
 

HOA.com Business Alliance Agenda - August 2022 
Objective: If leading your first HOA.com Business Alliance, be sure to review the Alliance Leader 
Training Manual for specific scripts and instructions on how to optimize your Business Alliance. 
 
Check-In: Make sure everyone has signed in using the QR code provided for your Business 
Alliance. This ensures you receive a list after the event with all the contact info for each of the 
people who attended your Business Alliance.   
 
1. Welcome 

• “Welcome, everyone. Thanks for joining us today.  We created this Business Alliance to 
bring together home service pros we trust and want to do more business with.   

• We have partnered with HOA.com which is the #1 referral network for professionals 
who serve homeowners. Our goal is to create long-lasting referral partnerships and put 
you in front of top trusted pros who serve homeowners every day.  As we build our 
businesses together, by cross-referring and cross-promoting each other, everyone will 
win more business.” 

 

2. Introduction of Members and Guests 

• “Next we are going to give you an opportunity to introduce yourself and your business.  
We are going to start by introducing our Alliance Leaders and then we will go around 
the room and let you introduce yourselves.  In a sentence or two, tell us your name, 
company, and what you love most about what you do.  As you hear each person share 
who they help and how they help, be thinking about any clients or contacts you may be 
able to refer to them.” 

 
3. Success Stories & Shout Outs 

• “Next we’re going to take a moment to celebrate successes coming from our Business 
Alliance members.  Does anyone have anything they’d like to share about business they 
did with another member of our Alliance or how they helped you or your clients?” 

 
4. Raving Referrals Success Strategy - Learn Why They Buy 

• “Next we’re going to give you some quick tips from the book Raving Referrals and have 
a conversation about what’s working best in your business.  This month's success 
strategy is on learning why they buy and incorporating BANKCODE found on page 35. 
(Alliance leaders, please have attendees visit http://knowyourcode.us first thing or use 
the BANKCODE cards and organize their BANKCODE in the order that they value most 
for this interactive exercise.) 

https://hoa.com/wp-content/uploads/2022/05/HOA-Alliance-Leader-Training-Manual-copy.pdf
https://hoa.com/wp-content/uploads/2022/05/HOA-Alliance-Leader-Training-Manual-copy.pdf
http://knowyourcode.us/


 

• As you ask the following questions, be sure to give examples of your own experiences. 
This will likely spark conversations about others’ experiences and everyone can learn 
from each other. 

• On a scale of 1 to 10, how confident are you in the sales process and asking for the 
sale?  

• When you think about your prospects, have you had some who purchased without even 
thinking about it and some who needed days before getting back in contact with you?  

• Did you feel your communication with them was off or in sync?  
• How and why people buy is all based on their personality style or BANKCODE?  
• The biggest mistake business people make is that they use the same presentation when 

speaking to their prospects without realizing their prospects make decisions very 
differently.  

• B.A.N.K. which stands for Blueprint - Action - Nurture - Knowledge accurately predicts 
behavior in real-time.  

• When you understand your prospect’s BANKCODE, you can more easily tailor your 
conversations and presentations to be most effective based on how each person 
processes information and makes buying decisions thus 

1. Supercharging Your Sales 
2. Transforming Your Communications 
3. Making Lifelong Connections 

• B.A.N.K. is unlike any other personality system as it measures a person’s “buyology” not 
psychology.  

• Now go around the room and encourage attendees to share their BANKCODE and 
stories centered around sales conversations. What are they experiencing? After this 
exercise, how will they change their approach?   
 

5. Wrap Up 
• Every month, HOA.com creates a Virtual and/or Community Impact campaign for our 

alliance leaders and members to be a part of. In August, our virtual campaign is 
centered around collecting Back to School items. Visit our hoa.com/impact page to learn 
more about this campaign and invite your group to participate by bringing back-to-
school items to the next event or networking mixer.  
“Thank you for attending.  For best results we recommend you schedule 1-on-1 
meetings with other Alliance members to build relationships that can lead to 
partnerships and referrals.” 

• “What was the #1 thing you learned today that you plan to implement for your 
business?”   

• “Our HOA.com success team will follow up with you as well.  They help us manage our 
referral partnerships and promote you as a Certified Pro in the HOA.com referral 
network.”   

• “Our Next Meeting will be held August/September ______ at this same location so add 
it to your calendar.” 



 

 

6. After the event 
• Post photos and tag people who attended your Business Alliance Facebook group. Thank 

them for attending to boost your relationship and credibility as the leader of the 
Business Alliance. 

• Follow up with each attendee and schedule 1-on-1s with people you want to partner 
with.  Be sure to use the Referral Partner Blueprint to define how each partner will help 
the other. 

 
Resources:  
Referral Partner Blueprint 
Alliance Leader Training Manual 
Alliance Leader Training Video 
Alliance Leader Badge 
Alliance Leader Agreement 
 

https://hoa.com/wp-content/uploads/2022/05/HOA.com-Referral-Alliance-Blueprint-1.pdf
https://hoa.com/wp-content/uploads/2022/05/HOA.com-Referral-Alliance-Blueprint-1.pdf
https://hoa.com/wp-content/uploads/2022/05/HOA-Alliance-Leader-Training-Manual-copy.pdf
https://youtu.be/DTGTWP_gmdk
https://hoa.com/wp-content/uploads/2022/04/Alliance-Leader-Badge.png
https://hoa.com/wp-content/uploads/2022/01/HOA.com-Alliance-Leader-Agreement-1-1-2022.pdf

