
create the problem sell the solution

create the problem sell the solution is a strategic approach widely used in marketing, sales, and business
development to effectively engage customers and drive conversions. This concept revolves around
identifying or emphasizing a problem that a target audience faces and then presenting a tailored solution
that addresses this issue. By crafting a compelling narrative around the problem, businesses can create
urgency and highlight the value of their products or services. This method not only enhances customer
understanding but also builds trust and positions the brand as a problem solver. In this article, the nuances of
this strategy will be explored, including its psychological foundations, practical applications, and potential
pitfalls. Readers will gain insight into how to apply this approach ethically and effectively to boost their
marketing efforts and sales performance. The following sections provide a detailed breakdown of the core
components and actionable techniques related to creating the problem and selling the solution.

Understanding the Concept of Create the Problem Sell the Solution

Psychological Principles Behind the Strategy

Practical Applications in Marketing and Sales

Steps to Implement the Strategy Effectively

Ethical Considerations and Potential Risks

Understanding the Concept of Create the Problem Sell the
Solution
The strategy of create the problem sell the solution is centered on the deliberate identification or framing of
a problem to highlight the need for a specific solution. This approach is particularly effective because it taps
into the natural human tendency to seek relief from discomfort or challenges. By clearly defining a
problem, businesses can make customers more aware of their pain points, which may have been
overlooked or underestimated. The next step involves positioning a product or service as the optimal
remedy for that problem, thereby facilitating the buying decision.

This concept is often used in various industries, including technology, healthcare, finance, and consumer
goods. It relies heavily on understanding the target audience’s challenges and crafting messaging that
resonates with their experiences. The success of this strategy depends on the authenticity of the problem
created or emphasized and the relevance of the solution offered.



Defining the Problem
Identifying the problem is the first and most critical phase of this strategy. A problem can be a gap in the
market, a pain point, an inefficiency, or a latent need that customers may not fully recognize. Effective
problem definition involves thorough market research, customer feedback analysis, and competitor
evaluation. This ensures that the problem is real, relatable, and significant enough to motivate action.

Positioning the Solution
Once the problem is defined, the solution must be presented clearly and convincingly. This involves
demonstrating how the product or service resolves the issue, improves the customer’s situation, or adds
value. Effective solution positioning also includes differentiating the offering from competitors and
articulating unique benefits that align with the customer’s needs.

Psychological Principles Behind the Strategy
The create the problem sell the solution approach leverages several psychological principles that influence
consumer behavior. Understanding these principles helps marketers design compelling campaigns that
connect emotionally and cognitively with their audience.

Fear of Loss and Urgency
Highlighting a problem can invoke a sense of urgency and fear of loss, motivating customers to take
immediate action. When customers perceive a risk or a negative consequence, they are more likely to
consider solutions seriously. This principle is often used in limited-time offers or problem-focused
messaging.

Problem Awareness and Need Recognition
Many customers are not fully aware of their problems or the extent of their impact. By creating awareness,
marketers can move customers from a state of ignorance to recognition, which is the first step in the
buying process. This aligns with the AIDA model (Attention, Interest, Desire, Action) commonly used in
marketing.

Trust and Authority
Presenting a solution as an expert recommendation or a trusted remedy builds credibility. When customers
trust that a problem is genuine and that the solution is reliable, they are more inclined to engage. This is



why testimonials, case studies, and expert endorsements are often incorporated.

Practical Applications in Marketing and Sales
The create the problem sell the solution strategy is widely applied across various marketing and sales
channels to maximize impact and conversion rates. Understanding how to tailor this approach in different
contexts is critical for success.

Content Marketing
Content marketing leverages this strategy by producing articles, videos, and social media posts that
highlight common problems and educate audiences about solutions. For example, blog posts might address
pain points such as productivity loss or security vulnerabilities and then introduce products that solve these
issues.

Advertising Campaigns
In advertising, this approach is used to capture attention quickly by focusing on a problem that resonates
with the audience. Advertisements often begin by depicting an undesirable scenario or frustration before
showcasing the product as the ideal fix.

Sales Conversations and Pitches
Sales professionals use this strategy during consultations and pitches by first uncovering the client’s
challenges and then demonstrating how their offering eliminates those challenges. This consultative selling
style builds rapport and increases the likelihood of closing deals.

