The Questionnaire

Date:
Responsible: 



BUSINESS GOALS & VISION 
What are your business biggest challenge/s today? and why? (for your business)
Your vision for the next five years. When you look back, what do you want to achieve? (bullet points and make these as tangible as possible)
How can you measure this? - put KPI’s on each goal so you can measure this. 
What role does your online presence play in your business today? 
How often do you take on customer feedback and opinions? 
Can you identify any risks? 

PRODUCT & SERVICE
Define the pain points you ease for your customers
Can your company update, change and improve your product if need be? 

TARGET AUDIENCE & CUSTOMERS
Who are your target audience? (define target groups)
What do they need? what motivations and driving forces do they have? 

How long is your customer lifecycle?

COMPETITORS 
Who are your three biggest competitors - and why? 
When a customer leaves you for another service provider/company – do you know which competitor they choose over you? And why? 
Your competitors aside, what is the reason for a potential customer not to buy from you today?


MARKETING 
What is the cost per acquisition in terms of a customer? I.e how much do you pay in advertising per customer to acquire a new customers or a sale?  
What print advertising have you done? And what impact and results have you seen from this in terms of reaching your goals?
What tv advertising have you done? And what impact and results have you seen from this in terms of reaching your goals?
What online advertising have you done? And what impact and results have you seen from this in terms of reaching your goals?
BRAND
What promise are you making to your customers? 
Do you keep that promise today? 
Why should someone buy from you? 
What sets you aside from your competitors in your market? 










