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N O T E S  T O  T H E  I N T E R V I E W E R

A £50 Amazon voucher.
A £50 donation to charity. 
A prize draw, ticket or gift.

Incentivise

Most buyer persona interviews require an incentive for
completion (if you don’t have a close relationship with
the participant); it’s usual to provide one of the below:

Company participants may prefer a donation to charity
as they might not be able to accept gifts.



C O N F I R M A T I O N  O F  I N T E R V I E W

Invite the participant formally -- confirming how long the
interview will be and what it will involve. 

It’s also worth asking the participant to confirm their
attendance the day before and on the day of the
interview. 

If this is a zoom call, ensure that you have somewhere
private, have tested the link, and that you add the link to
the calendar invitation. 

If you are going to record the interview, you will need to
have acceptance in writing.



B E F O R E  Y O U  S T A R T  T H E  I N T E R V I E W

Most people feel nervous before they start a customer
interview, so it’s essential to put them at ease. 

“Hello, it’s [x} from {x}. How are you today? 

"Firstly, I’d like to say thank you for agreeing to this -- I
think it will help me and {insert company} to understand
our customers better. There aren’t too many questions,
so we should be done in around ten minutes. If you
don’t feel comfortable answering any of the questions,
I’m happy to move on to the next one. It’s really just an
informal chat to get to know a little about you and why
you chose us. This call is also confidential, so your
information will not be shared with anyone outside of
our company. Your privacy is very important to us, and
normal privacy rights apply.”



G E N E R A L  T I P S

Try not to fire questions too fast at the participant
and take care to listen and respond to the answers.

The conversation might flow in a different direction
to your questions, which is useful because you’ll get
deeper insights. 

Revisit questions you still need clarity on or answers
to at the end, so you don’t offend.

Be relaxed but professional -- place the participant
at ease. 

Thank the participant at the end.



S A M P L E  Q U E S T I O N S

Can I ask for your full name, please?
And your email address is?
What's is the name of the company you work for?
What product did you originally purchase from us?
Can I ask how you came to find our company?
Why did you need {insert product}? 
What problem or challenge did it solve for you?
On a more personal note, I’d like to understand a
little more about you and your role so that I can
understand our customers better. What is your job
title?
Great, can you tell me some of the responsibilities
you have?
What does a typical day look like for you? From
waking up to getting home.
Is there anything in your industry or role that you
find challenging at the moment (in context to your
business)?



S A M P L E  Q U E S T I O N S

Is there anything that would help you with these
challenges (in context to your business)?
When you look for information, would you get
recommendations, ask a friend, use Google or refer
to a network or subscription on the topic?
Can you remember what you looked for or searched
for when looking for us?
How do you prefer to talk to people at the moment?
Zoom, call, email, text, WhatsApp, etc.
Do you use social media? Is this for business,
personal or both, and do you have a preference of
network (LinkedIn etc.)?
Would you like to feedback on our service or
products?
Is there anything you would like to see or that we
could do better?
Would you be interested in taking part in further
discussions or trialling services and new products?

Thank you so much for taking the time to talk to me
today; it has been a pleasure.



W H A T ’ S  N E X T ?

Try to identify the challenges that your products or
services can solve.
Can you see any similarities between each
participant’s answers?
Are there any opportunities?
Develop a spreadsheet with the most common
challenges on and align them to solutions.
Are there any challenges and solutions that you
would rather discuss where your solution is better
than your competitors?
Choose the top five challenges and spider off
content ideas for blogs. 
Develop a downloadable guide (in exchange for an
email address) that covers the top five challenges in-
depth.



W H A T ’ S  N E X T ?

Develop a landing page on your website to promote
the downloadable content (with email capture).
Provide the downloadable link after capture.
Develop case studies to demonstrate success.
Submit all leads to the sales team (if no CRM), and
follow up all leads with case studies and an
opportunity to find out more. 
This information should help with content targeting
and promotion by specific job role or type.

Do what you can yourself, and for everything else
there's MPH Copywriting. 

Find out how our customer's website is converting one
in every ten visitors. 

https://www.marketingperhour.co.uk/seo-website-copywriting
https://www.marketingperhour.co.uk/seo-website-copywriting

