Studious Onboarding Questionnaire

Pay la bd cau hdi ban nén gui cho khach hang trudc khi bat dau bat ky du
an copywriting nao.

Mot s6 Igi ich cua viéc gui bd cau hoi nay:

RUt ngan t6i da thai gian nghién clu san pham, thi trusng, va doéi
thd canh tranh

e Giup ban hoan thanh nhing du an copywriting trong thai gian cuc
ngan dé nhanh chéong kiém dudc kinh nghiém/reviews

e Khach hang cla ban da tiép xuc truc ti€p vai ngudi mua, nén déi khi
ho sé& cé théng tin ma ban khdéng thé tim dudc trén mang

e Lap tuc bién ban thanh mot chuyén gia trong mat khach hang. Ho
rat thich nhing copywriters cé quy trinh cu thé va chi tiét nhu nay

e Loai bd nhiing khach hang khéng nghiém tuc véi du an.
BONUS: Trudc khi gl bang hoi nay cho khach hang, minh déu nhan ho:
“I'll send over a questionnaire to learn more about your offer and target
audience. Even if we don't end up working together you can use it as a
brief for other copywriters.”
L3i nhan nay sé cho ho thay rang minh thuc su quan tdm dén ho. Ké c3 khi
ho khéng thué minh vi bat cd ly do gi thi minh cling mudén du an cua ho

thanh cong tot dep.

Diéu nay sé giup ban tang kha nang dugc nhan, vi khach hang rat thich
nh{ng ngugi thuc su quan tdm dén du an chd khong chi lam vi tién.

Ban cd thé tim thay toan bd bang hai 3 trang tié€p theo
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10.

11.

12.

13.

How are you driving people to the copy?

Describe your ideal customer. Do you have a specific group of
customers in mind that are distinct from one another?

Do you have Buyer Personas created?

What's your offer? Describe the product or explain the process.

Do you have a guarantee?

What are your customers’ primary problems?

How will their life look if they don't fix these problems?

What have they tried before that hasn't worked?

What are your audience’s dreams and desires?

What do they not want to do to achieve their desired outcomes?

What are their limiting beliefs as to why they can't/haven’t got it
already?

What are some case studies, statistics or numbers that have made
your audience go “wow"?

What part of your sales pitch has proven to be the most persuasive in
convincing customers to make a purchase?
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14. What are some possible objections your customers may have?

15. Who are your direct competitors? How are you better than them?

16. What is something you can say about YOUR product that your
competitors can't?

17. What sort of tone and brand image do you wish to project?

18. Are there any businesses or websites you want to emulate
somehow?

19. Where's the best place for me to see customer reviews of your
service/product?

20.Are there any legal/compliance restrictions in your industry that |
should know about?
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