[image: image1.emf]Product 

Product 

~

~

MASTERS

MASTERS

Product 

Product 

~

~

MASTERS

MASTERS

MASTERS

MASTERS


Innovation Article 


  Innovation Article cont’d

[image: image1.emf]Putting Selection Criteria to Work: Keep It Simple

If project selection criteria are so effective why does only one in four software companies consistently use them? One reason is that it takes time. Another is that it requires discipline – two items in short supply in a typical software company.

Another pitfall is the tendency for criteria to become overly complex. Often companies try to incorporate multiple criteria which handle every project or strategic situation or which require impossibly elaborate financial analyses or market investigations.

To bring focus to the front end of the new product development funnel and keep effort manageable we suggest you consider a set of criteria similar to the following. These can be adapted to fit differing project types and can be applied through simple scoring model to compare proposals.
· Does It Fit? – Is it consistent with our risk profile. Is this project synergistic with our product vision – does it take us where we want to go? Does it complement the portfolio of products we already have under development/in the market? Can our current or planned distribution system sell it? Does it leverage our market strategy and position? Are we familiar with this market?

· Can We Do It? Do we have the technical skills? Are the resources available? Do we have the technology? Can we manage a project of this size and complexity? If we authorize this do we have a believable estimate of cost and schedule? Do we have an internal champion?

· Is It Worth It? Is the market large enough? Is the market real –can we name three customers who would buy now? How quickly can we turn a profit? Does it provide a strategic or tactical benefit such as blunting a competitive threat? Will it attract new customers or enhance our value proposition with current ones? Is this as good a project as those on our current development plate? Is it better than other recent rejects?

· Can We Win? Can we be number one or two in this market? Do we understand this market and it’s competition? Can our competitive advantage be clearly communicated? How will our competitors react and can we counter effectively?

By complementing your current product development process with a front end which links project selection to your basic business strategy more consistent, faster decisions can be made to help you win the product development race.
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