
Expert Interview Question Bank Template
Commercial pages often sound like every rival's page. The writer never spoke to the people who hear buyer objections every day.
Your sales reps, support leads and engineers know the real answers. They have stories, numbers and plain words that buyers trust.
This bank turns one call with them into answers per objection, the evidence behind each one and quotes they have approved word for word.
Inside: a fill-in bank, questions by objection and role, a call script, an approval log, a page planner, a CSV header and a fictional example.
Expert Interview Question Bank (fill-in)
When to use: One row per buyer objection: the question, the evidence you ask for, the example you got, the exact quote and its approval.
Expert interview question bank
One sheet per interview. Fill the header before the call. Add one row per buyer objection the page has to answer.
Interview header
· Page or asset:[URL or working title]
· Target query:[main keyword the page targets]
· Expert:[name], [role], [years doing this work]
· Expert type:[sales / support / engineering / practitioner / customer]
· Interviewer and date:[name] / [date]
· Recording consent:[yes, asked on the call at mm:ss / no recording, notes only]
	Buyer objection
	Question to ask
	Evidence request
	Example captured
	Quote (exact words)
	Approval / quote use

	[It costs too much]
	[Tell me about the last buyer who said that. What changed their mind?]
	[deal note, ticket or report you can check]
	[what happened, in two lines]
	[verbatim line from the recording]
	[Q-01: pending / approved [date] / rejected]

	[Switching is too much work]
	[Walk me through a real migration step by step. Where did it get stuck?]
	[project plan, onboarding checklist]
	[steps and time taken]
	[verbatim line]
	[Q-02: status]

	[Will it work for a team like ours?]
	[Which customer type struggles most at first? What do you tell them?]
	[support macro, help doc]
	[the setup that worked]
	[verbatim line]
	[Q-03: status]

	[We can do it ourselves]
	[What do you see when teams try it in-house first?]
	[before/after screenshot, call note]
	[one concrete case]
	[verbatim line]
	[Q-04: status]



Per-row detail (fill for every objection)
· Where the objection came from:[sales call, ticket, review, SERP People Also Ask]
· Evidence checked by:[name] on [date], or [not verified, do not publish as fact]
· Customer details to remove or anonymise:[names, logos, figures]
· Planned use:[page URL and section, email, ad, social post]
· Follow-up question:[what you still need to ask]
Next action
· Interviewer: [name] - action: send the quote list for approval by [date]
· Expert: [name] - action: approve, edit or reject each quote and send the evidence promised
· Writer or editor: [name] - action: place approved quotes and examples in the brief and log their use
Completion check
· Every objection on the page has at least one answer from a named expert.
· Every example has evidence someone checked, or is cut.
· Every quote in the draft matches the approved wording exactly.
· Every quote has a log row with consent, attribution and where it is used.
· No customer name or figure appears without that customer's permission.
 
Questions by Buyer Objection
When to use: Ready-made questions for six common buyer objections, each with an evidence request.
Ask for stories, not opinions
Generic questions get generic answers. Ask about the last time something happened. Then ask what proof exists.
Price and value
· When did a buyer last say we cost too much? What did you say back?
· What does a buyer stop paying for or doing after they switch?
· Which buyers should not buy us, because the price will not pay back for them?
· Evidence request: the deal note, a cost comparison you built for a buyer, an anonymised invoice.
Switching effort and risk
· Walk me through the last migration. What broke first?
· What do buyers fear losing when they switch? Did it happen?
· What do you check in week one that buyers never think of?
· Evidence request: the onboarding checklist, a project timeline, a support ticket thread.
Fit: will it work for us?
· Which type of customer struggles most in the first month? Why?
· What question tells you in a demo that this buyer is a poor fit?
· What setup do you recommend for a team like [segment]?
· Evidence request: a help doc, a support macro, a configuration screenshot.
Do it ourselves or use a rival
· What do teams do before they come to us? Where does that break?
· When a buyer picks a rival, what is the usual reason?
· What would you tell a friend who asked if they need this at all?
· Evidence request: lost-deal notes, a before/after example with details removed.
Trust, security and support
· What does security or IT ask in the last stage of a deal?
· What happens when something goes wrong for a customer? Give me the last case.
· Evidence request: the security page, a status page link, response-time policy.
Time to value
· What has a new customer done by day 7 and day 30?
· What slows the first result down most often?
· Evidence request: onboarding milestones, a customer email you may quote.
Find which objections buyers type into search with Keyword Research, and see which questions current results answer in the SERP Analyzer.
 
