
1. What is your company about?

This helps helps to put things into perspective when trying to provide the approach that will make a difference.
Tell us about your business:

2. What is your product or service?

An eCommerce project is all about selling products (or services) to potential customers. Learning all about a product can
steer design and development in specific ays. Depending on the answers, there will be crucial decisions for the general
setup and functionalities of an online store, and the overall user experience.

(continued next page)

E-COMMERCE QUESTIONNAIRE

EMAIL COMPLETED 
QUESTIONNAIRE TO:  

timm@thefreeman.agency

• What are you selling?

• Why would someone buy your product/service?

• What is your best product line?

• What is your most recognizable and most profitable p oduct/service?

• Which products (product lines) are your best-sellers?

• How many products/SKUs do you have?

• Is the price listed or will your customers going to be quoted on request?
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4. Who is your competition?

Sometimes the competition has already solved one of the problems you have. But, the trick here is not to simply copy
their solution. It’s actually to try to take that solution and to make it even better. Because the client doesn’t want to be as
good as its competitors – the client wants to be better than its competitors.

(continued next page)

BRANDING QUESTIONNAIRE

EMAIL COMPLETED 
QUESTIONNAIRE TO:  

timm@thefreeman.agency

3. Who Is Your Target Customer or Audience?

Although the primary goal of an eCommerce site is to sell, it’s also essential to know to whom it is to be sold. Again, the
design and features of the planned project are dependent on this information.

Customer profiles  Another great way of learning about your customers is by developing customer profiles! ommonly
known as user profiles, these documents should be able o tell you everything that you need to know about your target
customers — starting from their age down to their purchasing habits.

• Who is your ideal customer?

• What customer represents the majority of your customer base?

• What type of customers you don’t really want (but have them now)?

• Who is the most profitable cu tomer?

• Name your top 5 competitors (both online and offlin )

• What is your advantage over your competitors?

• Where are you at a disadvantage over your competitors?
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(continued next page)

BRANDING QUESTIONNAIRE

EMAIL COMPLETED 
QUESTIONNAIRE TO:  

timm@thefreeman.agency

5. Who is responsible for your digital marketing and visuals?

Although some would think that this type of question is not essential – information that can be later discovered can help
quite a bit. For example, data from digital marketing campaigns can reveal the types of demographics of clients’ best
customers.

Also, everybody knows that photos sell your product. Great images sell even better. We live in a world where potential
customers need to see the product from every angle before deciding on buying one. The main task of a great product
photo/video is to catch a visitor’s attention and eventually turn them into a customer.

6. What are the trends for your industry?

Building an online store is very complicated sometimes. It’s not only to give efficient solutions or today’s customers but
also for future customers and their future “needs.” It is a digital world in which we are living, and it is constantly changing.
To know, even approximately, the future trends can help build an online store that can be “future-proof.”

• Do you have a digital marketing agency, or do you have an in-house marketing team?

• What types of marketing activities do you do?

• On what platforms do you run your digital marketing campaigns?

• Do you have professional photos of your products?

• Are creatives done in-house or outsourced to agencies/freelancers?

• Do you have videos of your products/services?

• What is the single trend that is changing your industry right now?

• Can you describe the trends for the next fi e years that will influen e your industry?
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7. What features do you want?

Sometimes a client wants everything incorporated into a single website — every single idea. But, sometimes, that would
mean that the site would be cluttered, and potential customers would not have a good experience.

For new businesses starting in online selling, it’s always a good idea to listen to an eCommerce agency and their
suggestions for needed features. Given the experience, an agency should suggest what is best for the client. However, if
the client is doing a re-platform (from an old platform) our agency would need to know if any specific eatures are present
on the current site, that also needs to be present on the new site.

All this information can mean a ton of difference regarding site structure and its navigation. Not to mention Search Engine
Optimization. Generally speaking, every needed feature can be done. But, it’s always a question of time and budget.

• Do you only want an eCommerce or multipurpose site?

• Do you sell your products/services internationally?

• Are there any features where you want to emulate your competitors?

• Do you already have an eCommerce website(s)?

• If you have several websites, what’s the distinguishing factor between them?

• What are the features that you want to transfer to the new site(s)?

• What features are you not satisfied with on our old site(s)?

• What is the main challenge with your existing (old) eCommerce platform?

YES NO
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BRANDING QUESTIONNAIRE

8. What data you need to migrate and what systems do you need integrated?

If your business is doing a replatform from another system, there is always a question of data migration. Depending on the
data the client would like to migrate, our agency needs to check the database structure and prepare a tool for migration.

