
APPLE ORCHARD LIST BUILDING SYSTEM

Apple Orchard 2.0 Workbook | Use this with AO Worksheet

IF YOU HATE SELLING, AND ARE FRUSTRATED WITH 
THE LACK OF RESULTS FROM NETWORKING, HAPPY 
HOURS, ONLINE AND OFFLINE AD SPEND, SEO AND 
SCARED TO DEATH OF TIK TOK, THEN I WOULD 
LOVE TO HELP YOU LEVERAGE THE ONE THING YOU 
ALREADY HAVE - A RELATIONSHIP.

LEARN HOW TO FINALLY CREATE MORE SALES 
AND REVENUE THROUGH THE HARD-WON 
CLIENTS AND CUSTOMERS YOU ALREADY HAVE.
.

1All rights reserved. Copyright 2019-2021. Apple Orchard is protected



WHAT CAN A FORMAL REFERRAL SYSTEM DO 
FOR YOUR BUSINESS?

How many referrals do you get intentionally, accidentally, or by default in the 
past 12 months? Write that in the box below.

 

Was it 1, 5, 10, 100? Okay, now multiply that number by 10. Then double it. And then, 
redouble it. Potentially, that’s the increase in business you could be looking at 

producing. If… 

…If you had an actual formal relationship-focused, list-building, referral-getting, 
lead-generating, sales-producing, revenue-driving, profit-enhancing, brand-building

sales and marketing framework in place. 

THE KEY TO MAKING REFERRALS WORK FOR YOU:
MEASURE EVERYTHING.
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WHY AN APPLE ORCHARD?

Point blank answer: CONSTANTLY CHASING TRANSACTIONS IS BRAIN DAMAGE! 

There, I said it. Now if your business is predicated solely on the transaction, the numbers, register receipts, 
downloads, get ‘em in, and get ‘em out, and you don’t give a $*&% about your customers, then Apple Orchard IS 
NOT for you. 

BUT, if you seek to better understand the concept of LTV or Customer Lifetime Value, you like doing business with 
your customers and you want more like them, and would like to add unlimited amount of great people to do 
business with, then, YES,  Apple Orchard is for you. 

Apple Orchard is a concept based on organic growth through the relationships (APPLE TREE’S) you have with the 
individuals that make up your customers, clients, users, subscribers, and donors (or however you identify the 
people and entities that make up the revenue sources for your business/organization.)

Your Apple Orchard vocabulary: The terms and metaphors we use. 

APPLE TREE’S = These are the people you know (clients past and present and Circle of Influence - SEE ABOVE).

APPLES = People or entities are your Apple Tree’s are connected to (Their People, Clients and Circle of Influence).

APPLE ORCHARD = A slew/plethora/cornucopia  of Apple Trees and Apples. (Bigger is not always better).

CIRCLE OF INFLUENCE =  individuals, groups, entities. These may make up clients, customers, and or colleagues, 
friends, family, peers or anybody that have a vested interest in your success.)

CULTIVATOR =  when you choose to become a guide and educator over a salesperson you are cultivating the 
relationship in a forward, customer-centric, growth mindset, versus transaction only mindset.

3



FIRST THINGS FIRST. PRINT OUT YOUR WORKSHEETS
Filling out your list is an exercise 
where we would encourage you to 
set aside an hour of your time 
(initially), undisturbed with your 
CRM, your contact list on your 
phone by your side, to clearly think 
about and document the people 
that drive or can drive growth for 
your business. 

You will build your initial list from 
your Clients, Customers, Users, 
Subscribers, Patients, Donors, etc., 
however you categorize the people 
that make your business run. 
 
Your Apple Orchard Worksheets 
consist of (3) three Documents:

1. Your TOP 8
2. Your TOP 50
(extra TOP 50 if you’re ambitious)
3. Connect The Dots
(client and transaction journey 
documentation)

NEXT STEP: YOUR TOP 58- 
HOW TO FILL OUT YOUR 
LIST OF TREE’S. 
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GETTING STARTED- YOUR TREES (first column)
Who make up your TREE’s (aka your list), and how do I select my TOP 8?

Recall, the TREE or your TREE’s represent a relationship. These relationships make 
up your list. Your TREE’s or relationships, and your list are everything. 

