                                           Customer Profile

Profile Name ____________________________________________

Step 1:

Part 1: Demographics

1. What is the typical age range of this customer? _________________

2. What is their gender?  _________________

3. What is their level of education?  _______________________

4. What is their occupation?  _______________________

5. Where do they live? _____________________________

6. What is your client’s life stage?  _____________________________________

7. What is their race or ethnic origin?  ___________________

8. What is your client’s household composition?

8.
Employment Status _____________________________________

     Part 2: Psychographics

Now onto the trickier part: Psychographics involve the mental characteristics of your customers: Their goals, beliefs, motivations, and anxieties. This generally takes a bit more research than demographics since you’ll need to speak with customers to find these answers.

1. What are their hobbies/interests __________________________________________?

2. What are their favorite TV shows, movies, books, websites, etc.? _________________

______________________________________________________________________

3. What problem are they solving by using your product/service? ____________________
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4. What is the most import to your customer about your product?

5. What are the concerns or anxieties the customer may have about your business.
6. What are the concerns or anxieties the customer may have about your business.
7. What are some of the potential turn-­offs that would make the customer not return to your business?

8. What would make this customer recommend your business to a friend?

9. How much are they willing to spend on your type of product?

List any more important psychographic details:
Part 3: Actionable Insight

Now the fun part: It’s time to pull everything together and start creating plan. How are you going to market to this customer, and what products are you going to sell to them?

1. What are the best ways to reach this customer?

I.e. TV, radio, newspaper, Facebook, Twitter, Pinterest, Yelp, in-­store promotions, sidewalk promotions, etc.
2. What  types of promotions are going to engage this customer?

Are they going to be encouraged by coupons/discounts? If so, how much? Do you need to focus more on other promotions like new products or seasonal products/events?

3. What types of promotions are NOT going to engage this customer?

Along the same lines: Is there a specific channel or promotion that will not work for this customer? Should you avoid direct mail or Facebook advertising?

4. What new products are going to interest this customer?

Do they prefer a particular product/service? What potential changes could you make to encourage them further?

Sales Profile Template

Step 2:

Read Your Profile

Read your profile to understand strategies for how you may best interact with a customer of their buying style. Then answer the questions below.

1. What are your customer’s priorities?

2. If these priorities are different than your own:

a. Which of the priorities come least naturally to you?

b. Which of the priorities are the closest to your or most natural to you?

3. If you share the same priorities, what might be the source of your challenges?

4. How might your awareness of the differences or similarities in your priorities affect your relationship?

Interaction Plan

Choose one of your customer’s priorities to focus on and answer the questions below to create a plan for a successful selling interaction.

1. What steps can you take to address their expectation in this area?

2. How might you rephrase or reposition your typical delivery to be more compatible with this priority?

3. What resource or options do you have for trying to address their expectations?

4. How and when can you practice meeting this priority?

5. How might you solicit feedback on how well you are meeting their priorities?

