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1. Introduction & Purpose 

Welcome to the Referral Training Manual. At Southern Industries Home Improvements, you are 

not only an employee—you are our ambassador in the community. This manual is designed to 

equip you with the strategies and conversational techniques to generate quality, personal referrals 

through your own networks using a modern, digital lead-capture method. Every conversation is 

an opportunity to help a friend or neighbor discover the exceptional value we deliver. 

 

2. Our Mission & Values 

Our mission is to be a trusted partner in helping homeowners achieve their home improvement 

dreams. We do this by upholding core values that guide every interaction: 



• Integrity: We are honest and transparent in our service and product offerings. 

• Respect: Every conversation is handled with care and courtesy. 

• Caring: We genuinely listen to our customers’ needs and work to support them. 

• Excellence: We exceed expectations through superior craftsmanship and service. 

• Success: We build long-term relationships that benefit our customers and our 

community. 

 

3. Referral Program Terms and Conditions 
 

To ensure proper tracking and affiliate payment, please note: 

1. Unique Tracking ID: Each employee receives a unique ID embedded in official 

Southern Industries materials and links. 

2. Qualifying Referrals: Only referrals via your assigned link/material will be tracked and 

attributed to you. 

3. Excluded Channels: Referrals through phone, direct visits, or other methods— even if 

your name is mentioned—won’t qualify unless the original contact used your assigned 

link/material. 

4. Completion Criteria: The referred customer must purchase via your link/material, 

complete the project, and pay in full. 

5. Non-Payment Conditions: No payments for canceled, partially paid, or incomplete 

projects. 

 
 

4. The Value We Offer to Our Customers 

Southern Industries Home Improvements isn’t about competing on price alone—it’s about 

delivering lasting value. Here’s why our customers choose us: 

A Legacy of Excellence 

• Decades of Experience: 

Established in 1967, we have built our reputation over many years. Our longevity in the 

industry is proof of our commitment to quality and customer satisfaction. 

• Proven Track Record: 

With over 50,000 satisfied customers, our work stands the test of time—many of the jobs 

we service are 20 years or more old, illustrating the durability of our installations. 

Premium Quality Products and Service 



• Superior Products: 

We install premium products that are built to last. While our prices may not be the lowest 

in the industry, they reflect the quality and performance of our materials and 

workmanship. Unlike competitors who opt for cheaper alternatives, our products are 

designed to provide long-term savings and reliability. 

• Quality You Can Trust: 

“We only service/repair what we install!” is a commitment that speaks to our confidence 

in our premium offerings and meticulous installation process. Our work is an investment 

in your home’s future value. 

Commitment to Customer Satisfaction 

• Tailored Solutions: 

Our team of highly trained professionals takes the time to understand and address each 

homeowner’s unique needs. 

• Long-Term Savings: 

By choosing quality over bargain-basement pricing, our customers avoid the recurring 

costs and issues common with lesser products. The upfront investment pays off through 

durability and reduced maintenance. 

A Difference in Every Detail 

• Unmatched Expertise: 

Our extensive training programs ensure that every member of our team is capable of 

delivering personalized, exceptional service. 

• Community Trust: 

We have a history of building lasting relationships within the communities we serve, 

making us a trusted partner for home improvement needs. 

 

5. Understanding Your Personal Network 

Your personal network includes family, friends, neighbors, and acquaintances who already trust 

you. Consider: 

• Who’s in Your Community? Daily interactions with neighbors, colleagues, or members 

of social clubs offer opportunities to share how our premium service can help. 

• Where Are the Opportunities? Casual conversations about home care can reveal hidden 

home improvement needs. 

• Leveraging Social Media & Events: 

Use social platforms and local events to share project successes and home maintenance 

tips that emphasize the quality and longevity of our work. 

 



6. Adopting a Referral Mindset 

A proactive, positive mindset transforms everyday conversations into opportunities: 

• Every Interaction Counts: 

Whether at family gatherings or community events, there’s always a chance to help 

someone learn about our trusted service. 

• Celebrate Your Role: 

When you refer Southern Industries, you’re giving someone access to a long-lasting, 

valuable home improvement solution. 

• Stay Authentic: 

Speak naturally and share your personal experiences with our quality service to reinforce 

genuine trust. 

 

7. Identifying Home Improvement Needs 

Recognizing early signs of home maintenance challenges is key to initiating conversations. Some 

primary indicators include: 

Gutters 

• Signs: Rust, peeling paint, sagging, or clogged gutters. 

• Concerns: Frequent cleaning and water pooling indicate that gutters might be failing. 

