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NuttieZine newsletter is issued every Saturday. Do 
Not Miss It! Click Here To Join!

This Week's Article:

How To Write Awful Testimonials-Part I

BY
Arindam Chakraborty (A.K.A. The 'Nuttie' Guru)
NuttieZine.com

Get more such reports at:
http://nuttiehq.com/

Feel free to contact us at:
http://nuttiehelpdesk.com

ALL RIGHTS RESERVED. No part of this report may be reproduced 
or transmitted in any form whatsoever, electronic, or mechanical, 
including photocopying, recording, or by any informational 
storage or retrieval system without expressed written, dated, and 
signed permission from the author.
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DISCLAIMER AND/OR LEGAL NOTICES:

The information presented herein represents the view of the 
author as of the date of publication. Due to the rate with which 
conditions change, the author reserves his right to alter and 
update his opinions based on the new conditions. This report is 
for informational purposes only. The author does not accept any 
responsibilities for any liabilities resulting from the use of this 
information. While every attempt has been made to verify the 
information provided here, the author cannot assume any 
responsibility for errors or omissions.

In fact, I am going to teach you exactly the opposite- how to 
write profit-pulling testimonials. The way you write your 
testimonial can affect your business either positively or 
negatively, and it is time that marketers seriously consider 
learning the art of writing a good testimonial, because I see many 
people goofing it all up time and again. I am not just talking just 
about the little guys, but even many of the gurus make the same 
mistakes while writing a testimonial. In this article I will give you 
four specifics of a profitable testimonial.  

1. Give the specifics of the product: One way to write credible 
testimonials is to give specific details about the product you have 
purchased, while at the same time taking care not to make it a 
spoiler ( I learned about this trick from Mark Hendricks's Grand 
Master List Building course, which is a bit dated but still a useful 
course not just on list building but even niche and affiliate 
marketing). For example, if you have purchased an information 
product and are extremely happy with it, you can write about why 
you are happy with the product. For example, you can write 
about the pages or chapters of the ebook where you found 
extremely good information. Below I will give you a sample of 
what such a testimonial would look like:
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Hey Peter,

I just finished reading your ebook on launching a WSO, and to 
say that I was overwhelmed would be an understatement. While 
your product was good overall, I found certain chapters more 
interesting than others. For example, on chapter XX, page 
number XX, you tell when and at which time one should launch a 
WSO, then at Chapter XX, page XX, you give a lot of information 
on how to build a list of buyers using WSOs. I am truly amazed 
to find that you could provide such an overwhelming amount of 
information for such a low price! Keep up the good work!

Your name here
www.yourdomain.com

------------
That was something I just got off my head, without any thinking 
or prompting. You can do it even better!

2. If the product in question is a script and you are using 
it on your website, provide a link to it: This technique works 
great if the product in question is a software or script that you've 
installed on your website. Just take a look at my testimonial for 
turbo membership. I did nothing except telling the truth. I was 
(and still am) extremely happy with how the turbo newsletter 
manager helps me. In the testimonial's body, I just wrote that I 
am using it for my newsletter and then put a link to my 
newsletter site. 
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Believe it or not, my statcounter stats tell me that I've got several 
visitors from that one link! Once people noticed that there was 
somebody who was actually using a product offered by the 
membership, they flocked to my website just to see how it all 
works, and then ended up subscribing to my newsletter. :) The 
last thing may or may not happen in your case - it all depends on 
the kind of content you publish on your site, but one thing is for 
sure : you WILL get traffic using this testimonial trick.

3. Don't give a testimonial for every product out there: 
Just when you thought that this technique is extremely profitable, 
the reality is exactly the opposite. By all means, you are free to 
purchase 100s of products every month, but I bet you are not 
'extremely satisfied' with all of them. With me, I am extremely 
satisfied only with 10% of my purchases, and somewhat satisfied 
with 40% others, and undersatisfied with the rest 50%. I, as a 
rule, provide testimonials only for products with which I am 
extremely satisfied. This way my credibly remains undiluted 
because people don't get to see my testimonial at every corner of 
the web.

There are some gurus who think otherwise: they believe that 
giving a testimonial for every product out there and splashing 
their names across the internet is going to help their business in a 
big way. I don't know if this attitude has served them well or not, 
but whenever I see the testimonials of any of those gurus on a 
sales letter, I am quick to back off! It is as if the very presence of 
their testimonials taints the product for me! :D 

4. Don't be too selfish: Your attitude while writing a testimonial 
will change drastically if and only if you believe that you are 
writing the testimonial not just for helping yourself with some 
traffic, but for increasing the credibility of a product that you are 
confident will help others as much as it has helped you, for 
helping a customer make a purchase decision. The testimonials 
and reviews at Amazon.com serve the writers as much as the 
future customers - that is how testimonials are meant to work! 
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When you start providing a testimonial for the sake of it rather 
than helping others, it soon boomerangs on you!

I sincerely hope that these four tips will help you write a better 
testimonial the next time. Next week I will send you some more 
'testimonial' tips.

Feel free to post your comments on my blog!

http://arindamchakraborty.com/how-to-write-awful-testimonials-
part-i#postcomment

Did you like this article? Then please submit your 
feedback and questions here. Or you can Buy Me a Beer ☺

Your testimonial will appear on our homepage along with your 
website URL.

This report is available for free to the subscribers of 
NuttieZine newsletter. If you are not a subscriber already, 
make sure you subscribe in order to get the full e-course.

Feel free to distribute this report to as many people as 
you can.

Thank you,
Sincerely,
Arindam Chakraborty
(The 'Nuttie' Guru)
CEO, Verge Soft Inc.
http://verge-soft.com
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