Steps to Implement the Strategy Effectively
Implementing the create the problem sell the solution strategy requires a structured approach to ensure
authenticity and effectiveness. The following steps outline a practical framework for businesses.

Conduct In-Depth Market Research: Gather data on customer pain points, industry trends, and1.
competitor offerings to identify relevant problems.

Validate the Problem: Use surveys, interviews, and feedback to confirm the problem’s existence and2.
significance among the target audience.



Create a Clear Problem Statement: Articulate the problem in simple, relatable terms that resonate3.
emotionally and logically with customers.

Develop a Compelling Solution Narrative: Explain how the product or service addresses the problem,4.
emphasizing benefits and unique features.

Integrate the Strategy Across Channels: Align messaging in advertising, content, sales, and customer5.
service to maintain consistency and reinforce the value proposition.

Measure and Optimize: Track key performance indicators such as engagement, conversion rates, and6.
customer feedback to refine the approach continuously.

Ethical Considerations and Potential Risks
While the create the problem sell the solution strategy can be highly effective, it carries ethical
responsibilities and potential risks that businesses must manage carefully.

Avoiding Manipulation
Creating or exaggerating problems that do not exist or misleading customers can damage brand reputation
and violate ethical standards. Transparency and honesty are essential to maintain trust and long-term
customer relationships.

Balancing Problem Emphasis
Overemphasizing problems can lead to fearmongering or customer anxiety, which may backfire. It is
important to strike a balance by focusing on genuine challenges and presenting solutions in a reassuring and
constructive manner.

Ensuring Solution Efficacy
Offering solutions that do not effectively resolve the problem can result in customer dissatisfaction and
negative reviews. Businesses should ensure that their products or services deliver on their promises to
uphold credibility.

Maintain transparency in problem identification and solution claims



Use ethical marketing practices to build lasting customer trust

Regularly review and update problem-solution messaging based on customer feedback

Frequently Asked Questions

What does the phrase 'create the problem, sell the solution' mean in
business?
'Create the problem, sell the solution' refers to a business strategy where a company intentionally
introduces or highlights a problem to the market and then offers a product or service as the solution,
thereby generating demand.

Is 'create the problem, sell the solution' an ethical business practice?
The ethics of 'create the problem, sell the solution' depends on context. If a company artificially creates
problems to exploit customers, it is unethical. However, identifying existing problems and providing
solutions is standard business practice.

How can companies avoid negative perceptions when using the 'create
the problem, sell the solution' approach?
Companies can maintain transparency, focus on genuine customer needs, and ensure their solutions add real
value rather than manipulating customers into problems.

What are some examples of 'create the problem, sell the solution' in
marketing?
Examples include software companies releasing new features that complicate user experience but then
selling premium support, or beauty brands promoting insecurities and then offering products to address
them.

How does 'create the problem, sell the solution' impact consumer trust?
If consumers perceive that a problem was artificially created to sell solutions, trust can be damaged, leading
to brand reputation loss and decreased customer loyalty.



Can 'create the problem, sell the solution' be a sustainable business model?
While it might yield short-term profits, relying on creating problems can hurt long-term sustainability due
to potential backlash and erosion of customer trust.

What strategies can businesses use to ethically implement 'create the
problem, sell the solution'?
Businesses can focus on educating customers about latent problems, innovating to address unmet needs, and
ensuring that their solutions genuinely improve customers’ lives without manipulation.

Additional Resources
1. Start with Why: How Great Leaders Inspire Everyone to Take Action
This book by Simon Sinek explores the importance of identifying and communicating the core purpose
behind a product or service. Sinek argues that successful businesses and leaders focus on the "why" — the
problem or belief that drives them — before presenting their solution. By starting with why, companies
can inspire loyalty and create a strong emotional connection with their audience.

2. Made to Stick: Why Some Ideas Survive and Others Die
Authored by Chip Heath and Dan Heath, this book delves into why certain ideas resonate deeply and
others fade away. It provides practical strategies for crafting messages that make problems and solutions
memorable. The Heath brothers emphasize clarity, simplicity, and emotional appeal to capture attention and
motivate action.

