** COMPANY CONFIDENTIAL**


Advertising Copy Builder     





                    Kim Jons Marketing
We are providing this form because you are publishing an advertisement through Kim Jons Marketing.  We routinely package professional copywriting with our clients' ads, as an integral part of our agency-level services.  We need your input to compose the best ad possible.  Please use this form to furnish the information our copywriter needs to compose the most effective selling copy.  Anything you enter into this form will only be exposed within our organization.  We routinely surround all client information with a veil of complete confidentiality.
To receive good results, please do not rush through this form or take shortcuts.  This is your opportunity to communicate to us the information we need to communicate with your market.  How well your resulting ad is written will determine how it will persuade readers to do what you ask of them.  Please take your time and provide thoughtful, useful, well-developed answers.  
We prefer to receive your filled-out form via email.  If are working from a paper copy, you can request the electronic version by emailing joseph@josephriden.com.  We will then email an MS Word DOC file which you can fill out and return.  If you prefer paper, please be sure to submit it at least a full week prior to your ad program's copy deadline.  Then we can write your ad and get it back to you for review in time for submission.  Failure to provide timely and complete, useful information may adversely affect your ad results or even prevent your ad from publishing.  
If questions arise, please contact Joseph Riden at 360-385-2714 or email joseph@josephriden.com .  To mail physical items, the address is -- Joseph Riden, 1240 W Sims Way #35, Port Townsend, WA 98368.
Throughout this form, when we refer to "products" we mean to include "services" as well, though we may not explicitly mention both categories.  Please use the continuation sheet on the last pages of this form If you need additional space for your answers.
** IF YOU'RE HANDWRITING THIS FORM, PLEASE WRITE LEGIBLY OR USE BLOCK LETTERING **
Your Business
1.  Name: (the familiar name you want to use in ads, not legal designation)
2.  Business Physical Location:



Street Address

City







State

Zip

3.  Business Mailing Address (if different from Location above):


Suite, P O Box, Unit #, Etc.


Street Address


City







State

Zip
4.  Business Phone(s) at Location:
Voice


Fax



Mobile
5.  Business Web Site URL:  
6.  Who Makes Your Advertising Decisions?

Name --

Phone(s) -- Voice




Mobile


Email Address
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7.  Your year-round hours of operation are:
8.  Would you like us to use an existing ad as a basis for the one we are producing now?    □ Yes

□ No

If yes, please note here, and provide your existing copy input(s) to Joseph Riden using the contact info on Page 1.

9.  May we review your web site and use some of the info found there in your ads?   □ Yes
□ No
Comments? --
10.  Does your business have a slogan or tag line you'd like us to use?  What is it?

11.  Do you have a successful past ad, or some marketing collateral that works well, which we can use?    □ Yes   □ No
If yes, please note here, and provide your existing copy input(s) to Joseph Riden using the contact info on Page 1.
Your Products and Services

12.  What is your main product or service line?

13.  What price ranges do you generally deal in?

14.  What are some products you carry or offer which typify your business (specific brand, model, style, etc.)?

15.  Shall we feature your main line?
□ Yes
□ No
Comments --
16.  What are your best sellers (specific brand, model, style, etc.)?

17.  Why do customers value your best sellers? (quality, price, durability, versatility, etc.)
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18.  What other products would you also like to promote in this ad (specific brand, model, style, etc.)?
Your Offers
Would you like to make an offer in your ad?  
□ Yes
□ No 


Remember, offers made in MV Coho Magazine will run for a full year.

19.  What specific offer would you like to make?

20.  Do you have products that would be especially attractive, desirable, or essential for Canadians?

21.  Are you accepting Canadian □ currency, □ checks, or □ credit cards? Check all that apply.  
22.  Do you have products that would be especially attractive, desirable, or essential visitors or tourists?

Please say which visitors or tourists (by areas)
Describe Your Typical Or Average Customer
23.  Age Range(s):  
□ child  □ pre-teen  □ teenager   □ 20's   □ 30's   □ 40's   □ 50's   □ 60's   □ elders



24.  Gender:

□ Female
□ Male


25.  Income Category:
□ lower wages     □ living wage    □ comfortable    □ well off    □ wealthy    □ very rich

  




□ Owns Home
□ Rents Home

26.  Educational Level:
□ grade school     □ high school     □ some college    □ bachelor's    □ advanced degree
27.  Transportation:
□ public transit

□ older vehicle

□ newer vehicle
28.  Specific Characteristics: (enthusiasms, beliefs, memberships, orientations, purchase habits, likes/dislikes, etc.)
29.  What do your best customers like most about your business and products?

30.  When customers complain about products similar to yours or about your competition, what are their typical gripes?
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31.  What are you "really selling?"  [This is different from your products or services.  For example, when a man buys an engagement ring, he is not really buying precious stones and metal.  The jeweller is selling the man proof of his love for his (hopefully) fiance.  When a woman buys a beautiful new car, she'd not really buying transportation.  The car dealer is selling her a fabulous fashion accessory that makes her feel successful and gives her status.]
32.  What emotions dominate your satisfied customer's responses to a purchase experience?
33.  What are the main benefits your customers receive from your business?  [Benefits are aspects of received VALUE whereas features are product attributes that produce benefits.  Example: When a young couple with a toddler and an infant hire a Nanny, the care the Nanny gives the children is a feature, while the benefit is new freedom for the couple plus confidence their kids are safe.)
34.  What are the main benefits your customers receive from your products?

35.  What features distinguish your business and set you apart from your competition?

36.  What gives your business and your brand a unique individuality?

37.  How do you provide your customers a unique or superior experience?

38.  How do you want your readers to respond once they have read your ad?

39.  What do your fans say is great about your business (customer service, low prices, hours, quality products, etc.)?
40.  What is your business famous for?

41.  What do your friends, relatives, and neighbors say about your business?
When We Write Your Ad
42.  Is there anything we must be sure to mention?
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43.  Is there anything we should not say?

44.  Is there anything we did not ask that we should know about?

45.  Is there anything else you want to tell us about writing your ad?
Continuation
If you did not have sufficient space above, please extend your answers here and link them using the item number.  Add some continuation sheets if you like.  We'll gladly consider anything and everything you think will make your ads better.
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Want the advantages of working with great planners and marketers?  


We are a full service marketing firm.  We accept new clients from time to time, to help with strategies, business identity, branding, web presence, advertising, and much more.  Would you like us to contact you about your other marketing functions?  Over the past decade we have helped hundreds of businesses prosper and grow.


Please call Kim Jons at 360- 460-7833 or visit www.kimjons.com











