Pre-marketing Assessment

Questions to Consider

Directions:  For your facility answer each of the following questions.  Record your answers on the worksheet.

1. What are the target markets for your safe patient handling and movement program? (Target Markets)

2. What do you want from this group?

3. What are the benefits of greatest interest for each target market? (Benefits)

4. What are the barriers and costs (economic, psychological, social, environmental) involved in adopting the behavior for members of the target market? (Barriers and Costs) OR If not known, how are you going to find these out? (Listening Strategies)
5. What product or products, services and ideas are you going to sell? 

6. How will you get the products(s) in front of the customer, or persuade members of the group? (Place)

Pre-marketing Assessment Worksheet

	What do you want from this group?
	What are the benefits for this group of a SPH program?
	What barriers do you anticipate from them?
	What is your listening strategy(s)?
	What is the message you want to sell them?
	How will you persuade members of the group?
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