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TUTAMEN

SECTION 01

Why Testimonials Matter in B2B Hotel Supply

The business case for investing in testimonials and case studies as a core sales asset
for Tutamen Group.

92% 67% 3-5x 73%

B2B BUYERS READ MORE LEADS WITH HIGHER PROCUREMENT
TESTIMONIALS CASE STUDY CONVERSION WITH MANAGERS
BEFORE SECTIONS SOCIAL PROOF CONSULT
PURCHASING REFERENCES
WHY HOTEL BUYERS NEED PROOF WHERE TESTIMONIALS WIN DEALS
* Hotel procurement involves large orders and » \Website product pages (reduce bounce,
long-term contracts increase inquiries)
e Buyers need to justify supplier choices to » Pitch decks and sales presentations
ownership/management » RFP responses (procurement requirement)
* Product quality directly impacts guest e Trade show booth materials and
experience and reviews conversations
* Switching costs are high - buyers want = Email nurture sequences for warm leads

assurance before committing o Linkedin company page posts

= Multiple stakeholders involved in B2B
purchasing decisions

B2B vs B2C Testimonials

Tutamen has a unique advantage: existing testimonials from Tesla, Google, Amazon, Foxconn, 3M,
PUMA, and Palo Alto Networks carry extraordinary weight with hotel procurement managers. Even
though these are not hotel clients, their endorsement of Tutamen's manufacturing quality,
precision, and reliability directly addresses every concern a hotel buyer has. The strategy is two-
fold: (1) capture and showcase existing Fortune 500 testimonials now, and (2) build hotel-specific
case studies as hospitality projects are completed.
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TUTAMEN

PHASE 01

Fortune 500 Testimonial Capture

Leveraging Tutamen Group's existing relationships with Tesla, Google, Amazon, 3M,
Faxconn, PUMA, and Palo Alto Networks to build immediate credibility in hotel
procurement.

7+ 4-6
FORTUMNE 500 CLIENTS TO WEEKS TO FIRST
ACTIVATE TESTIMONIALS

(0)%

CREDIBILITY MULTIPLIER VS
COMPETITORS

%2 Priority Outreach Targets

CLIENT RELATIONSHIP TESTIMONIAL ANGLE PRIORITY
Tesla Precision CNC Engineering tolerances, quality Immediate
components consistency at scale
Google Hardware manufacturing Innovation standards, prototype-to- Immediate
production speed
Amazon Supply chain Delivery reliability, volume scalability Immediate
components
3m Precision parts Material quality, specification High
adherence
Foxconn Manufacturing Praduction efficiency, cross-facility High
partnership coordination
PUMA Consumer product Design-to-manufacturing precision, Medium
components aesthetic quality
Palo Alto Security hardware Zero-defect manufacturing, Medium
Networks compliance standards

& Fortune 500 Outreach Email

FORTUNE 500 EMAIL TEMPLATE

Subject: A quick testimonial request from Tutamen Group
Hi [Name],

Thank you for your continued partnership with Tutamen Group. We value our relationship with [Tesla/Google/Amazon] and the
trust you've placed in our precision manufacturing capabilities.

We're expanding Into the hospitality hardware market and buliding our cifent success portfolio. Would you be wiliing to share a
brief testimonial about your exp king with us? It can be as simple as 2-3 sentences about:

- Why you chose Tutamen Group as your manufacturing partner
- How our precision and quality have met your standards
- The refiability of our production and delivery process

Your endorsement alongside partners like fother Fortune 500 names] would be incredibly meaningful. Happy to draft
something for your approval if you'd prefer -- fust let me know what level of attribution is comfortable (full nameytitle, first
name only, or anonymous).

Thank you for considering this - it helps us der the quality standards we malintain for every client.

Cross-Industry Credibility Strategy
When a hotel procurement manager sees "Trusted by Tesla, Google, and Amazon" on Tutamen's
website, the immediate reaction is: "If their quality is good encugh for Tesla, it's good enough for

our hotel.” This cross-industry social proof is Tutamen's single greatest competitive advantage
over traditional hotel hardware suppliers who lack Fortune 500 validation.
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TUTAMEN

SECTION 02

Testimonial Collection Framework

A systematic approach to requesting, collecting, and organizing testimonials from
hotel clients.

