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You should have a pretty good handle on your Most Valuable Customer (MVC) after our 

lastest exercise. Now it’s time to take things to the next level and talk with some real 

MVCs. 

Let’s set a goal to have conversations with at least three people who reflect your MVC. 

Or, if you have MVCs already (and congratulations if you do!) – set up a meeting or 

Zoom with them today.

What do these meetings look like?  

These meetings can be super-casual over coffee or lunch* – or even over the phone 

or Zoom or Facetime (Zoom is nice because you can record your session). Aim to keep 

these meetings to 45 minutes max to keep things focused on your long-game: to vali-

date your MVCs against real people to further refine your messaging and marketing. 

Seriously, there’s no right or wrong here. You’ll be an excellent interviewer and a com-

passionate listener, channeling your inner NPR radio host. Ask open-ended questions 

and let them do most of the talking. You really want to understand what’s going on in 

their lives – and the trigger that brought them to action. 

These meetings are so valuable! Not only do they help to hone in your messaging and 

marketing  – the path invariably becomes clearer – you’ll know the exact language to 

use to describe your MVC’s current state and how you’re uniquely suited to help them. 

Use these questions as a guideline, but please know that you can add your own ques-

tions to reflect what you’re all about. 

Oh, and remember to pick up the tab and send a thank you note as a follow-up (bo-

nus points for a letter you write by hand and send in the mail!).

In-person interviews with your 
Most Valuable Customers

* I do not recommend having these meetings over drinks. Keep your head and mission clear – and if the  

  meeting goes well, schedule a date for drinks a later time. 
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Questions about their life and aspirations:

1. Tell me about your life right now. What are your favorite parts? (Here, you’re look-

ing for the basics to validate your general characteristics: where they live, what 

they do, their living situation, family, life views, etc.)

2. I’m working on a new idea for [product, service, category] – what has been your  

experience with this [product, service, category]?

3. When it comes to this area of your life, what’s working for you now?* 

4. “Tell me why that’s important to you…?” It really gets to the heart of your MVC.

5. What would you like to change about how things are...what is your dream come 

true? 

6. What are three things you feel that could be improved?

7. How do you know you’ve been successful in achieving change? 

Questions about the obstacles getting in the way & the trigger that’s bringing them 

into the market:

8. What does this [problem, frustration, issue] cost in terms of aggravation,  

lost time, or money?

9. What’s the biggest pain for you around [problem, frustration, issue]?

10. What else would get better in your life if this was a non-issue?

11. How important is this for you to handle right now (1 = not important 10 = blazing 

importance)?

12. What would need to happen in your life to motivate you into looking to purchase 

this kind of product/service?
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Questions about their previous purchasing experience:

13. How do you judge if a product/service is good/bad or right/wrong for you?

14. Have you ever paid for a product or service like this before?

15. What was going on in your life that caused you to  look into investing in this  

product/service? 

16. If so, what did you pay for products or services like this?

17. Did you feel it was worth it? 

18. What did you like best about it?

19. What could be improved? 

20. What do you wish companies/brands/providers in this industry understood  

about you?

Questions about their shopping & research sources:

21. If money were no object, what brand or kind of  product/service would you buy?

22. Have you researched this product/service in the past?

23. If so, through what methods: Google, social media sites, through friends or some-

thing else?

24. What social media sites do you use most frequently?

25. What are your favorite websites, magazines, stores and brands?
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So, what’s next? 
Validating your MVCs with real people definitely takes things up a notch. You now 

know more about their trigger to action, the words they use to describe their life,  

situation, aspirations, and how they define success. 

Use the information from these interviews to refine your MVC profiles, messaging and 

marketing as you move through the upcoming modules. This is also a best practice for 

anytime you’re thinking about offering a new product or service. 


