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.
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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.

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

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

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

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

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

6. Measure and Optimize: Track key performance indicators such as engagement, conversion
rates, and 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.

e Maintain transparency in problem identification and solution claims
¢ Use ethical marketing practices to build lasting customer trust

e 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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