Benchmarking 1_ Video Script

welcome to the benchmarking video for understanding the customer in the market we take a look at the demand for toolbox that we've been working with in class we have all of these particular tools that are a part of that toolbox items that we can use for developing our design and making sure that we are well connected with customer the two key tools that we'll be talking about in the next two lectures are the customer requirements which we will be using for benchmarking of competitive designs and doing a market assessment and the engineering specifications sheet which we'll use to help us to turn those customer requirements into design requirements to get started with benchmarking the first thing we want to do is we want to look at the market we need to do some market research we have to ask ourselves who are the customers do we understand what these customers have for needs and wants what are the importance of these benefits to the customers once we have the needs and once identified and how well does the competition meet these needs and wants let me define first though what is the difference between a need and want a need is something that absolutely has to be there if it is not provided through the product or the service then the customers essentials go unresolved I want is something would make the customer happy but it's not necessary to them being serviced by whatever it is that you're trying to create so a need is something that must be provided in the design a want is something that can be provided and will raise the happiness or desire of the customer to your product key and doing the research and analysis as we want to do what's called benchmarking we want to define the metrics that will measure the performance of the product or service and all this information we collect can be inserted in the qfd sections so that we can create a map for ourselves to show directly how well we are meeting the needs and wants of the so in doing benchmarking using the qfd  we first wanted to find who the customers are and the requirements and the first and very critical step in doing this all is the project charter now you have completed a project charter your projects so you know roughly who your customers are you also probably at this point have identified some key metrics that may have been stated by the customer they have to be there from here now though we have to define the level of performance that is necessary for success we're going to do this by doing market analysis we're going to ask ourselves what are the current user choices what are the current consumer choices that they have and then we want to take a look at what are the functions or features that are present in the products of processes that they are choosing that meet the needs and once the customer this is where the benchmarking occurs lastly we may wind up doing some trade studies just to take a look at we've identified all of these and their functions and features to be taking a look at what compromises were made in the various designs in order meet the desired state for pleasing customer lastly we want to take a look at functionalities and features and understand what are present the ideal state is to have all the requirements for the customer met with a minimum number of functions and features the reason for this is very straight forward less parts usually equals less cost which also it usually equals higher  reliability we take a look at the house of quality in this typical format what we're attempting to do here is we're tempting to identify the customers and what their needs and wants are we're going to rank those in importance as we have those identified then we'll take a look at the customer requirements and understand what product features or functions may be present there after we've done this we'll take a look at market and we'll understand what's available there and how that goes about meeting the needs and wants of the customers we'll also be able than doing this analysis of the market determine what some of the performance metrics or measures are going to be and we can assert that into the qfd by doing this we now have everything mapped out fully as to what the market is how it meets the customers needs and wants and what as to be present or product in order to fulfill that mission and we take a look at the qfd that is in the de Madrid toolbox all the same features are there we have the customers customer requirements and the rankings for such we also have the function and feature section in an area to put in the market who is competing and how well do they do and then also a section for us to put the measures in as we were able to determine those through our benchmarking so some advice about benchmarking first and looking at the customers you want to identify everyone who is impacted by your efforts and also prioritize who those people are as far as their impact you and your importance who rises to the top now a doing benchmarking don't be afraid to use your into intuition  after the first pass at ranking your numbers don't seem right ask yourself did we miss any important objectives often we call those ctq or c2q is the acronym that stands for critical to quality and of course quality is understanding the measure of performance of a product also did we miss any important criteria that is features or functions that should be present in the product and then lastly is there a way we can combine needs to create an even better result this is the opportunity to innovate to create new features that did not exist before after doing this you could re-evaluate your assumptions and your data so does this impact the rankings that you've had if you go in and reevaluate data or is there other information analysis sources available that could lead to a better assessment some points to consider as you're looking at the various products and ranking them what were the major drawbacks or challenges the products that weren't popular with a customer also of those that were popular with the customer what were their major