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1 Introduction  

1.1  Background and motivation 

In the high-tech industry, the services of a service-based software firm are typically 

tailored to suit the custom needs of various different customers. Thus, the palette of 

available services may be versatile, or better yet complicated, ranging from business 

case development to prototyping, design, development, testing, support and 

maintenance. In addition, the services may impact the firmôs business performance in 

numerous ways in addition to the short-term profitability of the implemented projects. 

For instance, the company may decide to focus its efforts to target a strategically 

important customer or segment, which, in turn, will introduce new business 

opportunities. In such a case, an ad hoc decision making process, based on the 

immediate revenue is not be strategically the most sensible one and certainly cannot be 

used as the sole basis of developing the firmôs long-term offering. 

In such a situation, it is important to ask: what can and will the company gain by 

providing various services and what are their true impacts? In addition, what should the 

service offering of the company look like, especially considering the long-term business 

performance of the company? These impacts need to be considered from a very broad 

perspective, in order to realize the true potential and complete implications of a certain 

kind of offering. For instance, the offered services may have an impact which manifests 

itself in a different place within the value stream altogether, instead of having any 

visible impact on the current customer. On the other hand, if the impacts and business 

opportunities have already been identified, the next logical questions are: what should 

the offering of the company actually be and why? 

The problématique described above is of interest of the strategic management of 

Symbio, a global product co-creation company. The company operates in a variety of 

industries providing mostly software services, along with complementary ones, such as 

testing and project management. The wide range of competencies and different kinds of 

customer needs make Symbioôs service offering a rather versatile one. The projects are 

typically parts of large and complex products and systems, for which various different 

software services are required. 

Among Symbioôs key strategic objectives is to transform the company from a 

traditional outsourcing house into a product co-creation partner and a prime source of 

competitive advantage and value for its clients. As a relatively young company, Symbio 

has set ambitious growth targets, which means the firm is constantly seeking 

opportunities to establish new customer relationships and to access new markets. This is 

the strategic background, from which the research problem of this thesis has emerged. 

In order to move on from selling resumes and renting engineering resources to 

becoming a key component of the clientsô product development processes and partners, 
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the true impacts of the service offering must be properly understood. The offering must 

be developed according to the customersô needs, but the needs cannot be properly 

understood without examining the clientsô value stream and the impacts that the service 

offering inflicts upon it. 

In addition, people in the sales or account management functions of the company tend 

to optimize the short-term profitability of projects. This typically results in a situation in 

which the services and resources for any given customer are allocated in an ad hoc 

manner. While considering the immediate profitability is certainly important for a 

service-based firm, this ad hoc process cannot be the only tool available when looking 

at the firmôs offering and its long-term strategic development. 

In practice, this means that Symbio needs some tools to position the customer within 

its environment, in order to identify other business opportunities and impacts within that 

environment. Furthermore, the implications of the firmôs offering need to be carefully 

considered. In this discussion, an additional key issue is how Symbio will be able to 

create value for its customers and how the firm will be able to access new customers 

and markets, for reasons stated above. 

1.2  The research problem 

The objective of this thesis is to create a model to help Symbioôs senior management 

better understand true impacts of Symbioôs existing and potential service offering. This, 

in turn, will hopefully help identifying additional business opportunities and provide 

insight to the development of Symbioôs service offering. 

For this, a framework to model Symbioôs business is devised. This framework can be 

used to understand the true impacts of the services Symbio offers for its customers. 

Thus, the first research question is set as follows: 

 

¶ RQ 1: How is value created in the different phases of a productôs 

development and its life cycle? 

 

In order to answer this question, one first needs to look into the different product 

development models and the concept of product and technology life cycles. This is done 

mainly to identify common elements across the different models, in addition to 

presenting the different activities typically performed in these stages. The answer to the 

first research question is found by combining this information with the concept of value 

stream, as described by Porter (1990) and further elaborated on by Davies (2004). 

In addition to presenting the value creation in product development and the product 

life cycle, one needs to examine the impacts of the service offering. Specifically, the 

second research question is set as follows: 

 

¶ RQ 2: What are the impacts of services to the business performance of a 

company? 

