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C. Course Objectives

This course aims to provide students with an in-depth understanding of
important issues in product management principles and practices, and hands-on
experience for developing comprehensive produce management plan from its
conception phase.
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D. Grading Policy

Class Participation and Discussion 20%

Individual (10%)
Within the team (10%)

Projects 80%
Brand planning (10%) Business system analysis (10%)
Efficient customer response (10%) MRD (10%)
Product transition management (10%) Product variety management (10%)
Final report and Presentation (20%)
TOTAL 100%

E. Important Notes and Policies

Students are expected to come to class prepared with some knowledge of the
corresponding chapter(s) in the textbook for that particular session. Students shall try
to come to class no later than 15 minutes after the scheduled start time. There should
be no reading of outside materials including newspapers, magazines, or books.
Questions and comments are welcome and encouraged in class. However, please be
self-respectful when expressing your views.

All the course projects are group activities. Therefore, everyone will be in a group of

no more than five members. Each group will complete all the course projects with the
selected company/product of each group. Instructions for exercise will be provided in
each exercise sheet. The following are the format for the final project report:

Cover page Group # Names

Executive
Summary

Main Text  Sections

Product description and target market analysis

Business system for the product of interest

Brand planning for the product of interest

Product transition strategies for the product of
interest

Product variety management strategies for the
product of interest



CLASS SCHEDULE

Date Content Reading Case
12/11 |Introduction to product | Book chapters Case

management and
attributes of successful
product manager

1. Market based management:
strategies for growing
customer value and

profitability
2. Entrepreneurship: a
contemporary approach
Articles

1. 4 deadly sins of high tech
product management and
how to avoid them

2. Market orientation: the
construct, research
propositions, and managerial
implications

1. Shigeru Miyamoto

2. Akio Morita and
Masaru Ibuka

3. Stan Shih

4. Jerry Yang

12/14

Efficient customer
response model for
product management and
brand planning

Articles

1. Mining demand chain
knowledge for new product
development and marketing

2. Managing beyond Web 2.0

Discussion article
Understanding China’s
Wealthy

Case

ECR and new product
development: Nissin
food products Co. Ltd.

12/18

Product transition
management

Articles
The art of managing new product
transitions

Case
Empirical applications

12/21

Product variety
management

Articles
Understanding the dynamics of
value-driven variety management

Case
Empirical applications

12/28

Business system analysis

Articles
The Microeconomics of Industry

Supply

Case
Boeing company

1/1

Building a global product
management team

Book chapters
Turning people into team players

Articles

Case

1. From regional star
to global leader

2. Teamwork puts a




1. Building an effective global troubled project

business team back on track: a
2. How to make a team work case study in
3. Influence methods of project relationship
managers: perceptions of building
team members and project
managers

4. Sales culture: interview with
Acer’s Stan Shih

1/8  |Presentation and group
discussion
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Class Presentation
Rules

Presentation Score = ~~~suggested grading criterion~~~
Sheet ® Presentation skills (PowerPoint aesthetics, complementarities
of oral and visual communication)
® Language and clarity
® Handling of Q&A(attitude toward criticism and the way of
answering)
® The content (richness in information, the structure,
value-added in analysis, relevance to the subject)



