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Features – What You See

Let’s start with features because this one is easy for most people. In fact, that’s why so often product 
and service descriptions are long on features but short on explaining outcomes. Features are attributes 
like size, shape, color, function, and process. A food processor can be described by its motor’s 
horsepower, the types of blades and attachments, and what categories of food it can handle.

For services or other intangible offerings, features are the steps in the process and how it works (i.e. 
the number of meetings included, follow-up support, or bonus elements).

In all cases, people need to know what something looks like, literally or figuratively. Describing the 
features of a product or service establishes base expectations and provides context.



Benefits – what you get immediately

Benefits are the short-term, future-focused advantages you gain as a result of the product’s or service’s 
features. What can you do or experience immediately because of how the product is designed and 
functions? Benefits are what comes immediately after the ‘because.’ Because of that blender’s 1200-watt 
motor, you can pulverize hard foods like nuts and ice in seconds flat. Because the blender’s pitcher and 
other plastic parts are BPA-free, you don’t have to worry about chemical contamination. Because the coach 
meets with you weekly, you have regular access to learning and support.

Benefits offer insight into what makes the product or service unique. They build the case for why the 
offering would be a better buy than the competition.

Here’s the Triple B mental reminder: 

Because = Benefits = Build the case



Outcomes – what you 
experience over the long-term

Outcomes describe the transformations that result from using the product or service. They 
bring emotion into the mix. With the blender’s power and versatility, it will be easy for you to 
make highly nutritious meals that support your family’s health. With the intensive one-on-one 
support and strategic planning you get in the coaching program, you’ll learn a new way of 
doing and thinking that will take your business to the next level.

Whereas benefits are about short-term advantages, outcomes speak to the long-term gains. 
They paint a vision of the future where your customers have resolved their challenges and met 
their aspirations. Outcomes are a result of the benefits just as benefits are a result of features.

Features = Benefits = Outcomes



Features – Talk Track 

Let’s look again at the program descriptions I shared at the beginning to see how 
features, benefits, and outcomes work together for a compelling pitch.

Example: 

You’ll get an initial consultation [FEATURE], a one-hour coaching session each week for 
six weeks [FEATURE], and daily email support for the duration of the program 
[FEATURE].



Put It All Together For Persuasive Story 

Example: 

During the initial consultation [FEATURE], we’ll discuss your vision [FEATURE] and strategize next steps 
[FEATURE] so you walk away with a couple of immediate wins [BENEFIT]. Then for the next 90 
days[FEATURE], we’ll hone in on your purpose [BENEFIT] and create a doable action plan [FEATURE] that 
will move you from technology stagnation into profitable momentum [OUTCOME]. You’ll be thoroughly 
supported throughout the program [BENEFIT] with 24/7 chat, email [FEATURE] and phone support 
[FEATURE] whenever you need it [BENEFIT]. Imagine how your newfound clarity and confidence will 
transform the way you do business and in turn what your business does for you [OUTCOME].

Again, the first description only talks about features. Features are important because they 
help you know the basic nature of the program, but without sharing benefits and outcomes 
the program feels dry and uninspiring. 





What You Do

Client Benefits

How What You Do 
Is Different

Why Do You Do 
It Differently

Outcomes

EXERCISE



High Complexity

Low Complexity

Business 
Solutions

IT Solutions

Manage Data 
Efficiently

Become Agile 
Competitively

Improve Services 
Efficiently

Security and 
Compliance solution

Outcomes

Reliable Core IT 
Foundation

Manage Data 
Compliancy

Implement Security 
Best Practice/ 

standards 
Scalable Secure 

Data Storage

Ability to Pass Risk 
Assessment

Reduce Economic 
Inefficiencies

Drive Customer 
Demand 

Increase Customer 
Retention 

Improve Employee 
Performance

Efficient Teamwork 
& Performance

Decrease overall 
Expenses

Avoid 
Obsolescence
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Build, test, and evolve road 
maps that connect the 
technology investments with 
the benefits of digital 
transformation.

Start working with SMB 
customers to develop 
expertise in positioning 
digital transformation 
effectively to both business 
and IT.

Invest in the skills needed 
to deploy, connect, and 
optimize technologies that 
are important to the 
transformation roadmap.

Invest in relationships with 
vendors that are at the 
forefront of digital 
transformation.

Develop an end to end 
capability by combining 
access to key vendors 
with access to ecosystem 
partners who can provide 
complementary skills.

Develop customer KPIs to 
measure the business 
outcomes and benefits.

Develop an outcome-
based revenue model.



My Motto For 
“Making IT Simple” 

“Offer high quality products and 
services for a price that everyone can 
afford, and add so much value they 
can’t afford not to.”

Juan Fernandez    |    VP Managed IT SVS 



Kaseya Powered Services

itglue.com/resource/gotomarket



Thanks for Attending!