 

In order to discover the answer to the second research question, this thesis mostly relies 

on the literature presented by Kujala et al. (2008) and Artto et al. (2008). Furthermore, 

an emphasis is put on customer value creation, as described by e.g. Walter et al. (2001) 

and Möller & Törrönen (2003), which is an essential issue for two reasons. First, as one 

of the objectives of the thesis is to provide a basis for discussion of Symbioôs offering 

development, the capabilities required in creating value for the firmôs customers are 

especially interesting. On the other hand, after analyzing how value is created from the 
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product development and life cycle point of view, one needs to analyze it also from a 

service supplier perspective. Thus, the customer value discussion warrants special 

attention in this thesis as well. Additionally, Symbioôs ambitious growth targets 

highlight the importance of analyzing the logic and mechanisms in which a company 

gains new customers and enters new markets. This, too, has an emphasis in the 

discussion. 

By combining the answers of these research questions, a framework is constructed, 

which is then subjected to empirical testing. 

1.3  Research method 

The research problem is approached using a constructive methodology, as described by 

e.g. Kasanen & Lukka (1993) and Olkkonen (1993). The methodology is used to create 

new practical and theoretical knowledge. The aim of constructive research is to solve a 

practical problem by creating a new construction, as the name suggests. An important 

characteristic of the solution is that its usability may be demonstrated through a 

practical implementation of the construction. The reliability of the construction is based 

on the credibility of the created construction and its practical applicability. (Lukka 2003, 

Kasanen & Lukka 1993, Olkkonen 1993.) The key elements of the constructive research 

approach are illustrated in Fig. 1. 

 

 

 

 

 
 

Fig. 1. The central elements of constructive research approach (Lukka 2003) 
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Kasanen & Lukka (1993) characterize the constructive research process into the 

following phases: 

 

1. Finding a practically relevant problem. This research problem should have some 

research potential. 

2. Obtaining a general and comprehensive understanding of the topic 

3. Innovating, i.e. constructing an idea for a solution 

4. Demonstrating that the solution works 

5. Presenting the theoretical connections and research contribution of the solution 

concept 

6. Examining the scope of the applicability of the solution 

 

This is also the process followed in this research. In the following paragraph, the 

structure of the thesis is described, in addition to how it reflects the research chosen 

research approach. 

1.4  The structure of this thesis 

The structure of the thesis roughly reflects the research process described in the 

previous paragraph. The problem in addition to its context and its practical relevancy 

has been described in the introduction. Obtaining the general and comprehensive 

understanding of the topic is done by conducting a literature review. This is theoretical 

review begins with an overview of the typical activities in the different stages of the 

productôs time line, not only after its launch, but also before and during the product 

development process. This understanding is then combined with the introduction of the 

concept of value stream and its relation to the productôs time line. Based on this, a 

model for positioning projects and the service offering is created. This model is further 

combined into an understanding of service impacts and value creation, based on a 

theoretical foundation.  

Based on this theory, a framework is constructed and thus a solution to the problem is 

proposed. This solution is then subjected to empirical testing, which is described in 

Section 5. A set of case-study projects are examined using this framework and the most 

important empirical findings are presented. Further, the scope and applicability are 

discussed, in addition to the solutionôs theoretical connections. This is done in Section 6. 

Finally, a summary of the key outcomes of the research is presented.  



15 

 

2 Product value creation 

As the time line of any given product is examined, one needs to consider both the 

product development process prior to the market launch, as well as the post-launch 

activities, during which an emphasis is put on the product, technology and technology 

adoption life cycles. This is important, as service-based software companies may offer 

services for both new product development and product co-creation, as well as more 

maintenance-oriented ones, such as sunset services and integration services for existing 

products. 

In this section, various product development and software development models are 

first presented in order to identify the common activities in the new product and 

software development process. Furthermore, the process-oriented nature of product and 

software system development is emphasized. This is to highlight the fact that a firmôs 

offering may consist of a variety of different activities within the process. The main 

motivation, however, is that one needs to understand what the productôs development 

process and its life cycle actually look like in order to properly understand how 

participating in the process may create value in the first place. 

