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LEGAL NOTICE:
This book is © All Rights Reserved.

While reasonable attempts have been made to ensure the accuracy of the information
provided in this publication, the author does not assume any responsibility for errors,
omissions or contrary interpretation of this information and any damages or costs
incurred by that.

The author does not warrant or represent at any time that the contents within are
completely accurate due to the rapidly changing nature of the Internet.

This book is not intended for use as a source of legal, business, accounting or financial
advice. All readers are advised to seek services of competent professionals in legal,
business, accounting, and finance field.

While examples of past results may be used occasionally in this work, they are intended
to be for purposes of example only. No representation is made or implied that the
reader will do as well from using the techniques.

The author does not assume any responsibility or liability whatsoever for what you
choose to do with this information. Use your own judgment.

Any perceived slight of specific people or organizations, and any resemblance to
characters living, dead or otherwise, real or fictitious, is purely unintentional.

In practical advice books, like anything else in life, there are no guarantees of income
made. Readers are cautioned to reply on their own judgment about their individual
circumstances to act accordingly.

You are encouraged to print this book for easy reading.
Use this information at your own risk.
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Introduction

It's An Undeniable Fact: Your website visitors believe that you will say

anything about your products to get them to buy from you.

Everybody is skeptical when it comes to products and the benefits they claim to offer
and who can blame them? You'd be hard pressed to find one sales letter without just a
little hype in it...

Some of mine included. ;-)

So why can I get away with it while you can claim your product is the greatest thing

since air and still not make many sales if any?
Simply put...

You see those Big Blue Letters at the top of this page? That's why. People believe
that you will say anything about your product to make the sale. But, you can actually
afford to use a little hype in your sales letters if you have plenty of testimonials to

boost your credibility high enough.

Think about it.
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How often do you believe things because a lot of other people say you
should? More often than you’d like to think.

Having dozens of people (who are not you) saying that your product is worth having
makes it easier for people to believe any perceived hype or unbelievable claims in your

sales letters.

People think... “His headline and sales letter sound too good to be true, but with all the

glowing testimonials this product has... What could it hurt to check it out?”

It's a sociological aspect of social proof. Most people look around and see what other
people are doing (or saying) and use that as information to decide on what they should
do.

Then of course you just make sure that there is a quality product behind the scenes to

keep your once skeptical customers happy with their purchase.
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It's Social Proof At Work

Take a look at The Power Of Social Proof when it comes to sales letters. But there’s

a fine line you have to be aware of.

What I mean is, you don't really want testimonials. You want product specific, detailed
testimonials that look like someone actually sat down and took the time to write about
their experiences with your product. Testimonials like “Great Product” and "I really

loved your report” can actually do more harm than good.

Now, before you start thinking that you can’t get as many detailed testimonials to
reinforce the value of your products as you want you may be surprised by what you're

about to read.
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How To Get Your First Few Testimonials

Let’s say that you have a special report that has a great sales letter and graphics, but

lacks the testimonials that would make it extremely attractive to your web site visitors.

All you have to do is send a few copies of your report to a few select people in

exchange for their comments (you want to specifically ask for feedback) on your work.
A Sample Email (feel free to swipe any of this):
Hi,
My name is and I'm contacting you because I'm just now finishing up a
new product you might be interested in and I would like your feedback
on it.
You can see the sales letter here:
I subscribe to your newsletter and noticed that much of the
information you write about fits in with the theme of my new product
and that’s why you instantly came to mind when I decided to seek the
opinion of a few of my peers.
Feel free to give me your honest opinion. I would like your honest

opinion about my work so I welcome any constructive criticism you

might have.
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If you would be interested in reviewing (“"Product Name”) let me know
and I'll send you a username and password to download everything

from the site.

Please note that if you send a testimonial for my product after you've
had a chance to review it and like what you see that I would like your
permission to use your feedback on my sales letter for everyone who

visits the page to see.

Thank you for your time.

Of course that’s just an example to show you what needs to be said. All you're doing is
asking for honest feedback and a possible testimonial if the person thinks you should

have it.

Always ask for feedback.

Never blatantly ask for testimonials. The letter above implies that you would like a

testimonial but it's mainly asking for feedback.
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You want people to tell you if your product is less than it should be. Then you can fix
what’s wrong with your product and make it ten times better than before. If warranted,
correcting problems that others point out in your product is a great way to get glowing

testimonials from them.

Just fix whatever is wrong with your product then have the same person review your
changes. So if someone writes you back with less than glowing feedback initially don't
get discouraged. Take an honest look at your work, fix what needs fixing then go back

to the same person to see if your product is better.

If it is, you'll get the testimonial you were after.

