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2. Pain Funnel and Pain Puzzle

Eight Questions

1. Tell me more about that...?

2. Can you be more specific?
Give me an.example.

3. How long has it been a problem?

Level 1 Pain

. What have you tried to do about
that?

(What have you done to fix it?)
\ And did that work? ™
What results did you get?)
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Level 2 Pain
Level 3 Pain 7.

Level 4 Pain : - 8.

Does the prospect have erjough pajn to qualify for the next step?

Does the prospect
recognize the problem?

Is the problem one Problem

that you can fix? Reasons

: Do they ackno{v]edge it
o _ is a problem?

Consequences

' \
 Are they committed to fixing it? : W & e
Are they willing to do sorizthing about it now? el PEmA S0





