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Hello, and welcome. I'm Naomi from IttyBiz and you are listening to 
the BIG LAUNCH launch multipliers. This track is called Advanced 
Tips For Getting Endorsements. 
 
So far in this class, we’ve been working hard to make sure you have 
as much personal power when it comes to running your launch as 
you can possibly have.  Over the years, we’ve seen a lot of people 
stall in their business, never really building it up with their bare 
hands, because they’ve been trying to get anyone and everyone to use 
their own names, lists and influence to help them grow. 
 
There’s absolutely nothing wrong with leveraging the power of 
someone else’s stature or reach to help grow your business and boost 
the power of your launch.  But that is not a first resort.  That comes 
second, after you’ve been hustling quite a bit on your own.   
 
(That said, it doesn’t mean your second resort has to come after years 
of paying your dues.  It means that people who are already successful 
are going to look to you to see indicators of hustle and success before 
they lend their resources your way.  It could take years, or it could 
take weeks, depending on how you do it.) 
 
So, now we’re in what, month nine of BIG LAUNCH?  We figure 
now is a great time to start talking about some of the more effective 
ways of getting endorsements for this thing you’re launching.  
You’ve learned a lot so far about how to succeed under your own 
steam, so we figure you’re in a position to really use this stuff now. 
 
Let’s talk about endorsements.  There are basically two kinds of 
endorsements – the kind you pay for and the kind you don’t.  We’re 
talking about the second kind in this module, so you don’t have to 
worry about finding fifty grand to get a D-list celebrity to hold your 
product and say “I love this thing!”  There’s no payments involved 
today. 
 
Instead, we’re going to talk about the regular, mainstream 
endorsements that you see every day – from the blurbs on a cover of 
a book to the blurbs on a sales page.  We’re going to talk about how 
to get someone of importance to publically say nice things about this 
wonderful offer you’re about to launch to the world. 
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The first thing we’re going to say as we talk about this is that getting 
endorsements from people is not rocket science, though you can 
apply a little bit of basic science to it.  There’s a lot you can do to 
increase the odds.  But ultimately, when it comes down to it, 
succeeding in the endorsement world requires one thing above all 
else – the courage to ask the first time, and the courage to ask again 
and again until you get a “hard no.” 
 
This is the biggest hurdle, but once you get past it your job at getting 
endorsements – and succeeding in general – gets a lot easier.  You’ve 
got to be willing to ask the first time, and follow up over and over 
again until you are told “no” outright.  If they haven’t said no yet, it’s 
still okay to ask.  You may have to put a little more finesse into each 
additional approach, but you have to keep asking.  We’ll tell you 
why.  
 
If someone is worth getting an endorsement from, then they are busy.  
Really, really busy.  That means that on your average weekday, 
anything that’s not extremely important to them is going to get 
pushed off until later.  Even if they’ve already said yes to endorsing 
your thing, life is going to get in the way.  They tell themselves 
they’re going to get to it this week, but then things come up.  So you 
have to keep following up. 
 
If someone is worth getting an endorsement from, they are also likely 
to be receiving similar requests all the time.  Unless you happen to 
also be a name they recognize, you are going to get lumped in with 
all those other people who asked for a blurb once, and then never 
followed up.  You need to be the one to follow up. 
 
This is a fact of life.  You may not like it, you may think it’s unfair, 
but it’s how the game works.  The people who get what they want are 
the people who keep asking until they get it.  Now, we’re not talking 
about when you get a hard “no.”  If you email me today and say 
“Can you endorse my thing?” and I respond with “I don’t think this 
is a good fit for my brand” or “Actually, I have a policy of not 
endorsing things but thanks for asking”, you don’t keep asking me 
after I’ve said no. 
 
But if you have asked me for an endorsement and I haven’t replied at 
all, or I’ve replied and said let me think about it, or I’ve replied and 
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said I’d get back to you on Monday, then it is your job to follow up.  I 
may not be ignoring you.  My water pipes may have burst, my kid 
may have the flu, all hell may have broken loose at the office.  Or I 
could just be really busy, and have to make the choice between 
finishing my own work for the day and getting back to my 
overflowing inbox.  A lack of response isn’t personal. It’s the same 
thing that happens when you don’t get around to responding to an 
email or returning a phone call.  So you have to follow up, and you 
have to get over any weirdness about it. 
 
