
S T R E T C H L E A R N  ·  W O R K B O O K

Freelance Networking: Building a Referral 
Engine — Workbook

This workbook turns the course into action. Each section maps to one module, with exercises to 
map your network, scripts to deploy, partnerships to structure, and a tracker to forecast pipeline. 
Work through it once to build your engine, then reuse the templates every month to keep it running.

Why Referrals Beat Every Other Channel
Calculate your own referral economics and map your full network into actionable tiers.

Exercise: Calculate Your Referral Channel Value
Pull your last twelve months of clients. For each, note how you found them, then answer the prompts to see 
what referrals are already worth to you.
• What share of your past-year revenue came from referrals versus cold outreach or platforms?
__________________________________________________________________________
• Roughly how many hours did you spend acquiring a cold client versus a referred one?
__________________________________________________________________________
• If referrals already produce your best clients, why have you never asked for them systematically?
__________________________________________________________________________
• What single income goal would a doubled referral pipeline help you hit this year?
__________________________________________________________________________

Worksheet: Network Tier Map
Export contacts from email, your invoicing tool, and LinkedIn. List at least forty here and assign each a tier. 
Aim for ten or more Tier 1 Champions.
Contact name
__________________________________________________________________________
__________________________________________________________________________
How you know them
__________________________________________________________________________
__________________________________________________________________________
Tier (1 Champion / 2 Peer / 3 Dormant / 4 Cold)
__________________________________________________________________________
__________________________________________________________________________
Last contact date
__________________________________________________________________________
__________________________________________________________________________
One personal note (what they care about)
__________________________________________________________________________
__________________________________________________________________________
Most likely to: hire again / refer / both
__________________________________________________________________________
__________________________________________________________________________

Checklist: Network Mapping Done-Right Checklist
[  ]  Exported contacts from at least three sources (email, invoicing, LinkedIn)
[  ]  Listed forty or more reachable contacts
[  ]  Assigned exactly one tier to every contact, no overlaps
[  ]  Identified at least ten Tier 1 Champions
[  ]  Added a personal note and last-contact date to every Tier 1 and Tier 2 entry



The Ask: Scripts, Timing, and Trigger Moments
Customize your referral scripts and pre-plan the exact moments you will deploy them.

Worksheet: Your Trigger-Moment Plan
For each high-conversion moment, write the exact words you will use and where you will keep the script 
ready so you never freeze.
Trigger moment (e.g. client praises a result)
__________________________________________________________________________
__________________________________________________________________________
Channel you will use (email / call / chat)
__________________________________________________________________________
__________________________________________________________________________
Exact opening line of your ask
__________________________________________________________________________
__________________________________________________________________________
Where the script is saved for instant use
__________________________________________________________________________
__________________________________________________________________________
Added to project closeout checklist? (yes/no)
__________________________________________________________________________
__________________________________________________________________________

Exercise: Rewrite the Scripts in Your Voice
Take the three course scripts and rewrite each so it sounds like you. Read them aloud; if a line feels stiff, cut 
it.
• Rewrite the Happy Client script in under one short paragraph, in your own words.
__________________________________________________________________________
• Rewrite the Dormant Contact script so it would not embarrass you to send today.
__________________________________________________________________________
• Write the specific sentence describing your single ideal client to refer.
__________________________________________________________________________
• What graceful out will you give the referrer so the relationship is never at risk?
__________________________________________________________________________

Checklist: Before You Send Any Ask
[  ]  The request names a specific person or problem, never anyone
[  ]  You offered to draft the intro email they can simply forward
[  ]  The message is one short paragraph or less
[  ]  You included a no-pressure graceful out
[  ]  You have a one-follow-up-only plan if there is silence

Partner Networks and Reciprocity
Identify, recruit, and structure agreements with three to five complementary referral partners.

