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New product planning

When a competitor is circling your client base like a vulture coming off a diet, you need to be the hyena who yaps and runs around the carcass to protect your livelihood. Identifying and developing new products that keep your clients coming back for more, is one of the ways in which to do this.

But before you go to the expense of launching a new product, plan it carefully to make sure that it has the appeal (and profitability) that you hope for. Use the following table to guide you:

	Person responsible:
	Review date: 

	Product/service idea: 

	

	Benefits it will offer: 

	

	

	

	Target markets:

	

	

	

	Timing:

	Anticipated sales (by monetary value or unit; per quarter):

	Anticipated costs:

	Development details:

	

	

	

	Advertising, direct mail, telemarketing details:

	

	

	

	Impact on other products/services:

	

	

	

	Comments:

	

	

	Action to be taken: 

	

	

	BY:
	DATE:
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