CORE PROBLEMS

KEY PROBLEMS
Document the problems that
would cause a customer to

want to hire you.

What would they tell you
they want help with?

Use their words.

WHY HAVEN'T THEY
SOLVED THIS PROBLEM?

What has kept them from
solving this problem to date?

TRIGGER EVENTS

What happened in the life of
your target customer that
caused them to want to solve
their problem NOW?

They have likely been dealing
with this for some time, so
asking ‘why now’is critical.

UNIQUE VALUE

PROPOSITION

FIRST VALUE EXPERIENCE

What of significant value to
the customer can you deliver
well advance of the sale?

It should be valuable enough
to make competitors seem
like a second tier solution.

RISKY ASSUMPTIONS

Document the assumptions
that need validated in order to
minimize the risk of failure.
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