AMEM11 CUSTOMER INSIGHTS & NEW PRODUCT
DEVELOPMENT ORIENTATION

UNIT-1 ORIENTATION AND INTRODUCTION TO THE CASE STUDY METHOD
1.1 You will become familiar with the course, your classmates, and our learning environment.
1.2 The orientation will also help you obtain the technical skills required for the course.

1.3 You will also become familiar with the tools and process of analyzing a business situation.

UNIT-2 WHAT MAKES A GREAT NEW PRODUCT

2.1 The high risk and cost of new product failure highlights the importance of understanding the
reasons for new product successes and failures.

2.2 In this module, we will identify and discuss the major reasons for new product development
successes and failures.

2.3 You will experience first-hand the value of creativity in developing a new product and examine
the best practices of successful firms and entrepreneurs.

UNIT-3 PRODUCT DEVELOPMENT CUSTOMER KNOWLEDGE REQUIREMENT

3.1 This module will begin by providing an overview of the customer knowledge requirements
across stages of the product development cycle.

3.2 It will then provide a brief overview of qualitative and quantitative research methods and its
benefits in understanding customer needs in product development.

UNIT-4 IDENTIFYING THE VOICE OF YOUR CUSTOMER

4.1 This module will provide a conceptual overview of the voice of the customer method for
identifying customer needs and expectations for a product or service.

4.2 This module emphasizes the use of active and passive methods of observing customer
behaviors.

UNIT-5 DESIGN THINKING AND CUSTOMER JOURNEY MAPS

5.1 The purpose of the journey map is to identify the touch points of engagement with customers
and to identify customer needs and expectations through the eye of the customer and their
experiences.
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