And if you grow and nurture your APPLE TREE’s, what will you find in your Apple 
Tree? That’s right, more Apples. 

These other Apples now represent all the people or relationships that you have 
direct or indirect access to.  If you use the systems and processes in the Apple 
Orchard framework correctly, one where your main focus is to become a Guide 
and Educator over a sales-hungry, transaction-starved, register-ringing, 
quota-killing-machine. Where you nurture and cultivate your Apple Orchard, you 
will find very quickly that your TREE’s will offer you access to all their Apples and in 
turn, some of those Apples will represent another TREE and more Apples, and 
bigger Orchards and so on, and so on, and so on.

Your job is to strengthen the relationships with all of your TREE’s, and look for 
ways to help them grow. This is called Cultivate and Nurture. The more they 
grow, the more Apples you can potentially harvest. Make sense?

Okay, so figuring out your TOP 8

Your TOP 8 individuals or entities even, represent the best of the best, the cream 
of the crop. You will instantly or should instantly recognize them because your 
relationship is beyond transactional. These are the ones that will answer your 
phone call return a text or email, and are genuinely interested in your success, 
because YOU are just as equally, if not more interested in their success. 

NOTE: This is not MLM’ing your contact list. On my personal list of my TOP 58 , I 
have not one single relative, churchmate or neighbor. In fact, in my TOP 8 only has 
4 of the 8 are actual clients.

On the next page, you will find out the differences between a CLIENT, an 
ADVOCATE, and an AMBASSADOR, and why it matters.

NEXT STEP: THE TOP 50- 
HOW TO FILL OUT THE 
REST OF YOUR TREES. 5



FIRST COLUMN - The Tree - cont’d

THE TOP 58- HOW TO FILL OUT YOUR LIST OF TREES (ahem, people). 

You will notice that in the worksheet, you have (4) four columns.

1. THE TREE (your list)
2. THEIR STORY (your relationship history)
3. CULTIVATE (what value can you bring)
4. THEIR APPLES (how you can connect and provide value)

In addition, pages 2 and 3 of the Apple Orchard Worksheet are additional columns 
for your TOP 50. Along with your TOP 8 and your TOP 50, you should take some 
time and make a list of your TOP 58 TREE’s.

START WITH YOUR TOP 8 BY ASSIGNING THEM C, AD or AV:
You will notice on the right of your TREE’s list a yellow column where you will list 
your most important TREE’s. 

NEXT STEP: FILLING OUT 
YOUR LIST

C = Client or 
Customer/Patient/Subscriber 
(however you identify them).

AD = Advocate. These are 
people who will shout your 
name to the world, they 
promote, share your stuff and 
support you without 
reciprocation. They truly are 
invested in your success.

AM = Ambassador. These are 
individuals or entities that have 
a shared monetary interest 
with you, a channel partner, 
affiliate or referral based 
comission, but these people 
know you've got the goods, so 
they align with you, collaborate 
and or create value with you. 6



FIRST COLUMN | The Tree | cont’d

YOU HAVE TWO LISTS - YOUR TOP 8, and YOUR TOP 50

Why Top 8? If you look closely at your entire customer journey, transaction history, 
proposals, deals closed and referrals as an overview, you would probably find that you have 
a few amazing people that send you quite a bit of business. 

If not, then use your TOP 8 to identify the best of your best clients and or Circle of Influence. 
These are the individuals who are there for you, support your endeavors, back your success 
and give you the dedication and energy required for you to run your best business.

AGAIN, PLEASE NOTE: In my TOP 58, there is not single family member, neighbor, 
church goer or former classmate anywhere to be found. This debunks the MLM or 
direct sales myth that you need to rely on these type of TREEs to be successful.

IN YOUR TOP 50 list builder, go and list your mix of Clients/Customers, Advocates, 
Ambassadors and or members of your Circle of Influence. This can be pulled from your 
CRM of your top 20% of your best clients, a mix of channel partners, collaborators, friends, 
golfing buddies, or just your general network or Inner Circle. . 

But not just anybody goes in your TOP 58. You want those TREE’s or individuals who would 
be willing to share your thoughts, ideas, products and or services if educated to do so. 

Generating consistent referrals is more than just word of mouth. It is about guiding, 
informing, educating and inspiring those around you to have a share in what you are doing.  
How? Glad you asked.

