
Take 
the 

lead.
REFERRAL ACCELERATOR 



Launch Your Relationship Building and 
Top-of-Mind Campaign

WEEK 2:



Homework:

1. Link your email account (within Connect 365).
2. Complete Social Media Content Strategy (Emphatic).
3. Connect with your first 20 referral partner prospects.

Review at:
training. Connect365.io/mrn-1

Previously on...



PART 3

Getting More From 
Your Messaging

PART 2

Launching Your Initial Outreach

PART 1

Segmenting Your 
Contact ListWEEK 2 

AGENDA



Homework:

1. Send Message 1 to First Contacts (Connect 365).
2. Review Your Social Media Content (Emphatic).

Download the workbook at:
Connect365.io/workbook-2



Important Info:

Workbook

Training

Questions?

connect365.io/workbook-2

training.connect365.io

support@connect365.io



While 55% list 
increasing total lead 
volume as a priority 

for the next year.

Momentum.
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“85% of businesses list referrals as the best way 
to get customers.”

* Alignable
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Yet...only 30% of businesses have a formalized 
referral plan.



Organize with Tags
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Vestibulum congue 

Vestibulum congue Vestibulum congue 

Classification

StatusActive 
Campaign

Tags
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● Customer Type
● Prospect Type

○ Industry (Mortgage Broker, Lawyer, Fin. Advisor)
○ Location
○ Interests (Opted in for X Webinar, Downloaded Y Case 

Study)

Classification
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● Completed X Campaign
● Sent Proposal (No Response)
● Unengaged
● Exclude from Follow-Up

Status
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● Controls Who Is Currently in Campaigns (or Been 
Through)
○ Advanced Actions (more to come)

● These are the tags you apply when creating 
these campaigns. 
○ Will add all contacts with this tag into the sequence. 
○ If a contact has this tag removed, it will remove them from 

the follow-up.

Active Campaign



Upload Contacts
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Create Campaign
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1. Repeatable
2. Time Saver
3. Consistent

Sequential Campaigns
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1. Tighter control over Delivery and Batches
2. Timely

Scheduled Campaigns
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● Thank them for taking the call.

● A quick recap of the referral network concept.

● Ask them to tell you about their business.

● Tell them about how you’re looking forward to connecting them with some 
of the other people in the network.

● Ask them what kind of referrals are best for them?

● Tell them a little about your business, and the kinds of referrals are best for 
you.

Call Agenda
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And finally...

Are you open to staying in touch over email?



Advanced Actions?...

Based on a trigger (engagement with your 
email), you can configure an action within the 

software.



For every action there is an equal 
and opposite reaction...



Triggers
● When Email Is Sent
● Opened Email
● Replied to Email
● Clicked Link in Email



Then...choose the message you want to apply 
this to...



Actions
● Remove Tag 
● Add Tag 
● Mark as Do Not Message
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First Message
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If you leave it at that...
You’ll leave a lot on the table.
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REFERRAL



Content - It’s GO time!



Approve Your Content

app.emphatic.co/review

https://app.emphatic.co/review


Giving Feedback On Your Content

app.emphatic.co/review

https://app.emphatic.co/review


Set Your Posting Schedule

app.Emphatic.co/settings/schedule/
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Download the workbook:

Connect365.io/workbook-2
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“Don’t watch the clock; do what it 
does. Keep going.”

~ Sam Levenson



Week 3:

Why Most Referral ‘Systems’ Fail...And How to Automate Your 
Follow-up and Ongoing Top-of-Mind Campaign

On the next:



Homework:

1. Send Message 1 to First Contacts (Connect 365).
2. Review Your Social Media Content (Emphatic).

Download the workbook at:
Connect365.io/workbook-2