3. Crossing the Chasm: Marketing and Selling High-Tech Products to Mainstream Customers
Geoffrey A. Moore’s classic work focuses on the challenges of bringing innovative products to a broader
market. He highlights the necessity of understanding customer problems deeply and tailoring the solution
to fit their needs. The book offers frameworks for positioning and selling solutions effectively to different
market segments.

4. Influence: The Psychology of Persuasion
Robert Cialdini’s influential book explains the psychological principles behind persuasion and decision-
making. It provides insight into how to present problems and solutions in a way that motivates buyers to
say yes. By leveraging concepts like social proof and reciprocity, sellers can craft compelling narratives that
drive sales.

5. Pitch Anything: An Innovative Method for Presenting, Persuading, and Winning the Deal
Oren Klaff presents a unique approach to pitching ideas and products by controlling the frame of the
conversation. The book emphasizes identifying the problem effectively and then positioning your solution
as the most valuable answer. It combines neuroscience and storytelling to help readers close deals
confidently.



6. The Lean Startup: How Today's Entrepreneurs Use Continuous Innovation to Create Radically Successful
Businesses
Eric Ries introduces a methodology focused on iterating solutions based on real customer feedback. The
book stresses the importance of validating the problem before scaling the solution. Entrepreneurs learn how
to create minimal viable products that address genuine pain points, reducing risk and increasing chances of
success.

7. Blue Ocean Strategy: How to Create Uncontested Market Space and Make the Competition Irrelevant
W. Chan Kim and Renée Mauborgne encourage businesses to create new markets by solving problems in
innovative ways. Instead of competing in crowded spaces, companies are guided to identify unique
customer needs and offer differentiated solutions. The book provides tools to systematically explore and
capture "blue oceans" of opportunity.

8. Contagious: Why Things Catch On
Jonah Berger explores what makes ideas, products, and messages spread widely. Understanding how to
highlight problems and solutions in a way that sparks social sharing is central to the book. Berger outlines
key factors such as social currency and practical value, helping sellers craft messages that go viral.

