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THE REFERRAL GAP
Why 81% of Happy Clients Never Send You Business —

and the Simple Fix Top Agents Are Using Instead

A short guide for real estate agents who want more referrals
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1. The Referral Gap

Most real estate agents assume referrals come naturally when a client is happy. The numbers say otherwise.

According to the National Association of Realtors:

• About 40% of buyers and sellers find their agent through a referral.
• 88% of clients say they would happily use the same agent again.
• Yet only 19% actually do — or recommend that agent to someone else.

That's a gap of roughly 81%. Not because clients are unhappy — because they simply stop
thinking about you the moment the deal closes.

Satisfaction isn't the problem. Memory is. A client who felt great about the transaction but never hears from
you again, and never has a reason to bring you up in conversation, quietly drifts away.

This guide walks through why the usual closing gift doesn't close that gap — and a simple, low-cost way to
fix it.



2. Why Traditional Closing Gifts Fall Short

Wine, gift baskets, candles, cutting boards — these are the default closing gifts for a reason: they're easy to
order and always safe. But easy and safe also means forgettable.

Think about the last closing gift you gave. Now ask: would your client mention it to a friend six months later?
For most traditional gifts, the honest answer is no.

The issue isn't the price tag. It's that a consumable or decorative item doesn't give anyone a reason to bring
your name up in conversation. It gets used, or it sits on a shelf — either way, it goes quiet.



3. What Actually Sticks: The Experience Factor

Behavioral research on gift-giving consistently finds the same pattern: people remember and talk about
experiences far longer than they remember objects.

A trip is different from a bottle of wine in one key way — it creates a story. Clients tell their friends and
family about the vacation they're planning or just came back from. And when they tell that story, the natural
next line is: "My agent actually gave this to us when we closed."

That's the mechanism referrals actually run on — not a satisfied client filling out a review, but a client with
something worth talking about.



4. The Vacation Voucher Model

This is where a complimentary vacation voucher fits in. Instead of a physical gift, clients receive a certificate
for a hotel or resort stay they can book on their own schedule.

A few things make this model different from a typical "experience gift":

• It's built for this exact use case — agents handing it out as a client-appreciation gift, not a one-off travel
booking.

• The cost to the agent is a flat marketing investment (through a membership), not a new expense every
time a deal closes.

• The client covers their own airfare, and standard hotel taxes and resort fees at check-in — the voucher
itself covers the stay.

For the agent, that means predictable cost. For the client, it means a gift that's actually worth planning a trip
around.



5. How to Start (3 Simple Steps)

1. Get set up. Sign up for a membership with a vacation-voucher marketing platform (pricing varies, so
check current rates directly).

2. Get your vouchers ready. Once set up, you'll have vouchers ready to hand out — digitally or printed —
at your next closing.

3. Hand it out and let it work. Give it to the client, let them book on their own time, and let the story do the
rest.

No inventory to manage, no vendor relationships to maintain — the entire process is designed to add minutes,
not hours, to your closing routine.



6. Common Questions

Is this actually legitimate?

Programs like this have been running since 2016, with a long track record of businesses using them and
vacations booked by recipients. It's a real, established model — not a new or unproven idea.

What does it actually cost the client?

The voucher covers the hotel stay. The client pays for their own airfare, plus standard hotel taxes and resort
fees at check-in — that part should always be disclosed upfront, clearly, so there's no confusion later.

Is this allowed for a licensed agent to offer?

Rules on client incentives vary by state and brokerage. Before offering anything like this to a client, do a
quick check with your state's real estate commission or your broker. It's a five-minute conversation that
protects you.



7. Your Next Step

If the referral gap sounds familiar — happy clients who just never seem to come back — this is worth a closer
look.

My Gift Getaway walks through exactly how the voucher works, what it costs, and how agents are using it at
closing, in plain language.

See how it works at mygiftgetaway.com

Talk soon,

Victor Chuzen
My Gift Getaway


