
    20 Tips to Prime Your Primary Research Collection Pump    
 
1. Ask good questions to determine your client’s requirements for data collection and analysis. Agree on best 
sources to interview: customers, suppliers, industry experts, competitors, government sources, etc.  
 
2. Discuss ethics. If telephone interviews, will you record them? Will you compensate those you interview? What is 
the industry practice? 
  
3. Where will you conduct interviews? Telephone? In-person? Trade shows? SKYPE? Google Hangout? 
 
4. Learn the client’s industry and jargon. Learn the job functions of those you will interview. 
 
5. Prepare questions for those you will interview. Re-order questions to motivate sharing. What type of interview 
will be most effective? Survey? Q&A? Conversational? Combination? 1 on 1? Group? 
 
6. Consider how people might respond. Add more probing questions. 
 
7. Develop a value proposition to promote sharing from those you will interview. 
 
8. Checkpoint the value proposition and questions within your company, often with several people. 
 
9. If possible, learn something about those you will interview, including motivation. 
 
10. Center yourself before interviews. Breathe and Smile. 
 
11. Introduce yourself professionally, ethically and with confidence. Think: “I want to make them feel great by the 
end of our conversation.” 
 
12. Make sure this is a good time to conduct the interview. Let them know how long it will take, if you haven’t 
scheduled it beforehand. Monday morning and Friday afternoons are generally bad. 
 
13. Lead the interview by gently guiding the conversation. Listen and be silent. 
 
14. Generally it’s best to start with open ended, easy to answer questions that make them feel good. 
 
15. Work towards the most important questions next.  
 
16. Get to more specific questions towards the end. Bracket if they’re uncomfortable sharing specifics.  
 
17. Start with less important interviews and make your mistakes with them.  
 
18. Share the first couple interview results with your client. Is this what they expected? Tweak accordingly. 
 
19. Interviews have a life of their own: Be open to surprise answers to questions you didn’t even know to ask. 
 
20. Thank them for their time and help. If appropriate, ask for a referral, and use that referral when you call the 
next person.  



  Ellen Naylor has 30 years of primary research collection and analysis experience     
 
Ellen—who is full of the blarney stone—is an expert primary researcher in just about any area or industry 
since she loves to listen to people’s stories. She is skilled at engaging people in conversation over the 
telephone, at trade shows and video chatting. 
 
Ellen believes sales, customers and competitor’s customers are the best real-time sources of market 
intelligence. She relates well with sales people and customers from her experience in corporate sales and 
retail sales management prior to her marketing career.  
 
Before forming The Business Intelligence Source in 1993, Ellen initiated a competitive intelligence process at 
Verizon (Bell Atlantic) and conducted financial competitive analysis and economic forecasting at Delta 
(Northwest Airlines). 
 
Presently, Ellen is writing a book, Win, Lose or Draw: How to Grow Your Business through Win/Loss Analysis. 
Readers will learn the benefits of setting up their own Win/Loss program. Follow Ellen’s 12 fail safe steps to 
build a sustainable Win/Loss program. The expected publish date is fall 2015.  
 
Ellen is a 23 year veteran at SCIP (Strategic and Competitive Intelligence Professionals), a sought after global 
speaker and thought leader, and longtime author of Competitive Intelligence Magazine articles, Naylor’s 
Mailer and the Cooperative Intelligence blog. SCIP recognized Ellen with the Fellow and Catalyst awards in 
appreciation of her leadership and contributions to competitive intelligence.  
 
Over the years, Ellen has been active in the Association for Corporate Growth (ACG), Association for Strategic 
Professionals (ASP), Special Libraries Association (SLA), the Association of Independent Information 
Professionals (AIIP), the American Marketing Association (AMA) and more recently the Business Marketing 
Association (BMA). 
 
Ellen earned a BA in international studies at the University of Notre Dame and an MBA at the University of 
Virginia’s Darden Graduate School of Business. She is fluent in French and is a lifelong learner, having recently 
earned a holistic health coach degree at the Institute for Integrative Nutrition. Ellen grew up in an 
international community in Japan where she still has close ties. 
 
 
Contact Ellen Naylor: 
 
Web: http://thebisource.com 
Blog: http://cooperativeintelligenceblog.com 
Ph: 720-480-9499 
Email: Ellen@theBISource.com 

 @EllenNaylor 

  https://www.linkedin.com/in/ellennaylorcolorado  
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