2. When to Ask for Testimonials

o After Successful Delivery
Within 1-2 weeks of a completed order when satisfaction is confirmed. Best for product-focused testimonials.

e After Repeat Orders

When a client places their 3rd+ order, they're clearly satisfied. Ask for a testimonial about the ongoing
partnership.

o After Problem Resolution

If you've successfully resolved an issue, the client may appreciate your responsiveness enough to provide a
testimonial.

o Annual Relationship Review

During annual account reviews or contract renewals. Ideal time to request detailed case studies.

Testimonial Request Email Template

EMAIL TEMPLATE

Subject: Quick favor? Share your experience with Tutamen Group
Hi [Name],

Thank you for your continued partnership with Tutamen Group. We value our relationship with [Company Name] and the trust
you've placed in our manufacturing capabilities.

We're expanding into the hospitality hardware market and building our client success portfolio. Would you be willing to share a
brief testimonial about your experience working with us? It can be as simple as 2-3 sentences about:

- Why you chose Tutamen Group as your manufacturing partner

- How our precision and quality have met your standards

- The reliability of our production and delivery process

Your endorsement alongside partners like Tesla, Google, and Amazon would be incredibly meaningful. Happy to draft
something for your approval if you'd prefer -- just let me know what level of attribution is comfortable (full name/title, first

name only, or anonymous).

Thank you for considering this - it helps us demonstrate the quality standards we maintain for every client.
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TUTAMEN

SECTION 03

Hotel Client Interview Template

Structured interview questions to extract compelling testimonial content from hotel
procurement managers.

@ Interview Questions (15-20 Minutes)

BACKGROUND
1. Tell me about [Hotel Name] and your role in procurement.
2. What precision hardware challenges were you facing before working with us?
3. How did you find Tutamen Group? What made you choose us over alternatives?

EXPERIENCE & RESULTS

4. How would you describe the quality of our precision hardware?
5. How has our product impacted your hotel operations? (Guest satisfaction, cost savings, staff
feedback?)

6. Can you share any specific numbers? (% cost reduction, guest review improvement, replacement
frequency?)

7. How would you rate our service = ordering process, delivery reliability, customer support?

RELATIONSHIP & RECOMMENDATION

B. What Is the biagest benefit of working with Tutamen Group?
8. How would you describe our customer service and account management?
10. Would you recommend us to other hotel procurement managers? Why?

COMPETITIVE & DECISION PROCESS

11. What ather suppliers did you consider before choosing Tutamen Group?

12. What was the deciding factor that made you choose us?

13. How does our product compare to what you were using previously?

14. What would you say to a procu nt who is hesitant to switch suppliers?
15. Have you noticed any difference in guest feedback since using our products?

OPERATIONAL IMPACT

16. How has working with us affected your procurement workload?

17. Has our ordering and delivery process met your expectations?

18. How has our product durability compared to your previous supplier?

18. Have there been any unexpected benefits from switching to Tutamen Group?
20. How has your housekeeping or operations team responded to our products?

FINANCIAL & ROI QUESTIONS

21. Can you quantify the cost savings you have experienced since switching?

22. How has the replacement frequency changed compared to your previous supplier?
23. Has our partnership helped you meet any budget targets?

24. What is the estimated ROI of switching to Tutamen Group?

25. Would you say the total cost of ownership is lower, higher, or the sama?

FUTURE & CLOSING QUESTIONS

26, Are there other product categories where you would consider Tutamen Group?
27. What could we do better? (Builds authenticity in the testimonial.)
28. If you could describe your experience in one sentence, what would it be?

29. Would you be willing to participate in a brief video testimonial?

30. Can we use your name, title, and hotel name in our marketing materials?

31. Would you be open to being a reference contact for prospective clients?

32. Is there a colleague at another property who might benefit from our products?

Interview Tips: Record the conversation (with permission) for accuracy. Let them speak naturally -- the best
guotes come from unscripted moments. Always ask for specific numbers and metrics. Follow up via email with
a written summary for their approval. Select 8-12 questions per interview based on the client relationship depth.

INNLEAD.al



TUTAMEN

PHASE 02

Hotel Industry Case Study Framework

Building hospitality-specific proof points as Tutamen Group expands from Fortune 500
manufacturing into the hotel hardware vertical.

[1 Hotel Market Entry - Testimonial Roadmap

o Pilot Project Documentation (Months 1-3)

Identify 2-3 early hotel adopters. Offer competitive pricing in exchange for documented case study rights.
Capture baseline metrics before product installation.