9. To Sell Is Human: The Surprising Truth About Moving Others
Daniel H. Pink redefines sales as a fundamental human activity beyond just business transactions. He
discusses how identifying and articulating problems, then offering tailored solutions, is essential to
persuading others. The book combines social science and practical advice to improve everyday selling skills.
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  create the problem sell the solution: Launch Offers Based On Real Questions. Listen,
Create, Sell What’s Needed Ahmed Musa , 2025-05-30 Struggling to sell? That’s because you’re
guessing. Launch Offers Based On Real Questions shows you how to stop throwing darts in the
dark—and start building products people are already begging for. Your audience is talking. In
comments, DMs, emails, and forums. They’re literally handing you gold—questions, pain points, wish
lists. Most creators ignore it. The smart ones? They listen, create, and sell exactly what’s needed.
Inside this book, you’ll discover: How to turn everyday questions into high-converting digital offers
Where to “mine” for profitable pain points in your niche The secret to fast, feedback-driven launches
that skip the guesswork How to test ideas before you build—and get paid before you deliver Real
examples of low-risk, high-return products built from audience input This isn’t theory. This is
demand-first entrepreneurship—and it’s the fastest way to build offers that land. Listen closely.
Build smart. Sell with certainty. Let the market tell you what it wants. Then give it to them—and get
paid well for it.
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  create the problem sell the solution: Solution Business Kaj Storbacka, Risto Pennanen,
2014-02-07 Success in solution business starts by accepting that solution business is a separate
business model, not simply another product category or an extension of the existing product
business. This book identifies the business model areas that firms need to focus on when
transforming into solution business. It further organizes these areas into three sets of capabilities
and practices: commercialization, industrialization and solution platforms. This is the first book to
take a comprehensive view of success in solution business and its relevance therefore extends to all
functions of firms wanting to become solution providers as well as to many managerial levels. The
book will also help you self-assess how ready your organization is for success in solution business.
  create the problem sell the solution: How to Lead Jo Owen, 2012-08-21 Based on original
research into some of the world’s best organisations, How to Lead cuts right through all the myths
and mysteries to get straight to the heart of what it really takes to motivate, inspire and deliver
results. This unique and brilliant combination of authoritative guidance and stimulating and
entertaining advice willhelp you resolve some of the common challenges that every leader will face.
Includes free access to checklists on handy leadership topics such as driving performance, managing
time, setting and controlling budgets, dealing with crises and delegating.
  create the problem sell the solution: Badvertising Jim Morris, 2021-05-01 Jim Morris has
been responsible for some of the most memorable ad campaigns in history. He knows best that bad
ads don’t just create themselves. Part indictment on the advertising industry, part cautionary tale on
what not to do with your ads, Jim pulls no punches to better ad people everywhere. “How many ads
have you seen that made you question the intelligence of whomever designed it? Probably too many.
If every ad person read Badvertising, the world would be a more intelligent and prosperous place.”
—Jonah Berger, New York Times bestselling author of Contagious and The Catalyst “Incisive and
daring, Badvertising is the only book you need to truly understand both the inner workings of
America’s ad agencies, and the minds of those who never cease to astound us with both their
creative genius and profound stupidity. After just one reading, you’ll never see advertising the same
way again.” —Drew Eric Whitman, bestselling author of Cashvertising How can the ad industry even
exist when almost all of the products that it produces fall on a continuum from flawed to failed?
What is it about this industry and the process of creating, selling, and producing ads that causes so
much advertising to be so bad? These are the questions answered in Badvertising. A provocative,
truth-to-power exposé of ad agencies’ flaws, foibles, and failings—and why they matter to the
consumer and to those in the business. Morris, an advertising legend known as “Tagline Jim,”
surveys myriad advertising “agents of stupidity.” Hilarious, horrifying, and insightful, each chapter
is a grenade lobbed into America’s ad bunkers. Badvertising is a candid, never-seen-before
accumulation of real-world don’ts and more don’ts, providing valuable cautionary tales of
advertising’s stupid side.
  create the problem sell the solution: Building DIY Websites For Dummies Jennifer
DeRosa, 2024-02-27 Create an attractive website that draws in visitors – no coding required! There’s
more to building a website than just picking a theme and dropping in text and images. Creating a
site that attracts visitors and turns those visitors into customers requires some professional insight
and a few tips and tricks. Building DIY Websites For Dummies guides non-designers through the
steps of creating an attractive and effective website using today’s top web-based tools. This book
helps you launch or improve your website designed to boost your entrepreneurial endeavors, small
business, or personal passion. With this easy-to-follow Dummies guide, you can skip learning the
complicated coding that runs a site and focus on the parts that attract visitors (and search engines).
Grab this book and get expert insight on how to craft a usable design, create site content, improve
site findability, and convert browsers into buyers. Discover how to select hosting services, email
providers, and beginner-friendly website creators Build your own website without needing to learn
any code Learn how to create an attractive design, develop content, and present it all in a way that
will appeal to your target audience Improve your site’s search engine findability and resonate with
your target customer This Dummies guide is an excellent choice for non-designers who want to



