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About the Survey

On < insert date >, an email invitation was sent to < type of list (size) >, inviting them to take the survey. An incentive for completion < was/was not > provided in the invitation. The response rate was < insert >, which < is/is not > a representative sample. We < do / do not > feel confident gleaning insights and pulling copy from the responses to this survey. 

The survey questions are as follows:

1. When did you first realize you needed a product like ours? What was going on in your world that caused you to come looking for [product offering]?

2. What problem would you say [company or product name] eliminates or lessens for you?

3. Why did you choose us?

4. What 2 adjectives / words would you use to describe [product / service]?

5. What title best describes you?
Most Common Purchase Prompts


SUMMARY
(MOST COMMON: < insert >
(< another interesting purchase prompt >
(< another interesting purchase prompt >
~

VERBATIMS (for swipe-able copy)
< insert >

“WHaLP” Assessment
Copy and paste verbatim! Do not summarize at this point. 
	THINGS THEY WANT
(“I WANT”)
	THINGS THEY HATE
(“I HATE”)
	THINGS THEY’RE LACKING
(“I NEED”, “I’M NOT”, “I CAN’T”)
	PROBLEMS THAT MOTIVATE

	< insert phrases that mention words like desire, want, hope, would love… and other aspirational / largely positive phrases >

	< insert phrases that mention irritations, nuisances and major annoyances – not just problems >

< this list will often be short unless you’ve got a decidedly irritable group of customers >


	< insert phrases that speak to things they don’t have; this is the flipside of “want” >


	< insert phrases that speak to real pains – the headache you are trying to offer an aspirin (or morphine) for >



	
	
	
	

	
	
	
	


< add rows as required >

Messaging Hierarchy

The following represents the proposed order of messages to present to the target audience. The language used here is not intended to be used as actual copy.  NOTE: To complete this table, you will first likely need to complete the “Verbatims & Frequency of Statements” table below. 

	
	Message (Summarized)
	Swipe-able Associated Copy 

	1
	
	

	2
	
	

	3
	
	

	4
	
	

	5
	
	


Other messages of note: 

< insert any particularly interesting or sticky phrases; be selective >

Verbatims & Frequency of Statements
This table will help you organize the statements. Complete it first, and then complete the table above. 
	PROBLEMS ELIMINATED
	ASSOCIATED BENEFITS
	FREQUENCY OF MENTION

	< insert raw VOC  >
	< insert benefit clearly described by survey respondent; if no benefit mentioned, leave blank >


	< insert tick for each time mentioned >

	
	
	

	
	
	


< add rows as required >

How to Describe
The following adjectives resonated best with customers and should be used to describe < product / company / service name > going forward. NOTE: To list out the top adjectives, start by completing the table to organize raw data below.
< list top 5-10 > 
	Adjectives 
	Frequency

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	


< add rows as required; add shading to see most used words at a glance >

Target Audience

Percent of survey respondents fitting each option:

< insert graph from survey tool, or create your own display of breakdown >

Most represented and, thus, likely target audience: < insert >

Secondary target audience: < insert >

Candidate(s) for targeted landing page(s): < insert >
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