
Buyer-Question FAQ Brief Template
Your pricing page FAQ was written in a meeting. Buyers still ask sales the same five questions it never answers.
This brief builds FAQ blocks from questions buyers really asked on calls, in tickets, demos, reviews and People Also Ask.
Each answer is sourced, says what the product does not do, and ends with one next step. No FAQ rich result promises.
Inside: a fill-in brief, a question source collector, a blocker sorter, an answer builder, a markup check, a CSV header and a fictional example.
Buyer-Question FAQ Brief (fill-in)
When to use: One row per real buyer question with its source, decision blocker, sourced answer, product limit, next step, owners and a completion check.
Buyer-question FAQ brief
One row per question a real buyer asked. Fill it before anyone writes the FAQ block, and give the writer only rows with a source and a checked answer.
Page: [/commercial-page-url/] - FAQ owner: [name] - Brief date: [YYYY-MM-DD]
	Real question
	Source
	Decision blocker
	Sourced answer
	Product limit
	Next step

	[question in the buyer's own words]
	[call / ticket / demo / review / PAA + ID]
	[what stops the purchase]
	[direct answer + source link]
	[what the product does not do]
	[link or action]

	[real question]
	[source + ID]
	[blocker]
	[sourced answer]
	[product limit]
	[next step]

	[real question]
	[source + ID]
	[blocker]
	[sourced answer]
	[product limit]
	[next step]



Per-row detail (fill for every question)
· Verbatim wording:[exact words from the call note, ticket or review, personal data removed]
· How often it comes up:[n times in [period], from [sources]]
· Buyer stage:[comparing / shortlisting / ready to buy / renewing]
· Answer source:[help doc, pricing page, contract, release note or product owner sign-off + link]
· Confirmed by:[name, role] on [date]
· Limit stated on the page:[yes / no, and the exact sentence]
· Next step target:[URL, form, trial, demo or doc]
· Placement:[FAQ block near pricing / near the form / under the feature section]
· Re-check date:[date, or when [feature / price / policy] changes]
Next action
· Question collector: [name] - action: pull questions from [calls, tickets, reviews] by [date]
· Product owner: [name] - action: confirm every answer and limit by [date]
· Writer: [name] - action: write the FAQ block from approved rows by [date]
· Page owner: [name] - action: publish and set the re-check date by [date]
Completion check
· Every question has a source you can open: a call note, ticket, review, demo note or PAA query.
· No question was invented to fit a keyword.
· Each answer starts with a direct reply and links to its source.
· Each answer that has a limit says it plainly on the page.
· Each answer ends with one next step that works today.
· A named person confirmed the answers, with a date and a re-check date.
 
Question Source Collector
When to use: Pull real questions from sales calls, demos, tickets, lost deals, reviews and People Also Ask, with wording and privacy rules.
Where real buyer questions come from
The best FAQ questions are already written down. Buyers type them in tickets, ask them on calls and leave them in reviews. Collect them before you brainstorm.
	Source
	What to pull
	Watch out for

	Sales call notes and recordings
	Questions asked before the price talk and in the last call before a deal stalls
	Rep paraphrase. Ask for the buyer's words

	Demo notes
	Questions about setup, fit and integrations
	Questions only one prospect cares about

	Support and chat tickets
	Pre-sale tickets and the first tickets after purchase
	Account questions that belong in the help center

	Lost-deal reasons
	The question that went unanswered when a buyer left
	Vague reasons like "timing"

	Reviews (yours and rivals')
	Doubts in 3- and 4-star reviews
	Old reviews about features that changed

	People Also Ask and site search
	How searchers phrase the same doubt
	Informational questions with no buying intent



Collection rules
· Keep the buyer's wording. Fix only spelling.
· Remove names, emails, company names and anything a buyer told you in confidence.
· Log the source ID and date, so anyone can trace the question back.
· Count repeats. A question asked by many buyers beats a clever one asked once.
· Tag the page the question belongs to: pricing, product, comparison, integration or signup.
Log questions in your CRM as a field on the call or deal record, so sales and content read the same list. crmsoftware.pro is one CRM that keeps contacts, conversations and deals in one pipeline.
Pull question keywords for the page's main query with Keyword Research, and group question variants with the Keyword Cluster Tool.
Need help with SME interviews instead? Use the Expert Interview Question Bank Template.
 
