	Customer Profile Questionnaire

	Geographics
Where do your customers and prospects live? Knowing this information helps you target your marketing efforts.

List neighborhoods, zip codes, counties, states, or international regions that include concentrations of customers. You can obtain information from checks, invoices, or credit card transactions. You can also record zip code information at the time of purchases or conduct in-person or online surveys.

List the areas where inquiries come from. Monitor the origin of incoming phone calls, ad and direct-mail responses, and website visitors.



	Demographics
What are the facts about your customers? Knowing this information helps you direct media and promotions directly at the people who match your customer profile.

Gender:
__ % Male 
__ % Female


Age: 
__% under 12
__% 13-19
__% 20-30


__% 30-40
__% 50-60
__% Senior citizens

Education level:
__% High school graduates
__% College graduates


__% Advanced degrees
__% Current students
Household composition: Find out whether most of your customers are single, married, divorced, widowed, in domestic partnerships, parents with children at home, couples with no children at home, heads of families, grandparents, recent empty-nesters, and so on.
Income level: Into which income levels do they fall?

Other facts: 
· Do most customers own or rent their homes?

· What is their nationality? Ethnicity? Language? 

· What are their occupations?

	Behavioral Patterns
What makes your customers tick? Knowing this information helps you create marketing messages that interest prospects and move them to action.

Interests: What are their favorite hobbies or pastimes? What magazines, TV shows, types of music, websites, social media networks, or other media do they use?

Beliefs: What opinions do they hold? Do they have strong social, religious, or political affiliations? What do they value?

Purchasing patterns: Do they buy on impulse or after careful consideration? Are they loyal customers or highly susceptible to competing offers? Are they cost-conscious or are attributes, such as quality or prestige, more important? Do they prefer name brands? Do they use the Internet to gather information? Do they make buying decisions on their own or based on the advice of others?


