
“Why They Buy” Deep Dive

The Key to Attracting, Engaging 
and Delighting Customers



Ads. Landing pages. SEO. Web content. Social media. Emails. 
Newsletters. 

If they’re each a piece of your digital marketing puzzle, then the “edge 
pieces” are your buyer persona.

Building your ideal customer profile begins with understanding why 
your ideal customer buys, or doesn’t. 

Answer the following questions so you can begin building a 
compelling case that overcomes objections, gains trust and nurtures 
customer’s through their entire buyer’s journey.
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Customer Research and Analysis Framework

Answer these questions and deep dive into your buyer’s mind so your 
messaging hits its mark. 

Describe your ideal customer profile’s age, gender, education level, and 
geographic location.

Is there a common occupation of your best customers? 
 
What product/service do you offer?
 
How much does it cost?
 
Is your product or service a commodity people purchase based 
primarily on price?
 
How long does it take customers to buy your product or service?  
Please explain if it is simple or complex. For example, can they buy 
it online, or is it a big ticket item with a complex buying process?

Is this a health, wealth, or lifestyle solution?
 
How fast do you get results?
 
What problems does your product/service solve or prevent?  
Provide surprising or unusual use cases if possible.
 
How aware is your customer of their problem?
 
How aware are they of specific solutions to the problem?
 
What fears wake your customers up at night?



What are their biggest emotional pain points that you are trying 
to solve?
 
Who are the top three competitors in your market space? Please 
also provide URLs.
 
Do you have other relevant URLs that provide useful information?
 
Do you have a unique selling proposition? I.e. a special system, 
mechanism, or other competitive advantages your competition 
doesn’t have?
 
In the minds of your customer, what differentiates you from the 
competition?
 
What do you do better than anybody?  What needs improvement?
 
Please list the most common objections to purchasing your service. 
List at least 5-10, even the ones that are seemingly small and 
meaningless, as customers are easily hung up on small details. 
 
Please list any media stories related to your product.
 
What are the most popular books, or social media sources, your 
audience reads that is related to your product?
 
What are the special phrases or buzzwords that people use to 
describe their problems?  Please provide their exact words if 
possible.

What offers have you or your competition tried that have failed?  
 
Which offers got the best results and why?
  
How does your solution help customers live their dream life?



What results do your customers want from you? Explain their pain 
and hopes for a better life.
 
What are your customer’s favorite hobbies or past times?
 
Do your best customers get prestige or status when they purchase 
your product/service?
 
What are the top frustration or pain customers experience without 
your solution?
 
What is the most pressing problem, fear, or pain they will pay 
money to make go away?
 
How urgently do customers want a solution to this problem? What 
time frame do they want it in?

What do your customers complain or worry about most?
 
Are there other motivating factors like revenge, or a desire to prove 
experts wrong?


