Features and Benefits
Duration: 
Flexible
Objective: 
To encourage participants to focus on the customer, not the technical features of what they are selling.
Instructions

Ask a member of the group to act as the customer and give a very brief outline of their requirements for a product they wish to purchase. e.g. "I have to buy a mobile phone for my wife. I would like something robust, portable and simple to use". 

The rest of the delegates then have to sell that item focusing on the customers needs. 

The rules are: The first person gives a feature e.g. "this phone has a slim style design" and then passes it onto the next participant who has to provide a benefit "which means that, it will fit easily into your wife’s purse". 

It then gets passed to the third delegate who provides another feature, and the fourth then provides the corresponding benefit - matching the customer’s needs, and so on. 

You then swap and have a different customer and/or product. 


