
	 Creating surveys	
	 Surveying your potential customers should provide you with 
lots of useful information about the customers you expect 
to get through your door. In practice however, the exercise 
can be a waste of time if you don’t think carefully about what 
information you need and how you are going to get that 
information. If, for example, you are going to survey your 
potential customers, it’s important to do your preparation.

	 Here are a few tips to help you create effective surveys:

	 Do: 
	 Decide on exactly what information you need from your 
survey. This will help you to decide on the right questions to 
ask.

	
	 Example: 
	 I want to know where my potential customers currently get 

their hair cut.

	 Question: 
	 Where do you currently get your hair cut?

	 Do: 
	 Ask yourself why you need the information you’re asking for. 
How will you use the information? If the information you get 
from a question is not going to be used to help you or you 
cannot be sure how you will use it, get rid of it.

	 Do: 
	 Tell respondents how you will use their information, respect 
their right to privacy and promise, for example, to destroy any 
data after the survey has been completed; make sure you do 
this.

	 Do: 
	 Limit your survey to no more than 10 questions and be 
honest about how long it will take respondents to complete 
the survey before you start.

	 Do: 
	 Consider offering respondents an incentive for completing 
the survey, for example, a free trial of your product or a gift 
voucher.

	 Do: 
	 Treat your survey as a marketing tool – consider how you can 
use it to promote your business and its brand.

	
	 Do: 
	 Double check the logic of your questions – for example, do 
they give you the information you need? If not, consider 
rephrasing your question so that it works for you.

	 Example: 
	 I want to know if a potential customer would come to me 

instead of going to their regular hairdresser

	 Question: 
	 Are you happy with your current hairdresser?

	 Possible answer: 
	Yes
	No
	Sometimes

	 This question doesn’t provide you with the important information 
you need, which is why?

	 Question: 
	 What would make you choose another hairdresser over your 
current hairdresser?

	 Possible answer: 
	 If they could come to my house. 

	 Don’t: 
	 Send out a survey that has spelling mistakes. It won’t be taken 
seriously and neither will your business.

	 Don’t: 
	 Ask too many closed questions – questions that can only be 
answered with a yes/no. Open questions are used to gather 
information, for example, to explain what, when, where, whom, 
why and how. Closed questions are used to confirm or deny 
facts.

	 Example: 
	 Where do you look for a good plumber?

	 Possible answer: 
	 I’d ask my friends for a recommendation or I’d look in the 
yellow pages or on yell.com. I might also ring 118 because they 
sometimes recommend services.

	 Example: 
	 Do you use the Yellow Pages to look for a good plumber?

	 Possible answer: 
	 Yes

MARKET RESEARCH:
IN PRACTICE

USEFUL WEBSITES

Here are some useful websites you may want to check out to discover more about effective market research
and marketing.

The Prince’s Trust	
Helpful factsheets, guides and links with more information to help you to start planning your business
princes-trust.org.uk
            								             
National Statistics Online
Free access to data produced by the Office for National Statistics and a great starting point for any desk 
research
statistics.gov.uk
            								             
Survey Monkey
A useful tool to create professional online surveys quickly and easily which can be sent to your potential 
customers or to get feedback from existing customers
surveymonkey.com
            								             
Chartered Institute of Marketing
A helpful website that has a tool you can use to draw up your own marketing plan and information on 
legal issues which need to be considered when you draw up your plan – for example, Data Protection, 
Copyright
cim.co.uk
            								             
Chartered Institute of Public Relations
Promotes workshops on public relations, events management and personal development
cipr.co.uk
            								             
Direct Marketing Association
Everything that you need to know about direct marketing including tips for direct marketing campaigns 
and the industry standards
dma.org.uk
            								             
Direct Marketing Preference Services
A record of consumers who have registered their wish not to receive unsolicited direct mail. A business 
wishing to run a direct marketing campaign must first ensure that those consumers it plans to target can 
be contacted
mpsonline.org.uk – Mailing Preference Service
dmaconsumers.org/emps.html – Email preference service
tpsonline.org.uk – Telephone Preference Service
            								             
Marketing Law
A good resource to help you ensure that you’re marketing legally
marketinglaw.co.uk
            								             
Building Brands
An online tool to help you to learn about the benefits of building a brand for your business
buildingbrands.com
            								             
Willings Press Guide
Media directory with the reputation as the ‘PR Bible’ which is accessible online
willingspress.com
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