Thus, after briefly discussing the stages of product and software development, the 

concepts of product, technology and technology adoption life cycles are introduced. 

This is necessary, as one also needs to consider the services offered for products that 

have already been launched. The understanding gained from looking at the product from 

both pre- and post-launch perspectives is combined into a model, which helps the reader 

to understand the various activities in the productôs time line in a generic manner. 

Finally, the concept of the value stream is introduced. This is done in order to draw a 

connection between the notion of additional value and different kinds of products, their 

life cycle, their positioning and their development. 

2.1  Product and software development models 

In this section, some typical ways of modeling a product development process are 

presented. Both generic new product development processes, such as stage-gate 

systems, as well as those typically considered software system specific, such as the 

waterfall model and agile methods are considered. This is done to identify similar 

elements within each framework. These similarities, along with an understanding of the 

post product development activities are combined into a single model, which will be 

presented in section 2.3 . 
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2.1.1  Waterfall model 

Perhaps the most common framework to depict the classic software system 

development process is known as the ñwaterfall modelò, typically attributed to Royce 

(1970). However, it should be noted that Royce neither promoted the model as a 

successful one nor coined the term ñwaterfallò. Royce specifically states that the model 

is ñrisky and invites failureò. (Royce 1970.) 

The waterfall model, illustrated in Fig. 2, is an intuitive way of describing the 

activities of a typical software system development process. The idea is that the 

consecutive stages of the software development process follow each other, resembling 

the flow of water in a waterfall. An ideal software project would start by defining the 

requirements, which act as the basis for performing the system design. Based on the 

design, the actual implementation, referred to as coding by Royce, takes place. This 

code is then verified, after which the project goes into an operations and maintenance 

mode. (Royce 1970.)  

 

 

 

 

Fig. 2. Waterfall model (Royce 1970) 

 

 

 

This model is commonly regarded as a simplistic ideal, which successfully depicts most 

of the common activities present in a typical software system development project. 

While it also succeeds in capturing the process-oriented nature of the process, it fails to 

take into account many realities of a real-life software development. For instance, in 

reality, it is often difficult to accurately devise the precise design of a system 

beforehand, without any input from the further stages, such as the actual 

implementation, or even testing. (Royce 1970.) 
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Generally, the waterfall model is considered to be an inefficient and unrealistic way 

of modeling modern software projects. For instance, the waterfall model fails to 

recognize the iterative nature of a typical software engineering project, in contrast to 

e.g. the RUP, as described in the following section. Currently, the so-called agile 

methods have seemed to take a strong foothold in the software industry. 

2.1.2  The Rational Unified Process 

The Rational Unified Process, commonly referred to as RUP, is a modern software-

engineering process developed by IBM, introduced by Kruchten (1999). The process 

relies on six best practices: iterative development, requirements management, 

component-based architectures, modeling software visually, software quality 

verification and change control. These are claimed to improve the commercial 

development and deployment of software. The model is relatively wide-spread and 

industry proven. It is presented here to illustrate some of the common activities and 

mentalities involved in modern software development. 

The process divides the software development process into workflows, which, in turn, 

are divided into disciplines. On the other hand, the process consists of four rough phases 

over time, namely inception, elaboration, construction and transition. This is illustrated 

in Fig. 3. 

 

 

 

 

Fig. 3. The Rational Unified Process (Kruchten 1999) 
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2.1.2.1  RUP and Time 

As mentioned above, the time dimension of the process is divided into four phases, 

which are cyclic in nature. At the end of each phase, a well-defined milestone is 

delivered. During the inception phase, the business case is established and the projectôs 

scope is defined. In this case, the environment and the interaction of the system are 

mapped out and the use-cases are defined. Furthermore, the risks are assessed, success 

criteria are defined and an initial resourcing plan is devised. Especially, the timeline and 

planning for the rest of the phases is carried out during the first phase. (Kruchten 1999.) 