Decision Blocker Sorter
When to use: Tag each question by what stops the purchase, then keep, move, drop or escalate it and pick 4 to 8 per page.
Sort questions by decision blocker
A commercial FAQ answers what stops a purchase. Tag each question with the blocker behind it, then keep only the ones the page can answer.
	Blocker
	Typical buyer question
	Usually belongs on

	Price and plan
	"Is [feature] in the basic plan?"
	Pricing page

	Fit
	"Does this work for a team like ours?"
	Product or use-case page

	Integration
	"Does it connect to [tool]?"
	Integration or product page

	Switching cost
	"Can we move our data from [old tool]?"
	Comparison or migration page

	Risk and trust
	"What happens to our data if we cancel?"
	Pricing or security page

	Time to value
	"How long does setup take?"
	Product page or signup page



Keep, move or drop
· Keep: the question blocks a purchase, buyers ask it often, and the page can answer it.
· Move: it is an account or how-to question. Send it to the help center.
· Move: it needs a full comparison. Answer briefly and link to the comparison page.
· Drop: no buyer asked it, or it only repeats a heading on the page.
· Escalate: the honest answer is "not yet" or "no". The product owner signs off the wording.
Pick 4 to 8 per page
Rank kept questions by how often buyers ask and how close they are to buying. A short block of real blockers beats a long list of filler.
Not sure which page owns a question? Run an on-demand Rank Tracker check on its wording to see if one of your URLs is in Google's top 10.
 
Sourced Answer and Limit Builder
When to use: Write each answer as direct reply, proof, honest limit and next step, with weak vs better examples.
Write a sourced answer with an honest limit
Each answer follows the same four parts. The limit is the part teams skip, and it is the part that earns trust.
1. Direct answer: yes, no or a number in the first sentence.
2. Proof: one fact from a source you can link: a doc, the pricing page, a policy or a release note.
3. Limit: what the product does not do, or where the answer changes.
4. Next step: one link or action that moves the buyer on.
Answer builder
[Yes / No / Number]. [Fact] (source: [doc or page]). It does not [limit], so [what to do instead]. [Next step link].
Weak vs better answers
	Weak
	Better

	"We integrate with all the tools you love."
	"Yes, with [tool] through a native app. Two-way sync covers contacts, not invoices. See the setup guide."

	"Setup is quick and easy."
	"Most setup is importing your contacts and users. Data from [old tool] needs a CSV export first. Book a setup call."

	"It depends on your needs."
	"Plan [name] includes [feature]. Plan [name] does not. Compare plans on the pricing page."



Source rules
· Every claim maps to a page or document a buyer could check.
· No promises a rep would not put in writing.
· Prices, limits and plan names match the pricing page on the day you publish.
· Answers stay short. Link out for detail instead of writing a second page.
Check answer length and plain wording in the Readability Checker. Trace product claims with the Product Page Evidence Checklist Template.
Want a second opinion on your commercial page FAQs? Book a free consultation with Anatolii Ulitovskyi.
 
Placement and FAQPage Markup Check
When to use: Place the block on the page and decide on FAQPage markup based on Google's current status for FAQ rich results.
Placement and FAQPage markup check
Write the FAQ block for buyers on the page. Do not write it for a rich result. Google no longer shows FAQ rich results in Search.
What Google says (checked 9 November 2026)
· FAQ rich results stopped appearing in Google Search on 7 May 2026, per the Search Central documentation changelog.
· Google removed the FAQ rich result documentation on 15 June 2026.
· HowTo rich results were deprecated in September 2023.
· In 2023 Google said there is no need to remove unused structured data. It does not cause problems for Search, but has no visible effect there.
· Google's general rule still applies to any markup you keep: do not mark up content that is not visible on the page.
· QAPage markup is for pages where users submit answers. Google says not to use it for FAQ pages.
Markup decision
· Existing FAQPage markup:[keep / remove]. If kept, every question and answer in it is visible on the page, word for word.
· New FAQ block:[plain HTML only / FAQPage for other systems], decided by [name].
· Do not promise: FAQ rich results, extra SERP space or a ranking change from the markup.
Placement on a commercial page
· Put price and plan questions next to the pricing table.
· Put fit and integration questions after the feature section, before the main call to action.
· Keep answers visible or in an open-on-click accordion. Do not hide them in images.
· Use the buyer's question as the visible question text.
Build or clean the JSON-LD with the Schema Markup Generator, and check that structured data validates across the site with the Website Audit.
For FAQ page structure and People Also Ask research, use the FAQ Page SEO Template.
 
