Where does this get us?

Whilst this process of converting features into
benefits is really simple it's a really effective way
to start to put yourself in your customers' shoes.

It also demonstrates the importance of telling
customers why they want what you offer rather
than assuming that customers will work this out
for themselves (why should they?).

Part of the role of marketing is to make this
translation & then to communicate it via a variety
of 'marketing communications' activities (more of
that later).

Market Day 4
features and
benefits
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Customers buy benefits but creators of products &
services tend to think about features. This activity
translates features into benefits.

Although I've been doing this for fifteen years or
so I still find it the easiest way to clearly state the
benefits of a product or service.

19>(213s udalb Jad auo “isyew Xuiyy noA
38ey3 921A49s 10 30npoJd ay3 Jo sa.nieay ay3 Jje 1Sl -

“*UMO JNOA uo Bupjiop

$S920.d



'saanjesy

j0u syjouaq ul bunum ale Asyj 1eyy ainsua
03 S92IAJaS/s1onpodd UnoA 3noge a3UM SIaYlo
1eyy Adod yum ssadoud siyj ash 0Ss|e ued NoOA

*S9DIAJDS 40 Ss3onpodd JnoA
noge sJawo3isnd 0] Aes 0] 3eym N0 YJOM 03 Juem
NoA uaym awil Aue A3IARoe siyl asn noA 3sabbns 1

éA3Anoe siyy asn 1 ued as|2 MoH

- highlight any that you think are unique to your
product and offer an advantage over other
products or services that you are competing
against

(,odoy Ang Aayl *dn axew Ang 3,Uop uswWoMm,
aydId buaxdew e djonb 03 10 dA0W Y} UO

w,T 3S|IYym uoniesluNwwod isey Ang I aull gWT e s,
3ey3 a4n3eay ayy Ang 3,Uop I UOI3PBUUOD JDUIDU| JO
UMOM SJ3AL) B Ang T pue poduie ay3 ul w1 4§ '6'9)
4230135 MOJjaA 4ad U0 8say3 931IM pue JduI0ISnd
dy3 404 3JoUdq By 03Ul S21N3L3) BYI I4DAU0D MOU -



