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Referrals
Referral psychology: what motivates customers to refer a friend?
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Toolkit for download in this article
Tips for asking for referrals
The most ideal and organic way to grow your business is by referral. Success in any industry can be attributed to “who you know” or “word of mouth.”
There’s a certain degree of responsibility that comes with referring a friend to a business or a product. Can they trust you? What if they end up hating it? What if it ruins your
credibility if what you recommend doesn’t yield the same positive outcome for them as it did for you?
Tips for asking for referrals
There’s also a reasonable amount of psychology behind it. What motivates us to refer a friend to something? Why do we care how they would benefit? What’s the incentive
behind it? Does referring a friend to a product strengthen our sense of belonging to society?
The following is a breakdown of why we feel referring-a-friend marketing is not only a natural way to drive success into a business, but how it helps us connect socially.
The motivation behind refer-a-friend marketing
As people, it’s in our nature to be social; it’s hardwired in our psyche to share a personal connection with those around us. We look at our society as a tribe, and in an effort to
strengthen that tribal feeling, we’ll risk putting ourselves out there by joining meet-up groups, going to happy hour to connect with colleagues, posting on social media to feel
that interaction and bond, we also like it when we share a common interest in certain TV shows, movies and different products.
That’s where “refer-a-friend marketing” comes into play. We want the affirmation that what we enjoy is what other people will also enjoy or think is cool. It creates a sense of
acceptance and belonging.
We also want to instill trust in our friends and family members. Recommending something to them yields a certain amount of risk, creating a sense of initial reluctance.
However, without risk, there is no reward. We have to trust our instincts that what we’re recommending will create a positive impact, instilling more trust in the business to which
you are referring and in you.
Is it worth the risk?
When we contemplate whether taking a social risk is worth it, we create a conflict within ourselves as to whether or not recommending something will be accepted or rejected.
The significance behind exactly what you’re recommending is directly proportional to the risk. Referring a product or service to your friends can have a huge impact on how it
affects your social belonging. Will you experience reciprocity? Will it break your trust? Are your intentions genuine?
Businesses that initiate rewards programs need to take their customers’ social risks into consideration, as this can potentially have an impact on their personal relationships
and have a negative impact on companies’ conversion rates.
Consider the following sentiments:
• My friends will see this as self-serving, and I don’t want to come off as disingenuous
• I won’t look cool sharing this
• My friends will think I’m spamming them
• I don’t want people to think I’m doing this just to get a special offer
You can help your customers overcome these emotions by inspiring the idea of social gain that’s reinforced by how reliable your company/product is. If you decide to create a
landing page devoted to your customer referral incentives program, include the following motivators in the copy:
• My friends will appreciate this product/service
• My friends will be impressed that I’m associated with this company/brand
• My friends will perceive me as a provider of insider or expert information
• My generosity (via the reward they’ll receive), not my self-interest (via the reward I’ll receive) is what will be reflected
Customer referral incentives
Once companies understand the motivation behind what constitutes a successful customer referral program, they can implement a solid incentive program that will encourage
their customer base to spread the word sans hesitation.
Here’s where the risk yields the reward. Sometimes it’s as simple as receiving discounts, a gift card, or loyalty points when being incentivized to recommend a product or
service to a friend. Don’t think of it as a bribe, think of it as a loyalty program where devoted customers can help find prospects and therefore, you have a built-in lead
generation tool.
The better the incentive, the less resistance you’ll have among your customers’ commitment to your offer. You also want to ensure your business’ intentions are pure and that
you are first and foremost treating your preexisting customers as a priority by rewarding them handsomely. The last thing you want to do is put pressure on your already
established customers and risk losing them.
Also, have an efficient metrics system in place that determines how effective and successful your reward program was and how well you can improve it, if need be. Find a
reliable process to track how many new prospects you accumulated via your rewards program.
Is it cost effective?
Ensure your rewards/incentives program is within your budget and that the ends justify the means. Instilling a rewards program that involves discounts and free items definitely
affects your company’s bottom line. Did the referral campaign hit the quota you set? Did it generate the income you needed that motivated you to initiate the program?
How both parties benefit
Refer-a-friend programs not only help companies evolve financially, they help their customers gain social recognition and belonging just by recommending a product that instills
trust.
When done successfully, the expected amount of prospects will convert and preexisting customers will benefit with a memorable referral offer.
Marketing teams that succeed at promoting referral programs strongly consider how social capital is the most influential psychological trigger to referral success, something that
often gets overlooked.
Companies need to be more focused on making their incentive programs as enjoyable as possible for customers rather than the mechanics of the offer itself. The offer needs to
take emotion-fueled psychological factors into consideration that really convince customers of its socially beneficial outcomes.