Finding out if your product needs to be improved is a good thing. You want to provide
the best possible product you can and the only way to do that is to get different

perspectives on your work.

It’s really hard to judge your own stuff for quality. Take a deep breath and ask for
feedback.

Many times, other people can see things about your work that you would miss or not
pay attention to. You're too close to anything you create to be objective about how

good or how bad your product is.

Usually you would want to approach people who you know cater to the same market

you want your product to reach.
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Couple of reasons for that...

» These people will usually know what your specific market is looking for which
makes them excellent candidates to give you feedback. Now I know you might
think that your “competitors” won't want to help you improve your product, but
that really isn't an issue. Your “competitors” are people and in general, people

want to help other people.

> Your website visitors may recognize the names of the people who end up giving
you testimonials, which can further increases your credibility if the person

whose testimonial you use already has credibility with your site visitors.

What I've found is that when you ask someone to review one of your products, they
actually take the time to do more than skim it. And if they end up sending you a
testimonial (since they know that’s what you're after) they’ll usually make it a good one

since often they would like to be prominently displayed on your sales page.
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How To Get A Constant Flow Of

Quality Testimonials

Once you have your first few testimonials (by giving access to certain people and asking
for feedback), what you want to do is set up a simple autoresponder message for the
new customers you generate that asks them for their feedback about 3-5 days after

they have ordered while your product is still fresh on their mind.

Some might say that’s too soon but people have short attention spans so if you wait too
long, much of the excitement people had over your product when they bought will have

disappeared.

You want to catch people while they're still close to the mindset they were in when your

sales letter got them to buy.

I got my first few testimonials by asking for feedback from a few select people (using
an email similar to the example I give above) and I got the rest automatically from
customers through the use of a simple autoresponder message asking for feedback

about 5 days or so after people order from me.

Your autoresponder message should offer some sort of incentive for sending you
feedback. Most people won't take the time to send you feedback or they’ll give you a

generic testimonial if you don't.
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Your free offer isn't a bribe but a good faith gesture that will be reciprocated in the

form of a detailed testimonial.

Most people will try to find positive things to say about your product if in exchange for
their feedback you are giving them something for free. I'm not telling you this to show

you how to trick people into giving you good feedback when you don’t deserve it.

If your product isn't as great as you think it is then no sort of enticement will get you
favorable feedback. People will either not respond to your request at all or they will

respond with hopefully constructive criticism.

The free gift in exchange for feedback usually has the effect of making people give a
little more thought and put a little more effort into the quality of the testimonial they
send and that’s only if they were going to say something good about your product in

the first place.

People feel obligated to return one good gesture with another. This is called “The Law
Of Reciprocation” and it works. Anyone who doesn't like your product usually won't
take the time to respond to your request for feedback regardless of what incentives you

offer.

The ones who do respond are people who like your product and want to make sure
they give you a usable testimonial because after all, you are giving them a valuable

freebie for their time.

Here’s an example testimonial request letter (feel free to swipe any of this) ...
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Hi,

I want to thank you for purchasing product a few days ago from.

It's always my pleasure to email customers and thank them for their
purchase because I do realize that you could have chosen to do
business with someone else so again, Thank You for giving me the

opportunity to serve you.

The other reason I'm writing you today is to ask if you had any
feedback about your experience with. I generally use this feedback as

a testimonial in my marketing material.

With that in mind, could I ask you to send me your feedback about so
that I could use it on my website for others to see and in other

marketing material?

If you'd be willing to do that please make sure you include a link to

your site I can display along with your feedback.

Keep in mind that I'm also open to constructive criticism so if there’s
something you feel is missing from my product please let me know and

I'll do my best to correct the issue.

I realize that you're busy so just for taking the time to send me your
feedback I'd like to give you a copy of (THE FREE BONUS OFFER) as

soon as I hear back from you.
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Just to give you a little information about the report I'm sending you in

exchange for your feedback.

(Describe The Bonus Offer In Enough Detail To Make Sure People
Understand The Value Of Your Feedback Incentive)

This is one of my personal resources and I generally don’t share it with
any other than people like you who have shown a willingness to take

action towards their goals.

You can either reply directly to this email or use this form:

Thank you for your time and if you have any questions at all please feel
free to let me know.

A little long perhaps but I've found that the more detailed the letter the better. Effort is
a two way street. You have to put some effort into the testimonial request letter you
send in exchange for someone else putting in the effort to send you a quality

testimonial.

If you are on the lists of other marketers, especially those in your niche, then chances
are that you have also received similar requests. (If you are not on any lists in your
niche - consider signing up for some - observing your competition is some of the best

free marketing education that you'll get!)
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Has anything struck you as being a particularly memorable testimonial/feedback
request? Of course, you can't swipe email content from other marketers (a BIG no-no),

but you can use them for some inspiration as you build your own style.

