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DISCOVERY QUESTION FUNNEL

When we ask intentionally sequenced questions, narrowing in on the
heart of the buyer's pain, we can better:

1. Understand their needs

2. Identify what will help them

Tailoring the Discovery Question Funnel to a specific buyer persona
allows us to address their challenges and motivations so we can best solve
their problems.

DISCOVERY PROMPTER
e Share customer stories from similar industries
e Value hypothesis to empathize with pain
e Earn the right to ask the questions

CURRENT STATE
¢ How do things work today?
¢ What challenges need to be solved now?
¢ Who else is impacted and who else cares?

IMPACT

¢ How does this impact people, processes, goals?
¢ What are the business implications?

¢ What risks? Impact to cost, productivity, agility?

DESIRED STATE
¢ |deally, how would you like things to be?
¢ What does success look like to you?

OUTCOMES
¢ What is the value to you, your team, and the overall
business if you achieve these goals?

SOLUTION REQUIREMENTS
¢ How do you expect to achieve these goals?
¢ What capabilities are required?
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