In the second phase, called the elaboration phase, the problem domain is analyzed 

and the foundation of the architectural design is built. The project plan is developed and 

the highest risks, as assessed in the first phase, have to be eliminated. This stage already 

requires quite a deep understanding of the system. The author argues that this phase is 

likely the most critical one, as at the end of the phase, a go-/kill -decision has to be 

carried out. An erroneous decision at this point is very costly, as the subsequent 

construction and transition phases are very high-cost, high-risk operations with 

substantial inertia. Importantly enough, according to the RUP, a functional prototype is 

also built during the elaboration phase. (Kruchten 1999.) 

In the subsequent construction phase, all the remaining functionality and features are 

built and integrated into the product, as well as tested. The authors compare this process 

similar to a physical manufacturing process, in which cost optimization, scheduling and 

quality are emphasized. Furthermore, typically the construction can be divided into 

several parallel construction increments or activities. At the end of the construction 

phase, a working product has been produced. In a software context, this product is 

typically called the beta-version of the product. 

The purpose of the final transition phase of the RUP is to enable the use of the 

software product for the user community. Typically, some issues and software bugs arise 

during this phase, in which case the problems have to be corrected and new releases 

built. At the end of this phase, the team has ideally produced a final working product 

with which the customer is satisfied. (Kruchten 1999.) 

As emphasized before, the RUP is an iterative process. Each of the phases can consist 

of multiple iterations before advancing to the next one. Each iteration builds on the 

product incrementally before producing a release for the next phase. This approach 

mitigates risk, makes changes more manageable, enables a higher level of re-use and 

better learning as well as improves the overall quality of the software. (Kruchten 1999.) 

2.1.2.2  RUP and Workflows 

A workflow in the RUP is ña sequence of activities which produces a result of 

observable valueò. There are nine workflows defined in the RUP process: six core 

engineering workflows in addition to three core supporting workflows. The first of the 

six engineering workflows consists of business modeling, which is responsible for 

building the business case and for the communication between business engineering and 

software development personnel. The requirements workflow, in turn, defines what the 

system must do. One of the targets of this workflow is to get the engineers and the 

customer to agree over the requirements. (Kruchten 1999.) 

The analysis and design workflow aims to show how the system will be implemented. 

Specifically, the system must fulfill its performance, feature and quality requirements. 

In other words, the analysis and design workflow is responsible for the systemôs 

architecture. The implementation workflow targets to implementing the actual program 

code. This includes organizing and implementing the relevant classes and their 
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interactions as well as unit testing and integration of subcomponents and subsystems 

into the overall system. (Kruchten 1999.) 

In contrast to implementation, the purpose of the testing workflow is to ensure the 

integration of the objects and subsystems is functional. Furthermore, the testing 

workflow aims to verify that the components implement the required functionality as 

expected. It is important to catch defects before the productôs deployment, which 

radically decreases the costs of fixing the defect. The last of the core engineering 

workflows is the deployment workflow, which aims to produce the internal and external 

releases of the software, in addition to delivering them. Installation, distribution, beta 

test management and support activities are typically a part of the deployment workflow. 

In addition to the six core engineering workflows, the RUP defines three support 

workflows: project management, configuration and change management and 

environment.  Project management is concerned with balancing objectives, managing 

risks and overcoming obstacles in order to deliver a product within the given time-

frame, budget and quality. Configuration and change management aims to control how 

the different artifacts created in the process are handled. For instance, managing 

multiple versions of different components needs to be systemically managed in order for 

the project to succeed. The purpose of the environment workflow is to enable the 

developers to do their jobs. In a nutshell, the environment workflow provides the 

required tools and development environments for the development team. 

It is important to realize that many, if not all of the workflows described above are 

active during the projectôs life cycle. The relative importance of each workflow varies 

when going through the different phases of the life cycle. For instance, the deployment 

workflow might not be active at all during the first phases of the project, whereas its 

importance is substantial during the last phase, whereas the importance of the business 

modeling workflow is almost the opposite. On the other hand, project management is an 

important activity throughout the entire life cycle of the project. This, in addition to the 

iterative nature of each phase, differentiates the RUP from the classic ñwaterfallò model, 

presented in section 2.1.1 . 

