
Referral card templates from David Frey 
 

These are for specific industries, but you can adapt them to your own. 
 
1) For Real Estate Agents:  
Dear first name.  
Working with you was a great experience for me. I hope it was for you as well. My 
business has been built on word of mouth recommendations from clients. When a friend 
is buying or selling a home, I trust that you’ll feel comfortable recommending me.  
Warmest regards.  
[your name]  
P.S. my number is xxx-xxx-xxxx. I’ll handle referrals you send to me with care.  
 
2) For Insurance Agents: 
Dear first name,  
Throughout our lives, things are changing. Couples getting married, families having 
babies, people approaching retirement and other circumstances mean more or different 
responsibilities. I hope you will recommend me to your friends and family when I can be 
a service.  
Warmest regards.  
[your name] 
P.S.Here’s my number. Thank you.  
 
3) For Chiropractors: 
Dear [First name],  
What do you say if a friend is injured? One option is to mention chiropractic care based 
on your own experience. You’ve seen for yourself how effective drug free chiropractic 
treatment is at relieving pain and getting the body back into alignment. There’s nothing 
more reassuring to someone in pain than a personal recommendation from a friend who 
has firsthand experience. Help can be as simple as just sharing my number.  
Warmest regards. 
[your name] 
P.S. Here’s my number. Your friend will thank you. 
 
 
 



4) For Mortgage Brokers 
 
Dear [First name], 
We rely on our friends for a variety of things. Among those is asking for their opinions 
about products and services. Since you and I worked together on securing your 
mortgage, I sincerely trust you’d confidently recommend my services. My business is 
built on referrals and I’ll provide the same high quality care for your friends as I did for 
you. Thank you in advance for your positive endorsement.  
Warmest regards, 
[your name] 
P.S. here’s my number, so you will have it when needed. 
 
Do you notice how David’s not saying, “will you please send me referrals?” We’re simply 
reaffirming that they enjoyed the service we provided. We’re reaffirming that they got 
value out of that service. They got value out of that service and they have a friend who’s 
having the same problem. Will you just remember me? That’s all we’re saying, right? 
Isn’t that beautiful? 
 
This is relationship marketing 101. There is no hard selling. All you want to do is remind 
your customer that you’re out there. Remind them about what you do. And best of all, 
most importantly is remind them that it referrals are important to your business. And 
that’s how you grow your business through with referrals and handwritten cards. You 
just have to remind your customers that referrals are important to you.  
 


