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FAB Pitching 
 

Perhaps the simplest and yet most effective sales methodology is the FAB Technique. It can be used 

in almost any sales environment, including for legal services. There are many sales methods and 

techniques available but this is perhaps the best for lawyers when you have a complex service. It is ideal 

for any situation where the end benefit is not clear or there are multiple features and benefits.  

 

This method can also be used in almost all marketing communications and as part of the entire sales 

and marketing strategy, not just for FAB Selling. For lawyers it can be useful in Consultative Selling, 

when speaking to a prospect or Current Client, it can be useful to persuade when discussing services 

or their firm at Sales Networking, or even just over tea with a client – Tea for Two (T42), Tea for Three 

(T43), and Tea for Four (T44).  

 

FEATURE 

 

A Feature is a distinctive attribute or aspect of something. It is easy to understand a Feature when we 

examine a particular product Feature example. Lets take a digital camera. It may have many features 

such as a single lense reflex, 18-135mm zoom lense and be 24 megapixel. If you are into photography 

these Features are wll known however if you are new to the market then they require explanation. Most 

people will be new to your company or product thus for most people they will not know or understand the 

basic Features that you have and why they are important, therefore they need to know the Benefit.  

 

A Feature of a hypothetical law-firm might be that it has 100 lawyers. (by itself this means little – most 

people don’t get into enough bother to require 100 lawyers simultaneously!)   

 

ADVANTAGE 

 

An Advantage is to put something in a favourable or superior position. The Advantage helps us 

understand how we get from the Feature to the Benefit. One way to think of an Advantage is in 

answering the “So What?” Question regarding the Feature. So the Advantage of a camera having 24 

megapixel means that you have a larger number of dots per area meaning you a capturing more of the 

image. This make the image sharper and enables you to enlarge the image without losing quality. The 

Advantage of a 35 - 200mm leans is to enable you to zoom in or out using the one lense, enabling good 

shots to be take in a variety of situations, thus making the camera more flexible.  

 

An Advantage of a hypothetical law-firm with 100 lawyers might be that they have niche specialists in 

various industries and practices (which smaller law firms can’t provide).  
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BENEFIT 

 

The Benefit is what the Advantage gives you. One way to think of this is, again, to answer the “So 

What?” Question regarding the Advantage. Lawyers tend to get confused between Advantages and 

Benefits. However, we can just do a “So What?” Chain to convert a Feature, into an Advantage, into 

a Benefit. The Advantage might be more generally true for anybody, and we try to Personalize the 

Benefit a little more.  

 

An example of FAB with the camera can be seen below:  

 

(Feature) The 24-megapixel lens means that you have a (Advantage) larger number of dots per area 

meaning you a capturing more of the image, (Benefit) enabling you to enlarge the image without losing 

quality. 

 

As for the hypothetical law firm of 100 lawyers, we could then FAB it as follows:  

 

“Our law firm has 100 lawyers meaning that we have specialists in various industry and practice niches, 

which smaller law firms can’t provide, giving you peace of mind that you have the highest quality of legal 

services from those who really understand your business.”  

 

 Saying you are the largest law firm in your jurisdiction means little 

 Saying you have 100 lawyers means little, too 

 Saying you are a one-stop-shop for legal services is already now Plain Vanilla 

 You need to show the FABs of your UVPs (show the Advantages and Benefits that your unique 

characteristics of firm or services provide – sell your Competitive Advantages and 

Differentiators). 

 

So combining Features, Advantages and Benefits provides clearer communication and understanding. 

It then aids the memory of the prospect because they understand how the Benefit is derived. This is 

especially important for complex legal sales, selling professional services which are not well known or 

for selling your competitive advantage. It can then be worked into sales presentations, sales scripts and 

certainly into all marketing communication materials.  

 

If you have any questions, contact me at any time – john@nixedonia.com 

 

 

 