2.1.3  Agile software development 

In the beginning of the 21
st
 century, the software development community saw the rise 

of the so-called agile methods. Agile software development emphasizes the iterative 

nature of software development, collaborative and self-organizing teams consisting of a 

variety of competences. The term agile was coined in the Agile Manifesto, published in 

2001. (Beck et al. 2001) 

More specifically, in the Agile Manifesto (Beck et al. 2001), the following things are 

valued: 

 

¶ Individuals and interactions over processes and tools 

¶ Working software over comprehensive documentation 

¶ Customer collaboration over contract negotiation 

¶ Responding to change over following a plan 

 

 

Boehm (2002) uses the term plan-driven in contrast to agile to emphasize the fact that 

in an ideal, ñtraditionalò software development project, a well-defined plan is a 

requirement, whereas the new, agile methods typically divide the development into 

small iterations or increments, during which the requirement and the specification itself 
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evolves alongside the software itself. The key idea is that during each of the iterations, 

the entire software development cycle, as described by e.g. the waterfall model, is 

typically executed. This is to mitigate risk and to increase the ability to quickly respond 

to changes in the requirements and the environment. 

Furthermore, there are a number of principles which are favored within agile 

methods, such as simplicity, self-organizing teams, face-to-face conversation, frequent 

deliveries, motivated individuals, close cooperation of business people and developers 

and the ability to adapt quickly to changing circumstances. (Beck et al. 2001) 

It is important to realize that these iterative and agile methods are not to be 

categorized as a single process. In fact, there are a number of methods and processes, 

such as ASD, DSDM, XP, TDD, SCRUM and Lean Development that are typically 

associated with agile software development. It is the shared value proposition these new 

methodologies share, because of which they are typically considered to be ñagileò, 

rather than corresponding to a single process or methodology. Many of these methods 

are actually older than the Agile Manifesto, but were merely grouped under a single 

common name in the early 2000s, after recognizing the fact that they shared a common 

ideology and a similar value proposition. 

Boehm (2002) illustrates the key differences between agile and plan-driven methods 

as follows: 

 

 

Table 1. Comparison of agile and plan-driven methods (Boehm 2002) 

Area Agile methods Plan-driven methods 

Developers Agile, knowledgeable, collocated 

and collaborative  

Plan-oriented, adequate skills, 

access to external knowledge 

Customers Dedicated, knowledgeable, 

collocated, collaborative, 

representative and empowered 

Access to knowledgeable, 

collaborative, representative and 

empowered customers 

Requirements Largely emergent, rapid change Knowable early; largely stable 

Architecture  Designed for current requirements Designed for current and 

foreseeable requirements 

Refactoring Inexpensive Expensive 

Size Smaller teams and products Larger teams and products 

Primary 

objective 

Rapid value High assurance 

 

 

 

 

Even though agile software development methods differ significantly from the 

traditional plan-driven ones, in the proceeding text it will be illustrated that regardless of 

the actual software development methodology used in the product development project, 

some common elements can be identified in the product time line when looking at it 

from a broader perspective, rather than concentrating on the core development 

methodology. 
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2.1.4  Stage-gate systems 

Cooper developed a strategic solution for managing new product development in 1990. 

This solution is not specific to software systems, but applies to a generic new product 

development process. In his research, Cooper proposed the concept of stage-gate 

systems as one answer to better management of innovation processes. The stage-gate 

approach recognizes, most importantly, that product innovation is a process that can be 

managed like any other process. As processes can be managed and developed, one way 

to improve the quality of the output of the process which, in this case, is the innovation 

itself, is to focus the improvement efforts on the actual process. (Cooper 1990.) 

The stage-gate model divides the innovation process into a fixed set of stages 

consisting of ña group of prescribed, related and often parallel activitiesò. For instance, 

all testing activities of a new product, such as prototype testing, field testing, product 

piloting and test marketing can be grouped within a single stage in the stage-gate model. 

