	Ideal Customer Questionnaire

	What kinds of products or services do your ideal customers seek from your business? What special features do they request?



	When your ideal customer comes to your business, what need or want is that person looking to address? Think beyond product features. Consider what product benefits the customer is seeking and what kinds of emotional outcomes the customer is hoping for.



	When making buying decisions, what does your ideal customer value most? Cost? Quality? Features? Convenience? Reliability? Your reputation? Your unique expertise? Your after-sale support? Your product guarantee? 



	How do your ideal customers reach your business? Referrals? Ads? Direct mailings? Promotions? Sales calls or presentations? By going directly to your primary or mobile website? From links on other websites? By simply walking by your front door? 



	What are the buying patterns of your ideal customers? How often do they buy from your business? How large is each sales transaction? What combination of your product offerings do they purchase? Do they buy on impulse or after careful consideration? Do they buy full-priced offerings or seek discounts or sales? Do they purchase in person, via mail, through sales outlets, online, through contracts or automatic purchase agreements, or in other ways that distinguish them from other customers?


	How would you describe your ideal customer? Where does that person live? What is the person’s age, gender, occupation, income level, education level, family composition, ethnicity, and nationality?



	How would you describe your ideal customer’s lifestyle? What are his or her hobbies? Social or church affiliations? Leisure-time activities? And so on..