 

 

 

 

 

 

 

 



Windows 

• Signs: Condensation between panes, fogginess, or drafts. 

• Concerns: Difficulties in operation or visible damage may necessitate replacement or 

repair. 

 

 

Siding, Soffit & Fascia 

• Observations: Chalky residue, cracked or missing pieces, or signs of rot. 

• Concerns: Faded paint and uneven surfaces signal the need for repair or replacement. 

 

 

 

 

 

 

 



Bath and Showers 

• Observations: Chalky residue, cracked or missing pieces, or signs of rot. 

• Concerns: Water getting behind the walls or grout. Accessibility and safety issues. 

   

Use these cues as natural conversation starters when discussing home care with your network. 

 

8. Strategies for Building Your Personal Referral Network 

Implement these strategies to strengthen your personal referral network: 

• Identify Your Contacts: 

Create a list of family, friends, neighbors, and acquaintances likely to benefit from our 

solutions. 

• Initiate and Maintain Conversations: 

Engage in casual check-ins and share home improvement tips. 

• Be Prepared and Informed: 

Stay updated on our offerings, so you can confidently share premium product benefits. 

• Engage in the Community: 

Attend neighborhood events and homeowner meetings to discuss home maintenance 

trends and opportunities. 

 

9. Practical Scripts & Conversation Starters 

Tailor your conversation with scripts suited to each relationship type: 

• Family Member: 

“Hey, I noticed your gutters might be showing some wear. Since I work with Southern 

Industries, I know a free evaluation can catch issues early so you don’t face expensive 

repairs later.” 



• Neighbor: 

“I’ve been chatting with a few neighbors about keeping our homes in top condition. If 

you’re curious about a quick, free inspection, there’s a simple QR code that will give you 

all the details.” 

• Close Friend: 

“You know I’m involved with Southern Industries now, and it’s all about smart home 

care. If you’d like more info on how we can help keep your home in great shape, just 

scan the QR code I have.” 

• Acquaintance: 

“I work with Southern Industries, and we provide free home evaluations that spot early 

issues, ensuring your home stays safe and valuable. You can learn more by scanning this 

QR code.” 

 

10. Handling Objections in Personal Conversations 

When someone hesitates or raises concerns, address them confidently: 

• General Uncertainty: 

“There’s no commitment—just a quick way to get some helpful insights.” 

• Reluctance About Maintenance: 

“It’s often best to catch these issues early, and our free evaluation can really save time 

and money later on.” 

• Time Concerns: 

“The process is designed to be easy and convenient—you simply fill out an online form 

at your own pace.” 

 

11. Digital Lead Capture Process (QR Code / Link) 

At the end of your conversation, direct your prospect to our digital lead capture: 

• How It Works: 

They scan a QR code or click a link, which takes them to a brief, no-obligation online 

form where they can request more information. 

• The Benefit: 

This modern approach minimizes pressure while providing all the details they need to 

decide if our premium service is right for them. 

 

12. Modified 10-Step Process for Personal Referrals 



Below are the tailored 10-Step Processes for four relationship types, each concluding with a 

digital lead capture in Step 7. 

A. For a Relative 

1. Public Service Announcement: 

“Hey, I wanted you to know I’m working with Southern Industries to help our family 

keep our homes safe and well maintained.” 

2. Express Family Value: 

“In our family, we always share the best ways to care for our homes. I believe quality 

home care benefits everyone.” 

3. Ask Engaging Questions: 

“How has your home been lately? Any small issues like a sticky window or rusty gutter?” 

4. Product Isolation: 

“Even a little rust or a clogged gutter can turn into a bigger hassle over time.” 

5. Elicit Homeowner’s Pain: 

“Have you or any family members encountered minor problems that ended up costing 

more later?” 

6. Articulate the Value: 

“A free evaluation can catch these issues early—keeping your home safe and preserving 

its value.” 

7. Secure the Lead via Digital Form: 

“If you’re interested in learning more, just scan this QR code (or click this link) to fill out 

a quick online form and request additional information.” 

8. Button Up With a Reminder: 

“Remember, a quick scan is all it takes to get all the details you need, with no 

commitment.” 

9. Explain the Next Steps: 

“Once you submit your information, our team will follow up with details and answer any 

questions—without any pressure.” 

10. Red Carpet Experience: 

“I promise that every inquiry gets our full, personalized service—just like we care for our 

own family.” 

 

B. For a Neighbor 

1. Community Introduction: 

“Hi, I’m working with Southern Industries, and we’re helping our neighbors maintain 

beautiful, safe homes.” 

2. Express Local Pride: 

“When every home in our neighborhood is well maintained, it lifts the entire 

community.” 

