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Teams: Why not go it alone?

• Poor market analysis. 24%*
• Product defects. 16%
• Weak marketing effort. 14%*
• Costs too high. 10%*
• Strong competitor reaction. 9%*
• Poor timing of launch. 8%*
• Production problems. 6%
• Other problems. 13%

* 65% of failures are business
related! New Product Winners and Losers, 
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1)  High Tech Markets = Risk.
Field application 
uncertainty:

 Interactions?
 Collateral 

damage?
 Post-sale 

support?
When obsolete?

Market 
uncertainty:

 Acceptance 
rate? 

 Industry 
standards?

 Recover Unit-1 
costs? 

Competitive volatility:
 New competitors?
 Arrows in the back?
 New products?

Risky 
Business
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2)  Market Velocity = Time compression.

Sales

Time

Maturity

Tech Products
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3)  An un-balanced combination.
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The Vermont Bioscience Alliance 
targets the success factors:

Develop solutions:  Research & commercialization.
– Build resources to support business success. 
– Engage Vermont’s leaders.

 Participate in activities:
– Information, guidance & events. 
– Connect to a network. 
– Public policy initiatives.

…But first, join with us at vtbiosciences.org
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