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Interview Tips
 Your job is to dig and collect information. Treat it as if you're an investigator.
If something interesting arises, dig deeper. You want to understand WHY
they do or feel a certain way.
 Ask your question and shut up. Listen more than you talk.
 Run it like an interview, not a conversation.
 Laddering is a great approach to interviewing that helps you dig deeper.
There are 3 levels to this.
Level 1  Attributes
Q: “Why did you select those wedding invitations?”
A: “I really liked the traditional design and the heavy card stock.”
This tells you an attribute they like but doesn't get to an underlying reason.
Level 2  Consequences
Q: “Why is the heavy card stock important to you?”
A: “The heavy card stock makes the event seem more formal and
substantial.”
This tells you the personal aspects of a person's relationships to the attribute.

Interview Tips
Level 3  Values (this is the good stuff!)
Q: “Why is it important that the wedding be more formal and substantial?”
A: “My friends had fabulous weddings, and I really want to do something on
par with them.”
This shows you the core value, the real reason or motivation for the decision
based on their emotional values.
Dig deeper to each lever by asking: Why is this important to you? What does
it mean to you?
 Prep your interviewee that you're going to be asking why a lot and it may
sound repetitive but it's important.
 Record these calls and take notes. I use Ecamm Call Recorder for Skype.
You want to be able to go back and get their answer in their EXACT words.
That way you can use those words in your marketing and they will feel like
you totally get them, because you do!
 Adopt a beginner's mindset and be genuinely curious about why people do
what they do.

Interview Tips
 Customers may not know exactly what they want but they know what
frustrates them. It's your job to connect the dots. Hence the idea that if Henry
Ford asked people what they wanted they would have said a faster horse.
They didn't know a car was possible. Their job is to tell you the problem.
Your job is to provide the solution and connect the dots for them.
 Talk to your customers first, then past customers then put it out to your
audience (blog readers, email list, relevant Facebook groups your ideal
clients are in etc). People who have paid you are most important here
because they have already decided to work with you do they are who you
want to attract more of. You don't want to attract people who don't want to
pay.

Email Invitation - Client/Past Client
Hi <name>
I have absolutely loved (change this to present tense for current clients)
working with you and {name of partner}. If I could work with couples like you
all the time, I'd be in heaven!
I would love to have a chat so that I can ask you some questions that will
help me find more couples like you and {name of partner}. It'll only take about
30 minutes and I promise it'll be painless :) It might even be fun! (If you want
to you can incentivize this by adding in an extra to their package they've
already purchased. Just make sure it doesn't cost you a lot of money or
time.)
I've made it super easy for you to choose a date and time that works for you,
just click here and take your pick!
Speak to you soon!
Heidi

Email Invitation - Not A Client
Hi <name>
I loved what you said about X in the XYZ Facebook group and I couldn't
agree more.
I run a photography business (give website) and I would love to have a chat
so that I can ask you some questions that will help me attract people like you.
I'm not trying to sell anything, I'm trying to learn what I can do to find more of
my ideal clients and who better to go to than someone I can tell I'd love to
work with?
It'll only take about 30 minutes and I promise it'll be painless :) It might even
be fun! (If you want to you can incentivize this in some small way.)
I've made it super easy for you to choose a date and time that works for you,
just click here and take your pick!
Speak to you soon!
Heidi

Questions to ask in your interview
What brands do you absolutely love? (Dig deeper here and ask why they
love them)
Do you read wedding blogs? If so, which ones? Why?
Do you read wedding magazines? Which ones? Why?
What is your favorite social network to spend time on? Why?/What do you
love about it?
What social networks do you hate and avoid?
When it comes to finding potential wedding vendors, where do you look?
What method of communication do you use most often (like phone call,
email, Facebook messenger, texting etc)
What do you do in your spare time?
We all geek out about something, what are you a geek about?
How would your best friend or your partner describe you?

Questions to ask customers only
How did you find me?
What hesitations did you have about working with me?
What made you choose to work with me instead of another < what you do >?
Why does that matter to you?
What do you look for in the wedding professionals you choose to work with?
Why does that matter to you?
What has been your biggest challenge with deciding on your
stationery/finding the right stationer? (Insert what you do)
What has been frustrating to you in the process of planning your wedding?
Why did you decide to go with <product/service they purchased>? (Dig
deeper on this)
If you were recommending me to a friend, what would you say?
What is the most important thing a potential client should know about working
with me?

After the interviews
 Go through any recordings to get the exact words people used to describe
what they're struggling with or care about. Add this to a document or a tool
like Evernote. This will be your copy bank. You'll never have to wonder how
to explain your products/services again! You have their words and when you
echo that back to them they trust that you understand them.
 Collate the answers to the questions into a spreadsheet so that you can see
commonalities and patterns. I love taking notes by hand but the patterns
often don't reveal themselves until you put it all together in one place.
 Look for insights as to why people say and do the things they do.
Psychology is the basis of good marketing. What core values have you
uncovered?
 What assumptions did you have that your interviews have proven right or
wrong? What do you need to change in how you approach your marketing?
 Don't just run one round of interviews. You will evolve and so will your
business and ideal client. Do this at least once a year. This market research
is the basis of all of your marketing and is invaluable!
 Treat yourself! You did the work that some people won't do because it's
time consuming and not super easy. Kudos to you!

