
We understand that all you want are a set of scripted
questions you can use.
 
But the biggest mistake you can make is to ask scripted
questions.  You want to think about the testimonial
process as a conversation that flows.  Any time you follow
a script the conversation DOES NOT flow. In fact,
scripted questions will prevent your clients from actually
sharing the deepest emotions/results

WHAT TO DO WITHOUT SCRIPTED QUESTIONS

Since you're not exactly sure what to ask it makes sense
that you will want questions. But if you shouldn't follow a
script what do you do?
 
Simple, just have a conversation with your client and ask
them how they are doing.  When they tell you, you simply
go deeper. 
 
For example, if your client says I've been feeling great
this week, then you reply and ask "why are you feeling
great?"  It's really as simple as that.

BUT WHAT IF YOU GET STUCK?
What really happens in this conversation is you're
thinking about what to ask. So you're not fully engaged in
the conversation. That's how you get stuck and not know
what to ask. 
 
So before you do the testimonial, create an outline of
areas you want to cover. And when you get stuck you
simply shift gears to another section in that outline.
 
Have 3-5 areas that you'd like to cover. 

WHAT IF THE CLIENT GETS STUCK?

The reality is the client is also not fully engaged in the
conversation because they are thinking about what they
should say instead of speaking from the heart.
 
This happens quite a bit when they are on video.
 
So if they're stuck simply stop the interview.  Tell them to  
talk about their story which they know better than
anyone. 
 
Tell them to say whatever they want, and reassure them
there is nothing wrong they can say.

FOCUS ON EMOTION
THIS IS THE KEY

Most of the testimonials that businesses collect are
focused on the results. But this is only one part.
 
The biggest part is doing your best to capture the
emotion of their story.
 
If following scripted questions rarely can you capture
true emotion. That's why having a conversation works so
much better.
 
But capturing emotion is still difficult. That's why it's
always better to have a qualified "testimonial interviewer"
doing the testimonial for you.

WHAT QUESTIONS TO ASK FOR 
GREAT TESTIMONIALS

One of the biggest sticking points to getting great testimonials is actually

knowing what to ask. What you ask and how you ask it will determine

what type of testimonial you get.

 

But there is more to it then simply following a script of questions.

THIS GUIDE WILL HELP GUIDE YOU THROUGH THE QUESTION PROCESS

THE MOST IMPORTANT ELEMENT TO THE
INTERVIEW



QUESTION #1

What was your life like before you
started working with us/used our

product/service?

QUESTION #2

Why did you decide to work with
us/use our product/service?

QUESTION #3

What was your experience like
working with us/our

product/service?

QUESTION #4

What benefits or results have you
seen/ how has this changed things

for you?

QUESTION #5

Is there anywhere else in your life
that you've seen benefits from

that you can think of?

THIS IS GREAT AND ALL BUT I  STILL WANT
QUESTIONS TO ASK

Now that we covered how to approach the questions so that you can get

the best possible answers you're probably still going to want the

questions.

 

So below are a list of 5  questions to get the ball rolling. But remember you

will RARELY ever get the best possible testimonial if you follow just these

questions.  You must DIG!!!



AND FINALLY...

As mentioned before sometimes getting the real story that
you want from your customers and clients is a challenge.
Even when you have a conversation with them and dig it's
tough.
 
That's because when you or another employee asks your
clients questions it's awkward. You're basically asking your
clients to tell you how cool you are to your face. And that's a
sure bet to keep your clients from opening up. But there's
another way.

WHAT'S THE OTHER WAY?

Instead of you or your employees doing the testimonial
interview have a 3rd party do it.
 
But not just some random person. Someone who is skilled at
asking the right questions and isn't afraid to go "deep" with
your clients.
 
Basically, you want a qualified "testimonial interviewer" to
do it. They will be able to pull out EVERYTHING that is
needed for incredible testimonials.

WHAT ARE THE BENEFITS OF A
"TESTIMONIAL INTERVIEWER?"

Besides the interviewer being able to ask the right questions,
they will also be able to make your clients comfortable.
 
They will save you time and make your life easier. On top of
that if they do their job right they'll make it fun for your
clients.

IMPORTANT PIECES TO PUT THIS ALL
TOGETHER

When going through the testimonial question process there is one

element that is the key to getting deeper even if you do follow a set of

scripted questions.  And that is...

 

LISTEN!!!

 

Listen to what your clients are saying. If you listen you will have no

problems coming up with other questions to ask.
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Now that you've read this testimonial question guide you
are in a great position to collect amazing testimonial

videos. 
 

So make sure you take advantage of this.
 

But if you'd like to know more about working with a
testimonial interviewer or how to get the most out of your

testimonials...
 

Go to...

WANT TO KNOW MORE?
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