By being a Guide, and Educator, a resource, a connector, an investor in the lives and 
business of your Apple Trees. You do this by proactively looking for ways to help them 
grow their own Orchards. We will show you how to do this in the CULTIVATE section of 
Apple Orchard. 

Okay, so print out the list and get going on filling it out. 

NOTE: According to Tim Templeton’s book, the average person knows 250 people. If those 
250 people know 250 people, that’s 62,500 people. Can you grow your business off of that?

NEXT: UNDERSTANDING THEIR STORY-
7
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SECOND COLUMN | THEIR STORY

MEANINGFUL RELATIONSHIPS ARE THE FOUNDATION

Look, this part may seem counterintuitive. “Their Story? How in the world does this 
matter when, right now I need to get more leads and sales.” 

When you take the time to understand the relationship historically, everything will change. 
Your mindset focus on service and serving.  This creates a stronger connection and now you 
begin to think less about “Cha-ching” on the cash register and more about how you can 
bring value to your TREE’s.

This is how you do it. (You may need an extra sheet of paper).

Indicate in as much detail as you would like in this order-
a. How did you meet?
b. When did you meet?
c. Where did you meet?
d. What was the transaction? (If none, indicate other details).

OTHER DETAILS:
e. Hobbies and or interests
f.  Alma mater
g. Special dates - B-Day, Anniversary, work anniversary, and or company founding, etc.
h. Kid’s names, friends or family, colleagues, connections on Linkedin, etc. 
i . People you share in common.

The idea is that with this information, you always have ZERO excuses to reach out.  
Consistency will be the single largest factor of your success. It can’t be understated how 
important “Top-of-mind” is to your “Secret-Sauce,” and a great way to enhance your brand, 
your likeability and trust. 

Never, ever forsake the importance of details in a relationship. Or one that you at least want 
to be a part of long term.

Here is the bottom line, if your competition is doing this, it is such a very small percentage, 
that you will always have a higher percentage shot to get the deal, or whatever it is you seek.
This part may seem like homework, and we all hate homework. But if you consider yourself a 
professional, this is where the Pro’s stand apart.

NEXT: CULTIVATE AND 
DELIVER VALUE, FOR FREE.
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THIRD COLUMN | CULTIVATE
CULTIVATE IS DEFINED AS: 
to prepare and use for, to foster growth, further or encourage.

Out the entire process, CULTIVATE is the most impactful concept of Apple Orchard. It is 100 
percent predicated on you creating A HIGH VALUE OFFER, and offering it for FREE.

Sure, build a list, got a CRM? Done. Segment my contacts, proposes and leads. No prob, 
Bob. Done. Add some details about my list, we are good to go - NOW LET’S GO GET SOME 
SALES! 

Not so fast. Sure, you can storm your Apple Orchard and cut down a bunch of trees to gain 
access to as many Apples as possible, but this only puts you back in the transaction first, 
sales -is-everything mindset, and soon enough you will find yourself resorting to the BUY 
your customers versus grow your customers. 

THERE IS A BETTER WAY:
LOSE THE SALES TITLE, EMBRACE BEING AN EDUCATOR AND A GUIDE. 

Donald Miller, in his Story Brand framework, makes the point that your customers are the 
HERO of the story, and we as Salespersons, entrepreneurs, and business managers need to 
become the Guide. Think we are Yoda or Obi-wan to Luke. We are merely there to guide 
our HERO (the customer) to their destiny (or desired outcome).

This puts us in a very unique advantage. As an Educator and Guide, we don’t have to put 
the pressure of “Always be Closing” and moving the prospect “Through The Funnel” 
because, guess what- WE ARE THE FUNNEL.

In addition, as an Educator and Guide, we have the ability to create tremendous value and 
Brand Differentiation as only we can. Our map or recipe is unique, and it’s our story to tell. 
Plus, when we seek to build trust by educating and informing our market in a way that 
seeks to make THEIR LIVES BETTER, regardless if they hired you or not, you will open 
yourself up as THE RESOURCE, and the GO TO person in your market.

When you execute the Educator and the Guide properly, YOU WILL GET THE SALE, and the 
Referrals and the Trust, and the accolades, and the reputation.

