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HOW TO GET AWESOME TESTIMONIALS FROM YOUR 
CUSTOMERS  

THRIVE BY DESIGN WITH TRACY MATTHEWS 
 

You can ask them things like why did you decide to purchase, what was the 
tipping point, was there anything that you would change about the process 

because that’s helpful feedback on you just getting better as a business owner. 
 
 

You’re listening to Thrive-By-Design business marketing and lifestyle strategies 
for your jewelry brand to flourish and thrive. Let’s get started.  
 
Tracy: Welcome to the Thrive-By-Design podcast. I am Tracy 

Matthews your host today and I’m as always very excited to be 
here. So today marks probably the first episode that we’ve 
done that’s actually in the summer. So summer for a lot of 
jewelry designers and makers can either be one of the busiest 
seasons because maybe they have sort of a seasonal brand 
where they’re selling at a lot of outdoor fairs and markets or 
maybe in a coastal town where their jewelry is inspired by the 
sea or it can also be one of the slower times if you’re in more 
of a traditional sort of retail environment where you’re maybe 
selling to store. This is the time when the stores are getting rid 
of their inventory from the spring and starting to bring in fall 
merchandise. So the summer can be sometimes a little bit of a 
slow time for jewelry designers and makers. 

 
 So today I’m going to give you some tips on what you can do 

during that time and one of my favorite things is really 
nurturing customers. So the next couple of weeks we’re going 
to be talking about that and creating an experience for your 
customers so that they’re going to be giving you raving 
testimonials but also continue thinking about it for more or 
maybe I should say thinking about you for more jewelry 
designs. 

 
 A few weeks ago on episode #41 I was talking with one of our 

sponsors, Hilary Halstead Scott of www.halsteadbead.com and 
we were talking all about how to win a grant for your jewelry 
business. So before I dive in to today’s episode I wanted to 
remind you that right now is a great time to fill out applications 
for grants for any sort of sponsorship opportunities where you 
can win free money and if you don’t know Halstead is having a 
grant competition. Entries I believe are due by August 1st and 
this episode is airing late in June so you still have a lot of time 
to apply. I know another designer in our community; Olivia 
Sheet also applied for a FedEx grant. So there’s lots of grants 
and opportunities out there to help you fund your business 
and to get you thinking about your business in a bigger way. 

 
 And one of the things that I love about these sort of grant 

applications and especially the one that Halstead is putting out 
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is that it really makes you think about your business 
strategically and gets you to think through everything that 
[3:00] you really need to be thinking about to grow a 
successful brand and to really build the momentum that is 
going to make a difference and is going to position you as a 
designer to be reckoned with. One of those designers who is 
building a lot of demand for their brand, a lot of desire, and 
creating a huge fan base of brand advocates. So if you haven’t 
checked that out we’ll have a link at the bottom of the episode. 
You can definitely go over to Halstead and Google the 
Halstead Grant or click the link at the show notes over at 
episode 47 and you can go ahead and grab that grant 
application and make sure that you fill it out. It’s an awesome 
application. I highly recommend it to any of you who are just 
thinking about your business in a bigger way even if you have 
no intention of submitting for the competition definitely fill it 
out. It’s a great way to get thinking about your business in a 
bigger way. So go check out the Halstead Grant. You definitely 
want to get on top of that. 

 
 Alright so today is all about how to get killer testimonials from 

your clients. So this is episode 47. I’m not sure if I mentioned 
that. I can’t believe that we’re already through 47 episodes 
which is insane. I just got back from a trip from Italy and got so 
much inspiration while I was there. It was an awesome, 
awesome trip and I highly recommend that when you have an 
opportunity to do things and get out of your own way to help 
inspire creativity because sometimes when I feel stuck I know I 
just need to get out of my office, I need to get out of my 
environment so that I can start to feel a lot more creative and 
I’m going to be talking a lot more about that in future 
episodes. 

 
 But today we’re going to be talking about how to get killer 

testimonials from your clients. Next week is the Flourish and 
Thrive Academy’s four year birthday. I can’t believe that we’ve 
been around for four years. It seems like Robin and I just 
started this yesterday. So if you haven’t noticed; if you’ve been 
following us you’ve seen that we’ve been having a lot of 
birthday celebrations because my birthday was in May; May 
21st. Robin’s birthday is June 1st and now the Flourish and 
Thrive birthday is July 5th. So all of our birthdays kind of come 
right around the same time and we’re having a birthday 
celebration next week. So you’re definitely going to want to 
check it out. I’m not going to spill the beans yet but we’re 
giving away some freebies and it’s going to start today 
because I’m giving you guys a great resource which I’ll tell you 
about momentarily. We’re giving away some really awesome 
freebies but then also check it out because we’re also giving 
you the opportunity to get on some really great birthday gifts 
as well. 

