3-STEP SYSTEM

for consistently generating retferrals

.....

BY LUKE ACREE



| want to show you I

just how easy it can be to get consistent

reterrals and repeat business.

| have worked closely with thousands of
business professionals (most of them real
estate agents!) over the last 10+ years to
find out what works and what doesn't.

And, yes, as you read through the steps,
you will see that an essential part of

this 3-step system revolves around a
branded publication that my company,
ReminderMedia, publishes.

| am confident in this system because |
have seen it work time and time again.
| recommend learning from the top
producers | have worked with who have
used this system, and start implementing
it for your business today.

LUKE ACREE

President of ReminderMedia,
Host of Stay Paid Podcast




41% of sellers
found their real

estate agent
through a referral

WHY IT'S IMPORTANT:

Almost half of all people
looking to sell their home
will ask friends and family
for recommendations. As
an agent, it's important
to make sure your clients
know to refer you.

why should you
focus on referrals as
a real estate agent?

82% of all

real estate
transactions

come from

referrals™

WHY IT'S IMPORTANT:

It the majority of your
transactions are not
coming from referrals,
then according to the
national average, you
are missing out.

The average
person knows 3-5
people looking
to buy or sell a
home in the next
12 months

WHY IT'S IMPORTANT:

There will be several
opportunities for your
clients to refer your
business. A handful of
referrals from each of your
clients will add up quickly!

*Source: 2020 National Association of REALTORS® Profile of Home Buyers and Sellers,
**Source: https://www.becomealocalleader.com/lead-generation/how-to-get-referrals-without-asking-for-referrals



the bottom line

is that anyone can create
a thriving business based
mostly off off referrals from

their network of relationships.
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Give your clients a
bimonthly subscription
to your own personally
branded publication.

GIVE A GIFT [
subscription the perfect

gitt for generating referrals?

v it's appreciated as a gift not
seen as solicitation

\/ a new gift is sent bimonthly,
not just once so you stay
top of mind consistently

\/ every time your newest
issue hits it gives you
a perfect opening to a
conversation

\/ highlights your business and
makes you look impressive
and trustworthy
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CALL YOUR
CLIENTS

Using your magazine as an icebreaker, give your

clients a call as a way to stay top of mind and
strengthen your business relationships.

TIP: Use the
article content

as talking VINDOW PAINS:

po'n ts - ,. R ESS x5 FR E E G U I D E TO .. v - " iV Y » Windows don’t just serve as
(] - ¥ 4 > N N - rALE: oL . y an important barrier between
' : . your home and the elements—
they also play an integral part
in its attractiveness. If you're
y » wondering if it’s time for an

) | upgrade, these tips can help.
]

Is it time for a replacement?

Knowing when windows are well past
their expiration date is not always cut
and dry. Some windows can last for over
fifty years, but most will need replacing a
little sooner. Here are some tell-tale signs

yours may need replacing

o If you live in a particularly windy or
ramy locale, yvour windows mav need

rt'pl..l ing more often.

If you've noticed your windows are
starting to warp or are broken, it's
wise to upgrade before the problem

gets worse,

If you're looking to save money on vour
energy costs, replacing windows is a

freat way to conserve,

goodtobehomemag.com I 47

“Did you receive “I know you love “There are a few
the magazine | sent seafood, so did you great interior design
you? | hope you took try the recipe in tips in the magazine |
some time to relax the magazine | sent you. How is your
and read it!” sent you?” home renovation

going?”
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ASK FOR A
REFERRAL! Tips:

Avoid using the word

While on the phone, ask your “referral” with clients.
It'll put you and them

clients if they can introduce

at ease if you ask
you to someone who may be tham to “connect”

looking to buy or sell a home or “introduce” you
in the next year. instead.

Don’t make every
call about business.
Be consistent with
your calls, but only
occasionally ask
for a connection or
introduction.

Find the form of
communication that
works best for each
client, whether it’s
texting, in person,
or email.
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OF RECIPIENTS OF RECIPIENTS OF READERS
HAVE REFERRED HAVE TAKEN ARE MORE
FRIENDS AND AN ACTION as a LIKELY TO DO
FAMILY to the result of reading BUSINESS
professional who the magazine with a
sent them the that benefits professional who
magazine in the the sender’s sends them the

last 12 months. business. magazine.

Source: 2019 GfK survey of American Lifestyle and Start Healthy readers.



These are some of the top producers |
have worked with who have utilized this
system for their business:

Bryan Jones ] recommends ReminderMedia.
June7 - Q

Luke,
| jJust wanted to tell you this.

| have tried a lot of marketing techniques in my three years of being
an agent, your magazines, have by far gotten, the best response
out of anything | have tried.

After my first round went out a few weeks ago, more than 75% of
people | sent them to, actually called me or tagged me on Facebook
thanking me for the magazine.

| can't get 75% of my clients to do anything, this really amazed me.

Anyway, | have followed up with the other 25% and also received
great responses.

| jJust wanted to let you know, | am a thoroughly happy new client.

i- Richard Neilan &4 recommends ReminderMedia. ( Amber Renaud reviewed ReminderMedia — €3

Ma ¥ 26 - E.j
L I ‘ - Absolutely amazing!! We signed up a few months ago to start sending the
I've been very pleased with the impact 'American Lifestyle' has had American Lifestyle Magazine to our real estate clients as a way to keep in touch

on my real estate business. It has proven to be a great way to stay and it is hands down the best business decision we've made in a long time, Our
In touch with clients, and presents the polished, professional image clients absolutely LOVE getting these magazines from us! After the first

| wish to Eﬂ,nuey | receive more pﬂ'SltIVE feedback from the magaZine was delivered, our phones were blown up with calls and texts
magazine than from any other marketing tool, making it a great use thanking us. Many of our ciientslactually took photos of the frgnt cov'er qnd
of my advertising dollars. Reminder Media provides great customer DOSte.d ‘“‘”T‘ By PRGN, IR Lt Tins Us.and S.hare with th?'r ke
service, t0o. | highly recommend them to my fellow professionals We will be lifetime customers. Thank you for offering this great service!
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h Kariton Kilby reviewed ReminderMedia — &3

As a Realtor hands down, Reminder Media's "American Lifestyle" magazine is
currently responsible for the majority of my qualified leads. While | have not
been a Realtor but for only a year my records show that referrals from those
recelving the magazine are responsible for approximately two thrids of my
sales.




your referrals are waiting!

Interested in giving this a try?

Get started by clicking the link below!

CLICK TO GET STARTED!



https://remindermedia.com/get-started-today/



