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• Should Munich Gases invest €10 million in this new product project? (Why/Why not?) 

Yes, the teeth whitening products markets size is predicted to be worth 7.40 billion by 2024 (Hexa research) so there is still money to be made in a project. Consumer demand is roaring for great results and are willing to invest the money for quick results. The idea of using plasma as a cleaning agent to make teeth go from yellow to white will interest consumers as they will find it easier and attractive towards their customers. 
Since Munich gases has been providing liquids and gases to firms across Europe historically the company’s reputation is well known across Europe in delivering their products and services as well as their RnD. They have a well-known name and whatever new product they will be investing in the companies they are dealing with will show interest towards it. Looking into various important factors in their market overview, firm’s expertise, return of investment, market saturation, financial performance, product development exit plan etc... will help them invest into their venture the firm’s strategic plan. Introducing and investing into a new product due to the long success and presence in the gas industry holding a strong name already supplying liquid oxygen to health care markets and carbon dioxide to the drinks and beverages industry, people will be accepting towards their products making it easy for the firm to convince them of this new product. having a rich history of successful R&D helping them maintain its dominant position in the market for the past 80 years, this shows there is a very high chance of gaining acceptance and recognition for a new project as people already show that they approve their products due to firm’s long existence and its formation. 
Looking into their business sense and they only investing 10 million of the 100 million budget they had so it is reasonable to take the risk and invest and with the teeth whitening in demand they will make that money back, if not I would consider selling the plasma in bulk to industries that are in the teeth whitening market like dental practices in that way, they will be benefitting both ways. 
Why I do not think they need to invest into the teeth whitening using plasma is due to the competition of the big names out there who have been in this game since generations, The likes of Colgate Palmolive, Johnson & Johnson, Proctor & gamble, GlaxoSmithKline and plenty more. Not only are they investors across Europe but other countries too for instance, in April 2017 Colgate-Palmolive acquired Ciba-Geigy, an Indian-based tooth whitening brand reaching and expanding down rural parts of India. 
Looking online there are so many companies available for the service of teeth whitening and the competition is very high, there is so many prices and offers available to customers so a decision will need to be made on how much money they really need to invest. (1.3)


• What other factors may yet decide the fate of this project? 
The fate of this project would depend on safety related issues which will determine the project as the question would be will it be chemically safe to use? Real consumer testing may influence. Researching Munich gases actions towards the new technology and competitors that would probably even speed up their R&D and outrank the company, so they need to make the right decision to either postpone or even investigate cancelling the project. (1.2)
Looking at the concept testing and development stage (1.3) mentioned below with the experiment of a pig’s tooth there is not significant proof of how long it will last on a human tooth and do not mention on how long it will last and how often they will have to get it done. 
The stage of the business and financial (1.6) in the scamper technique will also decide the fate of the project as the team will decide on prices compared with other leaders in the market. They may even investigate arranging finance for customers depending on the prices of the service. I would if I were in their shoes also offer a guarantee with the service and arranging a free tooth whitening service if they are not satisfied within a months’ time or even longer for a customer’s peace of mind.
Do not forget there may be people protesting against the experiment of using a pigs’ tooth and cause havoc for the company so they will need to be vigilant towards their actions.

• Which market should Munich Gases select: the consumer product market or professional/business market? 
Munich gases may want to diversify this project range or not that would be the decision as both markets are feasible due to teeth whitening getting very competitive and in demand. They may want to leverage the companies value chain. As a chemical company that they are they may want to strengthen its core business as a chemical company. Looking into the project we would find that both markets will offer high profits.
In my opinion I would advise Munich Gases to consider going into the professional business market to supply the ionised gas used in plasma that conducts the electricity and absorbs the energy from the electricity supply. If you think about how many dentists, they are across the globe it would be a good decision to take a project like this on, as Munich gases have been supplying the market for over 80 years and already supplying the health care markets with liquid oxygen, so they already have a trusted name within the health industry. They are a big company and licenses to supply the plasma should not be a issue for them which is a great advantage.
In (1.7) they may want to start within their own region and get customer reviews from big dentist firms or even try it for their own colleagues as they employ a lot of people and see how the reviews work out for a 6-month trial and then decide whether to commercialise (1.8) a great example I found is a first ever British company using cryptocurrency for their success during lockdown.



• Should Munich Gases secure an entry into the market with one of Europe’s leading multiples (e.g., Lidl, Tesco, Carefour, Aldi)? (Why/Why not?) 
If Munich gases decide to secure their entry into a business agreement with Europe’s top leading retailers, they will guarantee their customers and using their brand names new customers will be gained and not forgetting their own customers who buy the chemicals off them and trust in them. 
Using brand names like Lidl Tesco Carefour and Aldi they will be gaining due to the big customer base they have got across Europe they will be hitting the market strong. Due to the plasma available in solid liquid and gases products can be available to sell on supermarkets and store shelves across Europe as big names like Lidl, Tesco, Aldi have all a massive customer base not only instore but online too. But not taking into consideration how many companies there are across the globe providing teeth whitening services.



