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Congratulations on saying “Yes to Success” and partnering with us as an HOA.com Alliance Leader. As 
you serve, connect and empower home service professionals locally, you will elevate your status and 
establish yourself as an influential connector and community leader with whom people will be eager to do 
business.

WELCOME

HOA.com is recognized nationally as the #1 largest and most trusted resource for families in every 
neighborhood in the USA, as measured by Community Loyalty.

OUR VISION

We Help HOA’s, Homeowners, and Professionals Better Connect, Communicate & Celebrate in Their 
Communities

OUR MISSION

We connect homeowners to professionals they can trust.  Certified Pros join for just $30 per month.  Plus, 
we offer a suite of business and marketing services to help them boost their visibility, credibility, referability 
and profitability.  As we help them serve more people and make more money, they naturally introduce and 
invite others to join the community, further expanding the HOA.com referral network. 

OUR MODEL

YOUR OPPORTUNITY

This powerful program has been strategically designed to help you create more income, influence, and 
impact while you serve as a resource for professionals who serve homeowners in your area.

As an HOA.com Alliance Leader, you’ll have the opportunity to:

Attract more clients as a trusted expert 

Boost your visibility, credibility & referability in your community

Create powerful and profitable referral partnerships

Be viewed as an influential leader in your community

Earn recurring commissions for years to come
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At HOA.com, everyone in our community operates from the core value of SHINE:

SERVE

HELP

IMPACT

NEIGHBORS

EXCELLENTLY

We serve everyone we can to the best of our ability

We go above and beyond to help people achieve their goals and dreams

We impact and empower homeowners and communities everyday

We treat everyone as a favored neighbor and friend

We strive for excellence in everything we say and do

OUR VALUES

Discuss your goals and plan of action with your HOA.com Area Director

Join our Facebook Group to stay informed on events and updates

Read and review the Referral Partner Blueprint

Review the Raving Referrals video training course. Use promo code HOA17333. 

Schedule Alliance Meetings or Networking Mixers in your market

Read and review the Venue Booking Checklist

Invite home service pros to join your HOA.com network  as a Certified Pro 

Connect members to each other encouraging them to create referral partnerships 

STARTING STEPS

This powerful program has been strategically designed to help you create more income, influence, and 
impact while you serve as a resource for professionals who serve homeowners in your area.

After completing our training program, you will be working with your HOA.com Area Director to lead local 
HOA.com Alliance Meetings and Networking Mixers.  

You will receive an Alliance Agenda to guide you through the talking points for leading your Alliance Meet-
ings.  Your primary goal will be to lead the community, introducing and connecting our members so they 
build referral partnerships and grow their businesses together.  The good news is that you’ll be supported 
by our HOA.com membership team who will help fill your events with people eager to join your network.

You will also be able to take part in our Community Impact events to increase impact for great charities, 
causes and campaigns in your local community.  

HOW DOES IT WORK?

https://www.facebook.com/groups/2710040872624119
https://drive.google.com/file/d/15BLv1vHGO_PPOvU6K0AkGeUtuC2cB-vI/view?usp=sharing
https://ravingreferrals.com/courses/raving-referrals-course-the-proven-step-by-step-system-to-attract-profitable-prospects/
https://docs.google.com/document/d/1Q_4hRK-KKS-j1z82QWozA-Ip_cn_GF3fBiVw9uh55s0/edit
http://hoa.com/pro


Your Alliance Leader adventure will start when you schedule an event or two using our Venue Booking 
Checklist.  Simply choose a time and location, then send a quick message to each person inviting them to 
attend.  Once you do, the HOA.com marketing team will go to work promoting and inviting top-rated pros 
to attend your events and meetings. 

Of course, you should always start by inviting your existing referral partners, as well as those business 
owners and professionals you know, like and trust, with whom you’d like to build a deeper relationship 
and formalize a referral partnership. For best results, you’ll want to personally invite people 
through phone calls, emails, social media direct messages and text messages.

Be sure to share  your list of nominated pros and our team will  reach out and extend  your personal 
invitation to join you at your events. This helps grow your referral network and increases attendance for 
your Alliance Meetings and Networking Mixers.

