
 

CUSTOMER WANTS WORKSHEET 

What Your Customer (Really) Wants 
 
What customers say they want, and ultimately buy, are not always the same 
thing. It’s often your job to read between the lines in order to meet their 
unexpressed need. Here’s a tool that can help.  
 
Answer these questions (in progression): 
 
1.​ What does [your customer] want? 

 
​
 

2.​ Why are they unable to get it? 
 
​
 

3.​ Why do you think they’re not getting it? 
 
​
 

4.​ What makes you say that? 
 
​
 

5.​ What change is therefore necessary? 

 


