
Sarah,   cc. to Derek

At exhibitions especially in China we find many products that we "like" or are tempted by. However very few products actually fit our existing range or are eventually successfully sold. 

Many more are not followed up at all.

1. Immediately after an exhibition we need to report what we have found.

2. I suggest a written report that can be done on the aeroplane listing the most important findings, meetings and products by everyone attending the exhibition.

3. Discuss within a week 

a. Do they fit into our existing range

b. have we the ability to achieve success with our existing sales and marketing procedures.

4. I have observed that we continually examine a product but many times take too long to make a commitment to the supplier resulting in the products loss. We should be able to establish the products viability and CE credentials within 30 days of the return from the exhibition

5. We seem to spend a lot of time examining a product 

a. Finding possible better products 

b. Find problems (many of them we can overcome in house). 

c. We need to decide early to commit then go or abandon. If we make a mistake so be it at least we will have tried at very low cost. 

6. Very few products are perfect. 

a. There will always be a better or cheaper product tomorrow (in many cases literally).

b. However all products sell even if sales are small or into niche markets.

7. The current market has two major disadvantages for us which we need to exploit (the finger SpO2 being a very good example)

a. Products have a short life before they are superseded

b. A successful product generates stiff competition is a very short time and prices drop.
These points should be explained to the manufacturer as part of the supplier/ distributor confidence build up. It is imperative to give the supplier confidence that we are selling their product and looking after their interests

8. I think we have to be ruthless in our choice of future products. You can play a vital role here because you are still not tainted by past history successes or failures. You and Derek can judge purely on how the product fits our portfolio and its projected profitability.

9. I believe we need a product acceptability test (Derek has my proposed choice tree)

10. We need a timetable and if it is not followed rigorously the product is dropped.

11. If we decide to take the product on then we must have a marketing and sales plan.

a. We must ensure the financial requirements can be found.

b. The plan has to be driven and executed by Marketing and sales not by myself or any other director. 

c.  Directors function is to direct the company whereas the sales and marketing function is to be focussed and actually get sales.

d. I am not saying we should just let you get on with it without interference. I believe our function is to monitor and provide the required infrastructure and resources. 

e. But the Marketing and Sales team must accept responsibility for the company sales.

This document is open for discussion but I would like those discussions to be minuted





John

04 February 2007
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