kevinX MICROLESSONS

kevinX Business Coach vs Generic Al
What Happens When You Ask the Wrong Al for Help

This microlesson shows what happens when a small business
owner looks for help from a generic Al instead of the kevinX
Business Coach, which is trained only on trusted, expert content.

There's a big difference between Al that scrapes the internet for
loose ideas and one that delivers clear, structured results.

One gives you vague ideas. We give you a plan.

- Maria's Situation
Maria runs a catering company. Her customers love her
work, and she wants to build a referral program that turns
that goodwill into growth. She asks a general Al a
guestion that any small business owner might ask:

- Maria's Prompt
How do | set up a referral plan for my small business?

She asks two different sources.

- Generic Al Reply
Setting up a referral plan can be a great way to grow your
business. You might consider offering incentives or
leveraging social media. It's important to identify your
target audience and think about ways to encourage
referrals. There are many strategies depending on your
industry and goals.

- Maria's Reaction
The answer sounds reasonable, but it doesn’t tell her
what to do. There are no steps. No ideas. No structure.
She’'s left searching again.
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Same Maria Prompt

How do | set up a referral plan for my small business?

kevinX Business Coach Reply

Setting up a referral plan for your small business is a strategic
way to grow your customer base and increase revenue.

Below is a step-by-step guide, based 100% on insights from my
kevinX knowledge base (PDF example shows citations; the Al agent
includes clickable links to each source).

1. Set Clear Goals and Objectives
Define what you want to achieve with your referral program,

such as increasing revenue, expanding your customer base, or
improving brand awareness.

For example, you might aim to achieve a specific number of
referrals, conversion rates, or customer lifetime value.

(Source: Referral Program Plan Outline, Page 1; Referral Program Checklist,
Page 1; Referrals Playbook, Page 12; Referral Collection FAQ, Page 4; Referral

Webpage, Page 1)

2.Develop Program Rules and Incentives

Create clear rules and guidelines for participation to avoid
confusion. Design an attractive incentive structure that
motivates customers, such as discounts, gift cards, or cash

rewards. For example, “Refer a friend and you both get 20% off
your next order.”

(Source: Referral Program Plan Outline, Page 1; Referral Program Checklist,
Page 2; Referrals Playbook, Page 53; Referral Collection FAQ, Page 4; 5 Star
Review. Now What, Page 2)
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3. Simplify the Referral Process

Provide multiple ways for customers to share referrals, such as
referral links, codes, or form submissions. This caters to
different preferences and increases participation.

(Source: Referral Program Checklist, Page 2; Referrals Playbook, Page 53;

Referral Webpage, Page 1; Referral Program Plan Outline, Page 1; Referral
Collection FAQ, Page 4)

4. Keep It Simple
Ensure the process is easy to understand and execute,
avoiding unnecessary jargon or complexity.

(Source: Referral Program Checklist, Page 2; Referrals Playbook, Page 53)

5. Create Promotional Materials

Develop marketing materials to spread awareness about the
program. This includes email templates, social media posts, in-
store signage, and other promotional content.

(Source: Referral Program Plan Outline, Page 1; Referrals Playbook, Page 53;

Referral Webpage, Page 1; Referral Collection FAQ, Page 4; 5 Star Review. Now
What, Page 2)

6. Promote Success

Share success stories on your website and social media to
build trust and credibility.

(Source: Referral Program Plan Outline, Page 4; Referral Collection FAQ, Page
4)

7. Launch and Promote the Program

Start with a soft launch to a small group of loyal customers to
gather feedback and make adjustments before the official
launch.

(Source: Referrals Playbook, Page 47; Referral Program Plan Outline, Page T;

Referral Collection FAQ, Page 4; Referral Webpage, Page 1; Referral Program
Checklist, Page 2)
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8. Get the Word Out

Announce the program through multiple channels, such as
your website, social media, email newsletters, and promotions.
(Source: Referral Program Plan Outline, Page 1; Referrals Playbook, Page 47;

Referral Webpage, Page 1; Referral Collection FAQ, Page 4; 5 Star Review. Now
What, Page 2)

9. Monitor and Optimize
Track key performance indicators like the number of referrals,
conversion rates, and cost per acquisition to evaluate the
program'’s effectiveness.
(Source: Referral Program Plan Outline, Page 2; Referral Program Checkilist,
Page 2; Referrals Playbook, Page 12; Referral Collection FAQ, Page 4; Referral
Webpage, Page 1)
10. Test, Test, Test
Continuously test and refine aspects of the program, such as
incentives, messaging, and promotional channels, based on
performance data.
(Source: Referral Program Plan Outline, Page 2; Referral Program Checklist,
Page 2; Referrals Playbook, Page 12; Referral Collection FAQ, Page 4; Referral
Webpage, Page 1)
11. Engage and Train Your Team
Train employees to understand the program’s objectives, rules,
and incentives so they can explain it to customers and
encourage participation.
(Source: Referrals Playbook, Page 47; Referral Program Checklist, Page 2;

Referral Collection FAQ, Page 4; Referral Webpage, Page 1; Referral Program
Plan Outline, Page 1)

12. Mind Share

Keep the program top of mind for customers by engaging with
them on social media and other communication channels.
(Source: Referral Program Checklist, Page 2; Referrals Playbook, Page 47,

Referral Webpage, Page 1; Referral Collection FAQ, Page 4; 5 Star Review. Now
What, Page 2)
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13. Set Long-Term Goals

Establish long-term objectives, such as expanding into new
markets or increasing the program’s overall revenue
contribution.

Develop a roadmap with steps, milestones, and allocated
resources to achieve these goals.
(Source: Referral Program Plan Outline, Page 4; Referral Program CheckKilist,
Page 2; Referrals Playbook, Page 12; Referral Collection FAQ, Page 4; Referral
Webpage, Page 1)
By following these steps, you can create a referral program that
drives growth, strengthens customer loyalty, and maximizes your
business’s potential.

Business Coach kevinX
PS: Copy and save our chats in a doc for easy access later

Maria's Reaction
This time, she gets what she needs. A clear plan with defined
steps, not vague advice. She sees where the information came
from and knows exactly how to get started.

Why the kevinX Reply Wins

Maria didn’t get a vague answer. She got a detailed plan that's
been used by real small businesses and refined over time.

Every step is based on real-world experience. There's nothing
made up. Nothing pulled from the internet.

That's the kevinX difference.

Our Al agents use only kevinX content. No fabrications. No
hallucinations. No outside sources. You're not getting an opinion.
You're getting expertise.
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