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Foster
Sticky Note
What are the top 5 frustrations that your customer currently faces when deciding to buy or use your product? Think about your own experiences as a customer: could they relate to what your customers face in your industry?


Foster
Sticky Note
This is the FFWA exercise. I highly recommend that you accurately complete this exercise if you are wanting to better understand how your targeted audience really thinks. 
Remember: We buy on emotion and then rationalize our decision on logic. The FFWA exercise will help you in better understanding the drivers behind your customers choice of whether to buy from you or not.

Foster
Sticky Note
These are the short term expectations that your customer has regarding what they expect from your product or service. If you are not sure what these are then go and ask them. 
Their wants will always satisfy a short term need, and remember that sometimes your product may not satisfy their want, but it may offer significantly more longer term value.

Foster
Sticky Note
Again, think about your situation first when you had to make a decision to buy another product or service. You probably had some concerns and fears, and you probably did not tell these all to your supplier. A good way to understand what their the top 5 fears are, is to ask them.
But, and this is a big BUT: often your customer does not know what these are themselves. You need to practice the 5-whys questioning methodology to really get deep into what is the true fear that they would have.

Foster
Sticky Note
After your customer has bought your product what is the long term gain for them? Do they have a dream, an ambition? Does your product support them achieving this in any way? Tap into this and you tap into a very powerful emotional cord. Don't be surprised if your product appears to be doing a whole lot more than what you thought it was designed for :)