0 Results Measurement Period (Months 3-6)

Track durability, guest feedback, maintenance frequency, and total cost of ownership. Photograph

installations in situ -- hotel rooms, lobbies, bathrooms.

o Case Study Production (Month 6)

Conduct procurement manager interview. Write Challenge-Solution-Results-ROI narrative. Produce video
walkthrough of installed products at the property.

o Scale & Replicate (Months 6-12)
Use first hotel case studies to win similar properties. Target different hotel segments: luxury, boutique,

convention, resort, extended stay.

# Hotel Segment Case Study Targets

HOTEL
SEGMENT

KEY PRODUCTS

PRIMARY PROOF POINT

DECISION MAKER

Luxury / 5-Star

Boutique /
Lifestyle

Convention [

Business

Resort [
Destination

Extended Stay

Smart locks, custom door
hardware, bath fixtures

Custom-designed
hardware, unigue fixtures
High-volume lock systems,

access hardware

Weather-resistant
hardware, outdoor fixtures

Heavy-duty hardware,
kitchen fixtures

Bridge Strategy: Fortune 500 to Hotels

INMLEAD.ai

Aesthetic quality + durability
under high guest turnover

Design-to-production
capability, small-batch
precision

Volume scalability, consistent
quality at 500+ rooms

Corrosion resistance, marine-
grade durability

Lifecycle cost savings,
reduced replacement cycles

Director of
Engineering

Owner / Design

Director

VP of Procurement

Facilities Director

Regional
Operations
Manager

Each hotel case study should explicitly reference Tutamen's Fortune 500 manufacturing pedigree.
Example framing: "The same 0.0Tmm precision tolerances Tutamen delivers for Tesla automotive
components are applied to every door lever and lock housing manufactured for [Hotel Name]."
This bridges the credibility gap while the hotel-specific portfolio is being built.



TUTAMEN

SECTION 04

Case Study Structure

The proven Challenge - Solution - Results - ROl framework for creating compelling

B2B hotel supply case studies.

CHALLENGE SOLUTION
What problem did the How did Tutamen
hotel face? Quality Group's precision
issues? Cost overruns? hardware solve the
Unreliable supplier? problem? What made

your approach unigue?

7, Case Study Page Template

HEADER SECTION

RESULTS ROI
Measurable outcomes: Financial impact: total
cost savings, guest savings, payback
scores, durability, period, lifetime value

efficiency gains. comparison.

 Title: "How [Client Name] Achieved [Result] with Tutamen's Precision Manufacturing”

» Hero image: Product close-up or installation in context (hotel room, building entrance)

» Key stat callout: "99.7% Quality Rate" or "40% Faster Delivery via Tijuana Facility"

+ Client profile: Company name, industry, product types, volume, locations served

BODY CONTENT (800-1200 WORDS)
» Challenge (200 words): Specific pain points
the hotel faced

s Solution (250 words): How you addressed
the challenge, products supplied,
implementation process

* Results (200 words): Measurable outcomes
with numbers

» Client Quote (50 words): Direct quote from
procurement manager

* ROI Summary (100 words): Financial impact
and payback

INNLEAD.ai

VISUAL ELEMENTS

+ Before/after photos (if applicable)

* Product installation photos

* KPI comparison chart

* Client logo and headshot

= Pull quote with distinctive styling

* CTA: "Get Similar Results" with contact form



TUTAMEN

SECTION 05

Video & Written Testimonial Formats

Production guidelines for both video and written testimonials that resonate with B2B
hotel buyers.

» Video Testimonial Process

o Pre-Production

Schedule 30-minute slot. Send questions in advance. Choose location (hotel lobby, conference room, or their
office).

o Filming (15-20 Minutes)

Interview format with their responses only (no interviewer on camera). B-roll of products in use at the hotel.

o Production

Edit to 60-90 seconds. Add subtitles, nameftitle lower third, company logo. No fancy effects - authenticity
matters.

o Approval & Deployment

Send final cut for approval before publishing. Deploy on website, YouTube, LinkedIn, and sales materials.

[42 Written Testimonial Structure

STRONG TESTIMONIAL EXAMPLE

"Tutamen Group has been our precision hardware manufacturing partner for three years. Their CNC machining quality
consistently meets our engineering tolerances at 0.07mm precision -- the same standard they deliver for Tesla and Google.
When we needed custom smart lock housings for our new product line, their Dongguan team prototyped in 5 days and scaled
to 50,000 units within 8 weeks. Their Tijuana facility cut our lead time to the US by 60%. I'd recommend Tutamen to any
company that needs precision manufacturing they can trust.”

