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Trends and Factors

PESTLE analysis
« Political  Technological
 Economic « Legal

 Scientific « Environmental
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USERS: LAST 7 DAYS USING MEDIAN v RO

LOAD TIME VS BOUNCE RATE $ OPTIONS START RENDER VS BOUNCE RATE 3 OPTIONS

75K 100 % 40K 100 %
Median Page Load (LUX): 2.056s Median Start Render (LUX): 1.031s
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Buying Process
INSIGHTS
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The Conversation
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CONTEXT

opportunities.

« Shapes their view of their problems, challenges, or opportunities and

their future choices.

- Explains why they are experiencing problems and challenges.

« Explains how to take advantage of opportunities.

« Prepares the client for a conversation about change.
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Helps your client make sense of their world, their challenges, and their
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Assumptions
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BUILDING INSIGHTS

WHAT ASSUMPTIONS DO YOUR CLIENTS MAKE THAT PREVENT THEM FROM GETTING THE RESULTS THEY NEED?
WHAT LEADS THEM TO BELIEVE THESE ASSUMPTIONS ARE TRUE?

Assumption Why
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Mistakes
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WHAT ARE THE FIVE BIGGEST CHALLENGES FACING YOUR CUSTOMERS NOW?

Challenge Impact to Customer
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A Higher Resolution Lens
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WHAT ARE THE FIVE TRENDS THAT ARE—0R SHOULD BE—COMPELLING YOUR CLIENTS TO CHANGE?

Trend Implication Why Change?

1
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|dentify Trends, Factors, and Situational Knowledge

Identify the things that should be compelling your clients to change how

they are doing something important to them.

« Use the trends in your business. Finish this sentence: We used to do it that way, but

now we do it this way because

« Use the factors in your business or your client’s business. Because this happened

or is happening, our clients should start doing this. What happened or is

happening that will impact your client’s business?
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Exercise 2: Trends and Other Factors

One of the ways to compel change is to identify the trends that should be compelling

your customer to do something different or to change their approach.
The greater the implication of any trend, the more likely it is to compel change. We are

trying to help them avoid the implications by helping them see things differently. You are

going to look for insights that provides a new view of their situation.
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Compels Change
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WHAT ARE THE FIVE BIGGEST CHALLENGES FACING YOUR CUSTOMERS NOW?

Challenge Impact to Customer
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Five Challenges

One of the best ways to begin the work of building your insights is to identify the

challenges your customers struggle with and the impact to their results.
By identifying their challenges, you can recognize the assumptions from which they are

operating and begin identifying the insights that would cause them to replace or modify

their assumptions.
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WHAT DO YOU NEED TO TEACH YOUR CUSTOMER TO HELP THEM MAKE THE
BEST DECISION WHEN ADDRESSING THEIR CHALLENGES?

What the customer
Challenge needs to know New potential decision
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Recommendations
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