transfer. 
Review your old files of previous clients that moved out of the area. Chances are that you have long forgotten about them. Send them a note and keep in touch while tactfully informing them that should they transfer again, you can put them in touch with an effective company to list their home and find a new one. Double referral. 

Make it a regular practice to call on managers of leading chain stores, for it is a normal practice to transfer young executives on a regular basis. Companies develop your talent by transferring them to assume greater responsibility every two years. 

Canvassing or farming an area will always pick up leads, but you can only travel so far and cover so much in the time you allot for farming. Expand your territory and recruit the services and knowledge of the newspaper delivery boys/girls. They know when a subscription is cancelled because someone is moving. 

Your agent can be a premium to you if he/she lets you know who is canceling because of a move. 

Lately, there has been a rash of “How to Sell Your Own Home” seminars. But, how can they obtain their own contacts in an unfamiliar city? Attending this type of seminar with our relocation service as your playing card will not only bring in referrals, but may increase your inventory as the “not so confident anymore consumer” realizes he needs your services as a realtor in addition to the help you can give him in a new city. 

Residents of more that 20 years in one home will probably have all their children out of the house and their needs will adjust accordingly. Ask Equity Title to provide you a list of people who have owned their homes for 20 years or more.  

U-haul agents deal with moving people daily, sometimes locally, and sometimes out-of-town. Load up on information from them and move away with a referral!!

Traveler’s Technique
Web Sites

Grandma and Grandpa’s

Tuesday’s on Wall Street

Tuition Is Over At Last

Farming

Peers

Alumni Associations

Job Recruiters

When traveling by plane, train or bus, why not strike up a conversation with the people sitting next to you. They may be on their way to check out a new location. They could be both a buying and selling referral. 

Develop your own web site and attract your referrals from a “global source”. Just make sure to speak with the customer prior to referring them. Begin a blog. 
Get to know your local retirement community administrators. Of they’re moving in, they’re moving out.

The Wall Street Journal Marketplace appears on Tuesdays. If they’re moving in, they’re moving out.
Your children’s peers may have parents who are finally ready to get out of that house and start a new life. 

Make sure to put an article in your farming newsletter and on your website to let your audience know that you can assist them anywhere in the United State, Canada, UK or Mexico if they are moving, purchasing an investment property, retirement property, or vacation property. 
Talk to other sales associates that are successful in obtaining outgoing referrals and learn what their outgoing referral secrets are. 
Alumni Associations usually send out correspondence to their members. See if you can advertise your real estate services—you aren’t just a local sales associate, you’re a national sales associate. 

Contact local job recruiters and headhunters. Not only can you assist them in helping someone purchase a new home, you can also help them sell their home by referring them. 