One fairly generic stage-gate system is illustrated in Fig. 4. Typically, the stage-gate 

system consists of four to seven stages, depending on the company implementing the 

system. Furthermore, each stage of the system is more expensive than the preceding 

one. Thus, failure in making a kill-decision will prove more costly in the later stages 

than in the former ones. On the other hand, information accumulates across the stages, 

so the risk, while major when materializing, can still be managed. (Cooper 1990.) 

 

 

 

Fig. 4. Stage-gate system (Cooper 1990) 

 

 

 

An entrance to each stage is called a gate. These gates are control points of the process. 

They are characterized by a set of inputs, a set of exit criteria and an output. The inputs 

of a gate are the deliverables from the previous stage. For instance, in the third gate of 

Fig. 4, the inputs of the gate could include some sort of a market study and a financial 

appraisal. The gateôs criteria are the items which are used to judge the project before 

each stage of the system. These criteria must be passed at any given gate in order to 

advance to the next stage. The outputs of a gate are, naturally, the go/kill/hold/recycle-

decision of the gate and the approval of an action plan for the next stage. The gates are 

ñmannedò typically by multidisciplinary and multifunctional senior management, who 

have enough authority to efficiently perform the gateôs proper function. (Cooper 1990.) 

The applicability of the stage-gate model into software product development has been 

both questioned and examined in more detail in the literature. See, for example, Wallin 
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et al. (2002) and Karlström & Runeson (2006) for more details. However, in the context 

of this thesis, it is sufficient to identify the common elements of a typical generic new 

product development process. For this purpose, the stage-gate system is a widely-

adopted and easily understandable tool, and thus relevant to this research. 

 

2.2  Technology and product life cycles 

The models described in the previous sections can be applied mostly to new product 

development. Some of them are mostly software or system development specific, such 

as the RUP, waterfall and MFS models, while others are generic product development 

frameworks, such as Cooperôs stage-gate model. However, what is common to all these 

models is that they usually consider only the stages before launching the actual product 

to the market. For the purposes of this thesis, however, one needs to look at what 

happens after the core product has already been launched. More specifically, the volume 

growth and integration of the product into new platforms and environments will be 

emphasized here. For this, the concepts of product, technology and technology adoption 

life cycles are presented. 

2.2.1  Product life cycle 

A productôs life cycle, a concept initially popularized by Levitt (1965) is a model which 

predicts how a productôs sales develop over time. Following the productôs development 

process, four post-launch stages can be identified in a typical productôs life cycle, as 

depicted by Fig. 5. 

 

 

 

 

Fig. 5. Product life cycle, from development to decline 
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The first stage is typically referred to as the introductory phase. Levitt (1965) called this 

stage as the market development stage. During this phase, the volumes are low and 

ñcreep along slowlyò. Costs are high and profits low or non-existent, yet thereôs little 

competition in the market. The company has to put effort into marketing the product, as 

thereôs no traction at this point.  

In the second stage, sales pick up. This stage is also sometimes referred to as the take 

off stage. The product starts to gain attention, and volumes increase as the market 

expands rapidly. Furthermore, some competition also emerges in the growth stage. This 

reduces prices, but the overall profitability starts increasing, as economies of scale begin 

to reduce costs. 

In the maturity stage, volumes are high. The market is highly competitive and well-

established, if not saturated. At this stage, the productôs features have to be diverse in 

order to differentiate from those of competitors. In a software product, this typically 

means implementing new features and integrating the system into new platforms. 

In the final, decline stage, the costs of producing and supporting the product begin to 

outweigh the profits. The prices and revenues are low, and the product begins to decline 

in demand, possibly because of utilizing outdated technology, for instance. During the 

decline stage, the product is typically merely maintained or applied to new use cases. 

The product life cycle has also been widely criticized. There are some issues in 

applying the model and indeed products that do not seem to follow the development 

described by the model. However, it has been widely established as a model, and also 

verified to be valid in many cases, especially with high-tech products. (e.g. Polli & 

Cook 1969, Day 1981, Dhalla & Yuspeh 1976.) 

