
新產品開發與行銷
（New Product Development and Marketing） 
General Information

Course No.:
741 U9610
Time: 

週三  9:10pm-12:10pm
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管理學院貳號館302
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週三  13:00~15:00
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	研究室

	黃俊堯
	Instructor
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	cyhuang@management.ntu.edu.tw
	管院二館1107室


Objectives

1. Understand the role and importance of NPD in an organization.
2. Learn the fundamental concepts, tools and methodologies in NPD.
3. Acquire knowledge about the interdisciplinary issues involved in the NPD process. 
4. Appreciate the importance of market orientation in NPD projects.
Class Contract
1. Choose and fix your seat in classroom
2. Form your discussion group
3. Participate actively, both in the class and in the group
4. Complete the case assignments and readings before coming to the class
Class Topics Overview

	Date
	Subject
	Case
	Reading
	Reference

	Module 1: Market-Oriented NPD

	2/18
	Introduction to NPD
	
	
	

	2/25
	The Guessing Game 
	Airbus vs. Boeing
	
	Ch. 1

	3/4
	Customer Needs and Customer Orientation
	
	#Marketing Myopia
	

	Module 2: Strategic NPD

	3/11
	Product Management & NPD Process
	*SAMYPOR
	
	Ch.2

	3/18
	Strategic Product Planning
	#Holding Fast
	
	Ch.3

	Module 3: The Stage-Gate Process—The Fuzzy Front

	3/25
	Concept Generation I
	
	#Connect and Develop Inside Procter & Gamble’s New Model for

Innovation
	Ch.4, Ch.5

	4/1
	Concept Generation II
	
	#The Mandate to Innovation
	Ch.6, Ch.7

	4/8
	Concept Selection
	#The Sputtering R&D Machine
	
	Ch.8

	4/15
	Concept Testing
	
	
	Ch.9, Ch.10

	Module 4: The Stage-Gate Process—Development and Launch

	4/22
	Sales Forecasting & Financial Analysis
	
	#An Exploratory Investigation of New Product Forecasting Practices
	Ch.11

	4/29
	Mid-term Project Presentation
	
	
	

	5/6
	Product Architecture & Development Team Management
	*Teradyne Corporation: The Jaguar Project
	
	Ch.12~14

	5/13
	Strategic Launch Planning
	
	
	Ch.16, Ch.17

	5/20
	Market Testing and Intellectual Property Issues
	*Eli Lilly: Developing Cymbalta
	
	Ch.18~20 

	5/27
	NPD and Marketing
	
	
	

	Conclusion

	6/3
	Summing Up
	*Clocky
	
	

	6/10
	Term Project Presentation
	
	
	

	6/17
	Individual Counseling
	
	
	


* Denotes cases to be bought from HBR at your own cost. You as a team will have to summarize your discussion of the question assigned 7 days prior to the discussion of the three cases.
# Denotes articles that can be downloaded from either the Internet or the school library’s electronic database.

Textbook
Crawford, Merle and Anthony Di Benedetto (2008) New Products Management, 9th ed., McGraw-Hill International Edition. 

Grading Policy
	( Class participation
	30%

	( Case summary
	25%

	( Mid-term project
	20%

	( Term project
	25%


Time/ Schedule
Module 1 Market-Oriented NPD
Session 1 Introduction to NPD
Learning Objectives
1. Understand the general field of NPD management
2. Understand where the NPD field stands today
3. Understand the hallmarks of NPD activities
Session 2 The Guessing Game 
Learning Objectives
1. Understand the importance of knowing the customers, and oftentimes the customers’ customers
2. Appreciate the fact that prediction is difficult
3. Understand that an NPD project is an evolving process relating to market competition
Session 3 Customer Needs and Customer Orientation
Learning objective
1. Understand what “marketing myopia” is
2. Understand the essence of customer orientation
3. Understand the limitation of customer input in the NPD process
Module 2 Strategic NPD
Session 4 Product Management & NPD Process
Learning objective
1. Understand the key issues in product management
2. Understand the gate-stage model for NPD process
3. Understand the difference in a “funnel” and a “tunnel” for NPD
Session 5 Strategic Product Planning
 Learning Objectives
1. Understand the strategic implications of product planning
2. Understand the importance of PIC
3. Understand portfolio management in NPD 
Module 3 The Stage-gate Process:  the Fuzzy Front
Session 6 Concept Generation I.
Learning Objectives
1. Understand the precondition of constructive ideation
2. Understand how to generate concepts by identifying problems
Session 7 Concept Generation II.

Learning Objectives
1. Understand the use of perceptual mapping in the analytical attribute approach
2. Understand the use of trade-off analysis in the analytical attribute approach
3. Understand the use of qualitative techniques in the analytical attribute approach
Session 8 Concept Selection
Learning Objectives
1. Understand how to plan for an evaluation system
2. Understand the managerial implications of the cumulative expenditures curve
3. Understand the key issues relating to the ATAR model
Session 9 Concept Testing
Learning Objectives
1. Understand the importance of up-front evaluations
2. Understand the use of market analysis
3. Understand the process of concept testing
Module 4 The Stage-gate Process:  Development and Launch
Session 10 Sales Forecasting and Financial Analysis
Learning Objectives
1. Understand methods of sales forecasting
2. Understand the importance of managerial judgment in forecasting
Session 11 Mid-term Project Presentation 
Each team will present their mid-term project on an ideation task. 

Session 12 Product Architecture and Development Team Management
Learning Objectives
1. Understand QFD
2. Understand the product architecture concept
3. Understand the organizational barriers to NPD 
4. Understand the role politics play in an NPD project
5. Understand the key issues of project management
Session 13 Strategic Launch Planning
Learning Objectives
1. Understand the key issues in strategic platform decisions
2. Understand the key issues in target market decisions
3. Understand the key issues in brand management
Session 14 Market Testing and Intellectual Property Issues
Learning Objectives
1. Understand methods of market testing
2. Understand the use of limitations of alternative market testing methods
3. Understand the key issues in intellectual property
4. Understand the key public policy  issues relating to NPD
Session 15 NPD and Marketing
Learning Objectives
1. Understand the roles of marketing in NPD
2. Understand how marketing mix helps successfully launch a new product
Module 5 Conclusion
Session 16 Summing Up
Learning Objectives
Summarize what we have learned in this semester
Session 17 Term Project Presentation
Each team will present their term project as a research report on NPD. 
Session 18 Individual Counselling Session
The teams discuss with the instructor individually. 
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