The main goal of your Alliance Meeting is to provide your attendees with a positive and collaborative 
environment where they feel seen, heard, supported, and connected!

As the Alliance Leader, you’ll be guiding the conversation using our Alliance Agenda.  You will help 
connect attendees to other Pros in complementary industries. Remember to introduce people to as 
many complementary professionals as possible.  This is one of the reasons people say “YES” to 
becoming an HOA.com member.

As your group gathers, you may have a few early arrivals. Welcome them warmly & let them know your 
meeting will begin shortly. If you are not a natural nurturer, you may want to have an assistant greet 
your guests, so everyone feels welcome from the get-go.  Start your meeting by greeting the group & 
thanking them for attending. Ask each person to briefly introduce themselves and describe who they 
help and how they help.

Here’s a script you can use as a guideline:

LEADING YOUR ALLIANCE MEETING
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“Thank you for coming today. For those of you who don’t know, HOA.com helps homeowners connect to 
professionals they can trust. Everyone here is looking to expand their business and, by creating an 
alliance of trusted professionals to refer our clients to, we all win more business together.

I truly value each one of you and view you as one of the top professionals in your respective industries. 
Not only am I hoping to do more business with you personally, I also want to connect each of you to other 
top trusted pros, so you do more business together. After all, everyone here serves homeowners, so we 
share the same ideal client and can grow our businesses faster and further by cross-referring and 
cross-promoting each other.”

Greeting

“We’re going to start by having you briefly share your name, company name, who you help and how you 
help. This way, everyone will understand the services you provide and who your perfect prospects 
and ideal clients are. Then we will spend a few minutes sharing ideas and strategies to help grow your 
business faster.

   I’ll go first. As you all know, my name is ____________________________, and I help homeowners

   ______________________________________________________ (share your Service Statement).

   I’m passionate about helping people ________________________________ and a great referral for

   me is someone who _________________________________ (share your Perfect Prospect Profile).

“Now let’s go around the room, starting to my left.”

If you are meeting online, rather than going around the room, you will need to name the next person to 
speak. Choose someone you believe is confident, outgoing and a natural promoter. This will get your 
alliance meeting off to a good start.

If someone starts to ramble or is taking more than 60 seconds, politely speak up saying, “Awesome. We 
need to keep this moving.  Thanks for sharing.” 

Then move on and name the next person to speak.  After each person shares who and how they help, be 
sure to compliment and edify them to boost their confidence and status among your guests. After all, your 
job is to help everyone feel honored and special.

Share any personal stories or testimonials of how these people have helped you or your clients in the past. 
Describe what you appreciate most about each person, and you will instantly expand your value in their 
eyes. This process ensures people view you as the connector and influencer you are.

Be sure to keep each meeting fun and high-energy with smiles, laughs, and positive vibes. “Your vibe 
attracts your tribe”.  Above all, your goal is that everyone who attends receives MASSIVE VALUE and 
leaves with at least one new connection that can help grow their business.

Introductions
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Marketing 

Follow-Up 

Business Challenge

Personal Development 

Social Media 

Video 

Survey For Success 

Technology

Goal Setting 

Time Management 

Tracking 

Performance 

Sales

Partnerships 

What is your #1 best source of leads for your business?

What do you find is the best way to stay top-of-mind with your Clients? 
How often do you engage your clients and customers?

What is the #1 challenge you face in your business?

What are you doing to grow yourself personally and professionally?
What’s the #1 book or podcast you’d recommend to the group?

How are you using social media to attract new clients?

Are you using video in your marketing campaigns?
What is working best?

How are you capturing ratings, reviews and testimonials?

What is the #1 software application you can’t live without?

What is your #1 goal currently?

Do you have any time management strategies that help keep you and your 
team organized and efficient? 

What are the Key Performance Indicators (KPI’s) for your business?
How do you track and measure your results?  

What has caused the biggest breakthroughs in your business?

Do you have a defined sales process you and your team follow?
What is working best for you?

Who are your best referral partners?
How are you cross promoting each other?

