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Feature, Advantage, Benefit Tool

Purpose

The purpose of this tool is to help you analyze your products/service offering to create a matrix of features, advantages, and benefits that can be used to facilitate selling.

Scope

The scope of this tool will be limited to products/services. You can also analyze the features, advantages, and benefits of working with your company in general.

· FEATURE - is one of the easier things to identify. These are facts or characteristics about your business, products, and services. For example, a “1 inch insulation layer” on a sleeping bag is the feature.

· ADVANTAGE - is what the features do. These tend to be factual, and aren’t connected to a prospects need… Yet. For example, “helps retain body heat on cold nights” (sticking with our sleeping bag example).

· BENEFIT - answers why someone should value the advantage. It connects the facts about your product to a solution for your client. For example, “when you’re camping, you’ll have a nice warm sleep at night so that when you wake up you’ll be well rested and ready for a day of fun activities.”

Use this tool to organize your product/service’s features, advantages, and benefits. Once you are inspired by the final outcome, cascade to your teams that are customer facing to influence new sales.
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