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Kylene Casanova - Greg Johnson (not present)

1)  
How long in business? _______________

2)  
How did you get interested in the jewelry business?  

___________________________________________________

3)  
Who are your customers? 

Men ___%

Women ___%

Age group ______

Income ______________

Geographic area they come from ___________________

4)  
Where is your greatest potential for growth? ______________

5)  
What are your strongest selling points/competitive       

advantages? ________________________________________

___________________________________________________

6)  
Who are your major competitors? _______________________

7)  
Why do people go there? ______________________________

8)  
What are your best months for business? _________________

9)  
What are your best days? ______________________________

10) Are you satisfied with your current customer profile? ________

11) If not, what kind of changes would you like to make?  

___________________________________________________

12) In order of importance, list your most important  

promotions/sales events of the year with dates: 

___________________________________________________

___________________________________________________

___________________________________________________

13) What was the single strongest promotion ever run and what  

were the characteristics of the advertising used? ____________

___________________________________________________

___________________________________________________

14) Do you use coop advertising? ____  What brands? __________

___________________________________________________
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15) What advertising do you currently rely on?

Radio ____%


TV ____%

Daily Paper ____%

Shopper ____%

Circulars ____%


Other ____%

16) Where else do you advertise consistently? _______________

17) What percentage of your customers do you sell daily or weekly?

____% daily 


____% weekly

18) What is the average dollar amount of your sales tickets? _____

19) What would you like to accomplish in your advertising? ______

___________________________________________________

___________________________________________________

___________________________________________________

20) What image of your business would you like to portray to your 

current and potential customers? ________________________

___________________________________________________

21) How do you think potential customers perceive your business? 

___________________________________________________

___________________________________________________

22) What do you expect from your advertising reps? ____________

___________________________________________________

___________________________________________________

23) What is your perception of advertising? ___________________

___________________________________________________

24) What is your perception of KJAM radio? ___________________

___________________________________________________

25) If you have 100 people standing before your right now, what 

would you tell them about Johnson Jewelry to convince them to 

buy from you now? ___________________________________

___________________________________________________

___________________________________________________

___________________________________________________

A/E 
___________________

Date
___________________
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C.N.A. Wrap-Up

1) What else should we be talking about?

2) Anything else you’d like to ask me?

3) Summarize verbally all major issues discussed.

4) Ask Ky to prioritize them

5) Look for an assignment that we both agree should be the focus of our joint efforts

6) Decide who will do what between now and the 

next meeting

___________________________________________

Comments:
