

Value = Success

1. Why do people buy from me in the first place? What value (success) do they seek? Expect? Hope for?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________

2. What does my ideal customer consider “Value” (Success)?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________

3. What am I doing to meet their expectations?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________

4. What am I not doing to meet their expectations?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· 


5. What is their TRUE Pain/Problem?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________

6. What is my Value Proposition?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________

7. If this formula is true: Value = Benefits / Price, what must I do to dramatically increase the customer’s perception of value (success)?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________

8. What is my Niche/Specialization/Area of Excellence?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________

9. What do I do for customers that no one else does?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________


10. What can I do for customers that no one else is doing?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________

11. Do my ideal customers REALLY care about these differences?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________

12. What is my reputation? What am I know for? What is my claim to fame?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________

13. How do customers think and talk about my business?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________

14. How would I like for them to talk about my business?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________


15. What must change for them to talk about me that way?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________

16. What expectations have I set for my customers and how are these different from the expectations I would like to set?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________

17. What can I do to delight and amaze my customers?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________

18. What must they be convinced of to start buying from me?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________

19. Why aren’t my ideal customers using me now?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________


20. What can I do to remove or reduce the risk of potential customers switching to my business?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________

21. How can I reposition my product to meet the customer’s subjective value needs? What does my product “offer” vs. what does my product “do”?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________

22. What can I do to cause my customers to become addicted to using me?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________

23. What can I do to cause my customers to say, “I would have to be crazy to do business with someone else?”
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________

24. What can I do to give potential customers the certainty they desire?
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
· ___________________________________________________________________________
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