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Bene�ts Worksheet

Extracting Bene�ts for your product or service
worksheet

List the bene�ts of your product

3 essential ingredients of compelling, credible bene�ts:

1. Features – What your product does / what it has

2. Results – What results that feature produces

3. Bene�ts – Why this makes your customer feel good

“Summary: The difference between features vs bene�ts

1. Features are facts about products or services; they add credibility and
substance to your sales pitch

2. Bene�ts give customers a reason to buy because they explain how your
product or service improves their lives

3. To translate features into bene�ts, answer the question “So what?”

Source: Enchanting Marketing
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The So What method

Source: Crazy Egg
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Example

Source: Amy Harrison
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How to use the chart below

List up to 5 features of your business or service.      Ask so what to get the result.

Next, ask so what again to get the bene�t.

What does your product/service do? How does it do it?

We use the latest technology for our chiropractic patients.

So What?   

What result does this get for your customer?

This adjusts the spine needless without pushing and pulling.

So What?    

How does this make your customer feel good?

My customer can return to playing with his grandson the same day.

Use the chart below to list your features. 
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Feature Results Bene�ts

What does your

product do? How

does it do it?

What results

does this get for

your customer?

Why does this

make your

customer feel

good?
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