
Pain and Problems Checklist:

· Make a list of all the problems and pain someone has because they DON’T have the benefit your solution gives

· Focus on emotional issues and desires - what do they REALLY want?

For example, the stated feature someone wants is to lose weight fast - but what they REALLY want is to be attractive

the stated feature:  a new lawn mower that moves faster and cuts more grass at the same time - but what they really want is for their grass to get cut faster (preferably instantly !!)

Another example:  the stated feature: a better paying job - but what they REALLY want is: prestige, power, being respected for making more money or having a better title

So what is YOUR stated feature(s) or benefit(s):

____________________

____________________

____________________

____________________

____________________

____________________

____________________

And what is what your clients REALLY want:

____________________

____________________

____________________

____________________

____________________

____________________

____________________

Then list all the pain that is associated with NOT having the benefit and the emotional desires:

____________________

____________________

____________________

____________________

____________________

____________________

____________________


