at managing innovation”.

We can perhaps take a positive mes-
sage from these candid results: that
thereisahealthydissatisfactionamong
this audience with the status quo and
animplied willingness toimprove their
speed to market and success rates. As
the owner of an innovation services
company, I can also be positive about
theneedforourservicestoimprove the
efficiency of product development.

The rewards from innovation are
inseparably combined with risks,and

product would be substantial. The
improvements in speed to market
can result in businesses choosing to
launch “low-hanging fruit” products.
Some 80%ofall new product launches
are line extensions that are not news
to consumers, but keep the supply
chain busy. Quick wins are good, but
big wins are better.

Looking forward, we asked our au-
dience to consider the critical success
factors for driving innovation in their
companies. This time the top three

We believe in generating lots of
ideas, turning them into marketing
concepts quickly and then evaluating
them hard and fast, using objective
methods to eliminate losers. You can
then focus resources on developing
fewer, bigger, betterconceptsintoprod-
ucts. It accelerates the pace of develop-
ment for those few concepts that stand
agood chance of success. ]

 Tim Nicol is managing director of
MIH-Make Innovation Happen

MAKE INNOVATION HAPPEN
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