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How to Generate $2,000-$10,000+ Per Month as a Referral Partner (Professionals Practitioners or B2B)
9 Pages Only: Step by Step Orientations, Referral Tracking, Commission Tracking

PART I: STRATEGIES TO BECOME A SUCCESSFUL PROFESSIONSL REFERRAL AGENT

Introduction: Since 2016, we have worked with referral professionals from various industries, including accountants,
insurance agents, real estate professionals, business consultants, tax preparers, and financial professionals. Over the past
10 years, we have identified common characteristics among successful referral partners. The highest-producing partners
are not necessarily the most knowledgeable about financing programs. Instead, they consistently engage their client
base, identify opportunities, and refer qualified prospects. This step-by-step manual outline six proven methods that
referral partners can use to generate referrals and build recurring monthly income.

Understanding Your Role: Before discussing referral strategies, it is important to understand your role in the process.
Your primary responsibility is not to become a loan officer, underwriter, or financing expert. Your responsibility is to
identify business owners and investors who may benefit from financing and introduce them to our team.

Once a referral is submitted, our team manages:

e |nitial consultation ® Prequalification e Documentation collection

e Underwriting coordination e Funding process e Ongoing client support

Successful referral partners focus on creating opportunities rather than becoming financing expert

STRATEGY 1: ORGANIZE AND LEVERAGE YOUR CLIENT & PROSPECT DATABASES

Objective: Create a consistent and systematic outreach process that generates financing opportunities from existing
clients and prospects.

Why This Strategy Works: You already possess one of the most valuable assets in sales and marketing: existing client and
prospect relationships. Current and past clients already know, like, and trust you, making them significantly easier to
convert into financing prospects and funded clients than cold leads.

The CEO of KGFA Capital and Lendinero successfully implemented this strategy on two separate occasions:

¢ When launching KGFA Capital, he leveraged his existing life insurance client base and began discussing mortgage
financing opportunities with those clients. This resulted in significant growth of the mortgage business.

e Following the 2008 financial recession, the mortgage industry experienced a substantial decline. In 2013, the
CEO launched Lendinero by systematically reconnecting with former mortgage clients and introducing business
financing solutions.

The lesson is simple: existing relationships and data are valuable assets. However, success requires proactive and ongoing
communication. One outreach attempt is not enough. The process must be organized, systematic, and consistent.

Action Steps

1. Build and Organize Your Database
Create and maintain a database containing:
® Existing business clients
e Former clients
® Prospects

Ensure that all records contain updated contact information whenever possible.
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Strategy 1 (continued)
2. Implement a Multi-Touch Outreach Campaign

Contact each client and prospect through multiple communication channels:
e |nitial Email

e WhatsApp Message

e Phone Call

During your outreach, inform them that you provide:

® Business financing solutions

® SBA loans

® Business lines of credit

® Business revenue-based financing

e Commercial Real Estate Financing and Investment property financing (no residential mortgages)

3. Start Discovery Conversations: Use simple questions to uncover existing financing needs and identify opportunities.
A. Have you ever obtained a business loan from your bank?

Opportunity: Many business owners have never successfully obtained traditional bank financing.

Solution: Help them understand financing options and prepare them to qualify for bank or SBA financing.
B. Do you currently have business loans or debts that you would like to consolidate?

Opportunity: Businesses often carry multiple loans with higher monthly payments.
Solution: Obtain a debt schedule and evaluate whether an SBA loan, conventional bank loan, or refinancing solution
could reduce costs and improve cash flow.

C. Have you ever established or reviewed your business credit profile?

Opportunity: Many business owners have little or no established business credit.
Solution: Help them begin building business credit through appropriate financing products and credit-building strategies.

D. Do you currently maintain three to six months of business cash reserves?

Opportunity: Many businesses operate without sufficient liquidity for unexpected expenses.
Solution: Discuss establishing a business line of credit. A line of credit can serve as a financial safety net, providing access
to capital when needed. In many cases, no interest or payments are due unless funds are actually used.

E. Do you pay yourself through a W-2 salary from your business?

Opportunity: Business owners may benefit from understanding how financing can support cash flow management and
business growth.

Solution: Explain that loan proceeds are generally not considered taxable income, while interest expenses may be
deductible depending on the borrower's circumstances. W2 Income is taxable. We have over 10 tax/finance strategies.

