
AQVZeU Whe fROORZiQg TXeVWiRQV VR WhaW \RX caQ UecRgQiVe hRZ WR XQdeUVWaQd
\RXU cXVWRPeU:

2. BaVed RQ WKe LQIRUPaWLRQ \RXÉYe JaWKeUed abRXW \RXU WaUJeW cXVWRPeU, LdeQWLI\ WKe WRS 3
SaWKZa\V WKe\ aUe PRVW OLNeO\ WR OeaUQ abRXW \RXU bXVLQeVV.
Through Zhich pathZa\s Zill customers most likel\ learn about \our product or service?

3. HRZ ZLOO \RXU WaUJeW cXVWRPeU bX\, XVe RU Sa\ IRU \RXU SURdXcW RU VeUYLce? 
Through Zhich pathZa\s Zill customers most likel\ bu\ or use \our product or service?

1. HRZ dR \RXU WaUJeW cXVWRPeUV e[SeULeQce WKe SURbOeP \RXÉYe deVcULbed? WK\ PLJKW WKe\
bX\ RU XVe \RXU SURdXcW RU VeUYLce? 
Put \ourself in the shoes of \our target customer to describe their perspective of the problem.
HoZ Zill \our product or service solve their problems?