-- [Name], VP of Supply Chain, [Company Name] (Fortune 500 technology company)

ELEMENTS OF A STRONG B2B COMMON WEAK TESTIMONIAL TRAITS

TESTIMONIAL » "Great products!" (too vague)

= Specific measurable results (%, $, time =
saved)

Anonymous or first-name-only attribution

+ No measurable outcomes mentioned

= Named person with title and hotel name

» Reads like marketing copy, not authentic
= Comparison to previous supplier/situation voice

» Recommendation to peers
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TUTAMEN

SECTION 06

Social Proof Deployment Guide

A channel-by-channel strategy for deploying testimonials, case studies, and social
proof across Tutamen Group's website, LinkedlIn, proposals, and RFP responses.

@ Website Integration

TUTAMEN.NET HOMEPAGE

* "Trusted By" logo bar: Tesla, Google,
Amazon, 3M, Foxconn, PUMA, Palo Alto
Networks

= Rotating testimonial carousel (3-4 quotes)

o Key stat banner: "99.7% Quality Rate |
50,000+ Units Delivered | 7 Fortune 500
Clients”

= CTA linking to dedicated case studies page

im Linkedin Strategy

PRODUCT PAGES

* Product-specific testimonial beside each
product category

* "Hotels Using This Product” section with
logos

* |Inline ROI callout: "Average 25% cost
savings vs. previous supplier"

+ Download link to relevant case study PDF

CONTENT CALENDAR FOR SOCIAL PROOF POSTS

POST TYPE FREQUENCY FORMAT

Client quote card 2x [ month Image + text
Case study 1%/ month Carousel (5-7
summary slides)

Video testimonial 1% [ quarter Native video (60-
clip 90s)

Factory tour + 1x { month Photo series
quality

Milestone As earned Image + text
celebration

[ Proposals & RFP Integration

SALES PROPOSAL TEMPLATE
= Slide 2: "Trusted By" logo wall with Fortune
500 clients

= Slide 5: Relevant case study summary
(matching prospect’s hotel segment)

= Slide 8: Full-page client testimonial with
photo and ROI data

= Appendix: Attach 1-2 complete case study
PDFs

EXAMPLE

Quote graphic with client headshot and
company logo

Challenge > Solution > Results slides with key
metrics

Short client interview clip with subtitles

CNC machines, quality inspection, finished
products

"500,000 units deliverad to [Client]"
announcement

RFP RESPONSE CHECKLIST

* Include 3+ client references with contact
details (pre-approved)

* Attach most relevant hotel case study as
supporting document

+ Embed key quality metrics: defect rate,
delivery performance, certifications

» Reference Fortune 500 partnerships for
quality credibility

Deployment Priority: Website logo wall and case study page should launch first (Week 1-2). LinkedIn content
cadence starts Week 3. Sales decks updated by Week 4. RFP templates finalized by end of Month 2. Each
channel reinforces the others -- a prospect who sees your Linkedin post, visits your website, and then receives
a proposal with matching social proof is 4x more likely to convert.
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TUTAMEN

SECTION 07

Permission & Approval Workflow

Legal and professional best practices for getting proper approval to use client
testimonials and hotel names.

Testimonial Approval Checklist

Get Written Permission
Email confirmation is sufficient for written quotes. For video/photos, use a simple release form.

Confirm What Can Be Shared
Some hotels allow: name + title + hotel name. Others prefer: first name + role + "luxury hotel group". Clarify upfront.

Always send the exact text/video to be published. Allow 5 business days for review. Accept minor edits gracefully.

Specify Where It Will Be Used

Website, pitch decks, marketing emails, trade show materials. Get blanket approval or channel-specific permission.

Offer Right of Withdrawal
Let clients know they can request removal at any time. Builds trust and makes them more likely to participate.

©
®
@
(3) SendFinal Draft for Approval
®
®

<5 Where to Deploy Testimonials & Case Studies

CHANNEL FORMAT IMPACT
Website Product Pages Short quote + name/hotel Highest
Dedicated Case Study Page Full case study (800-1200 words) Highest
Sales Pitch Decks Key stat + quote slide Highest
RFP Responses Relevant case study attachment Highest
LinkedIn Posts Quote card with photo High
Trade Show Materials Banner quotes, video loop High
Email Nurture Sequences Case study link in follow-up High
YouTube [ Social 60-90 second video testimonial Medium

Y INNLEAD.ai



TUTAMEN

SECTION 08

ROI Documentation Framework

How to document and present the financial impact of your precision hardware for hotel
clients - the most compelling proof point.

