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