
create a problem sell the solution

create a problem sell the solution is a powerful marketing strategy that centers on identifying a specific
challenge faced by a target audience and then positioning a product or service as the ideal answer. This
approach leverages the natural human desire to solve problems and improve circumstances, making it
highly effective in driving conversions and customer loyalty. By clearly defining a problem, marketers can
create urgency and relevance, which helps potential buyers understand the value of the offered solution.
The concept is widely used across various industries, including technology, healthcare, finance, and
consumer goods. This article will explore the fundamental principles behind this strategy, explain how to
implement it effectively, and highlight best practices to maximize its impact. Additionally, it will address
common pitfalls and provide examples to illustrate successful application. Understanding how to create a
problem and sell the solution is essential for businesses aiming to enhance their marketing outcomes and
build stronger customer relationships.
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Understanding the Concept of Create a Problem Sell the Solution
The concept of create a problem sell the solution involves identifying or highlighting a problem that
resonates with a target audience and then offering a product or service as the resolution. This method
capitalizes on the human tendency to seek remedies for pain points, inconveniences, or unmet needs.
Rather than merely promoting features or benefits, this approach focuses on the emotional and practical
implications of the problem, which increases engagement and motivation to purchase.

Why Identifying the Problem is Crucial
Identifying the problem accurately is the foundation of this strategy. Without a clear understanding of
what the audience struggles with, marketing messages can become generic and ineffective. By pinpointing
the exact challenge, marketers can tailor their communication to address the specific pain points, making



their solution more relevant and appealing. This clarity builds trust and positions the offering as
indispensable.

Psychological Drivers Behind the Strategy
Psychological factors such as fear of loss, desire for improvement, and the need for security drive the
effectiveness of creating a problem and selling the solution. When a problem is clearly articulated, it
triggers an emotional response, encouraging individuals to take action to alleviate discomfort or risk. The
promise of a solution provides hope and a clear path forward, reinforcing the buying decision.

Implementing the Strategy Effectively
Effective implementation of the create a problem sell the solution strategy requires a systematic approach
that aligns marketing efforts with customer insights and business goals. It involves thorough research,
strategic messaging, and seamless delivery of the solution to maximize impact.

Researching the Target Audience
Understanding the demographics, behaviors, and preferences of the target audience is essential. Research
methods such as surveys, focus groups, and data analysis help uncover the specific problems customers face.
This information guides the creation of compelling narratives that resonate deeply and motivate action.

Crafting Compelling Messaging
The messaging must clearly articulate the problem in relatable terms and emphasize the urgency of
resolving it. It should then introduce the solution as the most effective and accessible option. Using
storytelling techniques, testimonials, and data-driven claims can enhance credibility and emotional
connection.

Delivering the Solution Seamlessly
Offering the solution involves more than just communication. It requires ensuring that the product or
service meets or exceeds expectations, providing easy access, and supporting the customer throughout the
buying process. This comprehensive approach helps convert interest into sales and fosters long-term
satisfaction.



Best Practices for Creating Problems and Selling Solutions
Adhering to best practices ensures that the strategy is implemented with maximum effectiveness and
ethical consideration. These practices help maintain brand integrity while achieving marketing objectives.

Focus on Genuine Problems
Authenticity is critical. The problems highlighted should be real and relevant to the audience. Fabricating
issues or exaggerating minor inconveniences can damage reputation and customer trust.

Use Clear and Concise Language
Complex or vague descriptions can confuse potential customers. Clear, straightforward language that
quickly communicates the problem and solution enhances understanding and engagement.

Incorporate Social Proof
Testimonials, case studies, and reviews provide evidence that the solution works. Social proof reassures
potential buyers and reduces perceived risk.

Maintain Ethical Standards
Marketing should avoid exploiting fears or insecurities in harmful ways. Ethical practices build long-term
relationships and positive brand perception.

Continuously Evaluate and Adapt
Market conditions and customer needs evolve. Regularly assessing the effectiveness of the problem-solution
approach and making adjustments ensures ongoing relevance and success.

Common Mistakes to Avoid
While the create a problem sell the solution strategy is effective, several common mistakes can undermine
its success. Awareness and avoidance of these errors are essential.

Overcomplicating the Problem: Making the problem too complex can alienate or confuse the



audience.

Ignoring Customer Feedback: Failing to listen to customers can result in misaligned messaging and
ineffective solutions.

Overpromising Results: Unrealistic claims can lead to disappointment and damage credibility.

Neglecting the Solution’s Quality: A poor solution will not satisfy customers, regardless of the
problem’s presentation.

Using Fear Unethically: Manipulative tactics can provoke backlash and harm brand reputation.

Real-World Examples of the Strategy in Action
Numerous successful companies apply the create a problem sell the solution approach to differentiate
themselves and drive growth. These examples illustrate how the strategy works in practice.

Technology Sector
Software companies often highlight inefficiencies or security vulnerabilities faced by businesses and then
present their products as comprehensive solutions. For example, cybersecurity firms emphasize the risk of
data breaches and offer robust protection services to mitigate those risks.

Healthcare Industry
Health and wellness brands identify common health concerns, such as chronic pain or poor sleep quality,
and market supplements or therapies designed to address these issues effectively. This approach connects
directly with consumers’ needs and motivates purchases.