If you think in terms of HOW CAN GIVE MORE, you will receive more. The hard part is 
trusting the process. Truth be told, since in many cases we haven't been CULTIVATING 
consistently and we need a sale, like yesterday. I feel for you. There is a way to fast track it. 

NEXT: DEVELOPING YOUR
HIGH VALUE OFFER
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THIRD COLUMN | CULTIVATE - Cont’d

NEXT: HOW TO EDUCATE 
AND GUIDE YOUR TREES 
AND THEIR APPLES.

What do you know? What would you or could you fix, amend, repair or change about your 
industry? Is there a better way, more efficient, productive or practical way that you help your 
market, prospects and customers solve their problem? 

THIS IS THE BASIS FOR BEING AN EDUCATOR AND A GUIDE.

Your NUMBER ONE JOB is to build trust by delivering value above what your product or 
service does. Think in this way- “What can I teach, or guide my prospects towards they 
outcome they desire?”

If you sell cars, that solves a transportation problem. But if you invite your customer to learn 
how to drive better, joining a community of like-minded car owners, or show them how to 
optimize the experience of owning that vehicle, chances are they will return and bring others 
with them. 

Because, you can buy a car from anyone, but the other stuff, the HIGH VALUE education and 
guide to a better experience or more knowledge, well, ONLY you are providing that. Get the 
idea?

OK, YOUR TURN: WHAT ARE 3 THINGS YOU KNOW BETTER THAN ANYBODY ABOUT YOUR 
MARKET, PRODUCT OR SERVICE? OR WHAt WOULD YOU CHANGE IF YOU COULD?

#1 

#2 

#3

FAST TRACK: Want to speed up the process of understanding your customers pain points 
and how better to solve them? Ask them.

Set up a survey and ask your LIST, (your entire list) what are their 3 biggest challenges when 
it comes to: (use auto dealer here) purchasing a new or used vehicle? Then let them answer 
in their own words. Send the surrey out several times and watch the pain points come 
rolling in. 

YOUR HIGH VALUE OFFER
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THIRD COLUMN | CULTIVATE - Cont’d

UNDERSTAND THIS: Shift your mindset from salesperson to being the 
Educator and Guide in your industry. When you do this, your offer 
becomes the obvious outcome, not the intention. 

Conversations = Conversions

Your job is to start as many conversations as possible. How? One way is to give away 
your GOOD STUFF. I know, I know, it sounds counterintuitive.  And if you feel that 
giving away your knowledge, your IP, your experience, your “Secret-Sauce” will do 
more harm than good. That is a scarcity mindset.

The real challenge to sales is that EVERYTHING is a commodity. There are so many 
choices for the Products and Services you offer, that often the only differentiator is 
price. 

To break out from the noise and crowded marketplace, you need to think, “how can I 
educate my market? What do I know or what specific experiences can I share that will 
make the lives of my prospects and clients better?”

This allows you to become a resource of knowledge and leverage your expertise rather 
than just being another option in the market.

EASY REFERRAL BONUS: When you have something that is of HIGH VALUE that you 
can give way for FREE, it creates a huge runway of opportunity for referrals. By sharing 
your HIGH VALUE offer, it makes it easier to share. Just by saying - “I created this 
THING, and it helped people FIX THIS, OR THAT, and I would love it if you would share.” 

NOT SURE WHAT TO CREATE? No problem. Ask a question, send out a survey. Get 
feedback. Spend 1 week everyday on Linkedin just asking questions. 

Send out a Simple Email to your list asking the question - Subject: WHAT IS YOUR 
BIGGEST CHALLENGE? 

Call or text 100 people and survey them. Do a webinar or hold a local in person event 
just asking and answering questions. Do a Facebook Live and ask questions. Give 
away 1 hour of your time each week for 4 weeks. (aka Research & Development).

Ways to become the 
Educator and Guide. 

Think in terms of what can I give 
away that is so valuable, that my 

prospect’s problem or pain - if they 
adhered to my advice or insight 
would be remedied, even if they 

never hired me, or bought my 
product? Then build that and 

exchange it for their email address.

