Misconceptions, Fears & Unknown Pitfalls Interview Questions

Base Questions - labeled with Q:
These are the questions to be published in the final manuscript.  These can and should be modified based on the situation and type of professional being interviewed. 
Bulleted Sub Questions
Bulleted questions should be used to stimulate the conversation and pull more information from the interview in order to get the best reply and content from the base question. These questions SHOULD NOT be published as part of the interview.
Personalize The Questions
Personalize the [Template Items] - For example If you are interviewing a Chiropractor
· Replace [CUSTOMERS/CLIENTS/PATIENTS] with patients.
· Replace [ACHIEVING OUTCOME] with seeking chiropractic care for foot pain or other outcome patients want to achieve.
WHO Question
The WHO question sets the stage for the rest of the interview by establishing who you are, who you help and the main problems you solve.
Q: Tell us about [BUSINESS NAME] and the [CUSTOMERS/CLIENTS/PATIENTS] you serve
· Describe at least one big problem you specialize in solving
· Describe the outcome your [CUSTOMERS/CLIENTS/PATIENTS] achieves by working with you
· Describe the difference achieving this outcome can make in their life
MFUP Questions
The Misconceptions, Fears & Unknown Pitfalls questions will produce the core content of the chapter. 

Q: What do you feel are the biggest myths or misconceptions about [ACHIEVING OUTCOME] / [INTERVIEWEE’S INDUSTRY]?
· Address controversial topics
· Common misinformation
· Something that used to apply but no longer does
Q: What are some of the most common fears people have about [ACHIEVING OUTCOME] / working with a [INTERVIEWEE’S PROFESSION]?
· Beyond their ability?
· What if it doesn’t work?
· What others would think?
· Damaging side effects?
· Personal risk?

Q: What are some of the little known pitfalls / common mistakes that are made when trying to [ACHIEVE OUTCOME] that you would like to make people aware?
· Describe the pitfalls and mistakes and the potential risk / consequences involved
· Explain how these pitfall / mistakes can be avoided 
CASE STUDY Question
Q: How have you been able to help your [CUSTOMERS/CLIENTS/PATIENTS] overcome these obstacles? 
· Describe a situation in which you’ve helped a [CUSTOMERS/CLIENTS/PATIENTS] overcome at least one misconception, fear, unknown pitfall to [ACHIEVE OUTCOME]
· Describe how they came to face the obstacle.
· If and what they could have done to avoid the obstacle
· How you helped them achieve  [ACHIEVE OUTCOME] and / or avoid unpleasant consequences
BACKSTORY Questions
The BACKSTORY questions allow you to provide as much or little information about what led you do what you do and help the people you help.

Q: What inspired you to become  [INTERVIEWEE’S PROFESSION]?  

· Include a short story about a specific time or event when you caught the bug to do what you do.
· This might include a book, movie, person that inspired you.
· Describe what drives you and your passion to do what you do and help the people you help.
Q: Can you share a lesson you learned early on, that still  impacts how you do business today?
· Mistake you made?
· Mistake you saw someone else make?
· Overcoming your own misconceptions?
EDUCATOR Question
Q: What’s one thing that we may not have covered that you could share with someone who is considering [ACHIEVE OUTCOME]?
· This is a great place to address some common reasons potential [CUSTOMERS/CLIENTS/PATIENTS] who could easily benefit from working with you might choose not to.
· Is it price?
· Time commitment?
· What others would think?
· Not convinced it would work for them?
· Think they could do it themselves?
CALL TO ACTION Question
Q: How can someone find out more about [INTERVIEW SUBJECT NAME / BUSINESS]?
