The Unusual Field Guide

Converting interest
Into revenue

TL;DR

O The founder must deeply understand user and buyer journeys.

O Every customer engagement is an opportunity to learn, not a performance.



Design your customer engagement process

Discovery is where great sales are won and great products are refined. Use our Four Boxes Framework to guide

every early conversation:

+ Current workflow — “How do you do this today?”

+ Pain point — “What breaks most often?”

+ Impact of pain — “What does it cost you (time, money, reputation)?”

+ Desired future state — “What would amazing look like?”

For prospective buyers, the goal is to uncover measurable pain that ties to business value.

For users, there are different motivations to adopt new products, and the

key is to understand the primary benefit they are seeking.
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