create a website without hiring someone to do it for them. Learn the ropes, follow the best practices,
and launch your site!
  create the problem sell the solution: Cracked it! Bernard Garrette, Corey Phelps, Olivier
Sibony, 2018-06-08 Solving complex problems and selling their solutions is critical for personal and
organizational success. For most of us, however, it doesn’t come naturally and we haven’t been
taught how to do it well. Research shows a host of pitfalls trips us up when we try: We’re quick to
believe we understand a situation and jump to a flawed solution. We seek to confirm our hypotheses
and ignore conflicting evidence. We view challenges incompletely through the frameworks we know
instead of with a fresh pair of eyes. And when we communicate our recommendations, we forget our
reasoning isn’t obvious to our audience. How can we do it better? In Cracked It!, seasoned strategy
professors and consultants Bernard Garrette, Corey Phelps and Olivier Sibony present a rigorous
and practical four-step approach to overcome these pitfalls. Building on tried-and-tested (but rarely
revealed) methods of top strategy consultants, research in cognitive psychology, and the latest
advances in design thinking, they provide a step-by-step process and toolkit that will help readers
tackle any challenging business problem. Using compelling stories and detailed case examples, the
authors guide readers through each step in the process: from how to state, structure and then solve
problems to how to sell the solutions. Written in an engaging style by a trio of experts with decades
of experience researching, teaching and consulting on complex business problems, this book will be
an indispensable manual for anyone interested in creating value by helping their organizations crack
the problems that matter most.
  create the problem sell the solution: Build a Business People Actually Need: Sell Real
Solutions That Generate Demand Ahmed Musa , 2025-05-24 Here’s the ugly truth most
“entrepreneurs” ignore: Nobody cares about your product. They care about their problems — and
whether you can make them go away. Build a Business People Actually Need: Sell Real Solutions
That Generate Demand is your blunt-force guide to creating offers that hit nerve endings, not just
checkboxes. Forget the fluff, trends, and gimmicks — this is how you build something people chase
you down to buy. Inside, you’ll uncover: The “Bleeding Neck” principle — how to find problems so
painful people pay anything for relief Why most business ideas flop (and how to test yours before
wasting time) How to speak your customer’s exact language so they feel like you read their mind
The Demand Engine: how to create offers so needed, they market themselves How to build solutions,
not features — and sell outcomes, not options If you’re sick of crickets after a launch… If you want to
stop guessing and start solving… If you want a business that grows because it helps people, not in
spite of it… This is your wake-up call. Build something that matters — and watch how fast the money
follows.
  create the problem sell the solution: The Smart Solution Book David Cotton, 2016-10-13
The Smart Solution Book explains each tool in detail - what it is, when and how to use it, its
strengths and its limitations. The tools range from quick fixes, which can be used by someone
working alone, to large scale solutions which can be used by groups of 100 and more. You can also
use the tools separately or in combination with each other. Frame problems so they can be solved
Find a solution to even the most intractable problem Enjoy the process of problem solving, whether
alone or in collaboration with others Become more creative in your thinking so that, over time,
solutions begin to present themselves The Smart Solution Book will change your way of thinking
about business problems: apply the techniques and see the solutions unfold.
  create the problem sell the solution: Create A Business That Reflects You. Authenticity As A
Sales Superpower Ahmed Musa , 2025-05-30 Most people build businesses by faking it— Fake voice.
Fake branding. Fake offers they think will sell. But here’s the kicker… people can smell fake. And
they don’t buy it. Create A Business That Reflects You is the raw, real-deal blueprint for turning who
you are into your ultimate unfair advantage. It’s not about being “personal.” It’s about being
powerfully authentic—so your business becomes a magnet for the right people, the right sales, and
the right opportunities. Inside, you’ll learn: Why authenticity sells better than polished nonsense
How to turn your story, quirks, and values into a brand people feel The positioning trick that makes



