
The 10 Best Times to 
Ask for a Referral
  
As a real estate professional, Your best source of new business is your existing 
client database, if you stay in touch systematically and remember to ask them 
for referrals. Referrals not only bring in high-quality leads but also establish trust 
and credibility in your local market. Knowing when to ask for referrals can make 
a significant difference in the growth of your business. 

 
 Here are the top 10 best times to ask for a referral:

1. When a deal goes firm: Immediately after a deal goes firm is hands-down the best 
moment to ask for a referral. Your clients, whether Buyer or Seller, will never be 
happier with your service than when the deal goes firm, making them more inclined to 
recommend you to friends and family who might be in need of real estate assistance. 
Plus the real estate transaction will be topmost in their mind from firm until close, 
meaning they will be more likely to tune into to other people’s real estate conversations 
during this time, generating more potential referrals.

2. Closing Day: The second best time to request a referral. Once again, your clients 
will be happy to close their sale or move into their new home. For Buyer clients, 
the few months after moving into their new property are fertile times for referrals, 
since they will be looking for opportunities to move family and friends into their new 
neighbourhood. For Seller clients, ensure you get their new address so you can stay in 
touch in the future. 
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3. Positive Feedback: When clients express their satisfaction or gratitude for your 
services, it’s a perfect opportunity to casually mention referrals. Their positive 
sentiment indicates they trust you and are happy with your work, making it an ideal 
time to ask if they know anyone else who could benefit from your expertise.

4. Annual Reviews or Check-ins: Schedule annual reviews or follow-up meetings with 
past clients to check in on their satisfaction with their property or investments. During 
these meetings, you can also gently remind them about your referral program and ask 
if they know anyone looking to buy or sell real estate.

5. After Providing Exceptional Service: Whenever you go above and beyond for a client 
or exceed their expectations, it creates a lasting impression. Seize this moment to ask 
for referrals, as they are more likely to refer others due to the exceptional service they 
received.

6. Attending Community Events: Active participation in community events not only 
helps you establish a strong local presence but also provides ample opportunities to 
meet potential clients. After connecting with community members and establishing 
rapport, don’t hesitate to ask for referrals.

7. Client Milestones: Whether it’s a client’s birthday, anniversary, or the anniversary of 
their home purchase, these milestones present an excellent opportunity to reconnect 
and ask for referrals. Sending a thoughtful message or gift along with your referral 
request can further strengthen your relationship.

8. Networking Events: Networking events are designed for professionals to connect and 
exchange referrals. When attending such events, be proactive in sharing your expertise 
and services, and don’t forget to ask for referrals from fellow real estate agents or 
professionals in related industries.

9. Client Testimonials: When a client provides a glowing testimonial about your services, 
it’s a clear indicator of their satisfaction and trust in you. Capitalize on this positive 
feedback by asking if they would be willing to refer you to their friends, family,    
or colleagues.

10. Social Media Interactions: Engaging with clients and followers on social media 
platforms provides an opportunity to nurture relationships and showcase your expertise. 
When interacting with satisfied clients online, take the opportunity to ask for referrals 
or encourage them to share their positive experiences with their network.

www.jumptools.com



www.jumptools.com

Mastering the art of asking for referrals at the right time is crucial for 
long-term success in the real estate industry. By leveraging these 10 
opportune moments, you can maximize your referral potential, expand 
your client base, and ultimately grow your business in the competitive 
real estate market.


