
For a leading industrial conglomerate, OVO worked with R&D
teams, sales teams and marketing teams to identify new product
opportunities and quickly deliver new products in several new
markets.

Getting Started
After many years of focus on Six Sigma and Lean capabilities, the corporate
R&D team, along with the sales and marketing teams of several of the
business lines identified innovation and new product development as a critical
focus area. The firm had fallen behind its competitors and lacked compelling
new products. Additionally, an industry trade show was rapidly approaching,
and the firm believed it had to have new products to demonstrate at the event.

Recognizing the competing challenges of a conservative corporate culture
combined with the demands for interesting new products and services in a
very short period of time, OVO deployed its 90 day BHAG methodology. This
methodology cuts innovation cycle time, reduces costs and improves
outcomes for a team fully committed to radical innovation.

Faster, Less Risk, Less Uncertainty

Using this methodology the entire team commits to a very aggressive
schedule – creating a physical prototype of a new product or service in 90
days, addressing one specific customer need or opportunity. The first line of
business we worked with created a new customer application based on
insights from the sales team and customers, and in 90 days created a new
product that will radically change their industry. The project entailed a rapid
training exercise of the team, a brief ethnographic exercise to immerse the
team in the customer need, several rapid idea generation sessions,
evaluation and selection of the ideas and rapid prototyping.

Using this methodology, we were able to present several complete physical
prototypes to the steering committee in a little more than 90 days. Several of
the concepts were accepted and moved forward into development.

New Intellectual Property, New Products
Based on this project, and other projects that followed in other lines of
business, the client has new patents and intellectual property and
compelling new products.

Using the OVO 90 day BHAG methodology we were able to create
interesting, compelling new products in less than three months that
exceeded customer’s needs and demonstrated that any firm can innovate.

Client:
A leading industrial
holding company with several
distinct lines of business.

Need:
Generate disruptive new
products and services in
each line of business in a 
short time frame.

Solution:
OVO worked with the 
corporate R&D team and
the marketing and sales
teams from each line of 
business to identify customer
needs, then conducted a
90 day disruptive innovation
effort focused on a specific
customer opportunity.

Outcome:
In a little more than one
quarter, disruptive new
prototypes were presented
to the steering teams of
two business units.  New
products were released
within one year of the start
of the project.

Industrial Firm Success

For more information,
contact OVO today:

www.ovoinnovation.com

info@ovoinnovation.com

919.844.5644 x789
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