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F&TA’S SURVEY GUIDE 

Do you feel stuck trying to figure out what your best customers want from 
you?  

It’s probably because you aren’t asking the right questions. 

Customer feedback is an invaluable resource for every jewelry designer. 
Creating a simple survey or questionnaire can be an easy way to find the 
answers you need to hone in on your DREAM client, provide better products 
and improve customer service. 

As a jewelry designer, if you aren’t taking advantage of the power of surveys in 
your business, you are missing out on a major opportunity. 

Before we get into our checklist, we want to chat about how surveys and 
questionnaires can help you serve your customers better.  

 
Provide Better Customer Service 

The primary reason businesses use surveys is to improve the level of customer 
service. When competition is fierce, customers are going to stick with vendors 
who provide the best possible experience.  

Even something as simple as a follow-up, auto-response email can make a big 
difference. After your customer receives the order, try thanking them and 
asking one simple question like this: 

Thank you so much for your order! 

I just wanted to check in to make sure you received everything alright and 
you’re happy with the level of service we provided. Take two minutes to hit 
reply and let us know! 

This shows your clients that you are not only committed to selling your jewelry 
but making sure that they are happy with the final product. 
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Refine or Improve Your Jewelry Designs 

You can also use surveys to help improve the quality of your work and your 
designs. Consider following up or surveying clients who have purchased from 
you in the past and ask them questions like: 

How happy are you with the level of design? Or How would you rate the 
quality?  

If it’s below 5 stars, you might ask them specifically what was NOT excellent 
about the quality.  

You might find out great information like the jump rings weren’t closed well or 
the stones started rattling in the setting.  

In some cases, you might never even know there’s problem -- all because you 
didn’t ask. While it might feel uncomfortable to get feedback like this, 
knowledge is power. This knowledge can help you make decisions about 
vendors and contractors and can even help you up your game with your own 
making skills. 

 
Identify Your Raving Fans and Build Social Proof  

Another way to use surveys is to identify your raving fans and gather 
testimonials and social proof regarding the quality of your work.  

Social proof in the form of Raving Fans is one of the fastest ways to build a 
following.  

Use open ended questions like: 

What is your favorite aspect of the piece you purchased? 

or 

How are you wearing this piece? and allow them to upload a picture showing 
off their personal style. 

You can use this information to single out these raving fans and feature their 
rave reviews on social media, your blog or website. 
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Profile Qualities and Common Characteristics of Your DREAM 
Clients 

Creating your DREAM client avatar is the first step to improving your 
marketing efforts and increasing your sales. 

When you’re just starting out, some of the data you use might be made up. As 
you start building your business, you can start collecting data points to 
improve your targeting. 

You can ask things about their age, where they live, what magazines they read 
or even which blogs that they follow. This helps you target specifically to the 
places where your audience is hanging out! 

 
Lead your clients through the sales process 

You might use a survey or a quiz to help your clients define their jewelry style 
and then suggest specific designs or looks to them. 

This practice is a little more advanced because it requires more technology to 
deliver the information and segment. 

However, you can lead them through the process, give them a fun download 
and then suggestive-sell pieces that work with that look! Pretty cool, huh? 

 

 

 

 

 

 

 

 

 



 

 
This document is owned and distributed by Flourish & Thrive Academy. It may not be sold or 
otherwise distributed without expressed written consent. | © 2015 | Flourish & Thrive Academy 

F&TA’S SURVEY CHECKLIST 

Below you’ll find a checklist of the types of questions you can ask in a survey 
to get the kind of information you need to better serve them. We provide this 
as a guideline so feel free to expand how you like. 

The shorter your survey, the more response you’ll get. Make it easy, and ask no 
more than 10 questions. A shorter survey like 5-6 questions is ideal. 

Ok let’s get started on some survey questions. 

Basic Questions 

• Name 
• Age 
• Location 
• Marital Status 
• Income 
• Industry 

 
Customer Service Questions 

• How would you rate our service (1-5)? 
• What did we do well? 
• What is one thing we could do better? 
• Did you have any concerns during the buying process? 
• Did you receive the level of service you expected? Please explain 
• Were you happy with the way your order was packaged and arrived? 
• Did you receive the order on time or early? 

 
Product Development and Refinement Questions 

• How would you rate the quality of the jewelry (1-5)? 
• Why did you choose [insert brand name]? 
• What were your favorite aspects of the piece? 
• Design, materials, attention to detail, stones, metal, quality, etc. 
• What were your least favorite aspects of the piece? 
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• Design, materials, attention to detail, stones, metal, quality, etc. 
• Would you purchase again? (explain) 

 
Identify Your Raving Fans and Build Social Proof  

• What has your experience been like wearing my jewelry?  
• How do you feel when you are wearing my jewelry? 
• Why did you choose [insert brand name]? 
• How are you wearing this pieces? 
• What fears did you have about buying from us? 
• What hesitations did you have about making a purchase? 
• What motivated you to purchase?  
• What do you love about our jewelry? 

 
Profile Qualities and Common Characteristics of Your DREAM 
Clients 

• Where do you shop? 
• What magazines/blogs do you read? 
• What’s your favorite music genre and bands? 
• What are you favorite hobbies? 
• What type of exercise do you do? 
• How did you find out about us? 
• Where do you typically buy your jewelry? 
• What are the biggest factors for purchasing jewelry?  
• Value, price, quality, style, design, trend, intrinsic value, other? 
• Is there anything you’d like to see in the future from us? 

 
Lead Your Clients Through the Sales Process 

These questions would be more directional and more advanced.  

Create a quiz helping them identify their jewelry “style” then you could market 
them after with pieces that fit into their design aesthetic. 
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