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New product devel opnent is the
“l'i febl ood” of a publishing
enterprise. New product

devel opnent is part of a
successful publisher’s planning
process and shoul d be approached
systenatically.

I n publishing, as in any business,
t he nost desirabl e product

devel oprment is market-driven

Smart publishers understand that

0 Editorial Focus and Expertise

O Production Capability

0 Target Audi ence

there should be a Iinkage to
exi sting custoners when they plan
new products.

Product devel opnent is the natura
extensi on of a publisher’s
traditional strengths. Building on
your traditional strengths neans
you exam ne your company’s:

0 Current Custoner Base

O Marketing Channel s

When brai nstormi ng new product devel opnent, ask these questions:

1. What is our editorial
m ssi on?

2. What narkets do we serve?

3. Are there opportunities to
co- publish?

4. \What new markets are

> ener gi ng?

% 5. What are the changing trends
= in our niche?

o

g 6. |I's our conpany’s reputation
<< conpatible wi th these new
25 opportunities?

Se

7. Do we have the financi al
resources to successfully
pursue a new opportunity?

8. Are there any environnental
factors we shoul d consi der?

9. What are the conpeting
product s? Who publishes thenf

10. What are the strengths and
weakness in the conpeting
product s?

11. Who will be the conpany’s
“chanpi on” of this new
product ?
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12. How can our product differ in
order to be conpetitive?

13. Do we have a process for new
product devel opnent ?

and Acquisitions: A Checklist

is the cycle tinme from
to delivery

14. What
concept approval
of product?

15. Can we publish this book
before we m ss the “narket
w ndow’ ?
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For successful new product devel opnment, you shoul d:

e Wite an editorial mssion e Establish that the new
st at ement . product can yield a profit

after devel opnent costs and

e Devel op an annual book within a reasonabl e span of
acqui si tions plan. tinme.

e Make one executive e Measure the tinme it takes
account abl e for new product from approval of concept to
devel opnent . new product introduction

e Establish that accessible e Quantify the % of annual
channel s exi st through which sal es generated from new
new product can be products introduced that year
ef fectively marketed. as a goal

These tips and suggestions are nmeant as a quick way to stinulate your
t hi nki ng and revi ew your conpany’s conmitnent to new product devel oprent.

(For a conpl ete discussion of book acquisitions and contracts see Managi ng
Book Acquisitions: An Introduction, 1995 100 pp. and Book Publi shing
Contracts: An Introduction, 1996, 68 pp., both by John B. MHugh.)
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