• How can the firm reassure uneasy consumers about the safety of plasma in their mouths?
Educating people towards the safety of the products they decide to make and reviews from consumers and customers and the trust of Munich Gases as a trusted company should be enough starting from the concept developing and testing process. The example where a pigs’ tooth is used to with the use of plasma scrubbing a yellow tooth and making it white again is enough to see the truth and I will be reassuring that it is safe to do so as according to the case study it is more like a cleaning tool used in the experiment scrubbing the tooth to get rid of the yellow stains. This scrubbing experiment using plasma would be a substitute towards the products available for tooth whitening such as gels, pens, strips, kits, but the scrubbing sounds safer than putting substances in your mouth. Munich gases will need to attract customers towards this experiment for them to stop using what they are now, not forgetting just Americans alone is said to have 37 million using teeth whitening products never mind around the globe. Using the idea screening (1.2) Munich gases will look at the products already out int the market and decide to bring the tooth scrubbing service as a substitute. 
Looking at gaps and finding niche in the tooth whitening industry Munich Gases may decide to use the tooth scrubbing experiment instead of customers continuously buying products available online and instore. They may offer free consultations for customers at dentists available for scrubbing of teeth with the use of plasma and set decent costs of the service eliminating other costs and they could even think about the recyclability of the gases. 
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The SCAMPER technique would have been the successful technique Munich Gases used in order to creatively think and problem solve as part of the design process turning ideas into innovation and breaking barriers against creativity. As their project is going to be a modification of existing products around us the SCAMPER is considered the direct and easiest method to use. Seven different thinking approaches are used in the scamper technique which Munich will use to find innovative ideas and solutions. Within the team for this project, they would think in a specific flow using critical thinking in order to help emerge innovative ideas not possible to reach using the regular thinking flow. They will be using several different thinking approaches to find the innovative ideas and solutions. The seven SCAMPER techniques include the following:

1.0 The stages of new product development
[image: ]
Munich gases Productivity would be key for a successful new product development when coming into the teeth whitening market as this market has gradually grown across the world. They will seek to remain relevant profitable and efficacious in developing the product to the market and deliver great value to their audience members. 
They will need to understand what their consumers want, and they also know that competition is tough and similar products already exist on the market so they may look at products like Maria Klaus came with the idea “I can envisage a handheld small plasma toothbrush in bathrooms all over the world” which I would say would be a great idea something different and ideal for the competitive market. The product development strategy is of essence when they will take the great product ideas and translate them into even great final physical products. The NPD strategy should be systemic customer-driven and sales-goal oriented. To do this Munich gases have followed the eight stages of the new product development process ensuring ultimate productivity driving the products overall marketability upon introduction. Here is how:

1.1 Idea generation
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This is where the company would look at product development opportunities internally and externally, they would look at the SWOT (strengths weaknesses opportunities and threats) with the competition high in teeth whitening they will need to examine the market where they will find the threats that there is mentioned in the case study ‘multinationals, such as Colgate-Palmolive and Procter &Gamble had huge power’ mentioned by Bernard Bing the product development manager. This was the threat they would be facing but then again, he seen an opportunity of the licensing technology Munich gases have and the exclusive access to the unique technology and competitive advantage. 
At this stage they were coming up with ideas by analysing and examining the market and deciding what product ideas they can come up with. The goal for idea generation was to see if they could decide on ideas to separate their business from the competition through enhanced affordability and ROI and reduce their distribution costs. 
1.2 Idea screening
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At this stage Munich gases had to decide on which ideas are not so great and the ideas which they think are feasible. They will be taking into consideration the fact that they are a huge company, the weaknesses of the company, current customer needs and market trends, affordability, expected and desired ROI, affordability and what the competitors are already producing. 
1.3 Concept development and testing
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This stage is where the company would have decided on the product and to prove their findings for example when Michael Glass the R&D project leader showed his findings on using plasma on his convincing slides which showed some dramatic changes following exposure to plasma with discoloured yellow teeth changing to a shade of white using pigs’ teeth experiment. This is where they can start asking questions about the product and what is missing towards it and whether it is something people are likely to buy. Therefore. The concept testing process enabled them to quickly and economically gauge initial attitudes towards the product.
1.4 Business strategy analysis and development
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Once they have decided on a promising concept, they will put together an initial business and marketing strategy with a in depth analysis showing methods used by sales team, marketing teams and the product management team into what audience will be targeted and how they will be selling the product. The target market, the new products planned value proposition, following the launch their sales market share and profit goals, long term goals and planned development marketing sales and distribution budgets. 
1.5 Business and financial analysis
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It is very important for them to analyse the remaining viable new product concepts for business and financial potential and implications to be done before diving into the development of the new product. Munich gases can afford to implement the business and marketing strategies the defined. To monitor the progress, they will have a system of input and outputs metric looking at detailed factors like their relevant competitors, cost projections, demand projections and minimum required investment. Feedback information should be employed in each NDP stage and the value of launched products, sales data and other valuable feedback. They will be looking towards the sale history of similar products and the surveys of current market determining current trends and truths and assessing the risks involved in the development involved in the new product. 
1.6 Product development

[image: ]
Following the approval of all relevant businesses’ marketing, financial and development strategies the product concept will be developed into an actual tangible product in the sixth stage of the new product development. In this product development stage, the main actions would be packaging, branding, product positioning, usage testing and product construction.
1.7 Test marketing [image: ]

At this stage, the company would provide the finished project and put for sale in one or multiple sample market settings observing how well the product is doing or how poor the product is. Happy and satisfied customers at this stage is vital due to the feedback which will be left, and they will be relying on actual observed customer behaviour. So, before the real investment is made the goal of the testing market stage of the NSP process is to validate the entire concept behind the new product. 
1.8 Commercialisation 
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The commercialisation stage of new product development would be when Munich gases will be ready for the product or service and all associated marketing strategies are ready for launch. They will now be ready to implement a full marketing plan and a production process. A product management platform would be used to get the teams working together and collaborating on workflows meeting the products individual requirements. Craft is a good example of a platform as it gives product management teams a unified place to create and follow through on NPD strategies, track tasks, manage products collect the marketing feedback and utilising the best software products. 
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