
This ‘report back’ first appeared in the August 2021 issue of Eureka!NEWS. It is repeated here as an 

article as we believe the subject matter, while an overview, is an important one and the words 

below give a good general understanding about a simple concept that can have such a positive 

influence on your success as a product developer.  

 

Features I Advantages I Benefits:  

Get these sorted for lots of Reasons! 
 

 

FAB ‘selling’ impacts on several very important factors you use 

as a product developer which includes design and 

manufacturing, sell sheets, sizzle videos, and  pitching to 

partners and investors just to name the obvious. 
 

However the biggest payoff of using this sales theory during 

your inventing adventure is that you really get to know your 

product. You get to think it through properly and often can 

pick up design or utility problems early on. You get to tweak 

and improve and see things you may not have seen or give 

proper notice to before And best of all, when it comes to 

talking to anyone about it (when the time is right etc. etc. and 

so on) you will know exactly what you want, why you want it 

and how to pass the message over to whomever 
 

If you have ever done sales training courses for any reason then you are sure to have come across 

this very popular sales system, but for those who haven’t, here is a simple summary. First for the 

definitions. 
 

A FEATURE is easily identifiable. It is a property or quality of a product that is tangible; in other words, 

you can see it, hear it, touch it, smell it or taste it. Of course it’s very seldom that all of these tangibles 

will be used in a single product (though this is possible). Essentially a feature is what it is. 
 

An ADVANTAGE is what a feature does. It is intangible. Most usually you cannot see, hear, touch, 

smell or taste it. 
 

The BENEFIT is what you are after, and while it is sometimes easily identified, if you come to it via 

working out the features and advantages of your product, you are likely to be spot on identifying 

the customer for one, and not likely to make the mistake of assuming what first comes to mind. 
 

To make you work hard, (and of course you can skip this step if you are feeling brave) it is a good 

idea to identify a feature of your product, then follow on with identifying three advantages to that 

single feature, then follow that with three benefits for each identified advantage. Yes, there may 

be some repeats, but make no mistake, doing this work will pay you back in spades as you choose 

the best tailor-made benefit/s which you believe will appeal to your pinpointed market.  

 

Use the following formula which will keep things clear in your mind. Practise by speaking out aloud. 

You will be amazed how this little action will help you communicate.  

 

The feature is this SO THE ADVANTAGE to you is or does this WHICH MEANS THAT you get this benefit. 

Try this with some of the things you probably own. Why did you buy the car you bought? There will 

be as many reasons times ten as the people you know, but think of a couple now. To get you reliably 

from a to b. Of course. Mom’s taxi? A Bakkie for garden refuse that’s comfortable? A fancy German 

or Italian car to announce you have arrived? A Tesla? Add your own. 
 

Get your benefits mixed up and you will lose the ‘sale’. Anyone buying a fancy car is unlikely to 

want to know that the boot is big enough to carry garden refuse. A taxi for Mom has to be big and 

roomy enough to transport kids safely, status is not the first thing a Mom will think about. You bought 

the car for what it particularly does for you. Work out what will benefit your customer and your 

invention idea will take off in ways you may not have thought about before. The more you practise 



the closer you will get; AND the easier it will be to write good copy for your Sell Sheet including 

coming up with a good one-line benefits statement. 
 

Get to use this FAB sales theory for your inventing. You need to know your product and understand 

your market and with this under your belt you will ‘find’ a better benefit statement, make a better 

prototype, design a better sell sheet, make a more exciting sizzle video, write a smarter PPA, do or 

get done better patent drawings, pitch to anyone with greater success and ultimately license and 

sell more. And it all starts with identifying the features of your product and working with them 

carefully. 
 

“How do you know if your Idea is a Good One? Can FAB help you here? 
 

The meeting held when this topic was discussed was very interesting and the 

conversation went on to include FAB factors when considering understanding 

your idea. To start, there are a few filters you can use to screen your invention 

idea which will help you on your way to more focused thinking about whether 

to carry on with it or not.  
 

We watched a short video (2018) made by Andrew Krauss, co-Founder of 

Invent Right to start the conversation, using simple thinking, because most 
simple things in life work as those familiar with the acronym KISS will know. 

https://www.youtube.com/watch?v=TxiL6SeFL84  
 

Think about and make notes on as much as you can about your idea, so that 

you are clear when it comes to doing your RESEARCH … because it’s up to 

you to be the expert about your product in its industry niche. Know its features, advantages and 

benefits and build on these. 
 

Understand the micro-category of your invention. You need to know all the products in that space 

and Andrew suggested that the first step to take was to do a Google/browser image search. 

Understanding your niche market and seeing what is out there is the way to go – and to optimise 

the results of your search, play around with terms and search words so that you give yourself the 

best chance of seeing what competition there is that is already available and on the market.  
 

It is likely that you will find similar products to your invention idea already there. This is not always a 

bad thing so don’t be discouraged. It just means that you are wanting to solve a problem that 

others have thought about as well (especially if it is a solution not only for yourself) but, and this is 

more important for you, it tells you that there is a market out there and that there are current buying 

customers. 
 

Ask yourself some comparative questions … it will help give your idea focus and a chance to tweak 

or redesign or rethink at least. The video has this simple yet very useful message.  
 

Some of these factors may not suit your product – it doesn’t really matter. Write up a list of ALL the 

good things you can think of. ALL the features and ALL of the benefits. How many ‘positive boxes’ 

does your idea tick? Then ask yourself is it: 
 

 Faster?   More efficient?  Does it work better at solving the problem? More reliable? Is it  

Safer to use?  Easier to use?  Cheaper or less expensive because of your design or materials 

used?  Is it ‘cooler’? Is it wish-worthy? Fashionable? Trendy?  Is it more visually appealing, 

prettier?  
 

After you have watched the video, and thought about your invention idea you will be able to ask 

these starter questions and see where this simple research and comparative exercise takes you … 

hopefully you will find yourself in a place where you will not waste time or money working on the 

wrong idea or one without definite development potential.  
 

Words by Celeste Mulholland 

https://www.youtube.com/watch?v=TxiL6SeFL84