 
 Anyway today let’s dive into to today’s episode to talk about 

how to get killer testimonials from your clients or maybe I 
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should say how to get awesome testimonials from your 
customers. Either way killer testimonials, awesome 
testimonials, [6:00] clients, customers whatever you want to 
call it. Everyone calls their people something different so you 
get to choose right but the point is that you want people 
raving about what you do, sharing it with their friends, and 
remembering you the next time they want a piece of jewelry. 

 
 So I wanted to share a story with you to get started. Now part 

of what I do when I’m working with my clients is to deliver a 
really great experience because what I want is to create a 
culture of repeat clients and customers because it’s a lot easier 
to build a business with people who keep coming back to you 
then to find new clients. So today after I record this podcast 
I’m going to be running up to the jewelry district while I’m in 
search for a new jewelry assistant to grab some pieces that 
were photographed by a client or photographed for one of my 
clients. Now this client has worked with me on probably like six 
projects within the last three years or two years. I met him at a 
wedding; at my friend’s wedding. It was destination wedding. 
Everyone was fun. I got to be friendly with his wife. 

 
 She found out that I made jewelry and designed jewelry. She 

loved what I was wearing and so she was like Liam you’ve got 
to talk to her whenever we have a gift because you are the 
worst gift giver. She literally was making this huge joke and it’s 
known in their family that the gifts that he gives are not always 
things that she wants but he’s a great husband so she gives 
him a hall pass. So she hooked us up and I’m going to be 
delivering a gift for her birthday tomorrow. Her birthday will 
have already happened by the time this episode airs so I’m not 
spilling the beans or anything but those are the types of 
customers I want to work with. The people who are always 
thinking of me where I can reach out and say hey I know your 
wife’s birthday is coming up can I help you out and they’re like 
yes. You’re doing a huge favor. Hook me up let’s get her 
something awesome. 

 
 So those are the kinds of people that I’m trying to build 

relationships with. Now this weekend I delivered a bracelet for 
a client named Amy who found me apparently in a way that I 
hadn’t even known about. I redesigned a pair of rings for her a 
couple of years ago. Her parent’s marriage bands as she likes 
to call them. I turned them into a set of stacking rings that 
worked with her grandmother’s engagement ring and then 
created a few other pieces for her. So she wanted a Bengal to 
match her stack of Bengals on her wrist. She always wears a 
Ippolita bracelet and a Cartier bracelet and she wanted 
something else to accent that that was in my style. So she 
called me up a couple months ago and asked me to design it 
for her and I was like of course Amy I would love to do that. I 
delivered the piece on Saturday and she sent me this email. 
Unprovoked I’m just going to read it to you and this is not to 
toot my own horn but this was just to provide an example of 
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how you can get customers to love what you do [9:00] and 
keep coming back to you for more.  

 
Dear Tracy you’re incredible. Thank you from the bottom of 
my heart. Once again you outdid yourself and I couldn’t be 
happier. The bracelet is everything I had hoped for and more. 
You’re an amazing designer. I give you an idea and an 
interpretation of it is always spot on. This is true talent. Please 
note that you’ve spoiled me and I will never buy commercial 
again. If I want something you’ll be my first phone call and 
that’s a promise. Thank you for the lovely note. It’s very much 
appreciated. It’s funny how people come in and out of each 
other’s lives. I read an article about you in a magazine at 
Morgan Stanley and look where it’s gone since then. Thanks 
again Tracy. Take care of yourself and enjoy the summer and 
speak to you in the fall. 
 
Now we’re already talking about her next piece. We’re going to 
wait out the summer and start in the fall but how awesome 
was that to get home and get that email and just fill like she’s 
super stoked and I have no idea which magazine in Morgan 
Stanley she’s talking about. Apparently an article was written 
about me in Morgan Stanley about heirloom redesign by 
possibly one of my customers or someone who found out 
about me because I have worked with a lot of people in the 
finance world. So those are the kinds of things; the kinds of 
experiences that you want to be delivering to your clients so 
that you get things like that not only unprovoked but you can 
also get testimonials by just asking for it. 
 
