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PostcardMania Marketing Evaluation Questionnaire

After completing this questionnaire, please fax it to (727) 442-5130 Attn: Sarah Payson or email to sarah@postcardmania.com 

First Name ______________________ Last Name _____________________________________

Type of Business _______________________ Business Phone Number ____________________

Best Time to Contact ____________________ Website _____________________________

GENERAL BUSINESS INFORMATION

1. Who EXACTLY is your target market? (If you have multiple target markets, please list all)
2. Do you sell more than one product or service?
3. Explain each product or service in detail. Include benefits for each product (as you would promote to prospective buyers). 
4. Which of your services or products produce the most profits?
5. What is the average transaction value (the average sales price) each customer purchases?
6. Do you know the lifetime value of your customer? If so, what is it?
7. What percentage of your sales is produced by your Existing Customer Base vs. New Customers?
Existing _____ New_____ Don’t Know _____
8. Do you have a Yearly Marketing Plan or Advertising Campaign mapped out? If so, please attach or describe.
9. How far in advance do you plan your marketing?
10. What percentage of your revenue is spent on marketing?
11. What is your annual revenue? (optional)
12. Do you use guarantees in your marketing pieces? If yes, please describe.
13. How many new leads do you generate with your marketing each month?
14. List all forms of marketing you currently do and describe in detail (attached examples if possible)
· Direct Mail
Description:

Monthly budget:
· Radio/TV
Description:

Monthly budget:
· Search Engine Optimization
Description:

Monthly budget:
· Pay Per Click
Description:

Monthly budget:
· Email Marketing 
Description:

Monthly budget:
· Billboards
Description:

Monthly budget:
· Social Media

Description:

Monthly budget:
· Other:

Description:

Monthly budget:
15. Do you know your cost-per-lead and cost-per-sale for each of the above type of marketing? If yes, please list for each marketing channel.

WEBSITE
16. List all website URLs you currently have for your products and services:
17. Does your website offer a fill-in form for a free trial, free sample, free report or other reason for the person to give you their contact information if they are not yet ready to buy?
SALES CHANNELS

18. Do you sell your product or service through your website?
19. If yes, what percentage of sales is made through your website?
20. What other channels do you sell through (phone, mail order, through resellers or retailers etc)? 
21. What percentage of sales is done through each of those channels?
22. Do you sell direct or have resellers? If resellers, please describe in detail:
LEAD FOLLOW UP/SALES

23. Do you capture the name, address, and/or phone number of prospects on a regular basis? How?
24. Do you have a set way to follow up with your leads? Please explain in detail.
25. How often do you promote to your leads? Please explain. 
26. Does a live person answer prospect calls or does a machine answer?
27. Do you have trained salespeople selling your products/service or less trained “call center reps”?

a. If trained salespeople, explain training system used:
b. If call center reps, describe or include script, if applicable.
28. Explain the normal sales process when selling your product to a new client (Please explain separately for each product if process differs depending on product).

29. Once someone purchases your product, do you try to sell them other products or get them to reorder? Please explain exactly what you do for upsells (add on to current order)/reorders:
30. Please explain exactly what sales and marketing follow up a lead receives who does not purchase from you but only gives you contact information?
31. Do you contact a First Time Buyer within 30 days of their purchase to check if your customer is satisfied or would like to buy additional products or services?
32. Do you have weekly or monthly sales and lead targets? If so, please list all targets and what numbers you are doing on average:
EMAIL MARKETING
33. Do you use an email marketing service? If yes, what service?
34. How many email addresses do you currently have?

Customers _______ Prospects_________ Purchased Email List________
35. How often do you email them and what type of emails do you send them?
36. Do you segment your list and send different offers or do you send everyone the same emails?
SOCIAL NETWORKING
37. Do you have profiles on different social networking sites? If so, please list all and include a link to your profile for each:
EXISTING CLIENTS

38. Do you get Testimonials from your clients? If yes, do you have a system for getting Testimonials from your clients?
39. How often do you contact your existing customer base?
40. How do you contact them? (Example: Letters, postcards, email, personal phone call, etc. )
41. Do you have a monthly or yearly program that your clients pay for? (Example: Yearly or monthly service program, membership fees, etc.)
42. If so, do you know the opt-out rate or cancellation rate?
TRACKING 
43. Do you use a tracking system for your marketing campaigns? Do you know the number of prospects each ad generates? If yes, please describe.
44. Do you use separate website addresses to track your ads?
45. How many new e-mail addresses do you get each month?
46. Do you have an automated follow-up process for prospects or existing clients?
COMPETITION
47. Please answer this question, “Why should I use your service or product instead of a competitor’s?” as you would answer to a prospective customer.
48. Who are your main competitors?
49. Are you on their email and mailing lists?
50. How do you differ from your competition?
51. What are positive and negative aspects of their service or product?
Please add more data that you think may be helpful in creating a marketing plan for you.