Also, if you want to setup a feedback form on your site, and don't know how, then don't
sweat it. If you use WordPress, try Gravity Forms, the easiest and most advanced
solution for making detailed and professional forms with WordPress. There's also
JotForm (free for the first 100 entries per month) and WuFoo (free up to the first

three forms) which will work with WordPress or even plain HTML sites.
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An Important Factor

The incentive you use to generate feedback should be directly related to the product
you want feedback on. You already know people are interested in the subject they just
bought information on... so more information on the same topic should also get their

attention.

You shouldn’t use the same ebooks or reports other people are giving away all over the
Internet. Either find valuable information that isn't freely found elsewhere, or create

your own.
A short report or a simple article will do.

The main thing to remember is that you have to tell people why the incentive you're
offering in exchange for their feedback is worth having. You can’t expect people to

automatically see the value in it. Tell them what you think its worth.

I for example sometimes offer a report written by another marketer but I tell people
why it's worth having. A lot of times, the more detail you can go into about the bonus

you're sending people for giving you feedback the better.

Having said that, don't make people wait for their bonuses. If you have a feedback
form, make sure it directs automatically to a thank you page with the bonus. If you are
asking them to send feedback to a particular email, make sure you have your
autoresponder setup in such a way that it automatically sends them a thank you mail

with the bonus details.
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It could be something as simple as a dedicated gmail address with a vacation response

or a separate list on your autoresponder which sends out such responses on autopilot.

When you are working on a small scale, it is both feasible and important to reach out to
your responsive customers personally. Follow up on the automated email with a
personal note, but since you may not always be available or timely with this, make sure
to at least have the automated systems in place, and be sure to test things extensively

before sending the feedback request.

As an aside, if you are dealing with offline/small biz clients and they leave you
feedback, then you might even consider sending them something personal in the mail.
Assuming you had a good working relationship, this will ensure that they remember you
for longer, recommend you more quickly and come back to you future business too.

And not to forget the warm fuzzies you get from sending something by post!

How To Create A Feedback Incentive

You know, when I've told people about this method in the past, many misunderstood
and thought that you could offer people just about anything for free and they’ll want to

send you their glowing feedback
That couldn't be further from the truth.

You have to look at the feedback incentive as a product. A product people would

actually pay for if it were for sale.
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That’s why I recommend you create something of your own instead of just giving
people something they can find for free somewhere on the net. And keep in mind that

I'm not talking about anything major.
Just a simple 5-10 page report.
That's it.

The best incentive you can offer is a small report people can't get anywhere else,
especially since you aren't charging them for it. All you're asking for in exchange is a

simple email with their feedback.

I recommend you get a copy of 30 Minute Product Creation for a step-by-step

process for creating valuable small reports in super quick time.

The Forgotten Element

I've seen other marketers use letters like the one I just described and 99% of them

forgot to do one thing you absolutely must do.
Thank the person for their feedback good or bad after you get it.
Don't just send them the bonus you promised them.

Take the time to thank them for the time they took out of their day to do

something that will help you generate more business.
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Send them more than just a simple "Thank you and here’s your bonus”. Your real goal
is to cultivate a relationship with the people who are willing to spend their time to help

you out.

Never forget that.

How To Set Everything Up

You may be wondering how you're going to get people on your autoresponder to ask

them for their feedback in the first place.
Well, you have a few options...

> You're offering a bonus with your product like free updates. If so, you can have
people hit your autoresponder to get notification of the new updates when
they’re ready. When people sign up to be notified of updates your autoresponder

would be set up to ask for feedback on your product a few days up to a week.

One thing I did with this method was to have people sign up through my autoresponder
inside the members area before they could even access the updates. That way I was

assured that everyone who ordered the main product would be on my mailing list.

» When people get to your download page, have a form there that asks for their
email address. Some people will be angry if you don’t forward them to the actual
product they paid to download immediately after they order so you may want to

have your sign up form as an option only.
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In other words the first thing on your download page would be a sign up form. Offer
something extra for signing up. The real purpose though is to get the testimonial down

the line automatically.

> You can also do something I do with one of my products. I offer bonuses with
one of my products that come 15 days apart. Bonus one can be downloaded
immediately but I tell people on the download page that bonuses two and three

are delivered by autoresponder so they have to sign up to get them.

That gets them on my list so that I can follow up with them and ask for their feedback
later.

I set it up this way...

In plain view I ask people to join the list to get their first bonus. The rest of the
bonuses will be delivered at set intervals. I can ask for feedback on the main product at
any point in time once people are on the bonus list and they won't unsubscribe from it

until they get all of the bonuses.

