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The purpose of this worksheet is to help you reveal why your clients buy 

from you and to lead into the prospect’s pain worksheet. When you identify 

the hot buttons, which make your clients buy from you, you can use these 

phrases in your marketing to get better results. Using these phrases in your 

networking will help people identify themselves and referrals for you more 

quickly. 

Step 1 is about identifying the biggest motivators, repeat the question until 

you get the underlying reasons, which are likely to have emotional content. 

Step 1: Why do people buy from you? 

.………………………………………………………………………………………

……………………………………………………………………………………….

………………………………………………………………………………………. 

And why is that? 

.………………………………………………………………………………………

……………………………………………………………………………………….

………………………………………………………………………………………. 

And why is that? 

.………………………………………………………………………………………

……………………………………………………………………………………….

………………………………………………………………………………………. 

Keep repeating “and why is that” until you have a consistent answer. The 

better answers by now will have emotional content, rather than ‘features’. 

.………………………………………………………………………………………

……………………………………………………………………………………….

………………………………………………………………………………………. 

.………………………………………………………………………………………

……………………………………………………………………………………….

………………………………………………………………………………………. 
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Step 2: What makes them buy? 

What are their biggest objections to buying your service? You may already 

know the answers! The answers here may help you deal with objections 

before they even raise them! 

.………………………………………………………………………………………

……………………………………………………………………………………….

…………………………………………………………………………………….… 

What makes them need your service? 

.………………………………………………………………………………………

……………………………………………………………………………………….

……………………………………………………………………………………… 

What are their biggest challenges? 

.………………………………………………………………………………………

……………………………………………………………………………………….

……………………………………………………………………………………… 

What are they feeling when they need to buy your product? 

.………………………………………………………………………………………

……………………………………………………………………………………….

……………………………………………………………………………………… 

What do they hate about needing your product? 

.………………………………………………………………………………………

……………………………………………………………………………………….

……………………………………………………………………………………… 

What are their biggest fears (related to what you do?) 

.………………………………………………………………………………………

……………………………………………………………………………………….

……………………………………………………………………………………… 

Look for emotive issues that they worry about, which you can solve. 
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Step 3: What’s the pain (or emotional satisfaction)?  

 Complete the column 1 of the table below, considering all the 

different things your clients get from working with you. 

 Complete column 2 using their words. 

 Complete column 3 using their words 

 Highlight the most important and useful phrases, then test them on 

old clients and prospects. Which phrases get the most reaction? 

Which are more likely to get them to purchase (or at least to seek 

more information)? These are ones to use when networking.  

Why does a client work 
with you? 

What pain do they suffer if they do 
nothing about it? 

What’s benefit do they get 
when they start working 
with you? 

Wants to grow her 
business 

Struggle to feed family as not 
earning enough 

Less stressed and get 
back to enjoying their 
profession again 

To earn more money 
 

Low feelings of self-worth, 
leading to even less income 

Feel great, able to sell 
their products easily 

 
 

  

 
 

  

 
 

  

 
 

  

 
 

  

 
 

  

 
 

  

 
 

  

 

Use the common and most powerful comments from steps 1-3 in your 

networking and other marketing to ensure you get your audiences’ attention


