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LEADING THE ELECTRICAL INDUSTRY

Building Referral
Partnerships:
How Electricians
Can Network with
GCs & Developers

For electrical contractors, the next job may come from a general contractor (GC),
developer, or trade partner who already knows the quality of their work. A strong

referral network can help electrical contractors get considered for upcoming projects,
connect with decision-makers, and build a more consistent pipeline of work.

STARTER TIPS: BUILDING SUCCESSFUL REFERRAL PARTNERSHIPS
FOR ELECTRICAL CONTRACTORS

Industry relationships take more than a good reputation. They require consistent
outreach, follow-through, and a clear understanding of what potential partners need
from an electrical contractor. Use this checklist to turn industry connections into
business-development opportunities.

Identify Potential Referral Partners

[] Make alist of local general contractors, developers, construction managers, and
complementary trades working in your target markets.

Research their recent projects to identify potential partners whose work aligns with your
services and capabilities.

Identify project managers, estimators, and preconstruction managers who influence
subcontractor selection.

Attend local construction industry events and trade association meetings to meet
potential partners in person.
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Set a monthly goal for reaching out to new industry contacts, such as three new
introductions each month.

Build Trust Through Your Work

Meet project deadlines and notify project partners early about scheduling conflicts or
site issues.

Provide accurate estimates and communicate promptly about scope changes that
could affect costs.

Keep partners updated on project progress, material delays, and coordination needs.
Resolve jobsite issues professionally and work with other trades to keep projects moving.

Document completed projects with photos, brief project summaries, and measurable
results when available.
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Ask satisfied GCs or project managers for a testimonial or permission to use a project as
a reference.

Make Networking Part of Your Routine

Send a brief follow-up message after meeting a potential partner, referencing the
conversation and suggesting a next step.

Connect with industry contacts on Linkedin and engage with relevant project updates.

Schedule quarterly check-ins with former clients, GCs, and trade partners to discuss
upcoming work.

Share occasional project updates or company news that demonstrate relevant experience.

Maintain a contact list with names, companies, specialties, last contact dates, and
follow-up reminders.
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Set aside time each week for outreach instead of waiting until the project pipeline slows down.

Create Mutually Beneficial Partnerships

Ask potential partners what they look for when selecting electrical subcontractors.

Prepare a concise company overview with service areas, specialties, relevant
experience, and contact information.

Keep qualifications, insurance documentation, licenses, and other commonly requested
prequalification materials organized and current.

Identify trusted trades and contractors whose services complement your company’s work.

Make relevant introductions and referrals without expecting an immediate return.
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Confirm project scope, availability, scheduling expectations, and communication
responsibilities before committing to work.

Turn Relationships Into Business-Building Opportunities

Let established contacts know when you are accepting new projects and which types of
work fit your capabilities.

Ask partners to share upcoming bid opportunities or explain their subcontractor
prequalification process.

Respond quickly to referral introductions and requests for estimates.
Follow up after submitting a bid to answer questions and confirm next steps.

Record referral sources and outcomes to identify which relationships lead to qualified
opportunities.
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Thank partners for referrals and provide appropriate updates on the outcome.

KEEP YOUR REFERRAL NETWORK ACTIVE

Build relationships before the next bid comes around. Consistent
outreach, reliable project delivery, and professional follow-
through can help electrical contractors earn repeat referrals and
get considered for future projects. A simple contact list and
regular follow-up routine can turn networking into a practical
part of business development.

Visit the NECAIBEW website to learn more

about membership.
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