The point is that you can always find an automated way to get people to hit your
autoresponder. There’s no need to add people manually. This puts your testimonial

collection on autopilot.
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To Hear Or Not To Hear. That Is The

Question.

Audio testimonials.

Not everyone uses them. A lot of people don't use them because they don’t know how
and probably don't think it's worth the effort to learn how. The only way you know if

something works or not is to try it.

For getting a hold of audio testimonials I recommend you get a copy of “Sonic

Memo”. It allows you to stream audio from your site.

The “Sonic Memo” program is something that you download to your computer for a
one-time fee. No monthly payments and you maintain control over all of the audio you

create with it.

This is something you'll have to test on your own to see if it boosts your sales or not

but in my opinion it's worth a try.

NOTE : If you list your products for sale using WordPress themes like Optimize Press
then it seems WordPress messes with the code. It converts regular .html ampersand

characters into #038’s. You'll want to download the “"Hana Code Plugin” which helps

you insert clean code.
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Personally, I've found that people are a little nervous about leaving audio testimonials

so it helps if you give them some or all of the following tips.

Basically...

» There's no need to be nervous, just take your time and imagine talking to a

friend.

> You should write out what you want to say ahead of time.

> You can record your message more than once to get it right.

> After you record your message, please state that I have permission to use it in

my marketing material. If you forget to do that, don't worry. You can always just

send me an email later.

You get the idea.

Familiarity gives people the confidence to leave you quality audio testimonials. Because
people aren’t normally asked to leave audio testimonials you may want to offer a more
enticing incentive for them to do so. On top of that you should also ask people to send

a written version of their testimonial in case you'd rather use that.

It's better to ask for the written backup than to wish you had it later.

Here’s an example audio testimonial request letter (feel free to swipe any of this)...
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Hi,

I want to thank you for purchasing product a few days ago from.

It's always my pleasure to email customers and thank them for their
purchase because I do realize that you could have chosen to do
business with someone else so again, Thank You for giving me the

opportunity to serve you.

The other reason I'm writing you today is to ask if you had any
feedback about your experience with. I generally use this feedback as

a testimonial in my marketing material.

With that in mind, could I ask you to send me your feedback about so
that I could use it on my website for others to see and in other

marketing material?

If you'd be willing to do that please make sure you include a link to

your site I can display along with your feedback.

Keep in mind that I'm also open to constructive criticism so if there’s
something you feel is missing from my product please let me know and

I'll do my best to correct the issue.
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You have two options:

1) You can send me your written feedback.

2) You can record me an audio testimonial. There’s some free open
source software I personally use called Audacity which you can

download from here : http://audacity.sourceforge.net/download/ .

There is also an editing feature which allows you to get rid of the
“ums” “ahs” and awkward pauses. There’s tons of tutorials on
youtube to help you out.

Itunes also has a free downloadable app here :
http://itunes.apple.com/us/a ocket-

wavepad/id395339564?mt=8 . This also has editing functionality.

I realize that you're busy so just for taking the time to send me your
feedback I'd like to give you a copy of as soon as I hear back from you.

Just to give you a little information about the report I'm sending you in

exchange for your feedback.

(Describe The Bonus Offer In Enough Detail To Make Sure People
Understand The Value Of Your Feedback Incentive)

This is one of my personal resources and I generally don’t share it with
any other than people like you who have shown a willingness to take

action towards their goals.
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If you're willing to send me your audio feedback for possible use in our

marketing material, on top of.

I'll also send you.

Once again...

1) You can either send me your written feedback by replying to this email
or here: Or...

2) You can send me audio feedback through our toll-free number listed
here: 1-888-123-4567

If you were going to send me your audio feedback, would you mind
also sending a written copy of it as well? This is so that I'll be able to

use your feedback in a variety of marketing material.

After all, it’s kind of hard to put an audio testimonial on a postcard or a

sales letter sent through the mail. ;-)

Thank you for your time and if you have any questions at all please feel

free to let me know.

Again, I know that sounds like a lot to ask and it is but that’s why you have to make
sure you offer an original incentive for the time it would take someone to send you
feedback.

You have to remember that a good testimonial can add sales to your bottom line so it's

well worth the effort getting them.
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Once It’s Set Up, It Runs Automatically

You don't have to just sit back and wait for people to say something nice about your
products. Even the biggest names in marketing do just what I've outlined for you. They

take a proactive role in getting those flashy testimonials you see on their sites.
They ask for their first few testimonials and then solicit others through the use of

autoresponders from hopefully satisfied customers who have actually paid for their

product.
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