Asking for Testimonials from Clients

Very few of us like to talk about how great we are at what
we do. After all, most of us were taught that it is a bit
braggy to talk about ourselves in that way. It is one of the
biggest issues we can have as an entrepreneur — how do
| talk about myself on my website and in my marketing so
that it establishes my credibility without sounding
arrogant? That is where testimonials come in.

Testimonials are one of the best ways to highlight the amazing work you do with your clients. [t
gives your clients an opportunity to talk about the impact you’ve made with them and the results
you have had on their life/business/work/health/relationships. And prospective clients can get real
life examples of the great work you do without you having to brag! What’s more, satisfied clients
are almost always happy to provide you a testimonial if you ask them. That’s right... you still have
to ask. Unless your clients are entrepreneurs themselves, they rarely offer to give you a testimonial
without you first asking them if they would be willing to give you one. But don’t worry; the following
will make it easy for you!

Here’s some language you can use to ask someone for a powerful testimonial:

“[insert name here], | have so enjoyed working with you and it really feels like you are having
some major breakthroughs with our work together. Would you be willing to share what
you’ve gotten out of working with me (or what you are getting from working with me so far)
in a testimonial?” (When they say yes...) “I can make it really easy for you by providing you
with a template and some questions to guide you and then | can put together a succinct
testimonial from your answers, using your words, and send it to you for your

approval. Would that work for you?”

When possible, you want to get a full name and picture of your client (so your prospects know you
didn’t just make these testimonials up!), so you’ll want to make sure you ask them about that, as
well. A big bonus to your clients, if they are also entrepreneurs, is to offer to put a link to their
website which will give them some added benefit to being featured as a testimonial. Laurie has
gotten lots of brand recognition by always taking advantage of submitting a testimonial to trainings
or services she has found helpful.

To make it super simple, here is a 3-step template that you can give to your clients to help them
articulate the difference your work together has made on their life...they simply fill in the blanks:

« Before working with [insert your name here] | struggled with...
« In working with her | discovered...
o After working with her...
You may also want to provide them with some additional questions to answer, such as:

o What was the biggest thing you got out of working with me? OR



o How many new clients did you get as a result of our work together?

You want to ask questions that pertain to the particular work that you do and some tangible
answers around the results or benefits that your work produces. As an example, if you were
working with someone around time management, you might ask how much time they are saving
as a result of your work together.

Once they fill out the template and return it to you, you can take the pieces that really stand out to
you and create a testimonial by weaving together their language and words into something shorter
and powerful. Be sure to send it back to them for their approval to make sure they feel that your
edits are an authentic expression of what they want to share.

And what if a client says “no?” — it is an opportunity to open up a dialogue to make sure they feel
they are getting or have gotten great value from your work. Sometimes people are simply private,
but if there is a problem and they aren’t happy with their results, you want to know so you can try
to make it up to them, as well as get feedback on how you could improve the client experience
going forward.

Mind Full, or Mind$ul?



