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Compiling a Customer Profile 
Just as a mission statement guides the operation of your company, a customer profile will guide your sales effort. Develop an overview of your target customers so that you and all of your employees are clear about whom you are selling to.
Demographic Checklist 
Ensure that you include the following characteristics in the demographic profile of your target market: 
	 
	
	Age

	 
	
	Gender

	 
	
	Profession

	 
	
	Education level 

	 
	
	Household income level 

	 
	
	Marital status 

	 
	
	Geographic location

	If your target market is made up of corporate customers, include the following elements: 

	 
	
	Number of employees 

	 
	
	Location of headquarters

	 
	
	Types of products and services they provide 

	 
	
	Annual revenue 

	 
	
	Number, size and location of branches 

	 
	
	Year founded 


Psychographic Checklist 
Which of the following categories fit the psychographic profile of your customers?
	 
	
	Conservative 
	
	Fun-loving 

	 
	
	Liberal 
	
	Cutting-edge 

	 
	
	Conformist 
	
	Trend follower 

	 
	
	Environment-friendly 
	
	Fashion-forward 

	 
	
	Socially conscious 
	
	Family-oriented 

	 
	
	Growth-oriented 
	
	




How many family members are typically in your customers' households? 

What hobbies and/or sports do your customers enjoy? 

What is their lifestyle?

What types of entertainment do they like? (movies, theater, opera, etc.) 

What publications do they subscribe to? 

How else do they enjoy spending their free time? 

If your target market is made up of corporate customers, which of the following psychographic categories fit them? 
	 
	
	Market leader 

	 
	
	Innovative or cutting-edge

	 
	
	Liberal

	 
	
	Conservative

	 
	
	Environment-friendly 

	 
	
	Employee/family-friendly 

	 
	
	Fast growing/adopting new ideas 

	 
	
	Stable/set in their ways 


What growth stage is the company in? (start-up, growth, stable or decline)

What is the type of workforce they employ? 

Who in the business are you selling to: What department do they represent, what management level? 

Are there common characteristics of a certain department…marketing, IT, human resources, finance that you can identify?

Are there common characteristics of a management level that you can identify…entrepreneur, CEO, line manager, store manager?

What is the company's culture? 

What is the management style? 

What trade associations do they belong to? 

What publications do they subscribe to? 

Behavioristic Checklist
These are the factors that identify the motivation or reasons why someone wants to buy your product or service.
Identify the reason why someone will purchase your product or service.

What benefit is the customer looking for?

How often will they purchase? 
What is the decision-making process?

What factors are most important to your customers?

Rank the order of importance of the following criteria to your target market: 
		 
	Very Important
	Somewhat Important
	Not Important

	Price
	
	
	

	Quality of products or services 
	
	
	

	Brand name recognition 
	
	
	

	Customer service 
	
	
	

	Broad array of services 
	
	
	

	Friendly staff attitude 
	
	
	

	Discounts and sales 
	
	
	

	Attractiveness of packaging 
	
	
	

	Convenience of store location 
	
	
	

	Store appearance 
	
	
	

	Convenience of product/service use 
	
	
	

	Guarantees/warranties
	
	
	

	Technical assistance
	
	
	

	Flexible payment terms 
	
	
	





Define the Problem
Before you do anything else, you'll want to clearly define the focus of your market analysis - the "problem" you are trying to solve. The following questions will assist you: 
1. What defined market am I trying to reach?

2. Are we trying to market our entire product or service line, or are we trying to hone in on a new product or a new service?   


3. Who are our current customers? Are they from a specific region?


4. How can we increase sales from current customers? 


5. How do we attract new customers? 


6. What specific companies are already servicing this market with the same types of products or services? Are they successful?


7. Are there other companies servicing this market with related products and services? Are they successful? 


8. What is the relative market share of these companies?   


9. Would you describe the market as saturated or open to new players? Why?   


10. What is the size of the market, in terms of total revenue and customers? 


11. Is it growing, stable, volatile or trendy?   


12. What are the business models of my competitors?   


13. How do my competitors reach the market?   


14. How can I reach this market? 


15. Do we need to enhance our current product or service?   


16. What do customers expect from this type of product or service?   


17. How much are customers willing to pay for this type of product or service?   


18. What specific marketing strategies have we utilized in the past two years? How has each strategy affected sales? 


19. How much money have we allocated to marketing?   


20. What core competencies must the product or service have?   


21. What is my competitive advantage? 


22. When making a sale, do we survey our customers to determine a referral source? Do we thank our referral source?   
Obtain Relevant Data
A comprehensive primary market research study - which includes information from field and laboratory studies, personal interviews, surveys and focus groups - is ideal for identifying qualitative and quantitative data on customer beliefs and behavior patterns.  A common approach to objectively measuring consumers' attitudes and opinions is to have respondents indicate how much they agree or disagree with a questionnaire statement. Another approach is to have respondents rate a product using a rating scale, called a Likert scale, which assigns numbers to answer values. For example: 
	Excellent
	=
	4

	Good
	=
	3

	Fair
	=
	2

	Poor
	=
	1





A researcher interested in what a target consumer population thinks about a particular frozen dinner might use the following example:
		A. Please check your level of agreement with each of the following statements.

	 
	 
	Strongly 
Agree
	Agree
	Uncertain
	Disagree
	Strongly 
Disagree

	1.
	I add extra seasoning when I prepare a frozen dinner.
	
	
	
	
	

	2.
	A frozen dinner is more expensive than eating at a fast food restaurant.
	
	
	
	
	

	
B. Please rate how important each of the following is to you in selecting a brand of frozen dinner.

	 
	 
	No 
Importance
	Less 
Important
	Somewhat
Important
	Important
	Very 
Important

	1.
	Price per serving
	
	
	
	
	

	2.
	Amount of meat
	
	
	
	
	

	3.
	Amount of vegetables
	
	
	
	
	

	4.
	Cooking time
	
	
	
	
	

	
C. Please check the rating that best describes your feelings about the last frozen dinner you prepared.

	 
	 
	 
	Poor
	Fair
	Good
	Excellent

	1.
	Price per serving
	 
	
	
	
	

	2.
	Amount of meat
	 
	
	
	
	

	3.
	Amount of vegetables
	 
	
	
	
	

	4.
	Cooking time
	 
	
	
	
	





Design an Action Plan 
Utilize the following Interactive Marketing Worksheet as the final step before designing and implementing your marketing plan. 
Interactive Marketing Worksheet 
What are we trying to market?  
Product: ________________________________  
Service: ________________________________ 
How effective has our marketing effort been to date?  

Why are we interested in developing a market plan at this time? 

Check all that apply:  
Increased product or service line  
Expansion of area we hope to sell to  
New product or service offered  
Increased sales  
Company restructuring, bad public relations in the past  
Other  


Who is responsible for the development of a market plan?  
Self  
Employee  
Contracted service  
New position, will recruit and hire  
What dollar amount is allocated to marketing? 
 	_____		
	Yes
	No


Are you willing to increase that amount?
What percentage of total sales is allocated to marketing? ______% 

What is our specific goal of marketing? This must be objective so it is measurable, i.e., To increase sales to current clientele by 5 percent within nine months and to maintain that level or further increase.
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