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The business storyeller.
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The devil is in the details when it comes to writing compelling stories

about your customers and how they’ve benefited from using your

product or service.

You can use the questions below to help you turn happy customers into

optimistic advocates for your brand.

Primary questions

What triggered you to

buy from me?

What was your biggest
challenge?

What helped you make
the decision to buy?

What did you enjoy
most about working

with me?

How specifically did I /
my product help you?

What would you tell
someone else

experiencing the same

asyou?

By exploring the emotional difference you've made, as well as the practical,
you can stand out from the crowd and provide meaningful insight into the

Deeper dive questions

What was life like before What did you need to
buying from me? change?

How did it impact you What did you fear the
day-to-day? most?

What did you hope you would be able to do that
you haven't been able to do before?

How would you describe the experience? What

words would you use?
How has this impacted What do you
your life? think/feel/do differently

now?

If they are un-decided what

would you say?

experience other dream clients can expect if they buy from you.
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