Product Realization

Companies often find themselves in a world of hurt when a new product fails to meet

expectations - expectations of customers, investors and/or management. Although
there can be many underlying causes, experience gained with a wide range of high
tech companies suggest that one of the most prominent is lack of the discipline of

Product Realization.

Product Realization is the process a company must go through to adequately design,

manufacture and commercialize products that satisfy customers.

Note well: customers buy solutions, not technology;

products, not promises.

High tech companies are particularly prone to sell technology. As a result, a chasm
can exist between a proof-of-concept model and a commercially viable product. The

challenge is to successfully span this chasm.

Consider the following startup company experiences. The first initially failed to
satisfy the intent of Product Realization, and had to be turned around. The second

began life with proper discipline and quickly gained credibility in the market place.

Novalux - high power VCSEL laser diode
VC's placed $160 million in three rounds, and after 2-1/2 years and $130 million

spent, there was no commercially viable product. Focus had been placed on
pushing technology to the limit, and reporting at major technical conferences. The
fundamental design concept was outstanding, but not manufacturable in its
current form. More important, there was no customer pull. With such missed
expectations, I was brought in to instill Product Realization discipline. Market
input refocused the development to a low cost, high margin 50 mW un-cooled
laser. Wafer fabrication and packaging issues were resolved. The small footprint
blue laser that resulted became the forerunner of an RGB projection engine.
Subsequently, Novalux was acquired by Arasor, and the evolved product is

expected to power the Mitsubishi Laser TV.