HERE IS A LIST 
OF CULTIVATORS:

1. CREATE A CHECKLIST or GAP 
ASSESSMENT

2. WEEKLY MARKETPLACE 
UPDATES

3. LIVE OR RECORDED 
WEBINARS

4. BUILD A VIDEO LIBRARY

5. ANY “HOW TO” LISTS

6. CHEATSHEET TO “GETTING X”

7. HOST A PODCAST

8. HOST A LUNCH AND LEARN

9. COLLABORATE WITH OTHER 
BUSINESSES OR EXPERTS
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FOURTH COLUMN - THE APPLES
The APPLES are ALL the individuals and entities that are 
connected directly and indirectly to your TREE’S.

WHO DO YOU KNOW THAT HAS ACCESS TO YOUR IDEAL APPLE?

SCENARIO A:

On my TREE’s isn’t even a client. He is a good friend and fellow entrepreneur and developer. 
He has tens of thousands of customers/users on his tech/app platform who are all small 
business owners (thus they fit my service and solution). 

I approach him with my HIGH VALUE OFFER designed to educate and guide small business 
owners to more leads and prospects through referrals. (It is a CUSTOMER EVALUATION 
TOOL). I offer to host a training event on how to use the tool to generate 5, 10, 50 new 
prospects and leads. He says yes, and now with a couple of hours of work, i have now gained 
access to tens of thousands of potential prospects who I can.

USE THE EXACT SAME APPROACH TO YOUR TREES’ APPLES.  NOT AS A 
SALESPERSON, BUT AN EDUCATOR AND A GUIDE.

Just as we discussed earlier in HOW TO GET ACCESS to more APPLES through the 
hard-won relationships, clients and your Circle of Influence, you look to educate, and guide 
people to a specific outcome. 

RELATIONSHIP FAST TRACK: Want to make your TREES look like heroes in the minds of 
their apples. Offer to teach and guide their customer base, their people and Circle of 
Influence something. Deliver value for their customers, and their customers become yours.

Better yet, share Orchards (or lists). How many TREE’s (people/Contacts) do you have in your 
Orchard? Team up to do a Cross-over event. Think Lady Gaga and Stevie Nicks. You bring 
your base and expose it a whole new sound/genre. And visa-versa.

SCENARIO B:

If you are the Loan Manager of a bank. Can you team up with an Commercial Insurance 
provider or CPA firm who services hundreds of businesses, swap Orchard and do a 
COLLABORATIVE training event on how to make sure as a business owner you have the 
right coverage and loan for your business?  

NEXT: CONNECTING THE
DOTS FROM YOUR TREES 
THEIR APPLES
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FOURTH COLUMN - CONNECT THE DOTS

Liam Walker            AD
Works with over 150 Realtors
Business partner with a local Bank 
president - 650 Business Clients > 650/100 

Look for the opportunity to 
deliver VALUE and IMPACT, not 

products and services.

You will be rewarded with more Apples 
than you know what to do with.

< START HERE

Let’s connect the dots. Who do they know 
that you can serve? Are they a Client, and 

Advocate or an Ambassador?

THEIR APPLES >

Who do they know, are connected to in the 
way of Clients and their Inner Circle?

Don’t know? Not sure? Do the 
research.Linkedin is a great place to start.

 
REMEMBER, THE GOAL HERE IS TO 

SEEK TO NURTURE YOUR TREES AND 
MAKE THEM MORE VALUABLE IN THE 

EYES OF THEIR APPLES. 

This is WHY Step 3 (Cultivate) is so critical. 
You MUST create a HIGH VALUE OFFER 
that not only educates and guides your 

TREE’s, but the same or similar HIGH 
VALUE OFFER can be tweaked to attract 

more APPLES.
 

Eric Wilson              AD
CEO of  SAAS company - has 38k users 
and 5 of his users are CEO’s of with 6500 
business customers.

Jim Hightower         CL
Owns a finance company for dentist and 
doctors. Over 1300+ dentist and is connected 
to 3 hospital groups - 8000 doctors

Susan Stephens      AD
Manages 180 plus 10 million dollar and up 
companies. 11 of those of 100 million and up. 
3 have B2B client bases in the thousands.

