
Referrals drive consumer purchase behavior

Consumers are willing to refer, but brands aren’t taking advantage

Referrals are trusted

Timing is Key
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22% Have participated in a formalized
refer-a-friend program91% Said they will give referrals when

they like the product

make referrals when
a friend requests

information

42%
Consumers are most likely to make a referral after:

Good service 47%
Buying the product 33%
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said a referral
from a friend is the

source of information
they trust the most 

38%