[~ Key ROI Metrics for Hotel Suppliers

ROI METRIC

HOW TO MEASURE

EXAMPLE

Cost Per Unit vs
Previous Supplier

Product Lifespan /
Durability

Quality / Defect Rate

Lead Time Improvement

Precision / Tolerance

Achievement

Total Cost of Ownership

Compare per-piece pricing
across order volumes

Cycle testing and field failure
rates

Incoming inspection rejection rate

Order-to-delivery timeline

comparison

CMM measurement reports on
delivered parts

Purchase + shipping + quality
costs + replacement

£l ROI Summary Card Template

ROl SUMMARY: [HOTEL NAME] CASE STUDY

Investment: $[Total order value] for precision

hardware

Annual Savings: $[Amount] vs previous

supplier

"25% lower cost per door lever handle
at 5,000+ MOQ"

"500,000+ cycle durability, 3x longer
than previous supplier"

"99.7% first-pass quality rate vs
industry average 97%"

"60% faster delivery via Tijuana
facility for US orders"

"Consistent 0.01mm tolerance across
50,000-unit runs"

"$120K annual savings across 3
product categories"

Guest Impact: +[X] satisfaction points

Operational: [X]% reduction in [metric]

Payback Period: [X] months

ROI Documentation Best Practice

INNLEAD.ai

3-Year Value: $[Total savings projection]

Work with hotel clients to gather baseline data BEFORE they switch to your products. This "before"
benchmark makes the "after" comparison dramatically more compelling. Offer to help track
metrics during the first 6 months as part of your onboarding process.



TUTAMEN

SECTION 09

Annual Testimonial Calendar

A 12-month plan to systematically build your testimonial and case study library for
Tutamen Group.

QUARTER GOAL ACTIVITIES

Q1 Capture Fortune 500 Proof Request testimonials from Tesla, Google, Amazon, and Foxconn
(4 testimonials, 2 case contacts. Publish "How We Manufacture for Tesla" and "Google's
studies) Precision Standard" case studies. Create "Trusted By" logo wall page on

tutamen.net.

Q2 Video + Hotel Pivot (2 video Film factory tour video at Dongguan facility with client commentary.
testimonials, 1 hotel-focused Publish first hotel hardware case study (even as a pilot project). Deploy
case study) testimonials across product pages and LinkedIn.

Q3 Hotel Industry Expansion (3 Target hotel clients from initial outreach. Create "From Tesla to Five-Star
testimonials, 2 hotel case Hotels" cross-industry credibility narrative. Video testimonials from 3M
studies) and PUMA contacts.

Q4 Full Portfolio + ROl Reports Annual ROl documentation for top hotel clients. Create aggregate
(2 testimonials, 1 case study, "Tutamen Quality Report" with combined metrics. Refresh all
3 ROI reports) testimonials for year-end sales push.

Year-End Targets

10+ 4-5 2-3 3+

WRITTEN FULL CASE VIDEO ROI REPORTS
TESTIMONIALS STUDIES TESTIMONIALS

How InnLead.ai Supports Your Testimonial Strategy

InnLead.ai identifies the optimal moments to request testimonials based on order patterns,
delivery success rates, and client engagement signals. Our platform provides testimonial request
templates tailored to each client's relationship stage and helps you track your testimonial pipeline
alongside your sales pipeline.

KEY TAKEAWAY

Tutamen Group possesses an extraordinary asset that most hotel supply companies would
envy: a client roster including Tesla, Google, Amazon, Foxconn, 3M, PUMA, and Palo Alto
Networks. Converting these existing relationships into published testimonials and case studies is
the single highest-ROIl marketing activity Tutamen can undertake. When a hotel procurement
manager sees that the same manufacturer who builds precision components for Tesla also
makes their door hardware, every quality concern evaporates. Start with Fortune 500 proof,
then layer in hotel-specific case studies as the hospitality business grows.

INNLEAD.al



TUTAMEN

SECTION 10

Measurement Framework & KPls

How to track the business impact of your testimonial and case study program -- from

collection velocity to revenue attribution.

