
1 

Clay Burns 2010 proprietary   -   page 1 

Class 3: Product Specifications 

Topics 
Field trip scheduling 
Target Specs 

Hands-on:  
- Darwinator review 
- Customer needs interview for your lead opportunity (pairs) 
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Target Specs 

Based on customer 
needs and 
benchmarking 

Final Specs 

Based on selected 
concept, feasibility, 
models, testing, and 
trade-offs 
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We are a little ahead in the reading topics… 

Opps    Needs    Specs 

Opportunity pitches (tomorrow)   Concept development 
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The Product Specs Process 

•  Set Target Specifications 
–  Based on customer needs and benchmarks 
–  Develop metrics for each need 
–  Set target values 

•  Refine Specifications (later) 
–  Based on selected concept and feasibility testing 
–  Cost-plus and Target cost models 
–  Technical development 
–  Trade-offs 
–  Final Specs 
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Product Specifications 
Mountain Bike Suspension Fork 
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Start with the Customer Needs 
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Establish Metrics and Units 
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How do you quickly set target specs? 

 Check out the competition! (benchmarking) 
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Benchmarking: Customer Satisfaction 
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Benchmarking: Actual Performance 
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Assign Target Values 
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VIDEO practice: OXO tools customer research 
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VIDEO practice: OXO tools customer research 
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Practice…needs to specs 
Shower chair for mobility-impaired 
Pretend I am your customer 
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Customer needs practice:  

Quote or observation    Need Statement 

“I need to change the height to fit me”   The chair height fits many users 

“It takes too long to adjust all 4 legs”   The chair height can be adjusted quickly 

“My tub is too narrow to fit those chairs”   The bath chair fits in narrow tubs 

“I don’t like to leave it in the tub”   The chair is easy to store elsewhere 

“I’m worried about germs on the seat”   The chair inhibits germs 
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Target Specs practice:  

Need Statement    Metric   How do you get a target value? 

The height fits many users   height range  measure/anthro data/competition 

The height can be adjusted quickly  time to adjust  survey/competition/test a prototype 

The bath chair fits in narrow tubs  leg stance width  measure tubs/competition 

The bath chair is easy to store  a. compacts/folds  market strategy choice 
elsewhere    b. weight   measure/anthro data/competition 

The bath chair inhibits germs   Special germ test  contact a lab/create a test 
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Target Specs practice:  

Need Statement    Metric   Units  Target Value 

The height fits many users   height range  inches  8 minimum 

The height can be adjusted quickly  time to adjust  seconds  5 max for avg user 

The bath chair fits in narrow tubs  leg stance width  inches  16 max 

The bath chair is easy to store  a. compacts/folds  pass/fail  pass 
elsewhere    b. weight   pounds  8 max 

The bath chair inhibits germs   Special germ test  pass/fail  95% or higher 
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Target Specs – simplified short version:  

Need Statement    Metric   Target Value/units 

The height fits many users   height range  8 inches min 

The height can be adjusted quickly  time to adjust  5 seconds max for avg user 

The bath chair fits in narrow tubs  leg stance width  16 inches max 

The bath chair is easy to store  a. compacts/folds  pass folding test 
elsewhere    b. weight   8 pounds max 

The bath chair inhibits germs   Special germ test  95% or higher germ test score 
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BREAK 
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Don’t worry if all your 
initial ideas aren’t 
10’s!  
The point is to 
become adept at 
creating opportunities. 
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Darwinator 
Average class rating 4-6 is typical 
How did people feel about their ideas? 
Remember the $60 and $20 price caps 
Check out a few polarizing: could mean there is a problem, or could 
be a taste/trend opportunity. 
Look for ones with high “lowest scores” – universal support 
Ones with low avg and high scores may have been explained 
inadequately, or need more thought. Else avoid them…. 

A few trend thoughts  
Make a greener version of something 
Try to simplify or “downscale” an item 
Make something customizable (massclusivity) 
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Hands-on  
> Identification of customer needs and target specs 
with one of your leading opportunities. 

> Fill out sheet and get instructor initials before end of 
class 

> Use this information to refine your opportunity for 
tomorrow 
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Tomorrow 
Present your opportunity pitch 
Group review, discussion, and voting 
Choose top half for further exploration, 
Make teams of 2 

Important! 
Our goal as a business is to develop the best 8 products we can for 
the market, and to attract investor funding and eventual market 
share to make our company thrive. 

So, while you are each proposing competing opportunities, the end 
result is a group effort, just like in a company. 
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