2.2.2  Technology adoption life cycle 

The concept of technology adoption life cycle is often cited to Beal et al. (1957), later 

publicized by Rogers (1962). The framework illustrates how new technologies are 

embraced. Rogers suggests that the innovation process follows normal distribution. This 

is typically referred to as Rogersô bell curve, illustrated in Fig. 6. 

 

 

 

 

Fig. 6. Technology adoption life cycle (Rogers 1962) 
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In the model, the adopters are classified into five categories, the first one being the 

innovators. These are the first adopters of the innovation who are willing to take risks to 

adopt a technology that has not yet gained a widespread success. These are often more 

educated and prosperous than those in the other categories. 

The early adopters are, in turn, typically opinionated leaders. In an end-user context, 

the early adopters are typically young, educated and wealthy individuals. The early 

majority consists of a group that possess the characteristics of the early adopters to some 

of the characteristics similar to the early adopters, but to a minor degree. Adopting new 

technology happens significantly slower in the early majority segment. The late 

majority part of the market will adopt new technology slower than an average 

individual, and are typically skeptical of an innovation. The last category consists of 

laggards, which tend to possess no social leadership status and lower social and 

economical status than the rest. Typically, they are also older in age. (Rogers 1962.) 

The adoption model has subsequently been revised by Moore (1991), who suggests 

that there is a ñchasmò between the early adopters and early majority segment, 

illustrated in Fig. 7. Moore proceeds to suggest that as the early adopters and the early 

majorities have different expectations and reasons for adopting the technology, a special 

emphasis has to be put into product positioning and marketing in order to successfully 

ñcross the chasmò and thus expanding the productôs market share for it to become a part 

of the mainstream. 

 

 

 

 

Fig. 7. Technology chasm (Moore 1991) 

 

 

 

From a project business and especially service offering perspective, it is important to 

realize that after the productôs market launch, there is a dependency between the 

maturity and adoption rate of the technology, and the corresponding volumes. 

Furthermore, some companies adopt technologies in its earlier stages than others. This, 

in turn, has some implications as to what services a company wishes to offer its 

customers that are adopting a new technology. 

2.3  Generic product time line 

For the purposes of this thesis, a model is proposed to combine elements and activities 

of the different software and new product development models, in addition to the 
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product and technology life cycles. This is illustrated in Fig. 8. In the context of this 

research, one needs to consider elements both prior to and after the productôs market 

launch. This is because some services are offered prior to the launch, in which case the 

phases of the product or software development process apply. On the other hand, some 

services are offered after the core product is already launched, in which case the 

technology and product life cycle theories apply instead of those focusing on new 

product or software development. 

 

 

 

 

 

 

 

Fig. 8. Product maturity time line  

 

 

 

Furthermore, by focusing excessively on very specific phases of the software 

development life cycle, for instance, much of the desired generality of the model is lost. 

This is due to the fact that new product development, be it hardware or software, is done 

very differently in different firms. Thus it is very difficult to pin-point the exact stage of 

the process for which the services are offered. 

The product development and launch activities are divided roughly into three stages. 

The preliminary stage consists of all pre-development activities, such as identifying a 

business opportunity or a market need. For instance, the first two stages of Cooperôs 

stage-gate system (1990) i.e. the preliminary assessment and the business case 

preparation stages would fit into this category. In a software- or technology oriented 

industry, the earliest stages of the development phases could also be considered a part of 

the preliminary stages. For instance, the early research, design and prototyping are 

counted as part of the preliminary stage. Thus, the first two phases of the RUP, for 

instance, would typically be a part of this preliminary stage. 

The second stage of the proposed model is called the development stage. This is the 

core of the product development process, which typically ends in the market launch, 

latest. Thus, it contains the implementation and development activities of the product 

development project, but sometimes also the testing and verification, depending on the 

way of looking at the timeline. For instance, the construction phase, as well as most if 

not all of the transition phase of the RUP are considered a part of this development 
































































