1~ Testimonial Program KPls

KP TARGET HOW TO MEASURE HEVIEW
: ok CADENCE

Testimonials Collected 10+ per year CRM tracking of approved Monthly
testimonials

Case Studies Published 4-5 per year Count of published case study Quarterly
pages/PDFs

Video Testimonials 2-3 per year Completed and approved video Quarterly

Produced assets

Request-to-Approval Rate >60% Testimonials approved / Quarterly
requests sent

Time from Request to <30 days Date requested vs. date live on Monthly

Published

Website Case Study Page
Views

Case Study PDF
Downloads

50+ / month

LinkedIn Engagement on
Proof Posts rate

% Revenue Attribution Metrics

DIRECT ATTRIBUTION

» Dealsinfluenced by case studies: Track
which proposals included case study
attachments and their win rate vs. those
without

» Reference call conversions: % of prospects

who spoke with a reference and
subsequently closed

500+ [ month

>3% engagement

website

Google Analytics page views Monthly
Download tracking (gated or Monthly
ungated)

Likes + comments + shares / Per post
impressions

INDIRECT ATTRIBUTION

» Sales cycle length: Compare average days-

to-close for deals with vs. without social
proof touchpoints

+ Inbound lead quality: Track if leads who
viewed case studies have higher
qualification scores

RFP win rate with testimonials: Compare
win rates on RFPs that included vs. excluded
client references

QUARTERLY REVIEW TEMPLATE

Collection: [X] new testimonials | [X] case
studies | [X] videos

Deployment: [X] channels updated | [X]
proposals using proof

Pipeline: [X] testimonials in progress | [X]
scheduled interviews
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* Objection reduction: Survey sales team on
whether quality/reliability objections
decrease after testimonial deployment

Impact: [X]% win rate on proof-included deals

Engagement: [X] case study page views | [X]
downloads

Revenue: $[X] in deals influenced by
testimonials



TUTAMEN

APPENDIX

Testimonial Question Bank

A comprehensive library of questions organized by category -- select 8-12 per
interview based on the client's relationship depth and the testimonial format needed.

QUALITY & MANUFACTURING

1. How would you rate the precision and finish
quality of Tutamen's products?

2. Have you experienced any defects or quality
issues? How were they handled?

3. How does Tutamen's quality compare to
your previous hardware supplier?

4. Can you describe the consistency across
large production runs?

5. How has product durability performed under
daily hotel use?

SERVICE & RELATIONSHIP
6. How responsive is the Tutamen team when
you have questions or issues?

7. Describe the ordering and communication
process.

8. How has the account management
experience been?

9. Have they gone above and beyond at any
point? Can you share a specific example?

10. How does Tutamen compare to other
suppliers in terms of professionalism?

INNOVATION & CUSTOMIZATION
11. Has Tutamen helped you develop any
custom hardware solutions?

12. How was the prototyping process? Speed,
accuracy, communication?

13. Have they suggested product improvements
you hadn't considered?

14. How flexible is Tutamen with design
modifications during production?

15. Describe any experience with their
Dongguan or Tijuana facility capabilities.

Using This Question Bank

metrics (cost/ROI).

{ INNLEAD.ai

DELIVERY & LOGISTICS

16. How reliable are Tutamen's delivery
timelines?

17. Have you experienced any shipping delays?
How were they managed?

18. How has the Tijuana facility impacted your
lead times for US delivery?

19. Describe the packaging and condition of
products on arrival.

20. How does the supply chain reliability
compare to competitors?

COST & ROI
21. How has switching to Tutamen affected your
total cost of ownership?

22. Can you quantify annual savings compared
to your previous supplier?

23. How has product longevity impacted your
replacement budget?

24. What is the ROI you have seen in the first 12
months?

25. Has the quality reduced warranty claims or
guest compensation costs?

GUEST IMPACT & OPERATIONS

26. Have guests commented on the hardware
quality? (Reviews, direct feedback?)

27. How has your maintenance team responded
to the new hardware?

28. Has the hardware contributed to any guest
satisfaction score changes?

29. Describe any operational efficiency
improvements since the switch.

30. Would you expand Tutamen products to
other properties in your portfolio?

Select questions based on context: for a written testimonial, choose 3-5 questions focused on
results and recommendation. For a full case study interview, select 10-12 questions spanning all
categories. For a video testimonial, pick 5-7 questions that will generate concise, quotable
answers. Always start with rapport-building questions (service/relationship) before moving to



