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How to Get Testimonials and Referrals 

 
The more testimonials you have the better. Here are the forms of 

testimonials you can get in order of how effective they are: 

 

1. Video testimonials 

2. Written with photo, name and title 

3. Written with no photo, name or title 

 

Testimonial Guidelines 

Look on other people’s sites for how they do testimonials for more ideas on what works and what 

doesn’t. Here are a few guidelines for the content of testimonials: 

 Short and succinct – just a few sentences especially for written ones 

 Speaks to the benefits your offer 

o Overcoming of pain and problems 

o Achieving goals and inspiring passions 

 Name, title and website —the more clout the person has the better 

 For video – choose people who are good on video and can come across as sincere and 

enthusiastic as opposed to people who are uncomfortable on camera and seem forced and 

low energy 

 

 

How to Get Testimonials 

You can:  

 

 gather a group of your fans and interview them on video  

 have a videographer interview people right after your presentation 

 call people on Skype or Google Hangouts and record them using the web cam 

 write the testimonial up yourself and then get the person to edit and okay it 

 

On the next page is an email I have used to get testimonials from past clients. Feel free to copy and 

edit it for your own purposes. 
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Subject Line: 3 quick questions for you 
 
Hi Ron, 
 
I have a small favour to ask - 3 quick questions for you to answer. 
 
I am about to pitch myself to a meeting planner for a real estate event.  I want to include testimonials 
from people who have seen me speak to a similar group. It was such a pleasure to speak at the Real 
Estate West event and I remember you saying how well my presentation was received.  
 
To that end, here are the 3 quick questions...if you have time to respond with a few sentences to each I 
would be most grateful. I'd need it by Monday, Jan. 30th. 
 
============================ 
 
1. What did you learn, discover, gain from hearing me speak?  
 
2. How did it change your real estate business? What's different as a result? 
 
3. What title and web site should I use after your name?  
 
============================= 
 
The testimonial will be used on my website for potential meeting planners to understand what it's like 
to have me present to their group.  If it doesn't work for you to do this ...it's totally okay...I have 
others...but I thought I’d check with you anyway.  
 
Thank you! 
Carla 
 
P.S. If it works better for you to put it on my voice mail or call me….I am at 604-222-2276 
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Referrals 

Ask almost any small business person and they will tell you that the majority of their business 

comes from referrals. Instead of waiting and hoping someone refers you, ask people to do it. The 

worst they can do is decline. Here is an email my client used to ask for referrals for speaking 

engagements. Give an incentive for them to refer you sooner rather than later. Feel free to copy 

and edit it for your own purposes: 

 

Hi Cory, 

 

Last time we talked, you mentioned that you knew meeting planners looking for help resolving 

conflicts in their workplaces. As you know, I offer conflict resolution training that has transformed 

many a toxic workplace into a harmonious one.  

 

I offer a free consult to discover whether hiring me is the best option. If not, I can offer other 

resources to your contact. Here is an email you could send them to make it convenient for you. And, 

if you feel comfortable doing so, please copy me on the email.  

 

Hi _______,  

 

I wanted to let you know about a great conflict resolution trainer I know named, Jennifer 

Wright. I remember you talking about getting help with this at ICN Technologies. Working 

with Jennifer was like a breath of fresh air at our last conference. I took some of her ideas 

and applied them at my workplace.  I finally feel comfortable, and even happy to go to work 

every day—so much less tension!  

 

Her contact info: www.TheHarmoniousWorkplace.com, 808-275-9987, 

Jennifer@TheHarmoniousWorkplace.com    

 

Let me know if you have any questions, 

 

Cory White 

BCLC 

 

Gratefully Yours 

Jennifer 

604-255-8890 

 

 

http://www.theharmoniousworkplace.com/
mailto:Jennifer@TheHarmoniousWorkplace.com
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Questions to answer regarding Getting Testimonials and Referrals: 

1. What kind of testimonials do you have now (video and written) about your speaking?  

______________________________________________________________________ 

______________________________________________________________________ 

______________________________________________________________________ 

 

2. Who else could give you a testimonial? List at least 3 people 

 

______________________________________________________________________ 

______________________________________________________________________ 

______________________________________________________________________ 

 

3. When will you contact them by? 

 

______________________________________________________________________ 

 

 

 

 


