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An article on the MeetEdgar blog on LKR Social Media describes “The 5 
Why’s Method” as a way to hook more readers into your blog content. I 
think it’s a great way to find your customer’s pain points as well. 

Here’s how it works: 

• You determine what your audience is going through, what they’re 
struggling with. 

• You prove to them that you understand it. 

• You genuinely care about their problems and want to help them. 

• You start with a surface-level issue they need solving, and you ask 
them “Why?” five times to pull out the pain points associated with it. 
(Kind of like when you were a kid, asking “Why? Why? Why? Why? 
Why?” to annoy your parents. Same deal, but with a much more 
profound purpose.) 
• Surface-level issue they need solving: Their blog content isn’t gaining 

any traction with their audience. 

• Me: Why do you want more engaging content? 

• Owners: To attract potential customers. 

• Me: Why do you want to attract potential customers? 

• Owners: To get more sales and make more money. 



• Me: Why do you want to get more sales and make more money? 

• Owners: So that my business becomes successful. 

• Me: Why do you want your business to become more successful? 

• Owners: So I can take more time off to spend with my family. 

• Me: Why do you want to take time off to spend with your family? 

What pain points have we discovered? 

1. Their main issue is getting engagement from their audience through 
their blog content. 

2. Their main need is to attract potential customers, get more sales, and 
make more money. 

3. Their desired outcome is a successful business, giving them more 
time to spend with family. 

4. Their true pain point is not being able to do the things in life that 
make them happy, and knowing they’re providing meaningful value 
to their customers. 

This is crucial information for a content marketer and business owner. 
But it’s even more crucial for the audience. 

Let me explain.  

If business owners don’t understand their customer’s pain points, how are these 

people going to get their problems solved? 

The reason they have these problems is because they haven’t figured out 
how to solve their problems themselves. 



So it’s your responsibility, your duty, to identify these pain points and 
deliver products and services that cure them. 

Actions to take: 

1. Talk to your current customers. Ask them these questions. Have a 
genuine interest in finding out what problems plague their lives and 
how you can help them. 

2. If you don’t have customers yet, run a similar exercise like I did 
above, and metaphorically come up with your customer’s responses. 
It may not be concrete insight, but it’s better than winging it. 

3. Take your efforts to Google. Find Frequently Asked Questions related 
to your industry. This is a good starting point. FAQs arise because 
they address common concerns of a general audience. However, they 
are surface-level, so use them to dig deeper. 

It may not be an easy exercise, or a quick endeavor, but it’s vital to the 
success of your business and the livelihood of the people you serve. 

When you think about it this way, your motivation to complete this 
process will skyrocket. 

(Read	the	Meet	Edgar	article	here.:	http://blog.meetedgar.com/201411the-
surprisingly-simple-secret-to-hooking-more-devoted-blog-readers/)	