Questions by Expert Role
When to use: Pick the right expert for each objection and use role-specific questions that pull out first-hand detail.
Match the expert to the objection
	Expert
	Best for
	Ask them

	Sales rep or account exec
	Price, fit, rivals
	What do buyers say in the first call? What closes or loses the deal?

	Support or success lead
	Switching, time to value, setup
	What are the top three tickets in month one? What fixes them?

	Engineer or product owner
	Security, limits, how it works
	What does the product do under the hood here? What can it not do?

	Practitioner or consultant
	Method, results, mistakes
	What do you do differently from the textbook? What did you learn the hard way?

	Customer (with permission)
	Proof of outcome
	What did you try before? What changed after, and how did you measure it?



Follow-ups that get first-hand detail
· Can you give me a specific case? When was it?
· What did you see, step by step?
· How do you know? Where would I find that written down?
· What would most people get wrong here?
· How would you say that to a buyer in one sentence?
Questions to skip
· Leading questions like "Would you say we are the best?"
· Trend talk with no case behind it.
· Anything that asks the expert to guess figures. Ask for the source instead.
Building personas first? The Marketing Persona and ICP Template gives you the buyer and their objections to bring to the call.
 
Interview Prep and Call Script
When to use: A 30-minute call plan with consent wording, the order of questions and what to do in the first hour after.
Before the call
1. Pick three to five objections for this page. Rank them by how often sales or support hears them.
2. Choose two questions per objection from the bank.
3. Send the expert the objections, not the exact questions, a day ahead.
4. Ask them to bring one real case per objection and any document behind it.
Opening script
"Thanks for your time. This is for our [page]. May I record so I can quote you accurately? You will see every quote before it is used, and you can change or pull it."
Note the time of consent. Recording laws differ by country and state, so follow your company's policy.
During the call
· Start with the objection they hear most. Energy is highest early.
· Ask for the last time it happened, then for the proof.
· When you hear a quotable line, ask them to say it once more in their own words.
· Flag any customer name or number as "needs permission".
· Close with: "What did I not ask that buyers always ask you?"
Within an hour after
· Pull exact quotes from the recording or transcript with timestamps.
· Fill the bank and the approval log while the call is fresh.
· Send the expert their quote list and evidence requests.
Short on time to run calls? Book a free consultation with Anatolii Ulitovskyi to plan an expert interview programme for your commercial pages.
 
Quote Approval and Attribution Log
When to use: Track consent, exact approved wording, how each speaker is named and every place a quote is used.
Quote approval and attribution log
One row per quote. A quote is only usable when the status is approved and the wording in the draft matches this log.
	Quote ID
	Exact approved wording
	Attribution as shown
	Consent (how, when)
	Where used
	Review by

	[Q-01]
	[verbatim text]
	[Name, Role, Company]
	[email reply, date]
	[URL and section; email; ad]
	[date or role change]



Approval rules
· Send the quote in the context it will appear in, not alone.
· Keep the written approval (email or form) with the log row.
· If you change a word after approval, ask again.
· Record each new use. Approval for a blog post is not approval for an ad.
· Pull or re-approve quotes when the speaker leaves or changes role.
Customer and employee quotes in ads
The FTC Endorsement Guides (16 CFR Part 255) say an endorsement must reflect the endorser's honest opinion or experience.
You may shorten or reword it, but not take it out of context or reword it so it distorts what the person said.
If a connection the audience would not expect could affect credibility, such as an employee praising the product off your site, disclose it clearly. This is not legal advice.
 
