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Date / Language / Venue:
May 27-30, 2012 / English with sequential Chinese interpretation /
Shanghai

Organisations depend on innovation for their success and survival. In the
increasingly competitive and rapidly changing Chinese market
environment innovation takes on added importance. Simply put, to
enhance the success of your company you must create and deliver
customer-relevant new products and services. However, managing
innovation and new product development processes is not easy - the real
challenge is to understand the key concepts for successful innovation and
knowing about best practices and how to integrate them into your

organisation to ensure customer-relevant innovations.

How do you conceive, develop and launch superior new products? This
programme will explore ways by which companies can manage new
product development successfully. It is designed to provide you with an
understanding of the key concepts and practices in new product
development and how to use them in your company. Many of the
concepts will be illustrated with evidence from research on companies in
China.

This programme will be useful to senior managers and other personnel in
marketing, manufacturing, purchasing, new product development,
engineering, R&D who have responsibilities for new product development

and marketing.

After completing this programme the participants will:
e Gain a better understanding of the innovation process from the Fuzzy
Front End (FFE) through to market launch

Fee: RMB 31,800

For more information, please visit http://exed.ceibs.edu

¢ | earn the best practices of generating ideas, screening, and evaluating
new product concepts

e | earn best practices and principles for product teaming

¢ Experience best of the “voice of the customer” tools

¢ | earn how successful companies enhance new product successes

¢ | earn how to manage the sales force for new product marketing

® Importance of new product development - need for innovation, what
successful companies do

¢ \Why new products succeed and fail - the case of new products in China

® The product innovation charter - mission, vision, strategy, goals of new
product development, creating and implementing a product innovation
charter

* New product development - the Fuzzy Front End (FFE) - e.g., creativity,
concept generation, concept evaluation and selection, the development
process - stage-gate processes, reducing time to market, and the
Muddy Back End (MBE) - the market launch process

® Market orientation and understanding the voice of the customer - the
case in China

e Cross-functional relationships - R&D-marketing relationships

¢ Organising for product development

e Competitive intelligence and benchmarking - best new product
development practices and performance implications

* Marketing new product - the role and management of the sales force -
adoption of new products by the sales force, comparison of new
product selling in China and the U.S., tools for effective sales force

management in new product launch in China
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Programme Schedule

Day 1

morning

afternoon

Day 2

morning

afternoon

Day 3

morning

afternoon

Day 4
Innovation and New Product Strategy morning
® Understanding innovation and new product
development strategies of the firm
e Importance of new product development - what
successful companies do
¢ Why new products succeed and fail - the case of new
products in China afternoon
® The new product development charter - mission, vision,
strategy, and goals of new product development,
creating and implementing a new product development
charter
e Market orientation and understanding the voice of the

customer

Marketing New Products

* Market development - branding and packaging
decisions, pre-test market analysis, and test marketing

e Commercialisation and launch - pre-launch planning
implementation, launch and post-launch tracking and
control

* Managing the sales force for new products - adoption of
new products by the sales force, comparison of new
product selling in China and the U.S., tools for effective

sales force management in new product launch

Professor has presented us a brand new perspective towards innovation.

Besides product innovation, we can also think about value innovation! The

primary focus shall always be given to customers so as to form an in-depth

New Product Development Process

understanding of their puzzles, requirements as well as concerns arising

e The Fuzzy Front End (FFE) - e.g., creativity, concept
generation, concept evaluation and selection

® The development process - stage-gate processes,
reducing time to market, and the Muddy Back End
(MBE) - the market launch process

before, in the middle of and after using the product. Meanwhile, attention
shall also be extended to other stakeholders across the whole customer
chain. With these innovative conceptions, we will be able to create
unprecedented values for our customers and offer them totally new
experience. With the practical skills of innovation management learnt from

the course, we are sure to innovate in a more effective way in the future.

e Benchmarking - new product development best

practices and performance implications

Organising and People Issues in New Product
Development

e Organising for new product development

¢ Rewards and recognition

e Managing the new product team process

e Cross-functional teams

¢ R&D/engineering and marketing relationships

Lili

General Manager
Tweddle Group China
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Kwaku Atuahene-Gima

Professor of Marketing and Innovation Management,
Director of Centre of Marketing and Innovation, CEIBS

Ph.D. in Innovation Management and
Marketing, University of Wollongong,
Australia

