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Review & Approval throughout Lifecycle
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Applying Lifecycle to existing & planned products

Even though we have in theory retained development resource to enable us
to deliver the product roadmap as defined it is still imperative we follow this
process to ensure we secure that resource

Present your draft business case at Gate 1 and final business case at Gate 2 to
ensure your product is given priority and/or retains it’s slot in the
development plan.

For example following Touch V1 Folio and Meet should both have their
business cases presented and evaluated and the one deemed to have the
most positive impact to an agreed criteria: i.e. Revenue, Client retention and
Acquisition will be given precedence.



Phase In Detail: Concept

* This phase is based around idea generation and idea gathering. Feature prioritisation and initial
market/competitor analysis.

* All features and products considered need to be somewhat equally evaluated using the following
criteria:

. Technology Requirement

. Market Impact/Competitor offerings
. Business Impact (bottom line)

. Client Value

Output: — Draft Business Case for Gate 1 Approval: Initial versions of: Market Opportunity, Competitor Analysis,
Indicative pricing, Product Definition, Marketing Strategy, Delivery plan for S&P phase (resource requirements to get to
Gate 2).




Phase In Detail: Spec & Planning

*  Assumption: You have been given approval at Gate 1

*  The purpose of this phase is to get into the detail, ensure you know exactly what you want to
take to market, how this will be approached technically, the impact it will have on resource,
whether more resource, or different resource is required and the cost to take this to market —
this will form your full and final business case. Which will also include full Market/Competitor
analysis and ideally final pricing.

NB: In some companies a phase is sometimes added before S&P, Feasibility, where more time and analysis is given to

whether the concept is actually viable, both technically and commercially. If necessary this work should be included in
Spec & Plan phase to ensure you have considered all the risks involved in proceeding into development.

Output: — Final Business Case for Gate 2 Approval




Phase In Detail: Ramp Up
*  Assumption: You have been given approval at Gate 2

*  Therole of a product manager in this phase is to be accountable for delivery and continued
stakeholder management, reporting on latest updates as well as planning for and creating all
documentation in readiness for Launch both internal and external (where marketing team is not
in place or if they need product input)

*  As PM you will be responsible for bringing the rest of the organisation alongside your delivery
timeframes in preparation for Launch.

Output: — Launch Ready: product/Collateral/Marketing plan and Support infrastructure




Phase In Detail: Launch
*  Assumption: The product has passed testing, and adheres to all acceptance criteria

*  The purpose of this phase is to ensure the product and the business are fully prepared
operationally for the product to be in life i.e. being used by clients.

* All work in this stage is to ensure that a BAU (Business as usual) process is created and all
resource impacted by the new product have all the tools and knowledge necessary to do their
job..

NB: In some companies a phase is sometimes added before Launch called Operational Readiness, where post development and test complete
an allotted time is given (almost in limbo) to ensure everything required for launch is in place, for Concep this operational readiness is both part
of ramp up and launch, as of course once launched, we often have time for operational readiness as the adoption curve has a delay due to the
length of the sales cycle.




Phase In Detail: In Life

Assumption: The product is in life, adopted by one or several clients as a minimum

The purpose of this phase is to ensure the product team continue to own the product in terms
of:

Stability
Support
Analysis: Business Intelligence and reporting

Continual evolution/Feature Roadmap




Please feel free to visit my blog for more
Tips and Templates
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