Experience-to-Page Planner
When to use: Place approved answers, examples and quotes on the page where each objection comes up.
Put the experience where the doubt is
Quotes work best next to the objection they answer, not in a separate testimonial strip at the bottom.
	Page section
	Objection it answers
	Approved asset
	Format

	[Pricing block]
	[cost]
	[Q-01 + cost example]
	[pull quote with name and role]

	[How switching works]
	[effort]
	[migration steps from support lead]
	[numbered steps]

	[FAQ]
	[fit]
	[Q-03]
	[short answer, attributed]



What Google says about experience
· Google's helpful content guide asks if content provides original information, reporting, research or analysis.
· It asks if content clearly shows first-hand expertise and a depth of knowledge.
· It says trust is the most important part of E-E-A-T, and that E-E-A-T itself is not a specific ranking factor.
· It suggests making clear who wrote the content and how it was produced.
So name the expert, say what they do and how you gathered their input. Real cases do more than adjectives.
Turn the plan into a writer brief with Content Brief, then draft and check it in the Content Optimizer. See which AI answers already name or cite your site, and read what they say, with the AI Visibility Checker.
Show who your experts are on the About Page E-E-A-T Template. Full customer stories belong in the Case Study Template.
 
Spreadsheet Header (CSV)
When to use: Paste-ready headers for the question bank and the quote log in Google Sheets or Excel.
Question bank header
Paste into cell A1 of a sheet named Bank, then split text to columns by comma. One row per objection per interview.
interview_id,page_url,expert_name,expert_role,expert_type,interview_date,recording_consent,objection,objection_source,question,evidence_request,evidence_checked_by,example_summary,quote_id,owner,next_action,status
Quote log header
Paste into cell A1 of a sheet named Quotes. One row per quote per use.
quote_id,interview_id,exact_wording,timestamp,attribution_shown,consent_method,consent_date,approved_by,use_channel,use_url,use_section,disclosure_needed,review_date,quote_status
Allowed values
· expert_type: sales, support, engineering, practitioner, customer
· status: planned, interviewed, evidence-pending, ready, used
· quote_status: pending, approved, edited, rejected, retired
· use_channel: page, blog, email, ad, social, sales-deck
Sheet tips
· Highlight any quote used where quote_status is not approved.
· Highlight rows with an evidence_request but no evidence_checked_by.
· Filter by objection to see every answer you have across interviews.
 
Worked Example (fictional shift-scheduling SaaS)
When to use: A filled-in bank for an invented restaurant scheduling tool, with one quote edited and one claim cut.
Worked example: Murrowdeck shift scheduling
Example only. Murrowdeck is an invented SaaS product. The people, URLs, dates and figures below are made up to show a filled-in bank.
· Page: /restaurant-staff-scheduling/
· Target query: restaurant staff scheduling software
· Expert: Priya N., onboarding lead, works with new restaurant accounts every week
· Interviewer and date: Tom, content lead / 4 Nov
· Recording consent: yes, at 00:40
	Buyer objection
	Question to ask
	Evidence request
	Example captured
	Quote (exact words)
	Approval / quote use

	We already use a spreadsheet
	What breaks first for teams on spreadsheets?
	Onboarding notes from three recent accounts
	Shift swaps were agreed in group chats and never made it into the sheet
	"The sheet is right on Monday. By Friday, the group chat is the real schedule."
	Q-01: approved 6 Nov, page section 2

	Staff will not use another app
	How do you get servers to open it in week one?
	Onboarding checklist
	Managers post the next week only in the app, so staff open it to see shifts
	"Put next week's shifts only in the app, and staff open it."
	Q-02: edited by Priya, approved 6 Nov

	Moving over takes too long
	Walk me through the last import
	Import help doc
	Staff list imported from CSV, shift templates rebuilt by hand
	Not quoted
	Used as numbered steps, no quote



What review changed
· Q-02 first read "staff always use it in the first week". Priya changed it, because she could not back "always".
· A draft line said setup takes "under an hour". No evidence was found, so it was cut.
· Priya's surname was shortened at her request. The log records this.
Why this works
· Each objection on the page is answered by someone who handles it every week.
· The page uses the expert's plain words, checked and approved.
· The log shows where each quote lives, so a role change triggers a quick review.
Free template from seotools.pro · https://seotools.pro/templates/expert-interview-question-bank-template
