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Agenda *

< Understand the concepts of Market Driven Product .
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Development (i}
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< Understand some of the challenges organisations
face

< Gain insight to the tools and processes needed to achieve
breakthrough results, using IBM Rational Tools
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Markets are becoming................

Markets are becoming GLOBAL

Customers want specific product & feature g
variants CUSTOMIZED

And product lifecycles are becoming shorter

AGILITY

SMALLER. FLATTER_’. SI\/IARTER_. _ _ _
and we need to deliver the right products to the right markets at the right time
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The IBM CEO study highlighted the need to *
reinvent client relationships

“ Getting close to the customers” is 'FL;
the single most important priority i
([
“ Better understand customer
needs through collaboration and

information sharing”

“ Exploit the information explosion
to deliver unprecedented
customer service”

Source: 2010 IBM Global CEO Study

http://mww-935.ibm.com/services/us/ceo/ceostudy2010/index.html
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Product Mgt has arole to play
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What is Market Driven Product Development

Market-driven product development supports teams to obtain greater
understanding of their customers’needs and then take action to
develop successful products with a high level of functional accuracy
aligned with customer expectations and marketplace demand.

Market-driven product development drives a multiple customer-
centric approach that has a particularfocus on clarifying the
sometimes confused frontend of feature selection within product
development.

"our first product was a winner... But the rest
colapsed. What happened? did our market
dry up or did we just get stupid?”

Market-driven product development reduces the companies risk of
wasting valuable time, money and effort in the development process,
and lower their chances of successfully building and delivering better
products to market, faster and more efficiently leading to an
increased ROI of the portfolio.

- An unnamed and currertly ol of work CEQO
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Success is about getting the right balance
between technology push and market pull

, he key is to continually focus on f";-l

Many great product ideas come from somebody e e :'r:[,:l
inding the solution to problems that nobody else is [
Tlve]]

Increased
Revenue

o Profitability

Growth Sales Marke: him to keep figuring out what your'
Driven oriven

echnology is not everything.
tart focusing on understanding

Competior Customer
Jriven Driven

Technology Customer Satisfaction
Driven
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What is the solution? Fail many, but fail cheap

- A new paradigm in innovation fueled by Web 2.0

Ideation and product
inception from the
expanding source

» Collaboration tools

Limited community to
foster innovation

+ “Build it and they will
come” approach

Little user
interaction &
market feedback

Internal + External

« Service silos
Limited reuse

3

losed Innovation

Limited community
to foster innovation
“Build it and they
will come”
approach

Open Innovation
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Lets walk through some of the key disciplines
within Market Driven Product Development
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Market Driven
Product
Development &
Engineering
collaboration is
all about
integrating
product
management,
engineering, and
the customer
more closely.
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And what are some of the main challenges?

Managing the Portfolio

Can you plan your portfollo roadmap SO you

Managing the Product Lifecycle

does your market see the value in your

Have you captured your market ortfolio of offerings?
and clients needs? p 957 Rapid Erosion

Faster Time Are you in control of your portfolio on the jpuy
+ to Market / market?
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. inputs?
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Old Lifecycle v
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We have to create the tools for Product Portfolio
Management disciplines

Define, predict & manage financial business cases
across the lifecycle of the product & portfolio

A~

Analyze and strategically balance capital and
resource allocations across the enterprise portfolio

. o "'EEE:

i
[l
- J»‘L%k Manage ideas — big or il

small - from inception to
market execution

Connect directly with

customers and partners
and engage them in setting
direction and priorities

“Understand”

Market Driven Offerings

Customer Segments
Manage initiatives and programs
that span multiple products and
product lines

“Govern”

W

“Control”

Manage product plans, Tech
roadmaps, offerings, editions, and
scope of requirements

\

Manage Market & Technical requirement across their
lifecycles and capture the right features into variable product
lines
nmnvaltccv i i



The IBM Value Proposition

> Role based composable views for Portfolio Managers,
Product Manager, Development Mgrs and BU Executives

» Collaborative real time data views in template dashboards
for business intelligence & governance

» Portfolio information on hand with a search engine

> Reduce manual creation of information using home grown
tooling £

> Reduce IT cost due to point integrations and legacy
maintenance support

> Helping your organisation bring the right product, to the rlght = =
market, to the right time = R ,

We work with clients who see the business value in a long term vision for
using a state of the art workbench for portfolio and product Mgt
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Capture Market Insights and Innovation

For logging ideas in a structured way.

These ideas will be structured, profiled and
tagged and will be able to be analyzed T — =
against strategic objectives. e IE’F'
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Perform Market Segmentation

Aligning the needs and focus around the market segments directions and priorities is a dynamic view to
provide the right input to make the decision on what functionality will be developed with the most impact on
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Prioritize & Select Ideas
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Understand Market Value
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Define Business Opportunity

Defining the business opportunity by creating outlined
business features and market values, a business case

including predicted cost and revenue scales. With a focus on

Return On Investment and Volume planning.

Detailed General Information
Status and Planning

Development Cost Estimates
Links
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Define and specify product content

For defining the product content. Taking the approved features S
and then creating a structured requirements map for technical & :
commercial content. Here we will also revise the business plan
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Specify detailed Tech Requirements
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Launch, Govern and Monitor Cycle

Gather insight of the product or portfolio. Gather Business Intelligence and create generic reports and

dash boarding views for fast moving decision making based upon real time data. -
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