Marketing Diagnostic Questionnaire

Your responses to this questionnaire are needed before we set up the initial appointment. The more you give me, the more I know about you, the more powerful your comprehensive marketing program. Once you complete this document you will have greater focus about your product or service and be ready to outline and begin your long-term marketing plan.

Since this is a Word document you can type your answers on the page providing you with all the room you need to answer each question fully.

Let's get started…
1. What is your product or service?

2. Why would your prospective customer want to have it? (List everything you can think of.)

3. How will it make your prospect’s life easier?

4. What one benefit of your product or service stands out as the most important?

5. List your competition… names of products or services, websites, etc.

6. How is your product or service different from the competition’s? (Which features are exclusive? Which are better than the competitions?) 
7. If your product or service isn’t different, what benefits or features can be stressed that haven’t been stressed by the competition? 
8. List all uses of the product or service in order of importance?
9. Who can use the product and who will most benefit?
10. What problems or issues does the product solve for the individual or company?
11. Describe how the product or service works. Write your description just as if you were describing it to a prospect. 

12. How well known is the product or service? 
13. How well does your product or service work?
14. How quickly or efficiently does your product or service work? 
15. How does the price of your product or service compare to similar ones.

16. What are the characteristics of those who have bought the product or service?

17.  What do those who have bought say about the product or service?
18.  If a product, what materials, sizes and models are available? If a service, what variations are available, i.e., packages, length of time, etc.?
19. How long is the waiting time before receiving the product or service?
20. What customer support is available?

21. What is the guarantee? 

22. What types of people will buy the product or service? (male, female, age, socio-economic status, professions, etc) 

23. What is the customer’s main concern? (price, delivery, performance, reliability, service maintenance, quality efficiency) 

24. What are the characteristics of the buyer? (feeling broke, conservative, liberal, health conscious, avoids "traditional" medicine, in pain, etc)

25. What would motivate the buyer to select yours or a similar product or service? 
26. What type of magazines and newspapers would your prospect read? What kind of music would they listen to?

27. Have you used any mail lists? If so, which ones.

28. What's the purpose of your marketing campaign:  

a. To generate inquiries 

b. To generate sales 

c. To answer inquiries 

d. To qualify prospects 

e. To transmit product information 

f. To build brand recognition and preference 

g. To build company image 

29. What marketing have you already done? Please attach samples.

30. What is your URL?

31. What is the URL of competitors?

32. Please attach marketing materials from competitors.

33. How do you feel about your product or service? (passionate, excited, really believe in it, a means to an end, etc)

34. What have been your biggest roadblocks in marketing your product or service? (lack of knowledge, procrastination, inability to write the copy, etc)

35. What else do you want to tell me about your product or service that hasn't been covered?

36. Do you have a budget already set aside for this project?

37. Are you the decision maker for this project? If not, what is your role and who will be involved in making the decision about hiring for this project?

38. What is your timeline for beginning and completing this project?

Please mail your responses and samples to:

Cathy Chapman, PhD.
7800 Amelia Rd, STE 10
Houston, TX 77055
You may also attach as an email: CathyChapmanPhD@gmail.com Put: Marketing Request in the subject line.


Your Name:

Your email:

Your telephone number:

Your address:

(see next page)
Let's Talk about Time and Money

When you send me your questionnaire, you are telling me you are ready to begin working.
I want to thank you for considering my services as a strategic marketing consultant. Though not limited to, my services include developing a marketing plan, copywriting, implementing your plan, coaching to assist you in overcoming hidden emotional and mental blocks to your success. 

In any business, time is the one commodity you will never get back. You can make more money but can never recover the minutes, hours and days used in your life. That which is unrecoverable is priceless.

I respect your time. I know you want to move forward in the marketing of your business. Your answers to the questionnaire give me basic diagnostic information. Just as any good medical doctor takes the information, makes a diagnosis and then gives you a prescription, I do the same. You pay your doctor for his or her time, effort, tests and prescription. Since you respect my time and effort, I know you will do the same for me.

I am very serious about what I do. I believe I have provided you the information necessary about whether or not my services would be a good fit for you. I am willing to answer questions I have not answered... and thank you for assisting me in expanding my FAQ section. I will refer you back to the site or to the Special Report for answers already available… unless you really want to pay me $200 per hour to hear what is already written. (The Special Report itself gives you a basic internet marketing plan.) 
Unlike your typical marketing strategist, I have close to 35 years working with people in personal growth and development. Any person of at least average intelligence has the ability to follow a business check list. It's sabotaging beliefs and negative emotions that prevent someone from pulling out the check list and following it step-by-step. This is a self-prescription for failure.

If, in my expert opinion, you have beliefs and behavior patterns which are likely to sabotage anything you do, I'll tell you. I want you to succeed. If something is blocking your success I'm going to respect you enough to be honest with you about it. You can then either work with me or find someone else to assist you... or continue getting what you've already been getting.

When you submit your questionnaire to me, you are telling me you are ready to work with me. You are no longer a "tire-kicker." 

I will review your information, check out the web sites and materials you have given me, and submit to you a detailed plan of action. This process, which brings me great pleasure, will take several hours of my time and effort. As noted earlier, time is unrecoverable. Because I am devoting this time to you, I am not able to use the time for my largest client. 
For an initial evaluation, the offering of appreciation is $450.  However, I would like to offer you a special rate of $225. 
Please attach a check or money order for $225 made out to Radiant Spirit, LLC. Mail to Cathy Chapman, PhD, 7800 Amelia Rd, STE 10, Houston, TX 77055. 

If you wish to pay with a credit card, you must use PayPal. Please email me at CathyChapmanPhD@gmail.com with Marketing Request in the subject line. Let me know you are ready to submit your material and get started on developing and implementing your marketing plan and are ready to give me the initial offering of appreciation by PayPal. I will then send you a request for payment from PayPal.

You will receive from me a confirmation that I have received your material and a timeline as to when you may expect your diagnostic report with action plan. 

I look forward to working with you.

Cathy Chapman, PhD
Strategic Marketing Consultant