Financial Services
Financial advisors and institutions spotlight challenges like debt management or retirement planning and
provide tailored services or products that help clients achieve financial stability and security.



Consumer Goods
Brands selling household products often focus on everyday problems, such as cleaning difficulties or
organizational challenges, and position their items as convenient and innovative solutions that simplify life.

Frequently Asked Questions

What does the concept 'create a problem, sell the solution' mean?
The concept 'create a problem, sell the solution' refers to a marketing or sales strategy where a need or
problem is first introduced or emphasized to the audience, making them aware or concerned, and then
offering a product or service as the solution to that problem.

Is 'create a problem, sell the solution' an ethical marketing strategy?
It depends on how it's applied. If the problem is artificially created or exaggerated just to manipulate
customers, it can be unethical. However, if it involves identifying real issues and providing genuine
solutions, it is a legitimate marketing approach.

How can businesses identify problems that customers face to sell solutions
effectively?
Businesses can identify customer problems through market research, surveys, customer feedback, social
media listening, and analyzing consumer behavior to understand pain points that their products or services
can address.

What are some examples of 'create a problem, sell the solution' in
advertising?
An example is toothpaste ads that highlight the problem of bad breath or cavities and then promote their
toothpaste as the solution. Another is cybersecurity firms emphasizing the threat of hacking and offering
security software as the solution.

How can companies avoid negative backlash when using 'create a
problem, sell the solution' tactics?
Companies should focus on authentic problems, avoid exaggeration or fearmongering, be transparent about
their products, and prioritize customer well-being to maintain trust and avoid negative backlash.



Can 'create a problem, sell the solution' be effective in product launches?
Yes, by clearly defining a problem that the target market faces and demonstrating how the new product
solves it, companies can create demand and encourage adoption during product launches.

What role does storytelling play in the 'create a problem, sell the solution'
approach?
Storytelling helps engage the audience emotionally by illustrating the problem realistically and showing
how the solution transforms the situation, making the marketing message more compelling and
memorable.

How does 'create a problem, sell the solution' differ from traditional
marketing strategies?
'Create a problem, sell the solution' specifically focuses on highlighting or introducing a problem before
presenting the product as a solution, whereas traditional marketing may focus more broadly on product
features, benefits, or brand image without emphasizing a problem.

Additional Resources
1. Start with Why: How Great Leaders Inspire Everyone to Take Action
Simon Sinek explores the importance of identifying the core problem or purpose before pitching a solution.
By understanding the "why," businesses can create deeper connections with their audience and effectively
sell solutions that resonate. This book emphasizes the power of storytelling in defining problems and
motivating change.

2. Made to Stick: Why Some Ideas Survive and Others Die
Chip Heath and Dan Heath reveal the principles behind making ideas memorable and persuasive. They
explain how to frame problems in a way that captures attention and sticks in the minds of customers. The
book offers practical techniques to craft compelling messages that clearly present a problem and lead to an
irresistible solution.

3. Crossing the Chasm: Marketing and Selling High-Tech Products to Mainstream Customers
Geoffrey A. Moore addresses the challenge of moving from early adopters to the mainstream market by
understanding and articulating customer problems. The book guides entrepreneurs on how to position their
solutions to address specific pain points effectively. It provides a strategic framework to create demand by
focusing on real customer issues.

4. The Lean Startup: How Today's Entrepreneurs Use Continuous Innovation to Create Radically Successful
Businesses



Eric Ries introduces a methodology that encourages identifying real customer problems through validated
learning. Instead of building products blindly, the Lean Startup approach advocates for testing hypotheses
about problems and solutions iteratively. This book helps entrepreneurs sell solutions that truly meet
market needs by emphasizing problem discovery.

5. Building a StoryBrand: Clarify Your Message So Customers Will Listen
Donald Miller teaches businesses how to use storytelling to highlight the customer's problem and position
their product as the solution. The book breaks down the elements of a clear and compelling brand message
that speaks directly to customer pain points. It’s a valuable guide for creating marketing that drives
engagement and sales.

6. Influence: The Psychology of Persuasion
Robert B. Cialdini explores six key principles of persuasion that can be used to highlight problems and sell
solutions effectively. Understanding psychological triggers helps in crafting messages that resonate with
customers’ needs and challenges. This classic book offers insights into how to ethically influence buying
decisions by focusing on relevant problems.

7. Pitch Anything: An Innovative Method for Presenting, Persuading, and Winning the Deal
Oren Klaff provides techniques for structuring pitches that clearly define problems and present solutions in
a compelling way. The book emphasizes controlling the frame of the conversation to keep the audience
engaged. It’s a practical guide for entrepreneurs and salespeople looking to master the art of problem-
solution selling.

8. Contagious: Why Things Catch On
Jonah Berger investigates what makes ideas and products spread by tapping into social currency, triggers,
and emotional appeal. He explains how identifying and articulating a problem can create buzz around a
solution. This book offers actionable strategies to make your product’s solution contagious and highly
desirable.

9. SPIN Selling
Neil Rackham presents a research-backed sales methodology focused on uncovering the customer’s
Situation, Problem, Implication, and Need-payoff. The book teaches how to create value by deeply
understanding and emphasizing the customer’s problem before proposing a solution. It’s an essential read for
anyone looking to improve consultative selling skills.
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