Spreadsheet Header (CSV)
When to use: A paste-ready header row and allowed values to run the brief in Google Sheets or Excel.
Paste-ready spreadsheet header
Paste this row into cell A1 of Google Sheets or Excel, then split text to columns by comma. One row per buyer question.
question_id,page_url,question_verbatim,question_source,source_id,date_asked,times_asked,buyer_stage,decision_blocker,keep_move_drop,answer_direct,answer_source_url,product_limit,limit_on_page,next_step,next_step_url,placement,confirmed_by,confirmed_date,markup,writer,status,recheck_date
Allowed values
· question_source: sales_call, demo, ticket, chat, lost_deal, review, paa, site_search
· decision_blocker: price, fit, integration, switching, risk, time_to_value, other
· keep_move_drop: keep, move_help_center, move_comparison, drop, escalate
· limit_on_page: yes, no, not_needed
· markup: none, faqpage_kept, faqpage_removed
· status: collected, sorted, answered, confirmed, published, recheck
Sheet tips
· Sort by times_asked to pick the 4 to 8 questions for each page.
· Highlight rows where answer_source_url is empty. They are not ready for the writer.
· Highlight rows past recheck_date, and rows linked to a feature or price that changed.
· Filter by page_url to see the full FAQ block for one page.
 
Worked Example (fictional scheduling app)
When to use: Three filled rows for an invented field-service app's pricing page, including a published answer with a limit.
Worked example: Varnoway pricing page FAQ
Example only. Varnoway is an invented field-service scheduling app. Its URLs, plans, questions, sources and numbers are made up to show a filled-in brief.
Page: varnoway.example/pricing/ - FAQ owner: Content lead - Brief date: 3 Sep 2026
	Real question
	Source
	Decision blocker
	Sourced answer
	Product limit
	Next step

	"Can my techs see the schedule offline?"
	Demo notes, asked on 9 of 40 calls in Aug 2026
	Fit: crews work in basements
	Yes, the mobile app shows the day's jobs offline (help doc: offline mode)
	New jobs added while offline appear only after the phone reconnects
	Link to the offline mode doc

	"Does it sync invoices with our accounting tool?"
	Pre-sale tickets, 14 in Jul and Aug 2026
	Integration
	It syncs customers and job totals to the accounting tool (integration page)
	It does not create invoices there. Invoices stay in Varnoway
	Link to the integration page

	"Is route planning in the Starter plan?"
	Lost-deal note, 3 deals in Q2 2026
	Price and plan
	No. Route planning is in the Team plan (pricing table)
	Starter shows jobs on a map but does not plan routes
	Compare plans, then start a trial



How the rows were checked
· Confirmed by: the product manager on 5 Sep 2026, with links to the help doc and integration page.
· Dropped: "How do I reset my password?" moved to the help center. No buyer asked it before signup.
· Escalated: the invoice limit wording went to the product manager before publishing.
· Markup: old FAQPage markup kept, updated to match the new visible text word for word. No rich result expected.
· Re-check: when the accounting integration release ships, or on 1 Nov 2026, whichever comes first.
Published answer for row 2
Does it sync invoices with our accounting tool? Partly. Varnoway syncs customers and job totals to your accounting tool. It does not create invoices there yet. See the integration page for setup.
Why this works
· Every question came from a buyer, with a source the team can open.
· The invoice limit is stated before a buyer finds it in a trial.
· Each answer ends with one step the buyer can take now.
Free template from seotools.pro · https://seotools.pro/templates/buyer-question-faq-brief-template
