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Flair Cosmetics
Proposed Introduction of a New Mascara
Launch of a new product into the market is not the end of the development process. Instead it is the beginning of the sales process. The process of developing and successfully launching a new product is very important to Flair Cosmetics Inc. Establishment of a new product will increase the portfolio of our company and in the process provide additional resources to allow business to supply to consumers in a certain market. Apart from that, introduction of a new commodity will give Flair Cosmetics a way to attract new customers. Launch of a new commodity may be a time consuming and costly process. Introduction of a new commodity is a process that carries risk as a reward. Flair Cosmetics Inc. will follow the following structural steps in developing and launching it new mascara. 
The process of introducing a new commodity will start with generation of ideas for a new product that is not currently being produced by the firm (Takeuchi and Nonaka, 1986). The company will get ideas from both internal sources and external sources. Internally, employees of the organization from different departments such as sales department, customer care and accounting department will come together to discuss ideas about a product that will be marketable and that will make as much revenue as possible for the organization. Employees who are interact with customers daily as they perform their tasks from day to day will be important since they have an understanding on what the customers want. Costumers can be reached by issuing and filling questionnaires. Considering the needs of the customer is crucial for the success of the new product. 
After assembling possible ideas, the management will form a multi-disciplinary team. The team will consist of employees from departments such as finance, sales and manufacturing. The employees will assess the market and identify possible viable ideas (Takeuchi and Nonaka, 1986). All the technical and feasibility aspects that concern the project should be analyzed. The team will confirm that the product will generate enough revenue to cover development and production costs. After the assessment phase is complete, Flair Cosmetics Inc. will embark on production. The engineering and technical team will play the most important role in this phase. The marketing team will also monitor designs to ensure the features that customers consider to be important are assimilated into the product. 
The new mascara will be tested before the company can embark on large scale production. Testing will prevent costly mistakes that may lead to numerous losses (Takeuchi and Nonaka, 1986). Customers will be asked for their opinion as modifications on the product will be done based on their input. Afterwards, the new product will be launched. The marketing team should be able to answer any questions curious customers may have concerning the new mascara. The firm will undertake rigorous advertising to reach other potential customers and give awareness on the existence of a new product line. 
Determination of a target market 
Flair Cosmetics Inc. will do an assessment to determine how the product fits into a certain market. A market assessment will enable the organization to understand were the new mascara is likely to be in the most demand (Praditptarini, 2011). Apart from that, Flair Cosmetics Inc. will be able to put in place sales and marketing plan that is actually going to work. The target market will be the core customer base for the new mascara. 
Flair Cosmetics Inc. will identify their most valuable and their least valuable markets. This analysis will enable the organization to know where to concentrate their effort. The organization will also develop buyer personas. Buyer personalities will enable the organization understand they kind of customers that they will be most likely be dealing with (Praditptarini, 2011). The mascara will be assessed to determine hoe viable it will be in a particular market.  Finally, to determine the target market of the new mascara, the organization will formulate a strong business data by using data to support the decision making system. 
QUESTIONS REGARDING THE NEW PRODUCT
i. Did the mascara serve your needs?
ii. What value does the mascara give you that you don’t get from other producers?
iii. Why did you choose Flair Cosmetics Inc. over our competitors?
iv. Do you feel the price charged for the mascara is fair?
v. Which challenges did you face as you used the product?
vi. What can we do better to meet your needs?
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