It is illegal for MRC to give you money or a gift for referrals; however it is not against the law for us to make a contribution to your charitable
organization. We therefore, contribute 5% to your charitable organization, education, religion, scientific and others in your name, after each
closing or a sale which you referred the buyer or seller.
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Meadows Realty
Our company is a multifaceted business that operates with you, the customer, at the forefront of our day-to-day
operations. We are well known and respected in the community and our philosophies are based on both honesty and
integrity. As a client centered business, you will receive personal service and be backed by a reputable company.

We implement multi-level marketing strategies that benefit our clients with every transaction. Our real estate agents have extensive access to
information about the communities in which they deal. This includes, but is not limited to: schools, populations, recreation, entertainment,
home values, growth potential and surrounding areas. Many agents live in the areas we serve and therefore can more accurately overcome
potential obstacles and focus on the unique needs of our clients.

Our commercial division is well-equipped to provide today's growing number of real estate investors with opportunities for both income and
commercial properties.

The real estate market is always changing and as a result, our agents regularly attend training sessions and events to
further their knowledge and be sure that they are focusing on current conditions that affect today's buyers and sellers.
This type of training is imperative if we are to be successful in obtaining top dollar on home sales. Our goal is to make
sure that we satisfy the special needs of all of our clients and at the same time make the process and transactions go as
smoothly as possible.

Our company is dedicated to maintaining a professional, trustworthy relationship with our clients. One way this can be
seen is through this Comparative Market Analysis (CMA) which you hold in your hand. This CMA compiles the most
current and accurate information relevant to the sale of your home. Seeing that this is perhaps your most valuable asset, it is imperative that
you be equipped with the most complete information possible related to the pricing and marketing of
your home.

Waymon Ellis Meadows, friends call me W or Big W. A real estate broker and builder who has lived in Florida all
his life.
In 1974 he started building single-family homes, designing and developing communities-- Spanish Haven, The Bluffs

of of Dundee, Williamsburg Apartments, Lake Ruth in Polk County, Florida and other communities.
A Floridian Through and Through: Waymon knows Polk County like the back of his hand. Born on Orange Street in

Auburndale, raised on Plymouth Road. Lives in Dundee for more than forth years. Truth is,BigW knows every town and
back roads in Polk County, from Alturas to Winter Haven.
Champion: He was a fearless Auburndale Bloodhound. Scored three touchdowns in Avon Park Game. A Track Star:

Setting a pole vaulting record in the ninth grade which stood for twenty years. State Pole Vaulting champion in tenth grade,
but was unable to compete in the eleventh due to a disease. Recovered, and was the State State Pole Vaulting Champion,
again. Won a Track Scholarship to Coffeyville College.
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Quality, Service & More...What is a CMA

No two homes are identical, which is why choosing a sales price or offer price for a
home can be challenging. That's where the comparative market analysis, or CMA, is
most useful.

What is a CMA?

CMA is a side-by-side comparison of homes for sale and homes that have recently
sold in the same neighborhood and price range. This information is further sorted by data
such as type of home, number of bedrooms, number of baths, lot size, neighborhood,
property condition and features, and many other factors. The purpose is to show
estimated market value, based on what other buyers and sellers have determined through
past sales, pending sales and homes recently put on the market.

How is the CMA created?

CMAs are generated by using property information from your real estate agent's multiple
listing service (MLS). The MLS is available to licensed members only, including brokers,
salespeople, and appraisers, who pay dues to gain access to the service's public and
proprietary data, including tax roll information, sold transactions, and listings input by all
cooperating MLS members. Listing agents generate CMAs for their sellers, and buyer's
agents create them for their buyers so both sides know what current market conditions are
for the homes they're interested in comparing.

How accurate are CMAs?

The CMA is a here-and-now snapshot of the market, based on the most recent data
available, but it can instantly be rendered obsolete by a new listing, or a change of status in
a home with the same criteria. Why? The market is constantly changing - new listings,
pending sales, closed sales, price reductions, and expired listings.

CMAs can vary widely, depending on the knowledge and skill of the person creating the
CMA as well as the number and type of data fields that are chosen. That means some
features may not be included.

As informative as the CMA is, it should only be used as a tool and should not substitute for
your real estate professional's knowledge and advice.