So today I wanted to talk to you about some things that you 
can do to get awesome testimonials from your clients. So the 
first thing is to deliver excellent service so that they’re just 
compelled to tell you how awesome you are. So a lot of this 
comes down to relationship building. In fact I was working with 
a client earlier in the spring who is a young bride. I think they’re 
probably married by now. They were getting married in June 
and she had a very particular, non particular idea of what she 
wanted. So I’m just going to say that the process of design 
there was a lot of back and forth and it was a lot of work for 
me but the thing that made it all worthwhile was I received a 
text from her that said with a picture of the piece on her finger 
saying this is exactly what I had envisioned even though I 
didn’t know what I wanted I’m never taking this ring off and it’s 
just the little things like that that can really give you not only 
the personal satisfaction and fulfillment but also to show you 
that you’re on the right path and really helping customers do 
awesome things. 
 
So the first thing that you can do is to really deliver excellent 
service upfront to show them that you’re committed to the 
process by building a relationship and to get them 
spontaneously saying thank you and sharing what the 
experience was like for you. So the next thing you can do and I 
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know a lot of you are selling jewelry online or potentially in 
ways that are automating the back end of the sales process 
which is an awesome idea. So one of the things that I always 
recommend in your automated sequence when you return is 
[12:00] to ask them a couple days after they receive the piece 
of jewelry how they like it and what they think about it. You 
can do it in a lot of different ways. You can ask them to take a 
survey. You can just send a question in an email like how’s the 
piece going? Show me a picture; post a picture on Instagram 
of you wearing the piece and tell me how you’re styling it and 
what you love about it. 
 
Because all those types of things create social proof. It could 
be; I think I mentioned this but it could be a survey that you 
have them; there’s a call to action like take this survey and rate 
us so we know how the experience was. We’re always trying to 
get better or it could just be a simple sentence in the email 
saying how was your experience? We’d really like to know. Hit 
respond to this email and tell us a little bit more about what 
you love about the piece and then also we’re trying to get 
better tell us what we can improve and those are great ways 
to not only up your game and your business but to also hear 
from the horse’s mouth about what they loved about working 
with you and the amazing thing about testimonials is that it 
does a couple of things. 
 
It reinforces what you already know about your business and 
your brand but it also gives you insight into how customers 
perceive you so that you can use that in your marketing later. 
So testimonials they run sort of the gamut  in what they’re 
going to give to you; yeah it’s great because they’re giving you 
praise but on top of that it’s so much more than just praise 
because you’re getting direct insight. Now if you’re working 
directly one on one with customers like I do you can actually 
literally send them a follow up email asking them about their 
experience. So you can just ask them a few questions, ask 
them about what the experience was like for them, and shoot 
them a direct email same sort of thing and make sure that 
you’re actually using that feedback. You can create a 
document in Google Docs where you can sort of house all that 
information or organize it in a way so that you have access to 
it over time and you can post it on your website or use it on 
your blog posts which we’re going to talk about later. 
 
So sometimes people; you probably want to get some sort of 
polished testimonial from people but sometimes people get 
shy and they’re not really into it. So you’re going to get a lot of 
feedback in your email correspondence with your clients so 
what I do sometimes if they’re not responding to the question I 
offer this saying what was your experience like I will take some 
of the things that they said in our correspondence and shape it 
into a testimonial for them and send it over for their approval. 
So for instance I might have a tidbit of an email 
correspondence of clients that were going back and forth and 
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it could be something really simple like thank you so much for 
making this process really easy for me. The ring was exactly 
what I had envisioned for myself even though I didn’t know 
that that’s what I wanted. I’m never taking this off my finger 
and those are just a couple of snippets of different things from 
a [15:00] conversation that I had personally with a client 
during one of my recent engagement ring projects that could 
be turned into a testimonial but you want to make sure that 
you run it by them for their approval. 
 
So that’s just a great way to sort of get some feedback. Now I 
want to walk you through some of the things you might want 
to ask them about the experience. So one thing that might 
seem a little bit counterintuitive but can really also help you 
improve but also helps shape a really awesome testimonial is 
to ask them if they had hesitations in working with you. So I 
know that a lot of the clients that work with me the hesitations 
that they have is that they can’t touch and feel the piece of 
jewelry before they’re going to wear it and also I deliver hand 
drawings so that’s a little bit different than seeing an actual 
piece of jewelry and trusting someone with thousands of 
dollars to have something delivered. 
 