Key Principle: The objective is not simply to sell financing. The objective is to identify financial challenges, uncover
opportunities, and provide solutions that help business owners strengthen and grow their businesses. Consistent
outreach to existing clients and prospects remains one of the lowest-cost and highest-converting marketing strategies
available.
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STRATEGY 2: LEVERAGE YOUR CONSUMER CLIENT DATABASE

Objective: Generate business financing and real estate investment financing opportunities by maintaining consistent
communication with your consumer clients and personal contacts.

Why This Strategy Works: Many professionals overlook the value of their consumer client database because they
assume these individuals are not business owners. However, consumer clients can be an excellent source of referrals and
future financing opportunities.

The reality is that almost everyone knows a business owner, entrepreneur, real estate investor, or someone considering
starting or purchasing a business.

Consumer clients may provide opportunities in several ways:

1. They may refer business owners who need financing.

2. They may start, acquire, or become partners in a business in the future.

3. They may invest in residential or commercial real estate and require financing.

4. They may have family members, friends, coworkers, or professional contacts who need business funding.
5. Their financial goals and circumstances can change over time, creating future financing opportunities.

By maintaining regular contact with consumer clients, you create awareness of the services you offer and position
yourself as a trusted financing resource when opportunities arise.

Action Steps:

1. Organize Your Consumer Client Database. Create and maintain a database that includes:
e Current consumer clients

e Former clients

® Personal contacts

® Friends and family members

Ensure contact information is current and organized for future outreach.

2. Educate Clients About Your Services

Many people do not know that you offer:

® Business financing

® SBA loans

® Business lines of credit

e Commercial real estate financing and Investment property financing

Consistent education creates awareness and increases the likelihood of future referrals.

3. Conduct Regular Outreach and Stay connected through:
e Email campaigns

e WhatsApp messages

® Phone calls

e Holiday greetings

The goal is to remain visible and top-of-mind.
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4. Ask Referral-Based Questions: During conversations, ask simple questions such as:
e Do you know anyone who owns a business?

e Do you know anyone looking to expand their business?

e Do you know anyone who may need business financing?

e Do you know anyone interested in purchasing commercial or investment real estate?
e Has anyone in your network recently started or acquired a business?

These questions often uncover valuable referral opportunities.
5. Identify Future Opportunities: Consumer clients may eventually become financing clients themselves.

Examples include:

e Starting a business

® Purchasing an existing business

® Expanding a side business

e Purchasing rental properties

® Investing in commercial real estate

Although we do not provide startup financing, many individuals eventually reach a stage where they qualify for business
or investment property financing.

Key Principle: Never underestimate the value of your consumer client database. Every contact has a network. Every
network contains potential business owners, investors, and referral partners. Consistent communication, education, and
relationship-building can transform consumer clients into referral sources and future financing clients.

STRATEGY 3: MAKE FINANCING PART OF YOUR CONVERSATION

Objective: Increase client awareness that financing solutions are available.

Why It Works: Many business owners do not actively search for financing until they encounter a challenge or
opportunity. Simply informing clients that financing options are available can generate future referrals.

Action Steps:

1. Mention financing during client meetings.

2. Include financing information in your email signature.

3. Add financing services to your website or service menu.

4. Discuss financing opportunities during annual reviews or consultations.

Example: "Many of our clients utilize business financing to improve cash flow, purchase inventory, seasonal trends,
purchase equipment, expand operations, or invest in real estate. In addition, some businesses use financing to build their
business credit report. Last, a business line credit of credit is utilized for those businesses who don’t have business
reserves. Best of all there is no payment requirement. The cash is there when you need it. If you ever need access to
capital, we can connect you with a financing specialist."
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STRATEGY 4: CONSISTENT EMAIL MARKETING

Objective: Create ongoing awareness among your existing clients.

Why It Works: Most clients are not ready for financing when they receive the first email. Consistent communication
ensures they remember you when a financing need arises.

Recommended Schedule: Send one financing-related email per week for at least 90 days. Topics may include:

e Working capital solutions e Equipment financing
® Business lines of credit e Commercial real estate financing or refinance
® Investment property loans or refinance e Cash flow management

Best Practices
e Keep emails educational. e Avoid aggressive sales language.
® Include a simple call to action. e Maintain a consistent schedule.

STRATEGY 5: UTILIZE AUTOMATED MARKETING SUPPORT

Objective: Leverage professional marketing resources to increase referral opportunities.

Why It Works: Many referral partners have valuable client databases but limited time to market effectively.
Our marketing systems can assist with:

Email campaigns

® Follow-up sequences

e Educational content distribution
® Al-assisted communications

Partner Responsibilities

® Obtain proper client permissions.

e Execute confidentiality agreements when necessary.
e Maintain compliance with applicable regulations.

