


Module 8 

How To Get Couples Drooling Over 
The Idea Of Working With You 



Today’s Plan 

  Methods of proving your credibility 
  How to get great testimonials 
  How to get referrals from past customers 
  Why you need a great FAQ page and how to 

create one 



Credibility – What Potential 
Customers What To Know 

  Who are you? 
  Are you a professional? 
  Do you know what you’re doing? 
  Will you deliver what you say you’re going to? 
  Will I be happy with my decision to work with 

you? 



Who Are You? 

  You should have an about page where people can learn more 
about you (as a human being as well as a businessperson) 
and why you do what you do. 

  Your contact details should be obvious and make sure all links 
work 

  Do you have a photo of yourself on your about page? That 
does wonders for creating a connection with visitors.  



  In other words, are you trustworthy? 
  On your about page you can tell your story and why you do what 

you do. 
  Do you have any certifications, association memberships or awards 

that you can show off? 
  You can show that you are a professional by explaining how you 

work. What is your process? What will the client experience? 
  Does your site look professional & clean? Is it on your own domain? 

Is your email on your own domain or is it a Hotmail address? 
  Are you available? Do you respond to your emails promptly? 

Are You A Professional? 



  This is where just saying that you’ve been in business for x number of 
years, etc won’t cut it. Plenty of bad businesses have been around for 
years. 
  You can show people that you know what you’re doing by writing blog 
posts that help your readers while demonstrating your expertise. 
  Do you have a portfolio that you can make available on your website? 
Seeing is believing. 
  Can you demonstrate your process somehow? I’ve seen this done in 
behind the scenes videos or with photos in a behind the scenes blog 
post. 

Do You Know What You’re Doing? 



  Do you have a history of delivering for your clients? Are 
you showcasing their testimonials with an image and their 
name? 
  What happens if for whatever reason you aren’t able to 
follow through? Is there a contingency plan? 
  What are your payment terms? Asking for 100% up front 
on something like photography is going to look kind of 
shady.  

Will you deliver what you say 
you’re going to? 



Will I be happy with my decision to 
work with you? 

  Can you show people who have worked with you that are 
happy with their decision? This is where testimonials can do 
wonders for you. 

  Transparency and managing expectations can be really 
helpful here. A lot of times when a customer ends up unhappy 
it’s because there was a misalignment of expectations. What 
can they expect from you? What specifically will you deliver? 
How often can they get in touch with you?  



  Social proof is a psychological phenomenon that is really powerful. 
We like to follow the herd and if the herd likes you, it’s reasonable for an 
individual to assume that they will like you. 

  A study published in the Washington Post proved that positive social 
proof is more influential than saving money. 

  This is what the “Billions and billions served” sign at McDonald’s is all 
about. 

  If you’ve ever based a decision on a review on Amazon from 
someone you’ve never met, you have made a decision because of 
social proof. 

Social Proof 



How To Use Social Proof 
  Have testimonials that describe the experience of the customer. 

These have more influence when you attach a name and an 
image to them. 

  If you have memberships with any associations, have won any 
awards, etc make sure you are displaying those logos. 

  If you have been featured or written for any publications or blogs, 
display those logos and link to the feature. 

  Bite-size endorsements from influencers are powerful as well. 



Examples of Social Proof 





  Make sure you have a system for this where you are following up with 
customers shortly after you finish working with them. 

  Don’t just email them and ask them to give you a testimonial or feedback. 
Make sure you are asking them specific questions. This will give you more 
relevant testimonials and it makes it easier for them. 

  Those questions might include: 
  What was it like before you found me? 
  What made you choose to work with me? 
  How would you describe working with me?  
  What was your favorite thing about working with me? 
  Would you recommend me to a friend and why? 

  Take these answers and put them into a format that flows and send it 
back for approval. 

  Ask them for a photo and link to their website if they have one.   

How To Get Great Testimonials 



How To Get Referrals 
  Ask. Just ask past clients if they know of anyone who might need your 

services. You can frame it as you’d like to work with more people just 
like them Most people have a lot in common with their friends so it’s 
reasonable to assume that their friends might be like them. 

  Educate your referrers about your ideal client and the type of person 
you are looking to work with. This goes for past clients and your 
wedding vendor friends. 

  You can create a referrer reward program as a thank you for referrals. 
This will keep you more top of mind. You can reach out to them 
occasionally too with keep in touch emails. 



Creating A Great FAQ Page 
  A FAQ page isn’t just to answer questions, it’s to break through objections. 
  The structure that works best is to present a question that is an objection to 

working with you and then use the answer to dispel it. 
  Write the questions from the perspective of your client and in your client’s 

language? 
  Make sure it’s easy to scan so that people can find the questions that they 

have. 
  You can have some fun with this and inject your personality into it. 

  The idea is that by the time a customer is ready to contact you, they will 
already be past these objections. Link to blog posts you’ve written if they 
can answer questions or add useful information. 



Quick Recap/Homework 

1.  Think through the 5 credibility factors we talked about and go 
through your website to see where you can make improvements.  

2.  Decide which methods of social proof you will use on your website. 
3.  Create your questions that you’ll send to clients to get testimonials. 
4.  Aside from your favorite customers, who will you ask for referrals? 

Decide if you will create some sort of a reward program. 
5.  Think through the common questions and objections you hear from 

people and start working on your FAQ page. 



Coming Up In Module 9 

  How to take your customers from the first date to saying 
“I Do” to you. 

  What is a sales cycle and how to define yours (and 
systematize it!) 

  How to optimize your site to guide people through your 
sales cycle 