Mike Trevor             AM
CEO of a Social Media Admin business with 
7500 biz clients. We share an affiliate comm
of 20% - Over 750 commissions cut

Dan Gillette              CL
President of Title company, oversees 1500 
direct sales reports. Offers sales and 
marketing training to all 16,000 realtors

Tim Franklin             CL
Consultant and author. Over 10,000 
newsletter subscribers. Co host a podcast 
and guest writer on Blog  

Sharon Turner          CL
Consults and manages 3 companies. 1 
business alone has 3500 B2B clients. 10 of 
those 3500 have over 1500 B2B clients.
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USING THE CLIENT JOURNEY MAP TO FIND MORE 
NEW SALES
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NEED MORE SALES? JUST 
DO MORE OF THAT.

Go back and evaluate your 
last 10, 50, or 100 transactions. 

From initial contact to 
onboarding, to asking for a 
referral, chances are you will 
find common denominators 
in the process. 

1. Educate and inform
2. Follow Up
3. Formal Request
4. Follow Up 

TRANSACTION

5. Onboarding
6. Follow Up
7. Ask for Referral
8. Ask for Upgrade/Increase
Value for your client

Understanding the EXACT steps that your 
clients and customers take to get to the 

transaction is extremely valuable in helping 
you create processes that scale.

If you don’t measure, you can’t create 
predictable outcomes. 



A message from Scott Webb aka “The Refluencer”

Hey there, I hope this message finds you doing well. If you are in sales, run a business, are an entrepreneur,  consultant, or 
freelancer, a non-profit director, managing sales executive, you know that revenue generation is your number one daily 
task. Think of sales and revenue like food. How many days can you go without eating? No sales (food) you and your 
business starve to death, figuratively and maybe literally.

However, creating sales is only half of the equation. Serving your clients/customers and creating real Customer Lifetime 
Value is, or should be the ultimate strategy and lifeforce of your business. So, what are you doing to create an endless 
supply of prospects and new leads for your business?

After 20 years in the “lead generation” game, building thousands of websites, landing pages and internet sales funnels, 
and sending out tens of millions of emails, spending hundreds of thousands of dollars on online ads and click campaigns, 
adding to the fortunes of Google and Facebook, and every other marketing and advertising tactic you can dream up since 
1997, I realized there must be a better way than always chasing the next transaction.

::::::::::::::::::::::::::::::
MIND-BLOWING STAT: In a recent poll, 93% of customers asked said they would 

give a referral, yet only 11% of sales people ask.
:::::::::::::::::::::::::::::::

Why do they call me “The REfluncer? After spending 20 years as digital marketing and lead generation expert, I REalized, 
we are doing sales and marketing all wrong. REvenue, RElationships, REferrals, REcommendations and REtention WORK 
SO MUCH BETTER! How much better? By focusing on building your list and nurturing the relationships tied directly and 
indirectly to your business. With the right REferral system in place you can grow your sales 3X, 5X even 10X or more 
without spending a dime on advertising. 

What’s more, if you follow the RECIPE within the Apple Orchard framework, you will not only grow your business, sales 
and revenue, you WILL HAVE A LOT MORE FUN doing it.

If you are ready to get out of the mind-numbing, brain-damaging, customer-chasing, transactional-first-thinking and 
grow a business that is built on relationships, referrals recommendations and trust, then you 
my friend, welcome into the Kitchen!

To your Relationship-Building and
Revenue-Generating Success!                         

Scott Webb aka “The Refluencer”
Founder - Kitchen Traffic
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WHAT TO DO NEXT.

1. SIT DOWN AND GO THROUGH YOUR LISTS, YOUR PHONE, CLIENTS, 
PROSPECTS, and CIRCLE OF INFLUENCE.

2. MAKE YOUR LIST OF 58 AND REACH OUT TO THEM WITH A PERSONAL 
MESSAGE.

3. NEXT, EVALUATE YOUR RELATIONSHIPS AND LOOK FOR AVENUES TO 
STRENGTHEN.

4. SLICE AND DICE YOUR STRENGTHS AND BECOME THE EDUCATOR 
AND GUIDE IN YOUR MARKETPLACE

5. ASK FOR REFERRALS, RECOMMENDATIONS AND INTRODUCTIONS 
EVERY DAY.

NEED MORE HELP? JOIN US FOR A FREE MINI CLASS AT 
www.KITCHENTRAFFIC.co

http://www.kitchentraffic.co