Once each attendee has shared who and how they help, restate your desire to do more business together 
and introduce the topic of the day. Here are a few topics and questions you can use to get the conversation 
going:

These are just a few questions and conversation starters.  Feel free to customize the conversation based 
on the audience in the room. HOA.com will provide monthly Alliance Agendas including additional topics 
and conversation starters you can utilize for your meetings. 

These conversations have been designed to add value to your referral partners and elevate your credibility 
and status with your group. As you build relationships with these people, they will come to know, like and 
trust you enough to refer their best clients and colleagues.

Conversation Starters 
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Before you conclude, ask everyone to share the top tip or strategy they learned today. This helps them 
identify the value they received and also demonstrates that value for Everyone in the Alliance. Your goal 
is that everyone who joins your Alliance meeting walks away feeling glad they attended.

As you conclude your Alliance meeting, thank each person for joining today and let them know you’d like 
to schedule a one-on-one conversation with them to plan out how you can grow your businesses together.

If your Alliance is meeting in person, be sure everyone leaves with your business card, referral card, 
brochures and any other marketing materials you’d like them to have.  That way, each potential Pro leaves 
with a basic understanding of HOA.com and how your Alliance Meetings can help grow their business. 

Announce the date, time and location of your next Alliance Meeting and highlight any other HOA.com 
events they may want to attend.  The HOA.com event team will then send an invitation so they have the 
next event invite in their calendars. 

For best results, we recommend you also post a photo of your Alliance meeting on social media, tagging 
each attendee, so they feel appreciated. This also helps them connect individually after the event.

Wrap-Up

If your schedule allows, recommend they hang out and connect with the people in the room who would be 
the best fit for their business.  Add additional value by connecting them with other business owners and 
professionals. Plus, the more time you spend with each person, the more likely they are to send profitable 
prospects your way.

If time allows, invite potential prospects to talk about joining the HOA.com referral network. after the event 
or later during a 1-on-1 meeting. Always have your calendar or schedule available so people can book 
time with you to learn more about your services and the HOA.com referral network.

Hang-Out

After your event has ended, be sure to nominate top pros who attended your event to become an 
HOA.com Certified Pro. Once they accept your nomination and are approved as a Certified, Expert or 
Premier Pro, you will earn 20% recurring commissions each and every month they are a member. Plus, 
you’ll receive 10% leadership overrides as they nominate and introduce others to our referral network.

On top of that, you’ll receive additional commissions as our Business Services team serves members 
with marketing, technology solutions, training, and business coaching services offered through HOA.com 
Preferred Partners. That means you can earn recurring commissions by introducing and nominating 
professionals to our network and allowing our internal team to support them with complementary
business services.

NOMINATE CERTIFIED PROS



Here is a list of the top 50 industries and professions you should consider inviting to your HOA.com 
Referral Alliance:

TOP 50 HOME SERVICE CATEGORIES

We are committed to your success and want to support you to the best of our ability.
If you ever have a question or need assistance, please feel free to call
Justin Banks at 888-928-4808 or send an email at jbanks@hoa.com.

WE’RE HERE FOR YOU

Accountants
Appliance Repair
Architects
Attorneys
Blind & Shutter Pros
Cabinetry Installers
Carpet Cleaners
Chimney Repair
Concrete Contractors
Credit Repair Specialists
Decking Contractors
Drywall Companies
Electricians
Epoxy Specialists
Fencing Installers
Financial Advisors
Flooring Installers
Garage Door Repair
General Contractors
Glass Installers
Gutter Cleaners
Handymen
Home Automation
Home Inspectors
Home Warranty Pros
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HVAC Companies
Insurance Agents
Interior Designers
Landscape Designers
Landscaper Maintenance Pros
Locksmiths
Mortgage Pros
Moving Companies
New Home Builders
Painters
Pest Control Companies
Plumbers
Pool Contractors
Pool Maintenance Pros
Property Managers
Realtors
Remodelers
Roofers
Siding Contractors
Sprinkler Specialists
Steam Cleaners
Stone & Tile Installers
Title & Escrow Agents
Tree Trimmers & Removers
Window & Door Experts




