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Raise Productivity =

Raise Product Value =

Avoid Competition!

(Blue Ocean)

Productivity ?
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Competition

• Labor cost, cost of doing business

• Political stability

• Geographic location (East/West gateway)

• Focus on specific industries

• Training standards

• Legal framework (IP protection….)

Local Industry competitive 

based on macroeconomic factors :

Such factors blunt over time…..

which will be the new competitive factors….or is it    Innovation ?

Why Innovate?

• Consumers/Users demand newer, better solutions

Yes, but……….

• Value is being squeezed out of non-innovative produc ts!

"If I'd asked my customers 
what they wanted, they'd 
have said a faster horse.“

Henry Ford

The Product / Technology Career

B. Research Applied R. Productisation Product Dev Product Evolution

The SQUEEZE,
the 

BLOODBATHUncertainty
= Risk
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Uncertainty / Value, Precommercialisation

Lab 
Technology

Proof of 
Concept

Representative 
Prototype

Regulatory 
Compliance

Pre 
Production

Value

Uncertainty

Risk / Reward 
Balance

Pre 
Marketing

Investments

Gain

Good Ideas

Don’t ask whether it is a good idea

Ask whether the idea is good for  YOU.
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IdeaScreen

• Investment, resource requirements

• Mainstream / Niche

• Domain knowledge

• Product stage

• Complexity

• Market type

• Market size

• Scalability

• Geographic location

Each company’s position is unique

it needs the best product idea match

Is the idea good for YOU?

IdeaScreen

Danger:      Technology Push   or:

Creating a solution in search of a problem……

Innovation is not cooking up an excuse to implement a new technology. 

The market rarely asks for technology!

The Product Idea needs to be relevant
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Market Type

• Consumer

• Industrial, B2B, B2C

• BioMed

• Hobbyist (…..Microsoft, Apple…..)

• Early, mature, late….

How much do you have to push?

GARDENA: Europe’s leading manufacturer 

of gardening tools and equipment

EUR 421.7 million turnover
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Niche Marketing

To OWN a big slice of a small pie….. 

rather than compete for a small slice of a bigger pie 

How scalable do product ideas really need to be for an SME?
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Ideas…

• Spark of inspiration (overhyped?)

• Domain knowledge (industry, users,consumers…..)

• Research

Where do the product ideas come from?

Ideas…

• Organisational issues

What are the challenges to creativity?

Local companies often not structured to be creative

First Mover Advantage?
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• ‘Leading Edge’ Technology often becomes
‘Bleeding Edge’ Technology

• First Mover Advantage gives way to 
‘Second Mover Advantage’ (Apple Newton/Palm, Creative 
Technologies/iPod, Yahoo/Google..)

First Mover Advantage?

Design

ODM or real Product Ownership?

ODMOwn Development

Product Life Cycle
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Feasibility Studies

• Concept Investigation
• Design Approach

• System Architecture
• Component & Tooling Costs

Health Coach Device

Product Conceptual Design

• Industrial Designs – Requirements & Intended 
Use

• Usability Mock-ups

• System Architecture – Modules & Interfaces

• Mechanical Layout Schematics

• 2D & 3D Rendering

Winner of 3 international Red-

Dot awards in 2004 and 2006.

Product Detail Design

• Engineering Solutions

• Mechanism Design

• Risk/Harm Avoidance

• Manufacturing Considerations

• Reliability

• Prototype Verification

• Product Refinement
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Prototype Fabrication

• Soft and Hard Mock-Ups
• Prototype

� Lab/ Concept 
� Showcase
� Representative

• Component Sourcing
• System Assembly and 

Verification

• Trade-shows
• Management Approval
• Fund Raising
• Design Verification

Purposes :

Production Test Plans

• Engineering Test Specifications
• Test Jig Development

• Tests Software Development
• Process & Quality Plans

Functional Test-jig and Test Software

Regulatory Approvals
Burn-in Testing

Regulatory Approvals Test Software Development



7/2/2010

11

Manufacturing Strategy

• Small Builds (<100 units)
• Tooling Investment & Methods

• Testing/Acceptance Criteria
• System Assembly and Testing

Flexibility

Build in Flexibility in the Design, in the Process

Resist optimisation, get it out, gather feedback fr om trials

Nothing beats reality……….

Protection

• Market size (small…)

• Know how

• IP protection

• Market access 

• Market share

• Capital needs

• Brand

Barriers to entry (to avoid competition):
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