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This Worksheet requires that you determine as much about each customer as possible so that each is understood.  If one takes the time to understand their customer base, they can build reasons for the customer to buy, then opportunities for both you and your customer when working together.

Use this Worksheet for each different Customer Segment from the previous Worksheets.

The Decision-Making Process:

1. Who buys our products?

2. Who influences the buying decision?

3. Where is the buying decision made?

Customer Needs:

1. What are the purchasing criteria?

2. Why does the customer need our product/service?

3. When does the customer become aware of a need?

4. What function does our product/service perform for the customer?

5. Why wouldn’t an alternative product/service be better?

6. What services are expected?

7. What are the long-term obligations to the customer?
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