3. Ask Engaging Questions: 

“Have you noticed any houses nearby with issues like peeling siding or clogged gutters?” 



4. Product Isolation: 

“Even a small issue like a rusty gutter can lead to bigger problems if not addressed 

early.” 

5. Elicit Homeowner’s Pain: 

“What have you heard about maintenance challenges around here? Sometimes small 

issues are overlooked.” 

6. Articulate the Value: 

“A free inspection can catch these issues early and help our community look its best.” 

7. Secure the Lead via Digital Form: 

“If you’d like more details or a free evaluation, please scan this QR code (or click this 

link) to fill out a quick online form.” 

8. Button Up With a Friendly Reminder: 

“It’s as simple as scanning or clicking to get all the info you need—no commitment at 

all.” 

9. Explain the Next Steps: 

“After you sign up, our team will follow up with a friendly call or email to explain 

everything in more detail.” 

10. Neighborhood Red Carpet Experience: 

“Every neighbor who reaches out gets our full expert service—we’re dedicated to making 

our community shine.” 

 

C. For a Close Friend 

1. Personal Update: 

“Hey, I’m excited to share that I’m working with Southern Industries, helping people get 

smart about home improvements.” 

2. Express Shared Interests: 

“You know how we always talk about keeping our homes in great shape—this is a 

perfect way to stay ahead of issues.” 

3. Ask Engaging Questions: 

“Have you noticed any little issues with your place, like a window that’s hard to open or 

a gutter needing care?” 

4. Product Isolation: 

“It’s often the small issues that can eventually turn into bigger problems.” 

5. Elicit Homeowner’s Pain: 

“I remember you mentioned some concerns about your siding—have you noticed any 

changes?” 

6. Articulate the Value: 

“A free, no-obligation evaluation can help catch issues early, saving money in the long 

run.” 

7. Secure the Lead via Digital Form: 

“If you’re curious to see what might be improved, just scan this QR code (or click this 

link) to fill out a quick online form and request more information.” 



8. Button Up With a Friendly Reminder: 

“It’s super easy—just one scan or click and you’re all set to get more details.” 

9. Explain the Next Steps: 

“Once you fill out the form, a team member will reach out to answer your questions and 

provide all the details.” 

10. Red Carpet Service Promise: 

“I guarantee you’ll receive the exceptional service we’re known for—consider it my 

personal promise to you as a friend.” 

 

D. For an Acquaintance 

1. Professional Introduction: 

“Hi, I’m with Southern Industries, where we help homeowners tackle proactive 

maintenance and improvements.” 

2. Establish Credibility: 

“We’re known for quality service in the community, and I’m proud to be part of the 

team.” 

3. Ask Engaging Questions: 

“Have you ever noticed any signs that a home might need extra care, like faded siding or 

clogged gutters?” 

4. Product Isolation: 

“Even small issues, if left unchecked, can lead to bigger problems down the road.” 

5. Elicit Homeowner’s Pain: 

“In your experience, what’s one area that homeowners often neglect until it’s too late?” 

6. Articulate the Value: 

“A free home evaluation can catch those early warning signs, saving time and money in 

the future.” 

7. Secure the Lead via Digital Form: 

“If you’d like to learn more about how your home might benefit, please scan this QR 

code (or click this link) to fill out a brief online form for more information.” 

8. Button Up With a Concise Recap: 

“It only takes a minute to gain valuable insights—absolutely no commitment is required.” 

9. Explain the Next Steps: 

“After you submit the form, our team will follow up with all the necessary details and 

answer your questions at your convenience.” 

10. Promise a Professional Red Carpet Experience: 

“Every inquiry receives our personalized, red carpet treatment—ensuring you get top-tier 

service and friendly advice.” 

 

13. Next Steps & Continuous Improvement 

• Practice: Role-play these scenarios with colleagues or mentors until they feel natural. 



• Set Goals: Establish monthly referral targets and track your progress. 

• Feedback: Share your experiences with your supervisor to continuously refine our 

approach. 

• Additional Training: Participate in workshops and further training sessions to enhance 

your networking skills. 

 

Conclusion 

By combining our proven referral techniques with a modern digital lead-capture method, you’re 

uniquely positioned to help ensure that every home in our community gets the quality service it 

deserves. Our premium products, long-standing reputation, and dedication to excellence are at 

the heart of what we offer—even if our prices aren’t the lowest, they represent a long-term 

investment in quality and peace of mind. 

Thank you for being a vital part of our team and for using your personal connections to extend 

the trusted legacy of Southern Industries Home Improvements into every home. 

 


