UNDERSTANDING THE CUSTOMER'S PROBLEM

These help find out if the problem is actually worth solving for them.

"How are you currently dealing with (Problem X) and what is the biggest frustration with
that approach?"
Goal: To see if they have a "workaround" and how much pain it actually causes.

"If you could fix just one thing about how this works today, what would it be and why?"

Goal: To identify the specific feature or service that matters most to the user.

LEARNING ABOUT THE COMPETITION
These help you understand why they stay with their current provider or why they might

leave.

"Have you ever looked for a different solution to this? If yes, what stopped you from
switching?"
To find out if it's too difficult or expensive to move away from an existing company.

"What is the one thing your current provider does well and where do they let you down?"

Goal: To identify exactly where a new business can offer something better.
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CHECKING PRIORITY AND BUDGET

These help you see if they will actually spend money on a new solution.
A

"Compared to everything else you need to get done this year, how important is solving this

specific issue?"
Goal: To find out if this is a "top priority" or [ust a "nice to have" that they will ignore later.

"If you wanted to buy a solution like this, who else would need to give the green light and

what would they worry about?"
Goal: To understand the decision-making process and identify potential roadblocks.

TESTING THE PRICE AND THE RISK

These questions push for honesty so you don't get "polite" but useless feedback.

"What would make you feel like you wasted your money if you bought a product like this?"
Goal: To uncover the "deal-breakers" that would make a customer regret their purchase.

"If we offered this tomorrow for (Price X), what is the main reason you would still hesitate
to buy it?"
Goal: To uncover the real reasons, like “fear of change” or “lack of trust”, that could stop a

sale.
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