Exercise: Shortlist Your Complementary Partners
Brainstorm freelancers who serve your exact client but do a different job. Test each against the 
complementary-not-competing rule.
• Which three to five roles consistently work with your ideal client right before or after you?
__________________________________________________________________________
• Name one real person (or where to find one) for each complementary role.
__________________________________________________________________________
• For each, what problem does their finished project create that you solve?
__________________________________________________________________________
• Which happy past client could introduce you to a great potential partner?
__________________________________________________________________________



Worksheet: Partner Agreement Terms
Fill one row per partner. Decide the fee question explicitly and agree the handoff method in writing, even a 
two-line email.
Partner name and role
__________________________________________________________________________
__________________________________________________________________________
Direction (both refer / mostly source / mostly receiver)
__________________________________________________________________________
__________________________________________________________________________
Fee or reciprocity (pure trade / percent fee on closed work)
__________________________________________________________________________
__________________________________________________________________________
Quality bar agreed (what counts as a qualified lead)
__________________________________________________________________________
__________________________________________________________________________
Handoff method (warm intro email / form / call)
__________________________________________________________________________
__________________________________________________________________________
How and when you will report outcomes to each other
__________________________________________________________________________
__________________________________________________________________________

Checklist: Healthy Partnership Maintenance
[  ]  Three to five active partners, not a long ignored list
[  ]  Fee versus reciprocity decided explicitly, in writing if money is involved
[  ]  Shared tracker of leads sent in each direction exists
[  ]  One partner touch scheduled per week, rotating through the list
[  ]  Quarterly catch-up call on the calendar with each partner

Tracking, Cadence, and Compounding
Stand up your referral tracker, lock in a monthly cadence, and design for compounding.

Worksheet: Referral Forecast Math
Use your tracker data (or an honest estimate) to turn an income goal into a monthly ask target.
Income or project goal for the next quarter
__________________________________________________________________________
__________________________________________________________________________
Average project value
__________________________________________________________________________
__________________________________________________________________________
Number of projects needed to hit the goal
__________________________________________________________________________
__________________________________________________________________________
Your ask-to-paid-project conversion rate (e.g. 1 in 5 = 20 percent)
__________________________________________________________________________
__________________________________________________________________________
Total asks required = projects needed divided by conversion rate
__________________________________________________________________________
__________________________________________________________________________
Asks per month = total asks divided by three
__________________________________________________________________________
__________________________________________________________________________

Exercise: Design Your Compounding Loop
Plan how each new client becomes a future referrer, then commit it to your delivery process.
• What small wow moment will you build into every engagement?
__________________________________________________________________________



• At which trigger moment will you invite each new client to become a source?
__________________________________________________________________________
• How will you nurture past clients quarterly so they refer more than once?
__________________________________________________________________________
• Which existing source has produced the most referrals, and how will you invest more there?
__________________________________________________________________________

Checklist: Monthly Cadence Run-Sheet
[  ]  Week 1: asked every client whose project closed last month
[  ]  Week 2: reconnected with three dormant Tier 3 contacts
[  ]  Week 3: sent each partner a touch or a lead and checked reciprocity balance
[  ]  Week 4: reviewed tracker, sent outstanding thank-yous, set next month targets
[  ]  Recurring weekly hour blocked on the calendar to protect the cadence

Your Action Plan
1.  Export and map at least forty contacts into four tiers, flagging ten Tier 1 Champions.
2.  Rewrite the three referral scripts in your own voice and save them for instant use.
3.  Add a request-referral step to your project closeout checklist so the trigger moment is never 
missed.
4.  Send your first ten referral asks to Tier 1 Champions this week, each offering a forwardable intro.
5.  Shortlist three to five complementary partners and reach out to recruit them.
6.  Agree written terms with each partner: direction, fee or reciprocity, quality bar, and handoff 
method.
7.  Set up your referral tracker spreadsheet with the six core columns from the course.
8.  Calculate your ask-to-project conversion rate and turn your income goal into a monthly ask 
target.
9.  Block one recurring hour per week and run the four-week monthly cadence.
10.  Review the tracker every Friday and rebalance partner relationships each quarter.
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