“The Copy Alchemist” - Copywriting Questionnaire

Your Copywriter is an important part of your team.  They are like a translator between you and your market.  They take the information you give them and masterfully weave it into a compelling marketing message.
For your Copywriter to be able to write the very best copy for your project … they need to know specific information about your business.  The questionnaire on the following pages will assist them in achieving their aim. 
The questions are designed by copywriters for copywriters.  Therefore, the relevance of the questions may not be obvious to you.  Just know the structure of the question, and subsequent answer, uncovers vital information for constructing your unique marketing message. 
The more information you can give them, the better.  Be as specific as you can, as this gives the Copywriter clarity about the project and the opportunity to write the type of copy you and your business deserves.
You have made a sizable investment in the future of your business… you are dedicated to being the industry leader and outplaying your competitors… your copy needs to be at the same level.
Mediocre answers results in mediocre copy, marketing pack and results… there is no competitive advantage in that!  Thoughtful, helpful and insightful answers help create a marketing pack which gives you marketing supremacy over your competitors… if you can even call them that!
[bookmark: _GoBack]When answering the questions… if you need to cut and paste relevant information in to the document please do so.  Avoid directing the Copywriter to documents in other locations or websites. You know your business much better than anyone else does, so what is obvious to you… may not be to an “outsider” like your Copywriter. 
Please answer all questions considerately and completely… even if you have answered them previously elsewhere. Be assured no question is here by accident or to waste your time… in fact this questionnaire saves everyone time… especially you. 
Let’s get started…






Who Are You?
Please fill in your contact details for the person in your business who is responsible for this project
	Full Name
	

	Business Name
	

	Email Address
	

	Preferred Phone Number
	

	Address
	

	
	



Please fill in your details, as they are to appear in the project:
	Name: 
	

	Title:
	

	Company: 
	

	Phone:
(1300/ 1800 Number)
	

	FAX:
	

	Email: 
	

	Website:
	

	Postal Address:  
	

	
	






What are you selling?
Your Product/ Service
1. What product or service will you be selling in your marketing package? What is the name of 	your product?
 	If possible, please send us your product for evaluation.


2. What are all the features of your product/service? (A feature is what your product/ service does) Don’t leave anything out … put down as much as you can. 
This may take some time but it will be worth it.



3. What are the major benefits your customer gets from your product/service? (A benefit is what your product/ service does for the client)



4. What relevant facts or figures have you gathered about your product? Have any studies been made that provide data which backs up your claims? Are there any industry trade councils who give meaningful facts, graphs, charts and statistics about your product? 


5. How does your product/ service compare to your competitors’?

6. What makes your product/service unique? 


7. Why should your prospect choose your product/ service over any other person offering the same product/ service? 


8. What level of service and after sale support do you offer?


Your Business:

9. How many years have you been in business?




10. How did you get into this business? What is your story? 



11. What is the turning point of your story?


12. What did you notice about the industry which others missed?


13. How many clients/ customers have you serviced since starting in the business?


14. This is a BIG one… In your opinion, why would your prospects not buy what you’re offering? List these reasons, as many as you can. E.g. is it price? Is it they don’t trust you? List them all. 


15. If yours is a mature market, what changes (if any) have occurred in this industry over the last few years?


16. What is your sales process now … how do you get prospects then close the sale? What can a prospect expect when they do business with you?



Your Market:

17. Who is your main prospect? (Male/ Female, Age, Career)


A. What worries and concerns keeps them awake at night?


B. What are they most afraid of in their life?


C. What are they angry about in their life? Who are they angry with?


D. What are their top three daily frustrations?


E. What trends are occurring and will occur in their businesses or lives?


F. What do they secretly, passionately desire most?


G. Is there a built-in bias to the way they make decisions? 
(Example: engineers = analytical)



H. Do they have their own language? If so, give examples of words and phrases used.


I. Who else is selling something similar to them and how?


J. What magazines do they read?


K. What websites do they visit?



18. What like-mindedness do you have with your market? What connection do you currently 	have with them?



19. What has changed most in your customer’s lives or about their behaviour in the last 5 years?



20. What do you believe about your customers with regard to…


a) Price




b) Quality




c) Service




d) Convenience



e) Buying Habits e.g. Impulsive or analytical



f) Geographical






27. What are the best things about your customers?



28. What are the worst things about your customers?



29. Provide a detailed profile of your current customers.



30. Provide a detailed profile on your ideal customer.



31. What is the size of your market in total numbers?



Your Message:


32. Do you have any key phrases or tag lines you are known for?


33. Do you have a USP (Unique Selling Proposition)? Please include it here if you have one.


34. I want you to sell me on your product/service. 
Pretend I am sitting across from you … now sell me. What quick pitch do you use?


35. If your client does not invest in your product/ service now… what long term pain will they experience?


Your Offer:
36. If there’s no urgency… people will put off everything. Please explain why customers should take decisive action and invest in your product/service now.


37. What’s the price of your product/ service? Please list all products/ services


38. What’s your offer? (What do you offer as an incentive to your prospects now? E.g bonuses, gifts)


39. What are you able to give as a free bonus  to add value to your offer? (What are you prepared to give away to get a customer?)



Your Proof:

40. Could you offer a guarantee? How could your guarantee lower the resistance of customers from buying from you?


41. Do you have a list of Frequently Asked Questions and their Answers? If so include them here…


42. What sort of value have your past clients received from your product/service? Can you get testimonials that will let other people do the selling for you. (If you already have testimonials, add them here)


43. What other proof you have? 



Extra Information:


40. If web copy is required, what are your keywords? (Keywords are words the customer enters into search engines such as Google, Yahoo or Bing to find your business, your product or your services)
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