
Pains, Features, Advantages, Benefits

People buy products to solve problems or alleviate pains they are having getting something done.  You can start in any column (Features, Benefits or Pains).  Use this almost as brainstorming, list everything you can think of.  Then use this chart to help formulate the Overall Problem, Overall Solution and the Key Marketing Messages.
	Features
	Benefits
	Pains

	· 
	· 
	· 

	· 
	· 
	· 


Overall Problem

· What is the pain that this solves? 

· How does it fit in the broader picture of what your customers are doing?
· Think about the broad picture
Overall Solution

· What approach does the business or product take to solving the customers’ pain?

· Again think about the broad picture.
Key Marketing Messages

· Three to four key messages that should be in all marketing materials.

· These should be specific and the wording should be “perfect” so these can be used as is.




Marketing Messages for


(Business / Product)
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