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Manufacturing Growth Seminar

Trends Affecting Manufacturing Competitiveness

Strategies for Success

Key Skills and Capabilities for Growing Companies
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Manufacturing Competitiveness — Trend 1

= Increased Competition from Emerging Economies and
Cost Pressure from OEM’s

= QOutsourcing to Lower Cost Producers

= Increased Exporting and ‘Customisation’ to Meet
Local Needs

= Added Value Through Providing Services
= Shortened Product Lifecycles
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Trends II

= Increased Efforts to Find Unmet Consumer Needs —
First on the Market

= Market Trend Readers — Monitoring the Competition
and Customers

= Using Technology and Research to Create Defendable
Products and Competitive Advantage

‘Most Effective Strategy Combines Cost Cutting
and Product & Service Innovation’

Source: McKinsey Global Survey
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Where Are Your Products?

Growth Cost Cutting

Decline
Early

L 1

Product Lifecycles Getting Shorter
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Where is Your Company?

= How Many New Products or Services Did You ‘Take to
Market’ in the Last 2 Years?

= How Many New Products or Services Were You 'First
on the Market’ with in the Last 2 Years?

= Are Your Products ‘Higher Margin’ than your
Competitors?

= Do You Have a Pipeline of Profitable New Products?

= Do You Have a Process for Finding, Evaluating &
Commercialising New Products?
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Case Study 1

= £12M Turnover — Engineering Group
Lost 50% Order Book in 6 Weeks
What We Did

Installed Formal Commercialisation Process
Identified 3 New Growth Markets
Search for New Products, Technologies, Company Acquisitions

Results
Started 3 New Businesses
From £400k Loss to £1.4 Million Profit in 12 Months
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Case Study 2

£2M Turnover Kitchen Equipment Manufacturer

Competition from Germany

Equivalent Products But Selling At A Lower Price Despite Better Service
Levels

What We Did

Market Research To Identify Size, Market Trends
Reposition Brand, Product Design
Retrained Sales Team

Results

40% Increase in Revenue
Now-Developing ‘Next Generation’ High Performance Kitchen Extractors
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Case Study 3

= CHP Technology Developer

Licensed Technology From Newcastle University
Potential To Be the World’s Cleanest Most Efficient

= What We Did

Technical and Market Validation
Assist With Fundraising
Find Premises

= Results
£50 Million Current Order Book
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Companies Have Processes For Just
About Everything EXCEPT
Innovation & Growth
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/ Key Capabilities for Growth

i. Clear Direction & Strategy
2. Organised Around Innovation
3. Culture That Allows Experimentation

4. Find & Screen More Ideas And Can Pick the
‘Winners’

5. Reliable Product & Service Development Process
6. Good At Market Launch/Quality
7. Good At Project Management, IT and HR
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1 Clear Direction & Strategy

= Which Growth Markets?

= Which New Technologies?

= Identify Areas for Future Business
= Clear Objectives

= Inspires Enthusiasm, Motivation and Higher
Performance
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2 More Better Product Ideas

= Average Company Looks At 5-8 A Year
= Top Company 120+ Year

= Search Strategy

= Process to Pick ‘Exceptional’ Prospects

Sources of Ideas

e Customer Surveys ) Distributor Surveys
. Market Research . E-Communities
. Brain Storming e  Technology Search
. Product Search e  Technology Transfer
. Network Participation ) Design Competitions
e Online Searches e Competitor Analysis
o Trend Analysis o Exhibitions, Conferences, Seminars
o University / Research Laboratories o Company Search
o Crowd Sourcing
AR
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Reliable Process to Increase Speed & Decrease

Risk

THE TECHNOLOGY COMMERCIALISATION MODEL

KEY QUESTIONS

Development|

Doyou have a prototype that exactly
represents the product?

STRATEGIC MARKETPLAN
STEPS

Have you profiled and finalized

Technical Market Business
Concept Phase
Stagel TECHNICAL ANALYSIS MARKETNEEDS ASSESSMENT|  VENTURE ASSESSMENT
STEP1 STEP2 STEP3
Ir 1 Is this product new, unique, Does this product meeta clear market Will this product or venture opportunity
and ically feasible? demand or solve a problem? make a profit?
Development Phase
Stage2 TECHNICAL FEASIBILITY MARKET STUDY ECONOMIC FEASIBILITY
STEP4 STEPS STEPG
Feasibility ‘What are the total costs associated Who will buy the product, how many willbe|  Does this opportunity generate sufficient
with producing the product? bought and at what price? Returns tojustify investment?
Stage3 ENGINEERING PROTOTYPE
STERPT

STRATEGIC BUSINESS PLAN
STEP9

Have you finalized your business mode|, identifie

the target market? total financial needs, and secured seed capital
Stage4 PRE-PRODUCTIONPROTOTYPE MARKET VALIDATION BUSINESS START-UP
STEP10 STEP 11 STEP12
. Have you completed a limited production and
Introduction tested for performance and reliability? Have you made sales? Is the team
Commercial Phase
Stage5 PRODUCTION SALES AND DISTRIBUTION BUSINESS GROWTH
STEP13 STER14 STEP15
Growth Is production process dependable, reliable and Are you growing marketshare? Are you on course to achieve your
optimized? business plan objectives?
Stage6 PRODUCTION SUPPORT MARKET DIVERSIFICATION BUSINESS MATURITY
STEP16 STEP17 STEP 18
Maturity Are you supporting the product?

Have you identified your next
generation of products?

Are you generating and/or maximizing
areturn on investment?

Reduces Development Costs
Reduces Time to Market
Reduces Risk of Failure
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Revenue Growth of Companies With
Innovation Processes

Annual Growth Rate of Income from Sales over the Last 4 Yec
(median)

26%

H High Performers
H Other SMEs

Overall Space / Aeronautics  Machinery / Knowledge Intensive ICT/ Electrical / Biotechnology /
/ Automotive Equipment (plant Services Optical Pharamceuticals /
construction) Chemicals

Source: A T Kearney, Europe Innova Paper 10
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Conclusions

1. Increased Competition From Emerging Economies
UK Companies:-

i

> Outsourcing to Reduce Costs

> Customising for ‘Local Needs’

> Adding Value by Providing Services
> Differentiating Using Technology

» Looking For Unique Ideas

3. Best Strategy Combined Cost Cutting & Innovation

4. But Most Companies Don’t Have A Reliable Process for Innovation
5. Reliable Innovation Process, Reduces Cost, Risk & Time to Market
6. And Four Times Greater Revenue Growth
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Thank You

Steve Dore

International Innovation Services
Kroto Innovation Centre

Broad Lane

Sheffield

S3 7HQ

Tel: 0114 249 5600

Mob: 07775 944 996

Email:

Web: www.technology-transfer.co.uk
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