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Tell me the story about 

buying this product.

What, when, how?

Question 1



What did you want to 

accomplish?

Question 6



When did you realize 

“it can’t go on like this” for 

the first time?

Question 3Question 9



What does this product 

enable you to do?

Question 13



What did you think & feel 

after the first use?

Question 17
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