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CAB Selling 
 

Ch a r a c t er is t ic  
(of the product) 

Ad v a nt a ge 
(I n  g en era l ) 

Benef it  
(F or the s ta k ehol der) 

Example: R eg u lar  c o ac h i n g  s es s i o n s  ( v s .  
o n e o f f  t r ai n i n g )  

O n l y  a f ew  h o u r s  “ o f f  s i t e”  at  a t i me ( v s .  a f ew  d ay s )  D ai ly  b u s i n es s  i s  s t i ll b ei n g  r u n  at  1 0 0  %   

 
 
 
 
 

 
 

 
 

 
 
 
 
 

  

 
 
 
 
 

  

   

 