people say, “I don’t even know why—I just trust them” Real-world case studies of underdogs who
built killer businesses by being themselves If you’re tired of pretending, tired of guessing, and tired
of playing someone else’s game… This is your permission to build a business that’s so you it can’t be
copied. Because when your business reflects the real you… You don’t have to chase customers. They
find you.
  create the problem sell the solution: Close Deals Without Pushiness: Human-Centered
Selling That Works Okechukwu Divine Obioma , 2025-09-12 No one likes being sold to—but
everyone loves to buy. The problem? Too many sales approaches feel forced, manipulative, or just
plain pushy. The best closers don’t pressure people—they create trust, clarity, and confidence that
makes the decision feel natural. Close Deals Without Pushiness: Human-Centered Selling That
Works shows you how to sell in a way that feels good for both sides. Instead of relying on outdated
tactics, you’ll learn a modern, relationship-driven approach that wins deals while building long-term
loyalty. Inside, you’ll discover how to: Lead conversations that make prospects feel understood, not
cornered. Ask questions that uncover true needs without sounding scripted. Present your offer in a
way that feels collaborative, not salesy. Handle objections with empathy so resistance turns into
readiness. Close more deals while strengthening trust and relationships. This book isn’t about
tricks—it’s about principles that respect both you and your buyer. When you sell like a human, not a
hustler, you don’t just win sales—you win trust, referrals, and repeat business. If you’re tired of
pushy sales tactics and want a better way forward, this is your guide. Sell with clarity. Close with
confid ence. Win with trust.
  create the problem sell the solution: Power Transmission Design , 1988
  create the problem sell the solution: Build Offers That Feel Obvious: Positioning That Clicks
Without Explanation Onyeka Godfrey, 2025-08-04 When an offer is positioned right, people just get
it. There’s no need to explain, persuade, or justify—it feels obvious. This book breaks down how to
craft offers that feel like a no-brainer. You’ll learn how to package your product in a way that aligns
perfectly with what your audience already wants—so the value is seen instantly. From naming and
pricing to structuring benefits and using visual anchors, you'll master the psychology behind offers
that convert on instinct. Stop begging for attention or fighting objections. Instead, make it easy for
people to say yes—because the offer makes complete sense.
  create the problem sell the solution: Sell Results People Can Picture: Use Visual Framing To
Drive Action Onyeka Godfrey, 2025-08-05 If your audience can’t picture the outcome, they won’t
take action. This book helps you turn abstract benefits into vivid, visual outcomes your audience can
feel. You’ll learn how to use mental imagery, transformation framing, and specific language to move
people beyond curiosity—and into action. Whether you're writing sales copy, pitching a service, or
designing a product page, these techniques help your message land faster and stick longer. People
don’t buy vague promises—they buy the version of themselves they can see. Learn to frame it, and
they’ll follow.
  create the problem sell the solution: Reinventing Virtual Events Justin Michael, Julia
Nimchinski, 2022-12-28 Make your next webinar something to write home about In Reinventing
Virtual Events: How to Turn Ghost Webinars Into Hybrid Go-To-Market Simulations That Drive
Explosive Attendance, a team of accomplished sales and coaching leaders delivers an insightful and
engaging take on how to go from just holding your webinar audiences captive to truly captivating
them. In the book, you’ll learn a novel way to produce online experiences the authors call
“Customer-Centric Events,” hybrid, go-to-market simulations that generate high levels of attendance
and participation. The authors upend conventional wisdom to show you how to create
unconventional webinars that dazzle prospective customers and flood your pipeline. You’ll discover
how to: Transform your product-centric pitch-offs into innovative customer-centric events that
activate and engage your ideal audience Use the authors’ signature G.A.M.E.S. framework to drive
high-quality leads Build buzz, engagement, and interactivity directly into your virtual event and
attract the top speakers in your industry A can’t-miss playbook that turns everything you know about
virtual events on its head—and shakes it up for good measure—Reinventing Virtual Events is an



essential read for founders, sales professionals, business owners, marketing professionals, and
anyone else with a stake in developing successful and engaging online and hybrid events.
  create the problem sell the solution: Sell to Excel Asif Zaidi, 2019-06-27 Selling is the art of
persuasion at its finest. It’s a way to willingly influence others’ behavior, to develop relationships, to
build credibility, and to let the world know what you have to offer. Selling may be the single most
important skill in human life. Whether you are a businessperson, a teacher, a prophet, or a parent, to
get your point across, you have to sell. In Sell to Excel, author Asif Zaidi shows you how to sell to
help people enhance their lives and resolve their problems. It draws on Zaidi’s successful sales
career and extensive experience as a sales leader, and it discusses both the basics and the art of
personal selling. This guide covers everything from helping buyers buy, to handling objections,
negotiating, storytelling, and practicing active listening. A result of five years of rigorous study in
neuroscience, communication, and psychology along with a lifetime in business, Sell to Excel offers
advice and tips to put you at a strategic advantage in any personal selling situation in business or in
life.
  create the problem sell the solution: Financial Freedom In Two Steps The Proven
Method To Generate Passive Income From Scratch Agustin Grau, 2017-06-28 At last! Stop
worrying about money. Start making money. Obtaining your financial freedom is simple using this
proven method that I’ll show you. I have been using it for years and it’s easy enough for anyone to
implement, whether they have experience or not. To make money, you don’t need to have money.
You just need knowledge to lead you to money. This “knowledge” is what you’ll find in this book. A
clear, simple and precise method that explains how to generate passive income from scratch,
without needing to have money to invest. A two-step method: first, generate some money; second,
invest that money earned. In simplicity is power. The key to financial independence is creating
assets: making things that bring in a constant flow of cash every month. What’s more, this needs to
happen in automatic mode and for an indefinite period of time. You can then keep on enjoying the
income, as can your children even after you die. This is not science fiction: it’s a system, a passive
income strategy that will provide you with freedom, financial freedom, financial independence and
money. Why are there not more people doing it? Because they’re too busy working, tied to their jobs
and not generating income. They’re focused on not being free and not being happy. The focus of this
book, however, is something else. What? Abundance, wealth, fulfillment, creativity, personal growth,
strategy, joy, prosperity and happiness. In this book, you will learn: •To make money, even though
right now you have nothing. •To create assets that will bring in money every month. •To design a
strategy that will make your money work for you. •To set up a system that will allow you to earn an
income automatically, recurrently and continuously. •To develop yourself personally, putting to use
your
  create the problem sell the solution: The Art of Membership Sheri Jacobs, 2014-01-06
Member engagement, recruitment, and retention are fundamental activities that all membership
organizations must master to ensure the growth and viability of their organizations over the long
term. The Art of Membership by Sheri Jacobs, CAE, provides associations and membership
organizations with the practical tools they need to build a loyal and diverse membership base over
the long term. Readers will be able to put the tools to work immediately regardless organization
size, budget, culture, type, or environment. The recommendations are concrete, irrefutable and
backed by data derived from ASAE research, the author's own more than 40 Market Research
Studies conducted with her team encompassing members and nonmembers from organizations of all
types and sizes and her more than 15 years of experience developing and executing membership
recruitment and retention plans for more than 100 associations. The book contains ample cases and
examples from associations, nonprofits and for-profits (pricing strategies, value propositions, and
marketing tactics) in addition to chapter-by-chapter how-to guides with checklists and worksheets
that break down the concepts from goal to strategy to tactics culminating in an actionable to-do list.
  create the problem sell the solution: Build Quietly And Sell Boldly Online. Stealth Mode
Creation, Loud Conversions Ahmed Musa , 2025-05-30 You don’t need to dance for attention. You



