
Developing New Products
& Services
A PRACTITIONER REPORT



Idea Generation 

ÅMarket and consumer trends

ÅSearching for user patterns and 
habits (Ethnographic methods )

ÅFind the market (need) before 
developing the product/service!

ÅEverythingwas first an idea



Idea Evaluation / Screening

ÅMarket Need?

ÅMarket Size?

ÅMarket Saturation?

Developŀ Ψ±/ MindsetΩ



Classifications I (Aspinwall)

1. How frequently is the product repurchased?

2. How much profit is obtained from each 
product?

3. How flexible are the buyers' purchasing 
habits with regard to this product?

4. How long will the product produce benefits 
for the user?

5. How long will consumers shop for the 
product?

Leo Aspinwall, 1958



NAICS

North American Industry Classification System

largely replaced the older Standard Industrial 
Classification (SIC)



Classifications II



Concept Development

ÅTarget Market

ÅProduct Benefits

ÅProduction/Development Cost

ÅProduction/Development Location(s)

Model SuccessfulConcepts!



Business Model / Business Analysis

ÅSelling Price

ÅBreakeven Point

ÅMarket Size

ÅCompetition

ΨLŦ nobodyelseis doingthat

ςthere maybe a reasonfor it!Ω



SWOT / PESTEL Analysis

ÅStrengths

ÅWeaknesses

ÅOpportunities

ÅThreats

ÅPolitical

ÅEconomic

ÅSocial

ÅTechnological

ÅEnvironmental

ÅLegal



Securing Capital

ÅSelf-funded ŀƴŘκƻǊ Ψ.ƻƻǘ-StrapΩ

ÅCredit Cards

ÅBank or Goverment Loans

ÅFriends and Family Capital

ÅAngel Investment

ÅVenture Capital

Know whereyouwant to go!



Six Sigma Analysis: DMAIC

1. Define the problem and the project goals.

2. Measure key aspects of the current process 
and collect relevant data.

3.  Analyze the data to investigate and verify 
cause-and-effect relationships. 

4. Improve or optimize.

5. Set future controls.



Six Sigma Analysis: DMADV

1. Define goals consistent with customer 
demands.

2. Measure and identify product capabilities, 
production process capability, and risks.

3. Createand evaluate high-level design.

4. Optimizethe design, and plan for design 
verification.

5. Verify the design (set up pilots).



Beta and Market Testing

ÅBeta Relase(s)

ÅFocus Groups

ÅLISTEN TO FEEDBACK!

ÅMost flexible approach will win (Law of 
Requisite Variety)



Implementation Preparation

ÅProduct Development Roadmap

ÅResource identification

ÅScalability

ÅContingency Planning



Marketing Mix

ÅName

ÅPackage

ÅPrice

ÅPromotion

ÅDistribution



Pre Launch Considerations

ÅMarketing Strategy

ÅPricing

ÅProduct Mix

ÅSegmentation and Options

BASE  |  PROFESSIONAL  |  SUPER!



Launch

ÅInventory 

ÅScalability

ÅTraining 

ÅSupport



Commercialization

ÅTiming

ÅPlacement

ÅChannel Development

ÅDistribution/Partnerships

ïResellers and VARs

ïSystem 



Why New Products Fail

ÅNo clearly defined target market.

ÅInsignificant point of difference.

ÅToo little market attractiveness.

ÅPoor product quality or sensitivity to customer 
needs on critical factors.

ÅBad timing.



Resources

Contact Chris Kameir

chris@kameir.com

Download http://kameir.com/services.pdf


