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Centers-of-Influence (COI) or Market Research Interviews GUIDE 

 
Your first questions should address the challenges/pain facing your niche that you may help 
solve/heal: 

 What significant changes have you noticed that have been occurring  in/with (insert 
their community or the potential niche)? 

 What are the major challenges that (insert members of the community) are 
experiencing (today)? 

 Are (insert people in the community) generally successful in addressing these 
challenges? If not, why not?  If yes, how? 

 How would (insert your role/title…ex: a executive coach) be most helpful to (community 
members) in solving their issues and challenges? 

 What does (insert your niche) want most?  What gets in the way or stops them from 
getting that? 

 If you were in my shoes, would you choose to focus on (this niche). Why? 
 
The next questions will help you find out the best ways to market to members of the niche: 

  My ideal client is (insert a few sentences to describe your ideal client INCLUDING the 
niche) and I believe they would benefit working with me because (insert a statement of 
the transformation you provide) What is the most compelling thing I could say to this 
person that would interest him or her in doing business with me?  

 If you were me, how would you make people (like yourself or in this niche) aware of the 
services I provide? 

 Where could I find these types of people? 
 
These questions will identify where and with whom your niche communes that you could 
leverage: 

 What organizations do (people in my niche) usually belong to?  (These can be 
professional organizations and/or social organizations, depending on your niche).   

 (If they mention professional/trade associations) – Do you personally know any of the 
organizers of their events?  Do you know if they need speakers for their events? 

 Which publications do they like to read? 

 What other professionals do you know typically work with my ideal clients? Do you 
know anyone personally?  Would it make sense for you to introduce me to any so I can 
ask them a few of our market research questions? 

o Note: you can also say “such as” and list the type of professionals you think 
would share the same divine ideal clients.   

 
The following two questions will help identify others that do what you do and how you may 
differ from them: 

 Do you know other (insert your title) in our community? 

 How would you compare what I offer to what is offered by them? (Ask this question 
only if you are interviewing an existing client or someone who is quite familiar with your 
services.) 
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These questions will turn up names of prospects from your niche. (Ask these questions only if 
you are interviewing an existing client, not a center of influence.) 

 Do you know any other members of (your community) who you think might benefit 
from meeting me? 

 Do you know any members of (your community) who you think might benefit from 
attending one of my presentations/workshops/talks? (Ask this question only if you do or 
plan to do speaking engagements.) 

 
The two final questions with every interview should be: 

 Are there any other people like you, with a deep knowledge of (this community), who 
you know that I should contact that could help address some of the questions I have 
about (this community)?  Would you be willing to make a warm introduction to me by 
email? 

o Note: You can make specific requests such as “Do you know the executive 
director of the chamber of commerce in town?”, etc. 

 What questions should I have asked that I didn’t? 