don’t need to post 24/7. You sure as hell don’t need to “go viral.” You need this: Build quietly. Sell
boldly. Build Quietly And Sell Boldly Online is the underground playbook for creators, freelancers,
and digital hustlers who’d rather execute in silence than shout into the void. This book shows you
how to create in stealth mode—no noise, no pressure—then strike hard with offers that command
attention and cash. Inside, you’ll learn: The art of behind-the-scenes audience building (without
begging for likes) Why quiet creators win big when their offers roar louder than their posts A
step-by-step strategy to craft, launch, and sell out without showing off How to position yourself as
the expert—even if no one sees you coming If you’re tired of clout-chasing advice and just want to
build, ship, and get paid—this book is for you. Read it. Apply it. Let your product do the talking. Let
your bank account do the bragging.
  create the problem sell the solution: Summary: Your Portable Empire BusinessNews
Publishing,, 2014-10-28 The must-read summary of Pat O'Bryan's book: Your Portable Empire: How
to Make Money Anywhere While Doing What You Love. This complete summary of the ideas from Pat
O'Bryan's book Your Portable Empire shows how the internet now makes it feasible and practical for
you to build and run your own “portable empire” – an online business which can be run from
anywhere in the world in your spare time. In his book, the author explains how you can set up,
develop and grow this empire while working full-time at another job, by selling information products
online. This summary will teach you that as long as you can discover what information people are
willing to pay for and then develop the products they are already searching for, you're on the path to
success. Added-value of this summary: • Save time • Understand key concepts • Expand your
knowledge To learn more, read Your Portable Empire and discover how you can set up your own
portable empire and generate some extra income.
  create the problem sell the solution: Build an Offer Engine That Never Stops: How to Keep
Cash Flow Constant Simon Schroth, 2025-04-05 An offer engine is the backbone of a thriving
business—it's the system that consistently generates sales, converts prospects, and keeps cash flow
flowing. Build an Offer Engine That Never Stops shows you how to create an automated sales system
that operates around the clock, ensuring that your business generates consistent revenue. This book
walks you through the process of creating high-converting offers, designing automated sales funnels,
and implementing systems that make sales while you sleep. You’ll learn how to create irresistible
offers, use retargeting and email marketing to nurture leads, and set up automated follow-ups to
increase conversions. With actionable steps and strategies for designing a sales system that works
for you, Build an Offer Engine That Never Stops provides the blueprint to keep your business
growing consistently. If you’re looking for a way to keep your sales flowing effortlessly and reliably,
this book will help you build an offer engine that keeps the cash coming in.
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