STRATEGY 6: EDUCATIONAL WEBINARS

Objective: Position yourself as a trusted resource while creating financing opportunities.

Why It Works: Business owners are more likely to engage when they receive valuable educational content.
Educational topics often lead naturally to discussions about financing.

Recommended Webinar Topics

® Cash flow management ® Business growth strategies
e Credit improvement ® Business Financial planning or Investment Planning
® Investment property financing ® Business credit development

Webinar Structure

1. Educational content

2. Practical recommendations

3. Questions and answers

4. Financing opportunities and next steps
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STRATEGY 7: SOCIAL MEDIA ENGAGEMENT

Objective: Generate awareness through your existing audience.

Why It Works: Social media can expand your reach when used consistently. However, financing is a highly competitive
advertising category and paid advertising can be expensive.

Recommended Approach: Focus on education rather than promotion. Examples include:
e Cash flow tips e Credit-building strategies

® Business growth advice ® |nvestment insights

® Financing success stories

Note: Referral partners with an established audience typically achieve better results than those starting from scratch

Strategy 6: Leverage Your Existing Sales Team
Objective: Multiply referral opportunities through team participation.

Why It Works: Every employee who interacts with business owners can identify financing opportunities. A trained sales
team significantly increases referral volume.

Training Topics

e |dentifying financing needs ® Asking discovery questions
® Introducing financing solutions ® Making referrals

e Compliance considerations

Suggested Schedule: Conduct bi-weekly training sessions to maintain consistency and reinforce best practices
Expectations and Reality

One of the most common mistakes new referral partners make is focusing excessively on financing products and
technical details. While product knowledge is valuable, financing approvals depend on multiple factors including:

e Credit profile e Cash flow
® Business performance ® Industry risk
e Collateral e Underwriting requirements

For this reason, referral partners should focus on identifying opportunities rather than attempting to pre-approve
prospects. The most successful partners consistently generate introductions and allow financing specialists to determine
eligibility.
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BUILDING LONG-TERM INCOME

Referral income is often cumulative. You can make $5,000 in one deal and that’s it. Or you can achieve the following with
volume. Note actual earning per deal could be more or less than $1,000 per deal. We used $1,000 as an example.

For example:

e 5 funded deals per month at $1,000 each =$5,000 x 2 times per year = $10,000
e 10 funded deals per month at $1,000 each = $10,000 x 2 times per year = $20,000
e 20 funded deals per month at $1,000 each = $20,000 x 2 times per year = $40,000

Additionally, many clients return for financing multiple times throughout the year. On an average a business will take 2
business loans per year. Business owners frequently seek additional capital for growth, acquisitions, equipment
purchases, and working capital needs. Real estate investors often require financing for multiple transactions annually. As
your referral network grows, recurring business becomes a significant source of long-term income. A good real estate
investor will invest in 5 to 10 properties per year.

Key Takeaways: Successful referral partners:

v Focus on relationships

v Consistently communicate with clients

V' Utilize email marketing and educational content
v Leverage webinars and social media

v Train their teams to identify opportunities

v Refer prospects promptly

v Focus on long-term client relationships

Remember: your goal is not to become a financing expert. Your goal is to identify opportunities, make introductions, and
build a referral network that generates recurring revenue over time.

PART II: REFERRING CUSTOMERS & TRACKING (SYSTEMS)

STEP 1: REFERRING CUSTOMERS

Business Financing Referrals: Upon execution of your Referral Partner Agreement, you will be assigned an internal Loan
Processor, Funding Specialist, and/or Closer to assist with your referrals. To submit a business financing referral, use the
following referral portal: Referral Submission Portal (CLICK HERE) == : Lendinero Network Agent Referrals
After submitting a referral, you will receive an email confirmation acknowledging receipt of the submission.

What Happens Next? Once the referral is received:

1. The referral is assigned to an internal processor, funding specialist, or closer.
2. The prospect is contacted for consultation and prequalification.

3. Required documentation is collected.

4. Financing options are reviewed.

5. The transaction moves through underwriting and funding.

You may contact your assigned team member at any time for updates regarding your referral
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Real Estate Investment Loan Referrals: Real estate investment transactions often require specialized review and may be
handled by one of our managing partners or senior financing specialists. To submit a real estate investment loan referral,
email the prospect's information directly to: support@Ilendineronetwork.com Please include:

® Borrower's name e Contact information
® Property information (if available) e Brief financing request
® Any supporting documentation ® Support documents (optional) our team collects paperwork.

