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WRITING COMPELLING BENEFIT STATEMENTS

by Jody Johnston Pawel, LSW, CFLE

Traditional social service publicity materials are in the form of flyers and brochures that are
very pretty but only describe what the organization offers (programs/services), who offers it
(their qualifications) and to whom they offer it (the target market). People read it and ask
themselves, “What’s In It For Me?” If all of our communications do not answer this fundamental
question, then our pretty materials are pretty ineffective! 

The #1 Secret to Writing Dynamite Publicity Materials: Stress Benefits, not Features1

One of the most effective ways to communicate how you help people is to use the proven-
effective technique of using compelling benefit statements. You do this by combining a feature

with a bridge to a benefit:

• A FEATURE is a fact about your product/service. It is specific and easy to understand.
Add statistics or numbers to build credibility.

• A BENEFIT is what you experience as a result of the feature It describes something
people can take and use to meet their needs or solve their problems. It can be a
tangible result or an emotional benefit.

• The BRIDGE is how you connect the feature to the benefit. 

This will give you a good benefit statement. To get a compelling benefit statement, go

deeper. Keep saying, “so that...” and describe, in sensual terms, what their life will be like
when the achieve this goal or get this solution. What will they see, feel, hear, do? For an
inspiring lesson in writing these kinds of benefit statements, listen to an audio by Julie Hunt,
professional copywriter...the person who taught me how write to my client like he/she is sitting
with me on the couch while we chat over a cup of cocoa:
http://rt-leader.s3.amazonaws.com/expert-training/WritingBenefits-JulieHunt.mp3 

Exercise2: What are the features and benefits of you, your organization or product/service?
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and professionals and served as an expert to the media. In 1986, she founded a non-profit
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Profoundly impact more people, by using your natural relationship-building skills to

market your services. Then you can do what you love and prosper abundantly.
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