So, we’ve hammered you over the head with that one, quite on 
purpose.  You know how the people are always asking in interviews 
“If you only had one piece of advice, what would it be?”  This one is 
it.  Keep following up until you get a yes or a no. 
 
That said, you want to be careful not to be too much of a nag about it.  
The person you’re trying to get an endorsement from may also not be 
responding because they don’t want to have to say “no” to you 
because they can’t figure out a polite way to do it, or they may not 
know you from a hole in the ground and therefore cannot trust you.  
So we’re going to talk about a number of things you can do to reduce 
the chance of that happening, so they can either like you enough to 
give you that endorsement, or realize you’ve given them a gracious 
out. 
 
So let’s talk about what people who succeed at getting endorsements 
tend to do, apart from following up like a champ. 
 
Item number one!  Start with a list of people about ten times longer 
than you need.  Preferably even more than that.  This is pretty critical 
to your ability to get the number of endorsements you need for a 
number of reasons.   
 
The first reason is because you are going to get a percentage of people 
who say no to you.  You don’t want a list of six people and then have 
to cross three of them off, leaving you running to the nearest dark 
corner to hide in the fetal position and weep your way through the 
night.  Get yourself a nice long list of people so you don’t feel like 
you lost half your potential people on the first day of contacting 
them. 
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The second reason is that the more names you have on that list, the 
less attached you’ll be to any one of them.  That will help you keep 
going when you’re not getting callbacks or a whole lot of positive 
response.  There are plenty of fish in the endorsement sea.  The more 
names you have on that list, the less power a “no” has over you. 
 
The third reason is that it will simply keep you busy.  If you’ve 
contacted five people and haven’t heard back, you can move to the 
next five.  You’ll worry yourself sick wondering why those first five 
haven’t gotten back to you and you’ll take it personally, and all the 
while the real reason they haven’t responded is that their wi-fi is on 
the blink.  Keep yourself busy contacting new people. 
 
Item number two!  Start early, when you are small and don’t need 
the big endorsements yet.  The best time to plant a tree was forty 
years ago, the second best time is now.  If you practice soliciting 
endorsements for little things now, when it doesn’t matter, you’ll 
start building that habit.   
 
Start asking people to say something nice on social media about your 
blog posts.  Start sending samples to people to get their feedback.  
Ask them their honest opinion, no strings attached, just to get that 
relationship of communication going.  You’ll get good at it fast. 
 
The added bonus of this is if you target people who are up and 
comers now, by the time you’re ready for an endorsement they will 
have grown in the time that passes.  So now you have a bigger name 
who knows you personally, and your chances of a yes go way up.  
This is a long game. 
 
Side note?  If you take your first stabs by asking for feedback or mini-
endorsement from people who are known social climbers, your odds 
go way up.  It’s a way to score some quick wins to make yourself feel 
confident. 
  
Item number three!  Connect with the people who are important to 
the person you want the endorsement from.  Busy / important 
people often do not have the time or energy to establish new 
relationships with people they’ve never heard of.  They mainly make 
new connections through people they trust – their peers, their 
employees, their friends.   
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These people are often easier to connect with than the main person 
you’re trying to get a hold of.  Get in with them and you can use 
them as a gateway to the person you want to get an endorsement 
from.  You can also ask these people to make an endorsement request 
on your behalf, or you can ask them for advice on how to approach 
the person in question.  Nothing gets attention like an email that says 
“I was talking to this person you like, and they said to get in touch 
with you.” 
 
Item number four!  Be prepared to explain why you are a good 
match. I don’t know why more people don’t do this.  Basically, give 
some context on why they might be a good person to endorse your 
thing other than the fact you want their name and fame attached to it.   
 
If you’re writing a cookbook and you’re trying to get Jamie Oliver to 
write a blurb for your front cover, in your initial contact say why you 
think he’d be a good fit, and make that a valid, real connection.  Not 
“well, you’re a cook.”   
 
Tell Jamie Oliver how he inspired a certain recipe or that his baked 
salmon video helped you make a dish that’s become a family 
favorite.  Tell him that you also went to Westminster Kingsway 
College or that you’ve been watching him since 1999 or that he’s 
directly influenced your approach to cooking Italian.  Anything here 
has to be true, of course.  What you’re going for is either establishing 
massive rapport, or showing that the thing you’re selling is very on-
brand for them. 
 