Master of Commerce in Marketing,
University of New South Wales, Australia
B.S. (Honours) in Business
Administration, University of Ghana

Professor Atuahene-Gima is Professor
of Marketing and Innovation
Management at CEIBS, where he is also
the Director of the Center for Marketing
& Innovation. He was formerly Professor
of Innovation Management and
Marketing, head of the Department of
Management, founder and Director of
the Centre for Innovation Management
and Organisational Change at the City
University of Hong Kong. He has been
visiting professor at several universities
including the University of Bocconi,
University of New South Wales, and
Delft ~ University — of  Technology,
Singapore Management University, held
a part-time Chair of Marketing at Aston

Business School and is currently
Adjunct  Professor of  Innovation
Management, Mannheim  Business

School. His teaching and research focus
on assisting firms to improve in the
following  key areas: excel in
customer-centric  R&D management,
build innovation as an organisational
competency, develop and sustain
market-oriented capability, manage new
product development processes, and
develop and implement innovative
marketing strategies.

Professor Atuahene-Gima’s work has
been published in leading international
journals such as Journal of Marketing,
Journal ~ of  Product  Innovation
Management, Academy of
Management Journal, Management
Science, Organisation Science,
Strategic Management Journal, Journal
of International Marketing, Journal of
Business Research, Research

Technology Management, International
Journal of Technology Management,
Journal  of International ~ Marketing,
Journal of Business Research, Research
Technology Management, International
Journal of Technology Management,
and others. His research work has won
prestigious Best Paper Awards at the
American Marketing Association
Educators’ Conferences, appeared in
the Best Paper proceedings of the
Academy of Management, and received
a Citation of Excellence for Highest
Quality and for outstanding contribution
to knowledge by Annbar. He is on the
Editorial Board of the Journal of
Marketing, Journal ~ of  Product
Innovation Management, Australasian
Marketing Journal, Critical Perspectives
on International Business. He has been
track chair for new  product
development at several professional
conferences in Europe and the U.S. He
was recognised recently by research
published in the Journal of Product
Innovation Management as the world's
4th most prolific researcher in the field.

Professor Atuahene-Gima has
consulted and/or conducted marketing
and innovation management training
programmes and  workshops  for
companies such as UBS Financial
Services, Philips, General Motors,
Wyeth, Hong Kong Society for the
Handicapped, Hong Kong Productivity
Council, Group Sense, Sunhing
Millennium, Manulife and others. He was
a member of the Judging Panel for the
Hong Kong Awards for Industry -
Innovation. He has been a keynote
speaker at the annual gathering of the
Hong Kong Coaliton of Services
Industries and the Chinese International
Invention and Innovation Symposium.
Prior to academia he held executive
positions in  product development,
distribution, marketing and materials
management in the pharmaceutical
industry with Welcome (Australia) Ltd.
for several years.
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Management of Innovation and New Product Development is a highly applicable programme. Some tools and concepts

could be directly applied in real cases. Another benefit of the programme, in addition to broadening our horizon, is that it

has brought some changes to our tradlitional mindset.

Date / Language / Venue
May 27-30, 2012 / English with sequential Chinese Interpretation / Shanghai (CEIBS Shanghai campus, 699
Hongfeng Road, Pudong, Shanghai).

Admissions Procedures
Applicants can apply for the programme as follows:
« Online application: Please visit the CEIBS Executive Education website http://exed.ceibs.edu, select the
programme you want to take, and click “Apply Now” to apply for the programme; or
« Please call the CEIBS Customer Service Team for a printed Application Form, then fill in the form and send it

to the CEIBS Customer Service Team by fax, email or mail.

Applications are requested 20 days before the programme start date. Applications are reviewed as they arrive
and admissions are subject to the final confirmation of CEIBS. Any applications received after that date will be
considered on a space-available basis. For more information, please contact our customer service team in
Shanghai, Beijing or Shenzhen.

Fee

The cost of the programme is RMB31,800, which includes tuition, case licensing fees, lunches, stationery, other
course materials, and interpretation and translation fees if required. The full fee must be paid no later than 15 days
before the start of the programme. Applications made within 15 days of the start of a programme require

immediate payment.

Cancellations

Any cancellation made 15 days or more prior to the programme start date is eligible for a full refund of programme
fees paid. However, the expenses arising therefrom shall be for the account of the applicant or his/her employer.
Any cancellation made less than 15 days prior to the programme start date shall be subject to a fee of 20 percent
of total programme fees. After the programme starts, no fees shall be refunded for participants who withdraw

from the programme for any reason.

