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Real, authentic customer testimonial videos make 
your ads more compelling and believable. When 
done correctly, these clips overcome objections, 
reinforce your product’s most important benefits, 
and encourage your prospects to take action.

This guide outlines an approach that invites 
customers to say what they want. Giving non-
actors a script is a bad idea—it almost always 
produces testimonials that sound stilted 
and forced. These questions are designed to 
naturally tease out stories about your customer's 
experience with your product. Footage 
captured in this format can then easily be 
edited down to create powerful sounds bites.

Putting in the time to find your customer's unique 
story is worth the effort. Even a few “golden nugget” 
clips add so much to your video advertising efforts.

This guide is 
organized into two 
main sections:

1. How to conduct a video 
interview in the same 
location with a customer. 

2. How to coach a customer 
who’s recording their 
video remotely.



Customer Testimonial  
Clip Examples
The following YouTube ads feature real customers sharing their personal experiences with Boom!

Boom Stick Trio - Testimonial Sandwich Boom Stick Trio - Montage

https://www.youtube.com/watch?time_continue=4&v=rFueg-OoVOI
https://www.youtube.com/watch?v=qHlFJml9doU


In-Person Interviews  
with Customers

Part 1

 � How did you first hear about 
(product, service, company)?

 � What was your first impression when 
you...or, how did it feel when you (tried 
it, tasted it, wore it, used it, etc.)?

 � How does (product or company) compare 
to others you've used in the past?

 � What do you like best about your (product) 
- how has it improved your (area of life 
your product is intended to improve)?

 � What comments have other people made 
since they’ve seen your (new jewelry, 
new coat, new figure, new whatever)?

 � Tell me about (two components that 
are core to the products marketing 
message - “reliability & price” or whatever) 
- how important is that to you? Eg - “Tell 
me about the affordability and the 
quality of the cutting board - how 
important are those to you?”

 � What are the 2-3 things that impress you 
the most about (product, company)?

 � Do you have a specific story that illustrates 
why you like (product, service company)?

 � What would you do if someone told you you 
couldn’t use (insert your product) anymore?

 � What advice would you give a friend who's 
in the market for (a 
product that's 
similar)?

INTERVIEW QUESTIONS:

Tips for conducting this 
interview on the next page.



You’re going to do awesome at this, I 
can tell. You and I are just going to chat 
about the product. Just look at me as we 
chat, and be yourself. This is super easy; 
just say whatever comes to mind.

KEEP THE SPIRITS UP!
Use the following as a reference 
to encourage your interviewee.

 � Start by doing a sound check and ask the 
customer to talk about their favorite vacation. 
This will allow for your video crew to adjust 
sound levels based on how loud your customer 
speaks and it will help put your customer in a 
good mood. It should also quiet their nerves 
a bit. Remember, cameras make people 
nervous. It’s your job to put them at ease.  

 � As the interviewer, stand next to the camera 
and have the customer look at you while they 
answer your questions. Don’t have them look 
directly at the camera. They will be more 
natural and more comfortable talking to a 
person rather than talking to the camera.

 � Some of the recommended questions 
might seem repetitive, but asking a similar 
question with slightly altered framing 
often creates a very different answer. 

 � Put the customer at ease by assuring them 
that you’ll be filming for 10-15 minutes 
(or less), but you’re only looking for a 
few good sound bites, so no pressure if 
something doesn’t come out just right.

 � Be positive, warm and up-beat. If you 
aren’t naturally those things or can’t make 
yourself those things, have someone 
who is warm and up-beat conduct the 
interview. I’ve found that the customers 
you’re interviewing are influenced by the 
mood and demeanor of the person asking 
the questions. Having someone dry or 
uncomfortable asking questions will usually 
produce dry and uncomfortable responses.

 � Encourage the customer between questions 
by telling them they are doing awesome, etc. 

TIPS

These questions work best during in-person interviews, but it's not always possible to be in the 
same location as your customer. The quality will be slightly different, but it's okay to get answers 
through a video conference. Real customer clips are more important than production value.



Here’s a sample email you can send your customer after they have agreed to send in a testimonial:

Thank you so much for sharing your (insert name of your brand) story. This will be easy–and 
hopefully fun! Just grab your smartphone, go somewhere relatively quiet, and start recording.

To help you get started, you can answer one or both:

1. I love my (insert your product here. Eg: boom silk) because....

2. The biggest change or improvement I’ve seen since I started using my (insert product) is....

The questions above are just to get you started; feel free to just talk about your 
experience with our brand and why you enjoy it. Here are a few tips:

 � This doesn’t need to be perfect. We’ll likely just use short clips from 
what you send us, so a few “um’s” and “uh’s” are no problem!

 � We want to see your face. Don’t stand with bright lights or the sun directly 
behind you or the background will be bright and your face will be in the 
shadows. Let’s face it, you’re too pretty to be in the shadows!

 � Go somewhere relatively quiet. Silence is not the goal, so feel free to be outside 
or inside. Just don’t go somewhere super loud because we want to hear you. So 
rock concerts and NASCAR speedways are probably out of the question.

 � Just be you. We want to hear from you, not a professional actor (unless you 
are a professional actor. Even then, we want to hear from the real you.)

Send us your video by emailing or uploading here (provide a link or email address).

Remote Interviews  
with Customers

Part 2



That’s a Wrap!
That’s a wrap!  Now you should be well on your way to getting some 

magically brilliant and totally authentic customer testimonials.

~ Brett Curry

WANT TO SEE THE SECRETS 
BEHIND BOOM’S HUGE 
WINS ON YOUTUBE?

Check out our Webinar: How to Use YouTube 
Ads to Scale Your E-Commerce Business

omgcommerce.com | (417) 315-8831

319 N Main Ave Ste 130, Springfield, Missouri 65806

https://landing.smartmarketer.com/pages/how-to-use-youtube-to-scale-ecommerce-ads-replay
https://omgcommerce.com