Number five!  Consider authority and not just celebrity.  It’s great 
to get famous names to endorse your stuff, but in lieu of that you can 
also approach authorities in the field.  If you can’t get Dr. Oz to 
endorse your book on going gluten-free, you may able to get 
someone who heads up a hospital, or someone with many impressive 
letters after their first name. 
 
Remember those commercials that said a certain brand of aspirin was 
recommended by 4 out of 5 doctors?  Yes, “4 out of 5” certainly helps 
conversion, but so does “doctors.”  Endorsements from authorities 
still count.  If you’re struggling for traction, look for the highest 
ranking people you can find at places no one ever heard of.  The 
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president of a small college will likely be a lot easier to get than the 
president at Harvard, but 90% of people will only notice the words 
“President” and “University”.  Work it. 
 
Item number six!  Do the heavy lifting work for them.  Have you 
ever seen endorsements from someone famous that look like 
someone else wrote them?  That’s usually because they did, and no 
one bothered to check to see if they looked generic and useless. 
 
The idea here is if you send over a list of things that the person could 
say, it’s great starter material.  A lot of people don’t know how to 
write endorsements, so they get nervous and don’t want to do it.  If 
someone says yes or even maybe to your request, you can send them 
a list of pre-written endorsement blurbs that they can use as a base.  
You can just say “A lot of people don’t like having to start with a 
blank page so here’s a list of ideas you can use as templates.”  Give 
good templates, though, because half the time it will come back 
verbatim. 
 
Item number seven!  Stack your way up and use existing endorsers 
as gateways.  This one is very effective if used with a little bit of 
finesse.  If Big Shot “A” knows Medium Shot “B”, and you can score 
B’s endorsement, then you can contact A and tell them that.  Just tell 
them you’re looking for endorsements and since you have B’s, you 
figured you’d ask them as well.  The fact that Medium Shot over 
there has essentially pre-vetted you makes their decision easier. 
 
Bonus points if you ask person B to recommend a few people for you 
to contact.  Then you can honestly say “Joe recommended I get in 
touch with you” and it’s organic – you’re completely on the up-and-
up. 
 
Item number eight! Details about your size and status can help.  If 
you contact someone and tell them that you have book that’s going to 
be published by a real publisher, that gives you more credibility.  If 
you tell them that you’re expecting great reception for your launch 
and it’s going out to a list of 5,000 people, that helps.  If you tell them 
you’ve successfully released three things in the past, that helps.  If 
you have picture of the thing you’re selling, or a book cover, or 
whatever, show it to them. 
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What you’re going for here is anything that’s impressive if you’ve got 
it, and anything that’s real if you don’t.  If you’ve sold 10,000 of your 
things in the past, great, that tells them you’re not just some person 
off the street.  If you tell them that a real publisher is publishing your 
book, if that’s what you’re launching, then that tells them someone 
else has vetted your work.  If you’ve won awards or recognition from 
any source, that helps.  It’s basically social proof. 
 
Item number nine! Dangle a carrot.  What authors often do when 
they’re trying to get a bigger name is to offer them a chance to write 
the foreword to their book.  That gives prominent placement to that 
person on your cover.  If you’re selling something else you may have 
other options.  A video interview to stick in the introduction to your 
course is another example.  Get creative.  Find a way to offer 
something enticing to their ego.  
 
Finally, item number ten! Ask again when you launch your next 
thing. Do you want to know how many people snag the biggest 
names in their industry? They keep making new stuff.  Do what 
authors do.  They go for a big name and he says no, so they get 
someone else to endorse them for their book.  They write a second 
book again, and get another “no”, so they find someone else.   
 
By the time they come out with the third book, they contact the big 
name and he thinks “Wow, this person won’t quit, and they’re 
getting more successful every year.  Ok, they’ve proven themselves.  
I’m in.”  Remember, this is just one launch of many.  If you don’t get 
them this time, you can always get them later.  Just don’t stop asking. 
 
Ok, that’s it!  Ten’s the magic number.  If that doesn’t help you get 
more endorsements, we don’t know what will.  For those just starting 
out, we’re going to remind you that you don’t need endorsements to 
make your launch a success, but they can sure be helpful for pushing 
a lot of those “almost buyers” over the edge.  Remember this is a long 
game, and it’s going to take as long as it takes. 
 
Thank you so much for being here with us today. You've been 
listening to the BIG LAUNCH launch multipliers, Advanced Tips for 
Getting Endorsements. I'm Naomi from IttyBiz, and I'll talk to you 
very soon. 