The Freeman Agency must know what kind of systems the online store needs to integrate with.

Businesses are using various external systems, and it is of paramount importance to integrate as much of them as possible
migration integration ecommerce system

For example, ERP (Enterprise Resource Planning) systems are easily one of the most important, as well as most common
systems that are integrated with client’s sites. Knowing which version is going to be used, as well as what data is going to
be “pulled” and how the workfl ws should be set up helps quite a bit.

Covering all the points of eCommerce business workfl w is crucial in setting up automated and successful processes
wherever possible.

• What data do you need to migrate from old to a new one if you already have an online store?

• What data would you love to migrate from old to a new online store?

• Which payment gateway would you like to use?

• Do you accept multiple currencies or just a single one?

• Which shipping provider would you like to use?

• What ERP system and version would you like to use?

• Do you have developer documentation for that ERP system and version?
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9. What is your investment budget?

This is one very important factor from both perspectives – that of a client and that of an agency. It’s important because
of the approach the agency is going to use. The right agency should properly implement project management rules to
maximize the available budget.

In essence, an agency should do its best to provide the best possible model that the client’s money (budget) can buy. To
be able to do that, the agency would need to balance: needs vs wishes, custom code vs plugins, and short-term vs long-
term objectives.

But, genuinely successful agencies are also trying to analyze every detail of client’s budget and revenue to suggest a fina
solution that will fit clients’ needs and goals per ectly.

10. Do you have a certain time-frame?

Timeframes are very important, sometimes even critical. These often have a lot of influen e on the project, but not always
in the right way. Generally speaking, it is better to have some “breathing space,” because then people in production tend
to have better ideas and more time to rethink possible approaches.

Also, with any project that is in development, there is always a chance that something might not go as planned, especially
with complex projects. Any shift, be it the major one or something not as crucial, is expected to influen e the final timelin .

• What is your budget for this eCommerce project?

• If you already have an eCommerce shop – how much revenue do you earn from it monthly?

• Are you seeing some trends around your monthly revenues for the past year or two?

• What is the AOV (average order value) from your customers?

• Are you seeing some trends in the amount of average order value for the past year or two?

• What is your expected timeframe for the delivery of this project?

• Are there any events that are influencing th t timeframe?
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(10. continued)

After we lined up all these details, it is hard not to mention the famous triangle, and it is even harder not to stress it once 
again. There are always those three that are in the loop: fast, cheap, good. But you only get to choose 2!

So, choose wisely!

11. How do you determine success?

Sometimes there is a disagreement between the agency and the client on what is actually a successfully delivered project.
To avoid this, it’s very important right from the start to agree on what and how success will be defined and measu ed.

• Do you have a plan on how to measure if the eCommerce project is successful or not?

• If you do have a plan – how will you measure it?

• What analytics solution are you using?
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12. Next step: Email Completed Questionnaire and Schedule a Consultation for Your Brand

What must be remembered is that the goal of asking these questions is to find out all in ormation which will then
potentially be used to create a full functioning eCommerce store based on the set goals.

After the agency has gathered all the above info, it is in a position to talk about the potential project more solidly. Only
then can the agency offer some numbers/timelines and talk about the next steps.

I hope this gives you a better idea of what is needed to approach an eCommerce agency in a way that will ensure saving
some valuable time and starting the project in the best possible manner.

NAME:

COMPANY:

EMAIL:        PHONE:

EMAIL COMPLETED QUESTIONNAIRE TO: timm@thefreeman.agency

THE FREEMAN AGENCY
On the web at TheFreeman.Agency


	NAME: 
	COMPANY: 
	EMAIL: 
	PHONE: 
	Text1: 
	Text2: 
	Text3: 
	Text4: 
	Text5: 
	Text6: 
	Text7: 
	Text8: 
	Text9: 
	Text10: 
	Text11: 
	Text12: 
	Text13: 
	Text14: 
	Text15: 
	Text16: 
	Text17: 
	Text18: 
	Text19: 
	Text20: 
	Text21: 
	Text22: 
	Text23: 
	Text24: 
	Text25: 
	Text26: 
	Group28: Off
	Text29: 
	Text30: 
	Text31: 
	Text32: 
	Text33: 
	Text34: 
	Text35: 
	Text36: 
	Text37: 
	Text38: 
	Text39: 
	Text40: 
	Text41: 
	Text42: 
	Text43: 
	Text44: 
	Text45: 
	Text46: 
	Text47: 
	Text48: 
	Text49: 


