
SALES FUNNELSolid Gold
Challenge Day 5 I  Your Bonuses and Testimonials

What something they’ll naturally want during or after your product or
service?

What connections do you have or how can you give that to them in a
bonus?

Who do they look up to that could collaborate for a bonus?

What things are already included can be seen as a bonus?

What result(s) do they get from it?

Where will you use testimonials?

Who can you get testimonials from already?



GETTING AMAZING TESTIMONIALS
Bonus Guide

Amazing testimonials don't often materialize on their own. They usually require a
little more work than just asking for a general testimonial. The best ones come
through a process that helps you and the client work together to craft something
that really shines. Here are the steps I like to take when getting a testimonial.

1. Create a simple feedback survey form or list of questions (see mine later in this
guide).

2. Create a template email to send to your clients to ask for their feedback 

3. Once they send their feedback, thoughtfully consider it and implement any
constructive items.

4. Take their words and put them together in a testimonial format that includes
their problem, how you or your product helped, and where they are or how they
feel today. Make sure you use their own words.

5. Email the client and thank them for the feedback. Then you can share the
testimonial you compiled and ask them for approval or edits.

6. Once you have approval, post it everywhere you need to!

My questions:

1. What hesitations did you have about working with me?
2. What results have you achieved since we started working together?
3. What did you like best about working with me?
4. How else have you benefited from our work together?
5. Would you recommend me and my services? If so, why and to whom?
6. Is there anything you would have liked to see done differently? If so, what?
7. What's the most important thing people should know about working with me?
8. If there anything else you'd like to add?

Alternative Process:

You can always ask specifically for a testimonial if the other way feels
uncomfortable then work carefully with the client to polish it based on what should
be included from the above questions and directions.
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