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Case Histories:





New Product Development Experience
Project One:  Address Loss Of Revenue & Increased Costs Via New Products
The largest incentive corporation in the U.S. required the creation of the first long-term business plan and new product development process for their awards business to address market competition and increasing costs. This required a complete review of the existing business operations, systems, financials, market conditions, etc. Based on these findings and those from idea generating sessions, a multi-approach solution was created. This included new systems to manage the business going 100% paperless, creating the industry’s first debit and stored-value card products, new discount travel certificate products, and the industry’s first award earner magazine and a three-year business plan.  

Carrithers’ Role:  Business plan authored, led project manager on all activities and aspects of these projects, working with the senior management and 300 individuals, including a top bank, MasterCard and others. 

Results: The new systems were implemented on-time and generated a significant cost savings and allowed for the support of a paper based certificate business that went from $20 million a year in sales to over $100 million in one year. Along with the successful launch of the new card products, which generated sales over $100 million in the first year. The business plan and planning process became adopted as a standard within the organization.

*******************************

Project Two: Support Launch Of New & Revolutionary Herbicide Product
One of the country’s oldest agricultural chemical companies was launching a new herbicide product that allowed for one product to be used to kill over 50 different weeds. Since this product utilized different technologies and fewer products were required to have the impact needed, it was important that the communications to the target farmers were more than just high-level image TV spots and print campaigns. Product information, support literature, training videos, audiotape newsletters and a wide variety of Public Relations activities were needed. In time, this also evolved in a plan to combine the product with other products (creating the industry’s first combination product strategies) and the creation of a target dealer strategy, creating standards for Ag-Chem dealers nationwide.

Carrithers’ Role: Lead product information manager on all aspects PR, product publicity, trade shows and product literature working with over 6 different agencies and 50 people.

Results: The herbicide product gained a 36% market share in the first year, and retained it for the next two years. The dealer base was reduced from 15,000 to 7,000 improving costs and performance of the ag-chem partners. Another outcome was a shift to a crop specific focus on application of products. The company moved from the number 5 position in the marketplace to number 3.

 Project Three: Rejuvenate A 15 Year Old Business Via New Products
The nation’s largest gift certificate and card reseller needed to find a way to differentiate itself from the other competitors in the market. Because all the players in this industry offer the same re-sold merchant certificates and gift cards it was important to develop branded products only found at this industry leader’s business. This required the creation of the first strategic business plan, new business and product branding, creation of a product development process and the launching of one new and industry exclusive product or offering a quarter.

Carrithers’ Role: Lead manager working with all areas of the business to define, plan and execute the strategies developed by the team, working closely with the board. 

Results: Authored the first business strategy plan, developed the industry’s first multi-merchant gift card, redeemable at over 200 merchants, securing 5 new exclusive relationships and developing 4 new exclusive product offerings within eight months. The combined efforts generated a 20% increase in business and over $20 million in sales from new products alone.

*******************************

Project Four: Launching A Series Of New Products In An Industrial Market
The world’s largest industrial gas corporation needed to improve their marketing and market image in the semiconductor industry, in an attempt to grow market share. This included the branding of existing products and new products, along with the development of a marketing plan for the business unit. New approaches included trade shows, sponsored seminars, rework of all brochures, print ads and the company’s first direct mail campaigns. The products included gas cabinets, ultra-high purity bulk gases, specialty gases, organo-metalic gases, inert liquids, services and single-source supplier strategies.

Carrithers’ Role: Responsible for the marketing planning, product information, packaging, communications and sales support for ten products and the fastest growing business unit at the company. Worked with the senior managers and the division president.

Results: The business unit experienced growth in the 25% range and became the leading supplier of gases to the semiconductor market, including the industry’s first single-source supplier to 2 world recognized chip manufacturers, with sales growing past $600 million a year.
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