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BEK Enterprises

BEST PRACTICES
Minimum Set of Business/Market Topics to Address for Product Introductions

When introducing new products or enhancing existing products there are some critical business and market questions that need to be addressed in a business plan and/or a MRD.  It is not uncommon to have the information in both documents (if you do two documents) as many people across the company are able to perform their jobs more efficiently with the right information at their fingertips.  It is recommended that you are able to provide information in the following areas.

Executive Summary 

Describe why you are doing this and the desired outcome.  What does the company want to achieve with this proposal?  How would the product satisfy the company’s overall vision and corporate goals?  Examples include:

(  New product


(  Leapfrog competition

(  New visibility


(  Use the product to turn around company financially

(  Change of image

(  Enter into new markets 

Product Strategy

Product Description and Application Needs

Describe the product or service and the function and/or application as well as its benefits to the customer or their customer.  If this is a follow-on product, describe the new features and benefits to customers.  

Fit with Overall Company Objectives

Briefly state the revenue, market-share percentage or mind share goal(s).  (Mind-share relates to the perception in the marketplace of the company’s value.  Relate back to corporate vision.

Product / Services Offering and Roadmap

Discuss potential product and service offerings.  A high-level roadmap is useful here.
Strategic Partnerships

Discuss strategic partnerships that are required for the product.

Customer Value Proposition

Describe the customer value proposition.  Focus on the key value proposition items.

Market Positioning

Describe the relationship of this product, relative to existing products, relative to market.  What is to be conveyed to the outside world.  
Impact to Existing Products

What impact will this product have on other existing products or partner products?  List any cannibalization effects. 

Upgrade/Migration Plan

Provide a high-level overview at how current systems and applications would migrate or upgrade to the proposed product.  Consider positioning, packaging, pricing, support, upgrade issues (such as downtime and disruption), etc.  

Competitive Landscape

Include direct and indirect competitors and a comparative and SWOT analysis.

Key Differentiators

Clearly differentiate the product from its competitors by characterizing the product, feature by feature, relative to competition.  Describe the differentiators that would you to win in this market.  

Pricing and Packaging

Provide a pricing and packaging model for all aspects of your product and service.

Channel Strategy

How are you going to sell and distribute this product/service?  Direct sales, distributors, telesales, third party integrators, your professional services organization?

Product specific information should include:

Overview of product

Provide an overview of the product and how it will fit into the product line. 

Minimum Success Criteria

State the minimum requirements that are mandatory for the product to be a success, in other words, without these requirements being fulfilled, the project should probably not go forward.  

Market Overview

Target Market(s)

Describe the target markets.  

Product Segmentation

Describe the product segmentation.

Market Segmentation

Describe market segmentation analysis.  There might be different company sizes and market sizes.  For example, small office, mid-market and enterprise.  

Market Opportunity/Market Size by Segment

Describe the market opportunity based on market size by segment, if known.

Window of Opportunity

Describe the window of opportunity for the product so Development and other stakeholders have a clear understanding of the timing constraints.  Be as date specific as possible.

Phase Approach
Given short time-to-market timeframes, it is wise to prioritize the features into phases.  There may be one, two or three phases to the project, thus staggering GA dates out over a time period.  Explain the phases and proposed GA dates by quarter/year.
This is just a sample of some of the areas that need to be addressed.  Feel free to add or modify as your business needs dictate.  For questions email info@bekteam.com.  
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