So think about what might be their hesitations because you 
can talk to those hesitations in your marketing later and also 
when you’re having conversations or in your sort of email 
marketing and stuff you can use some of those hesitations like 
if someone were to say oh I just wasn’t sure if I could trust her 
because I haven’t heard about this designer before. You could 
say hey something to the effect of using the words of another 
client in your marketing and saying like they weren’t really sure 
about it but when they got it here’s what they said I love it. 
This is one of my favorite pieces of jewelry. I can’t to go back 
to your shop to buy more. 
 
So another thing that I like to ask is what’s your favorite part of 
the experience working with me? So this holds really true for 
custom jewelry because I think that is; what I’m offering really 
is an experience but you can reshape that question into 
something else like what was your favorite of the purchase 
process or what was your favorite; what thing about the 
necklace that you received or the piece of jewelry that you 
received? So try to get really specific. Get them to get really 
specific on what their favorite part of the process of working 
with you was and that will help you get really specific 
testimonials which are great because then that really helps you 
attract and identify more with your dream clients that you’re 
trying to get more of on your site right? You can also use this 
stuff in your social media and things down the road. 
 
You can ask them things like why did you decide to purchase? 
What was the tipping point? Was there anything that you 
would change about the process because that’s helpful 
feedback on you just getting better as a business owner? It 
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might not be something that you use in a testimonial but it 
could be something that helps you get better in business so 
something to think about and there’s a whole slew of other 
questions but really what you want to dig deep into is to find 
out what it is that they’re coming to you for. Was it the design? 
Was it the service? Was it how you presented yourself on your 
website? Because those are all the things that are going to be 
the hook to help you get more clients like them and also to 
keep people coming back [18:00] to more or coming back for 
more I should say. 
 
So let’s talk a little bit about different ways to leverage your 
client testimonials once you get them because hopefully you’re 
going to be getting tons in ways that you don’t think. You can 
send out some of those testimonials in newsletters. So you can 
sort of feature your clients and show what they said because 
that’s always super, super fun to do when you’re working with 
them. You can use have a testimonial reel; excuse me on your 
website. So you can have a whole page of testimonials or you 
can download some sort of application that plugs into your 
website where the testimonials sort of cycle through. I have 
something similar to that on my website which works really 
well. You can feature clients on your blog and their stories.  
 
That’s a really wonderful way to sort of showcase not only 
your clients or the experience of the piece of jewelry that they 
actually purchased but sort of show some more pieces of the 
design process and sort of how it worked and it’s almost like a 
long form testimonial so you can kind of show people what it’s 
like to work with you especially if you have a custom service 
but if you don’t you can just feature some clients. It’s kind of 
fun and get their feedback in their own words of how they’re 
enjoying their jewelry and what it is that they like about 
working with you and then a really easy way to do this is to 
feature them on social media because this can be a super 
useful way for you to feature your clients, tag them, and get 
them really engaged in the process and then also sharing what 
you do with other people. So those are just a few ways to sort 
of leverage testimonials and start to get great testimonials 
from your clients. 
So let’s just sort of walk through this again. So you want to 
make sure that you’re delivering great service upfront. That 
you are following up with emails whether they be automated 
or emails sent directly from your inbox. If it’s your thing you 
can even pick up the phone. I didn’t think about this before but 
that’s another great way. You can call your customers. They 
will be so surprised and delighted even if they don’t pick up 
that you took that time to actually pick up the phone to call 
them to thank them for their service or for working with you or 
buying that necklace on your website. That’s a great way to do 
it and then you can take feedback that they’d given to you 
along the process and shape it into a testimonial on your own. 
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So you can ask things like what were their hesitations? What 
was their favorite part of the process? What did they like the 
most about the jewelry? How are they wearing the jewelry? 
What was their favorite part about the experience? Why did 
they decide to purchase and so much more but also you want 
to make sure to ask them if there was anything that you can 
improve about how you worked together. And then you want 
to also think about how you’re leveraging this because this is a 
really important thing. You want to make sure that you’re using 
these testimonials and sharing them with your audience. You 
can send them out in your newsletters; you want to make sure 
that [21:00] you’re posting them on your website in some 
way. Either in a testimonial page or a news reel. You can 
feature the testimonials or your clients on your blog. That’s a 
great way to do it. 
 
You can also do this on social media which is another great 
way to leverage it and there are so many other ways to feature 
client testimonials. So if you have a way that I did not mention I 
would love for you to mention on the comments on this post 
below the podcast layer here over at 
www.flourishthriveacademy.com episode 47 if you have some 
specific ways that you’ve used testimonials to feature clients 
or showcase them or if you have any unique ways to get 
testimonials. So I’m going to expand a little bit more on this in 
a freebie resource for you called how to get awesome client 
testimonials from your customers? You can download that free 
resource. It’s the first part of the Flourish and Thrive birthday 
gift. Woot our birthday as I mentioned is next week July 5th 
and we are going to be having another birthday celebration 
because it’s birthday season over here. 
 
