
Real Estate Repeat & 
Referral Checklist

Send 3-5 personalized emails per day
• Warm up non-responsive leads
• Follow up with engaged leads
• Ask for referrals
• Say “Thank You for business, referrals, etc.
• Celebrate birthdays, anniversaries, etc.

*Hint:  Sending a personalized video email is exponentially 
more effective than a simple typed-up message.

Follow all new clients on social media
Connecting with you clients on the social platforms you have a 
presence on will increase your chances of them actively following your 
social activity – keeping you top of mind.  It also shows your clients that 
you’re paying attention to them.

GIVE one referral per week
Build your referral network by creating business relationships within and 
outside of the real estate industry.

Create a monthly newsletter
By thoughtfully getting in front of your database on a monthly basis, 
you are not only staying top of mind, but are also regularly engaging 
and communication with your sphere of influence.

Post 2 videos per month on social media
Post videos of yourself, start a LIVE stream, or whatever else you can to 
boost facial- and brand-recognition among your sphere.  Keeping everyone 
updated on what you’re doing will help them think of you for referrals

Create follow-up reminders
If you neglect to follow up with someone, it’s a safe bet that they aren’t 
going to recommend your services.  Whether you use a CRM, calendar, 
smartphone reminders, or simple sticky notes, make sure you’re tracking 
the best day and time to follow up with your clients.

Send appointment confirmation videos
The key here is the video.  When you send a personalized video after 
setting an appointment, your recipient will feel like they know you even 
before they meet you in person.  Overall, this drives your business forward 
while providing your clients with an unrivaled experience.


