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J30-40XMT2 Product FABs

What are FAB statements?
The core activity in selling is the identification of customer problems and the presentation of materials handling solutions in a helpful way.   To present the proposed solution to a customer, a salesperson will utilize the FAB approach.  This approach helps the salesperson organize and present extensive, complex product information clearly and concisely.   It entails discussion of FAB statements such as features, advantages, and benefits of the product presented.

FAB Definitions

· Feature:  What it is (Tangible Aspects)

· Advantage:  How it works (Performance Characteristics)

· Benefit:  What it does for the Customer (Product Payoffs)

FAB statements define the specific product attributes or features and describe how they will meet the customer’s specific materials handling needs.  It is important to note that these statements can be presented in such a way to link most features to specific benefits.  

FAB Example

As an example, one of your customers states that his company’s issues are, “We need to increase our productivity.  Our business has picked up and we need to increase our throughput levels.”

Given the customer’s issues, you will want to provide a sales proposal that addresses ways your product will increase productivity.  The proposal should be based upon the FAB approach.  The statements chosen must relate how the J30-40XMT2 lift truck, for example, will increase this customer’s throughput.  

FAB Solution example:

· Feature:  “Mr. Customer, our Hyster J30-40XMT2 has a “36 volt and a optional 48 volt electrical system.” The optional 48 volt electrical system is a no charge price book option.

· Advantage:  “The 48 volt electrical system provides faster travel speeds and faster lift speeds than the standard 36 volt electrical system.  

· Benefit:  “Faster lift speeds and travel speeds will increase your productivity levels. The overall payoff is increased operational throughput.” 

FAB statements are very effective if they are used properly.  Once you have presented a FAB statement, you then need to solicit feedback from the customer.  Open-ended questions, such as “What do you think?” or “How does this proposal sound?” will give you an indication of the customer’s acceptance level with your proposal.  And, ultimately, this questioning will lead to buying signals.

In the upcoming pages, FAB statements are provided for six different benefits.  Select or tailor the statements provided to meet the needs of your customer.
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