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Client Situation/Need:

Ducker was approached by a global supplier of specialized 

processing equipment and engineered solutions serving critical 

processing industries such as food & beverage and industrial 

markets. The client firmly believes that continuous innovation and 

delivering increased value to customers are vital to advancing 

competitive differentiation, business growth and success. The 

early stages of new product development center on the discovery 

of customers’ unmet needs, latent needs, workarounds, and 

desired business outcomes leading to ideation and potential 

concepts to consider for development.

Ducker was engaged to build a consistent and repeatable process 

to implement internally, with the goal of continually feeding the 

pipeline with innovation ideas and concepts.   By adopting a 

scalable and repeatable process within the client organization, 

customer-centric innovation and accelerated commercialization 

become a core competency and ultimately, lead to enhanced 

market and competitive positioning. 

Issue/Opportunity/

Challenge

The client holds a leading 

competitive position 

underpinned by its reputation 

for innovative design. To 

maintain its competitive edge, 

the client engaged Ducker to 

develop a New Product 

Development Playbook, 

designed to increase its 

innovation pipeline and 

accelerate commercialization 

of new technologies. 

Ducker Solution: 

Ducker has extensive experience in supporting clients with their 

product development and innovation processes including the earlier 

stages of discovery and ideation. Ducker also has decades of 

experience studying end-use market segments and end customers 

served by the client, providing us with an intimate understanding of 

the complexities of our client’s customer base and market dynamics 

as well as the credentials to successfully collaborate and coach the 

client’s core team through the research, analysis and adoption 

process.  

Ducker proposed a threefold solution. First, Ducker established a 

consistent and repeatable discovery research and analytical process 

and playbook for the client to implement with its customer facing 

team members. Second, we provided discovery research training for 

the client’s team members who frequently interact and visit with 

end customers, so they are confident and effective in their ability to 

observe, assess and analyze customer needs and identify innovation 

opportunities. Lastly, we supported phases of customer research 

with on-site, collaborative visits to key customer accounts working 

side by side with the client’s team members. 
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AMERICAS
Troy, Michigan (Global 
Headquarters)
1250 Maplelawn Drive
Troy, MI 48084
Phone: +1.248.644.0086 or
+1.800.929.0086
Fax: +1.248.644.3128
Email: info@ducker.com

New York, New York
Email: info@ducker.com

EUROPE
Paris, France (European 
Headquarters)
110 Avenue Victor Hugo
92100 Boulogne-Billancourt, 
France
Phone: +33.1.46.99.59.60
Fax: +33.1.46.99.59.70
Email: info@duckereurope.com

Berlin, Germany
Jüdenstraβe. 50
10178 Berlin, Germany
Phone: +49.30.92.10.16.61
Fax: +49.30.92.10.16.92
Email: info@duckereurope.com

London, United Kingdom
Email: info@duckereurope.com

ASIA-PACIFIC
Bangalore, India
133/2, 2nd Floor, Janardhan 
Towers, Residency Road
Bangalore, INDIA – 560025
Phone: +91.80.4914.7400
Fax: +91.80.4914.7401
Email: info.india@ducker.com

Shanghai, China
108 Yuyuan Road, Suite 903
Jingan District, 200040 
Shanghai, China
Phone: +86.21.6443.2700
Fax: +86.21.6443.2808
Email: info.asia@ducker.com

Client Outcomes: 
With Ducker’s support, the client adopted a proven and repeatable process by which their teams 

observe, understand, and address existing customer issues and drive customer-focused innovation, 

leading to accelerated new product development, and increased success of commercialization.

Benefits/Deliverables:

Through close collaboration with client 

core team members, virtual training 

conducted by Ducker team, and in-person 

interviews and exploratory observational 

research with key client customers, 

Ducker delivered a New Product 

Development Playbook with consistent 

and repeatable discovery research and 

analytical processes. 

The Playbook provided the client with a 

comprehensive framework and internal 

competencies for developing innovative 

ideas and concepts to continually feed the 

new product development pipeline. 
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