
Benefit

From Features to Value
How to connect what your product

does to why buyers say yes

Feature
“Automated reporting”

What the product does

“Saves 10 hours a week”
What that feature enables

Job-Relevant Value
“Ops teams can focus on insights, not formatting”

Why it matters in the customer’s day-to-day

Business Value
“Reduces reporting overhead by 40%”

Strategic impact (e.g. improves efficiency, saves money)

Think it through internally this way. But message it
by leading with job-relevant value (not business-
level value), then benefits, then features.


