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What marketing knowledge is likely to be required for the development of new CDS product
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Legislation Requirements
• Different laws in different jurisdictions/countries that may affect 

product standardisation 

Business Model
• Sell CDS – single sale revenue; Product Pricing
• Lease out CDS – continued revenue stream

Potential Consumers
• Segmentation: Geographic; Demographic; Behaviour; Usage
• Consumer Types – Individuals; Hospitals; Companies; Hotel 

Industry; Cruise Industry; Airline Industry; Schools + Colleges; etc.
• Consumer Expectations – product acceptance market sensing
• Potential Sales Volumes – sales forecasting; lifespan of product in 

the market;  planning production volumes

Marketing Channels
• Market CDS through Social Media; Webinars; Partnership with 

Government agencies
• Product Branding

Substitute Solutions
• Potential substitute technologies developed by competitors 
• Competitor Strengths and Weaknesses 

Existing IP’s
• Search Intellectual Property Office for existing Patents, Designs, 

and Trademarks related to the CDS
• Infringements 

Components Supply Chain
• Components Sourcing – supply contracts; supply logistics; supply 

price agreements; threat of currency fluctuation on commodity 
pricing 

Distribution Chain
• Product availability: Pharmacies; Hospitals; Supermarkets; High 

Street; Post Office; Online Purchase 
Product Development: 
• VOC – KANO Model – understanding customer needs – ethnographic study
• Development of CTQ’s ; DFM, DFMEA’s 
• Product Prototyping, Testing 
• Productionizing – Awarding manufacturing contract; PFMEA, Quality Control
• Product Certification
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Product Value Proposition: 

GOAL: Finding the reason why the CDS is so valuable to the customer that it makes them 
want to purchase it

• How does the target market benefit by using our CDS?

• What are the compelling points of difference between our CDS and competition?

• What are the features and benefits of or CDS that are of great value to our target 
customer?

• What value does potential competition or substitute products provide to the 
segments that we are interested in?

• What are the valuable points of differentiation between our CDS and the 
competitors’ or substitute? 

Value Propositions for Different Customer Types

CDS 
Customers

Physicians

Potential 
Patients

The
Payer

Quick Detection 
leads to enhanced 
chances of survival 
and peace of mind

Early Diagnosis 
leads to fewer 

complications; less 
patient overload

Pharma-economics: 
cost benefit; quality 

of life; survival 
benefit
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KANO Model: creating CDS product roadmap with the right features

GOAL: Determining our customers’ satisfaction with CDS

• How do we measure satisfaction?

• How do we choose what to build in order to provide it?

• How do we go beyond satisfaction into delight?

FACT: Customers’ Satisfaction with our CDS features depends on the 
level of functionality that is provided

Features 
Classification: Significance Example

A Performance 
Attributes:

- The more we provide, the more 
satisfied our customers become with the 
CDS

CDS Results 
Processing Time

B ‘Must-be’ 
Attributes: 

- Basic expected features to make  our 
CDS acceptable

CDS results 
accuracy

C Delighters: - Attributes that will make our CDS 
attractive

Device size -
portability

D Indifferent: - The features that will not matter to our 
customers whether present or not

Decorative pattern 
on device

The Natural Decay of CDS Delights
We should note that the Kano categories of features are not static — they change
over time!

What our customers view as current attractive features on our CDS, will turn into
Performance and Must-be features as time goes by. This disenchantment is due to
many different factors, including technological evolution and the emergence of
competitors, all vying to bring the same functionality after the first mover.
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Product Characteristics
• Easy of use – simple 123 steps

• Test Results Interpretation - colour coded results system; Yes/No

• Accuracy – Test results confidence level, repeatability

• Results processing time – seconds/minutes/hrs/days

• Device size – portability – fits in the palm

• Accessories – replacement filters/filament/detector

• Disposal of used units/accessories – pollution + risk of CV spread

• Device Shelf – degradation of detector performance due to e.g. oxidisation; UV 
exposure and other factors

• Environmental Factors on Device Performance – e.g. ambient temperature; alcohol 
presence in breath; etc. 

• Calibration and Re-calibration Requirements
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What business are we in?

Breathalysers

Chemical

Fuel Cell

Infrared 
Sensors

Semiconductor
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What business are we in?

Breathalyser Test Results

• 35 or below = Suspect will not be charged
• between 36 and below 40 = Suspect should be released without 

caution or charge (in serious cases, back calculation is considered)
• 40 or above = Suspect will be charged accordingly
• unreliable results = Suspect may be required to provide an 

alternative specimen for analysis (blood or urine)
• breath testing device unavailable = Suspect may be required to 

provide an alternative specimen for analysis (blood or urine)
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What business(es) could we be in?

CORONOVIRUS

PORTS AIRPORTS WORKPLACES TRANSPORT BARS/RESTAURANTS EVENTS Schools/colleges



What business(es) could we be in?

Potential 
Disease 

LUNG 
DISEASE BRAIN 

DISEASE

DIABETES

LIVER 
DISEASE

CANCERS

AGEING 
DISEASE



What business(es) could we be in?

Potential Market Channels



Market Sensing Capabilities

WHY?

Government 
requirement. 

Life or Death

Safety & cross 
contamination

Return to work

Needed for 
economy
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