So you can grab that free resource over at 
www.flourishthriveacademy.com/episode47 and we’ll have a 
download link at the bottom of the post so that you can grab 
that and have just a quick reference guide for you to use to get 
amazing testimonials. So remember summer is here and you 
want to be using this time whether it be your downtime or 
busy time to really make the most of your summer. So think 
about all the things like getting testimonials in order. Maybe it’s 
focusing on your press pitches because right now is when all 
the holiday gift guides are starting to be curated and where 
editors are starting to organize and sort through product to 
feature in gift guides for the holiday and this is also a great 
time to sort of go through your inventory, do inventory counts, 
sort of clean out old stuff. Get rid of clutter in your business 
whatever that looks like to you.  
 
This is a great time to offload extra stuff. You can have 
summer flash sales. If you’re doing live events in the summer 
and you’re going to actually be in front of customers I highly 
encourage you if you have extra old inventory to have some 
sort of bin where you have an awesome price where people 
can get things for super cheap like buy two get one free. This 
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is a great opportunity to get rid of extra inventory. Another 
way that you can do it is to give a gift with a purchase over a 
certain amount. If you’re at live events or shows you can also 
do this on your website. So thinking outside of the box about 
how you can start to flush out and cleanse your inventory for 
the summer, how you can sort of get ahead on the things that 
you’ve sort of set behind, and to start thinking about the 
busiest season which is coming up which is holiday for most of 
us designers. 
 
So you want to really be planning for that, getting prepared, 
and getting [24:00] your business in check and as I 
mentioned before if you haven’t checked it out yet make sure 
that you check out the Halstead Grant. You definitely want to 
be applying for that if you’re within their parameters. I think 
you have to be in business for seven years or less and I think 
that this is such a wonderful opportunity. I wish that I would 
have done this more. I applied for a few grants later on 
towards the end of my business but when it really would have 
helped was at the beginning of my business; within the first 
five years. So there’s a lot of different grant opportunities out 
there. I can’t recommend enough Halstead because they are 
such an amazing company and they’re really here to support 
emerging designers and makers and it’s specifically for jewelry 
so why not and the grant if you haven’t heard is 7,500 bucks. 
 
You fill out the application and you kind of go through and 
provide them with your business plan to show them why it is 
that you should win and whether or not you win the grant the 
whole process is just a really amazing investigation into your 
business. So make sure that you do that. We’re going to have 
the post below this episode over at 
www.flourishthriveacademy.com/episode47. You can also just 
go grab that over at; if you type in Halstead Grant on the 
internet you can find it and you can also find it over at 
www.flourishthriveacademy.com/halsteadgrant. So make sure 
that you check that out and I want to hear okay not only what 
you’re doing to get killer testimonials or awesome testimonials 
from your customers but I also want to know what your plans 
are for the summer.  
 
What are you going to be working on in your business? So you 
can post comments below on the blog post where this 
podcast is hosted. We would love to hear from you and hear 
about what you spend your summertime doing in your jewelry 
business. Hopefully you’re also squeezing in a vacation or two 
in there and if you have kids you’re probably carting your kids 
around a summer camp or going to the beach hopefully 
because that’s what I did as a kid in the summer. So have a 
blast whatever you’re doing. Make sure you check out the 
episode next week because I have a special guest Robin 
Kramer on the episode. We had a blast having our birthday 
party. You’re going to love it. So make sure you check that out. 
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We’re giving away some more birthday gifts next week so 
check that out for sure. 
 
And if you haven’t done so already you know that your ratings 
and reviews really help us grow this podcast and give us the 
support and feedback that we need to make this even better. 
So if you haven’t done it make sure that you subscribe to the 
podcast and that you rate and review the podcast to tell us 
how it’s going and if you like what you’re hearing every week 
make sure that you share it with your jewelry industry friends. 
Share it in your Facebooks’ groups that you’re a part of, share 
it on your Facebook page, share it on your social media 
because we would love to have more amazing people in the 
jewelry industry listening to this because [27:00] it really 
brings Robin and I such joy to be bringing you this podcast 
every single week. So thanks so much for listening today you 
guys. Have a wonderful day/week/summer and take care until 
next time. We’ll see you next week. 

	

 


