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Not Good News

“A quarter of projects fail to meet their budgets, and 31% 

are delivered late” Computerworld UK – May 

2008

“Less than 5% of 
project deliver 

the trifecta of on-
time, on-budget 
and delivery of 
planned scope”

CIO Magazine             
– Jan 2008



Develop

Product Development - The Simple Theory



Why do products fail?

Most products fail due to self-inflicted problems

42%

37%

27%

26%

24%

24%
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Unclear or continually changing product

definitions

Product does not meet customer or market

requirements

Unrealistic schedule expectations

Projects not adequately staffed

Unclear or continually changing priorities

Unrealistic financial expectations

Source: AberdeenGroup, August 2006



Who We Are Determines Our Needs

Marketing

Test Eng.

Legal

Product

Management

Req. Eng.

Sales

Managers

Engineers

Purchasing

Business

Analysts

Quality

Control

What we should do How we should do it



What We Should Do

Product Management

How We Do It

SDLC/ALM*

*SDLC/ALM: System/Software Development Life Cycle/Application Lifecycle Management

Delivering Maximum Value with High Quality
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Value-Driven Development
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Managing Across the Portfolio

• Achieve balanced investment across the portfolio

• Assure that the portfolio covers the marketscape � note missing category

• Target investment level for each portfolio element is a function of:

– Strategic alignment

– Customer and market demand, competitive positioning

– Investment, returns, ROI, etc.
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Target Investment Level Missing Category

Serious over-
investment

P1 P2 P3 P4 P6P5 P7 P8



Drill Down into Product Line Sub-Portfolio
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Target Investment Level Portfolio Drill-Down

P1 P2 P3 P4 P6P5 P7 P8

Target Investment 
Level

P5-a P5-b P5-c P5-d P5-e

Drill down into product line P5, 
and consider investment into 
the individual products/offerings 
that comprise the product line 
and again balance investment 
against similar drivers.



Drill Down into Specific Product 
Features/Requirements
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Target Investment 
Level

P5-a P5-b P5-c P5-d P5-e

Drill down into Product P5-e and 
prioritize features and 
requirements within products, 
again applying business drivers.

RESULT: 
Consistent 

process that 
scales from 
portfolio, to 

product line, to 
product, to 

product features



Why Are Product Managers Critical?

“Yet we’ve found from our research that this person (product manager) is largely 

disconnected from the product development process.”



Focal Point for Product Management
Improve predictability of product success

COST / BENEFIT

• Organize work around value; identify and 

sequence activities and deliverables

– Perform cost/benefit and trade-off analysis to 

make informed investment decisions

– Pair wise comparison to streamline force 

ranking of competing products and features

– Quickly align and adjust roadmaps to changing 

market needs and business value

– Decision-making based on objective 

information for strategic and agile roadmaps

• Analyze stakeholder needs to drive scope 

and objectives

– Understand the market needs that will return 

value to the business 

– Information captured at all levels of the 

organization via a collaborative web 

environment



Rational DOORS for Requirements Management

• Traceability through drag-and-drop 

linking

– Link from document to document 

or within a document

– Automatic “linking” for top 

down traceability from 

requirements to code

• Scalable for large projects 

with many users

• DOORS Discussions space 

enabling review processes

• Electronic signature

• Virtually unlimited number of 

attributes in a spreadsheet-like view



Value-Driven Development
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Summary

• Product Failures are self-inflicted

• Connecting Decisions from Product Line –> Product –> Project improve 
the quality of projects and products

• Collect all ideas and evaluate the same

• Review and analyze for business, technical and market feasibility

• Connect product management

• Focus decision-making on creating/preserving value
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