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Make Your Mark.





	

	Create Your Customer Profile


	

	Age

Home value

Children

Lifestyle

Hobbies

Geography – how far in miles?

	

	Why do they need you? Ex: save time, do not want to do this, age, kids too little, upcoming event, etc.
	

	Personal Image

How do they see themselves?

	

	Personal Values: Ex: 
Family, time together, looking successful, neat appearance, smooth, beautiful surroundings, relationships with vendors
	

	Behavioral

How do they want to be treated?
What hits their hot buttons? (ex: being late)
What do they appreciate?

Daily clean up, pleasant workers, hard work, good communication
	

	Motivational:
What drives them?

Wedding/event, new home, etc.

Finally have enough money saved, etc. 
	

	Functional Needs:
What must your service and products do for them that they appreciate?


	

	Process: 

What kind of communication do they want? Daily updates, beginning/end of job, follow-up?
	

	Process & systems

What is their best customer experience?
	

	Emotional/Internal 

Needs – what gratification will your service meet? Ex:
Ask good questions, listen for need, have a process in place, communicate well, thank them.
	

	What makes them fearful?
Job not done correctly, workers leaving half-finished job, incompetence, lack of communication.
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