Once received, the transaction will be assigned to the appropriate specialist.

STEP 2: DEAL TRACKING

Tracking Your Referrals: We utilize internal software and proprietary customer relationship management (CRM) systems
to manage referrals and transactions. To simplify the process for referral partners, we provide access to a centralized
referral registration database through Google Drive. A secure access link will be provided after onboarding.

Information Available
The referral tracking database provides real-time updates on all submitted referrals, including:

e Referral date e Client name ® Application status
® Prequalification status ® Approval status ® Decline status
e Funding status e More information

Typical Statuses
You may see status updates such as:

e Referral Received e Contact Attempted e Application Pending
® Application Received e Under Review e Approved or Conditional Approval
e Declined e Offer not accepted e Funded

This system allows you to monitor your referrals without requiring access to our internal CRM platform to avoid
complexity. SIMPLE TO TRACK. We report everything to you. Below is an example of what you will see:

errals of SUDMISSIon
(su referencias o solicitudes Prospect / Applicant Information Registration: informaction del cliente potencial (referido) Final Results: Resultado Final
sometidas)

Fecha de

First Name / Last Name / Company Name Denial Reason:

" 0 o o Cell or - Applying for / Results: - Date Funded -
N°® Internal Registro /Date Format (o) | Primer Nombre | Apellido del Email / Nombre de la g Itad Motivo por Fu
of Registration del Cliente Cliente UIIELERTE Empresa SIENTBEE L o Rechazado FE=mEnE |
Referral Investment (I IFmEs
111 example 01/20/2026 * |Jhonny Cruz 212-909-8989 |jcruz55@gmail.com |JCR Invest LLC - Sigueen -

Link Property e

A4 (4[4 ]4 )4
RN ENERE]
LNENENENE]
44444

§

Monitoring Your Earnings: As referrals are funded, commission information will be added to your referral tracking
database. This allows you to monitor your earnings and funded transactions in one centralized location.

Commission Information Available: The commission report may include:

e Client name e Funding date
® Program funded e Funding amount
® Gross commission earned ® Commission payment status

e Payment date

Monthly Commission Reporting

Referral partners can review commission activity on a monthly basis through the shared database. This provides
complete visibility into:

® Active transactions e Recently funded deals

® Pending commissions ® Paid commissions
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Example of what you will see:

YOUR EARNINGS: SU GANANCIAS (REFERRAL AGENTS)

Referral Agent  Team Member Loan Amount Fee Eamed

Name (Your (miembro Client Name (monto Transaction Type Your % {ganancia Incentive  Incetive Paid Out Total Eamed Payment Month
Name nrlOfice') equipo) (nombre cliente) credito) (Transaccion) Earned por credito Amount As Date (Mes)
! quipo; ! realizado)
MONTH:
Juan Redriguez San Diego Taxos Inc. $150,000.00| Revenue Based... 2.00% $3,000.00 $200.00| Amazon... ¥ $3,200.00 1/5/2026 | January
Juan Redriguez | Jose Perez Marble & Tire LLC $300,000.00( Investment Pro.. 2.00% $6,000.00 $6,000.00 1/5/2026 | January

$0.00
$0.00
$0.00
$0.00
$9,000.00 $200.00 $9,200.00

4[4 (4[4 ][44

« « ENENERERERER |

TOTAL THIS MONTH $450,000.00

PART Ill: FINAL SECTION

Best Practices for Referral Partners: To maximize efficiency and improve conversion rates:

Submit Referrals Promptly:
Business owners often seek financing because of an immediate need or opportunity. Timely submission increases the
likelihood of engagement.

Provide Complete Information:
The more information provided during submission, the easier it is for our team to begin the qualification process.

Set Proper Expectations:
Inform clients that financing options are subject to review, qualification, underwriting requirements, and lender
guidelines.

Follow Up Periodically:
While our team manages the financing process, occasional communication from you can strengthen client relationships
and improve engagement.

Key Takeaways

v Submit business financing referrals through the referral link.

v Submit real estate investment referrals via email.

v Monitor referral progress through the shared tracking database.

v View funding status and transaction updates in real time.

v Track commissions through the monthly commission reporting section.

v Focus on generating referrals while our team manages the financing process.

Your success as a referral partner depends on consistently identifying opportunities and submitting qualified prospects.
The systems described in this chapter are designed to provide transparency, accountability, and visibility throughout the
entire process.

The End

Questions: 888-505-5835
Email: support@Ilendineronetwork.com
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