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[image: image1.emf]Nine Ways to Create a Sense of Urgency for Robust Product Management Practices

Bringing 2007 products to the 2008 marketplace can become a bad habit for companies. Missing deadlines and misreading customer needs and technology trends – yet again -- becomes expected as opposed to unacceptable. Product-Masters’ survey of Product Management practices ("Planning Products that Sell -- Practices and Metrics to Boost Your Product Development Payoff")  shows improvements in on time delivery of products but the track record for most companies is still grim.

To reverse this pervasive state many companies have undertaken management initiatives aimed at improving the effectiveness of the concept to customer product process. In our survey, software companies report a variety of benefits from such initiatives including improved quality, reduced time to market, and improved product business success.
Most companies which undertook such an initiative and had top management sponsorship, reported some level of improvement in these areas.

One of the key ways in which product process improvement initiatives help to generate results is by creating a sense of urgency for improvement.

Below are nine approaches for building a sense of urgency for reformed PD Practices. Many ideas are found in the book "Leading Change" by John Kotter.  Others are our own:

1. Offer success stories of other organizations who have made real sustainable progress.

2. Focus on a recent failure and explore root causes.

3. Eliminate performance evaluation based on narrow functional goals – establish broader performance measures.
4. Set performance targets (growth, time to market, new customer acquisition, repeat business etc.) so high they can’t be achieved with business as usual

5. Send more information demonstrating comparative weaknesses (customer satisfaction; number products released vs. competition etc.) to a broader cross section of the product development community.

6. Insist on more people talking to unsatisfied customers. Document the conversations and share them. Set standards for rectifying customer problems.

7. Use consultants & other means to force more relevant data and honest discussion into management meetings

8. Build a value model which demonstrates the economic value of faster market penetration, extending product life etc. and use it to bombard people with a description of a better future, on the rewards of capitalizing on those opportunities, and on the organization’s inability to pursue them

9. Share signs of progress - Let people know when a decision gets made faster or a broader set of folks have access to critical info.
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