* CEIBS reserves the right to amend information on this programme including price, date, location, faculty, daily schedule
and other details.

Yue Lin

Deputy Director of Marketing Department
Shanghai Jahwa United Co., Ltd.

Contact Information

Customer Service Team

Executive Education Department

China Europe International Business School
699 Hongfeng Road, Pudong

Shanghai, 201206, P.R.C.

Tel: (86 21) 2890 5187 / 5197

Fax: (86 21) 2890 5183

E-mail: exed@ceibs.edu

Website: http://exed.ceibs.edu

Customer Service Team

CEIBS Beijing Campus

No.20, Zhongguancun Software Park, 8 Dongbeiwang
West Road, Haidian District, Beijing, 100193, P.R.C.

Tel: (86 10) 8296 6688

Fax: (86 10) 8296 6677

E-mail: exed@ceibs.edu

Customer Service Team

CEIBS Shenzhen Representative Office

8F, RongChao Business Centre Block A, 6003 Yitian Road,
Futian District, Shenzhen, 518026, P.R.C.

Tel: (86 755) 3337 8136

Fax: (86 755) 3337 8113

E-mail: exed@ceibs.edu
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Multinational
Management
[ ] CEIBS-INSEAD Expanding
Opportunities - Doing Business in
Europe
[ ] Doing Business in China
[ ] Global CEO Programme: A
Transformational Journey

Advanced
Management

[ ]Shaping Innovative Companies:
Inspiring, Managing and
Implementing Innovation
(Modular)

[ ] CEIBS-Harvard Business
School-IESE Business School
Global CEO Programme for
China (Modular)

[ ] Leadership for CEOs in China: A
Journey to Leadership at Peak
(Modular)

[ ] CEIBS-Harvard Business
School-Tsinghua SEM Senior
Executive Programme (Modular)

[ ]Advanced Management
Programme (Modular)

[ ] Chief Marketing Officer (CMO)
Programme (Modular)

[ ] CEIBS-LBS CFO Programme
(Modular)

[ ] Leadership Development
Programme for Hospital
Executives (Modular)

Corporate
Governance
[ ] CEIBS-Wharton Programme:
Corporate Governance and Board
of Directors

General
Management
[ ] Diploma in Management
Programme (Modular)
[ ] Management Development
Programme (Modular)

Strategy

[ ] Rethinking Strategy of the Digital
World

D Mega-Trends for the Future

L] Integrating and Managing
Acquisitions

[ ] Game Theory in Practice: How to
Compete and Cooperate More
Effectively?

[ ] Building Organisational Capability
for Strategic Implementation

[ ] Strategy Execution

COMDANY ...

PrOVINCE/STAE .......oooooooooooooeoeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee e

FX e e

Please fill in the form and send it to CEIBS by fax, email or mail

Leadership

[ ] Proactive Leadership Programme

[ ] High Performance and
Sustainable Leadership

[ ] Leadership and Change
Management

[ ] Leadership and Coaching

[ ] Women in Leadership Programme

Negotiation &
Decision-making
[ ] Strategic Negotiation Programme
[] Management of Negotiation and
Decision-making

Organisation &
Management
[ ] Leading Change: Enhancing
Organisation’s Effectiveness and
Viability
[ ] Managerial Psychology in Practice
[ ] Talent Management Programme
[ ] EVA and Performance Management
[ ] Human Resources Management:
Psychology, Human Nature and
Culture
[ ] Human Resources Management

Marketing & Sales
[ ] Digital Marketing: The Future of
Your Marketing

[ ] Creating a Customer-centric
Organisation

[ ] Market Creation Programme

[ ] Key Account Management

[ ] Strategic Sales Forces Management

[] Building and Managing Brands

[ | Marketing Strategy and Planning

L] Management of Innovation and
New Product Development

Finance

[ ] Private Equity Managment
Programme

[ ] Managing Strategic Investment
Decisions

[ ] Finance for Non-financial
Executives

[ ] Financial Statements Interpretation
for Decision-makers

[ ] Managerial Accounting for
Decision-makers

Operations
Management
[ ] Delivering Service Excellence
L] Supply Chain Management

Special Offering *"
[ ] China Entrepreneurial Leadership
Programme (Modular)

JOD THHE ..
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Business Telephone/Mobile

BM@IL e
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