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COURSE MATERIAL
The 10 Market Diagnostic Questions
Ten questions that take you inside your market's head. Answer them from your client's point of view, in their words, not yours.
1. What keeps them awake at night with frustration and anxiety?

	Type your answer here — this space expands as you write.





2. What are they afraid of?

	Type your answer here — this space expands as you write.





3. What are they angry about? Who are they angry at?

	Type your answer here — this space expands as you write.





4. What are their top three daily frustrations?

	Type your answer here — this space expands as you write.





5. What trends are occurring, and will occur, in their business and their lives?

	Type your answer here — this space expands as you write.





6. What do they secretly, ardently desire the most?

	Type your answer here — this space expands as you write.





7. Is there a built-in bias to the way they make decisions?
Example: engineers are exceptionally analytical.

	Type your answer here — this space expands as you write.





8. Do they have their own language?
The words, phrases, and shorthand of their world.

	Type your answer here — this space expands as you write.





9. Who else is selling something similar to them, and how?

	Type your answer here — this space expands as you write.





10. Who else has tried selling them something similar, and how has that effort failed?

	Type your answer here — this space expands as you write.
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