strengths also does the information gathered define the market in the situation that you intend to work in let's take a look at an example here we'll start with a simple cup stove this is a micro economy kit project that would be done for something like engineers Without Borders our target market area is a village where the customers there typically cook on three stone fires this sort of method is very inefficient he uses more wood and it takes more time typically to cook it is also unsafe exposure to most smoke and open flame creates risk for burns and blindness and other smoke inhalation hazards three stone fire is also unstable it may not hold the pot well but as we look these customers we also understand that their average income per day is very low at a dollar a day and that much of villagers income is spent on food and fuel leaving little money left over for other needs and wants so creating a stove that could be more efficient would be very desirable for them but it has to be affordable typical meals are cooked in one or two pots if we're looking at multiple pots that our stove either has to be capable holding more than one pot or we want to make the stove affordable enough they can afford to buy more than one and we take a look at two major customers in this project we have the end-user of the stove and the entrepreneur who's going to build the stove using the micro economy kit that we have and selling it so we take a look at the needs and wants of the end user first and foremost because of their income level affordable cost is there also because they have so little money it has to be efficient in using wood or fuel to cook and it should create enough heat so it can boil water quickly and cook food but without burning and desires would be must be easy to light must be easy to use allows the original cookware to be used so that the customer brand user doesn't have to go out and buy new utensils and should be easy to control the flame size and should have less small the outside of the stove also should not be hot so that there's reduces the risk of burns when touched and it should be portable so it can be moved around and if possible have handles make it easy to carry for the entrepreneur they obviously want to make this easily so they'd like to use least amount of materials or a minimum number materials and like to source those materials locally also they like the construction to be simple in order to get it to the market they desire to have  it to be lightweight and easy to transport easy to repair no special tools required to build or assemble I also be low cost to build also to help it make it be easy to sell they'd like it to be unique and have a pleasant of  parents and lastly they'd be stable and to have a position or features for holding a pop note that these are the two main customers but they're easily could be other stakeholders of the project so let's take a look at an example toolbox that we have here that was developed by team that was called Meyer tech my art activist identified four major stalls that they can evaluate as being competitors in their market we see these four stoves listed here the weber grill was added just to get a relative comparison between the typical things that are used in the united states but the analysis could be done without that so we see here that Chita tezo mavala the green fire stove and rocket stove all three of these stoves are known for their efficiency the reasonable costs and their portability if we take a look at now the rankings here as they would go into a customer requirements worksheet we can see we have our two main customers listed here and their needs some wants what we can do is on the left is go down and rank each of these needs and wants and importance to each particular customer and then we can take a look at the characteristics of each of the four competitive products there and list down as to their ability to fulfill those needs and months we can take that information that and put it in to our customer requirements worksheet we could take the information from our project Charter insert that here so we have the opportunity defined we can take the information we had as to what is the market and list that into here from there we can take the customers and their rankings of importance but then this worksheet here and then lastly define our competitive products and put their rankings there this information that can be transferred easily into the qfd so here we have again the worksheet showing the customer requirements their rankings and the competitive products we take a look at the customer and customer requirements section in the qfd we can see very clearly we can put our customer requirements in here by taking that is available with the customers on the customer requirement sheet compiling them if we take a look at low cost we can see that that exists in both customers so we put that there we also have efficiency less wood cooks food quickly without burning easy to control flame size we have safety concerns both with the end-user and with the entrepreneur we also have portability and user friendliness and lastly ease of assembly these rankings then can be put into the qfd by compiling those as well and if you take time to pause the video at this point you can make the comparison between the customer requirements and rankings and the qfd   and see how those numbers for general moving on also we take a look at the products of feature section of the qfd some of the functions and features jump out at us in the customer requirements in the case of the entrepreneur says it needs materials local materials and construction these can be easily tracked and can go directly into the product features of functions area likewise that we take a look at lightweight easy to transport that is listed and also low cost to build very direct easily define measure they can be put in there and those can be listed in our product features and functions and become design requirements if we take a look at the market section as well on the qfd again we've got the customer requirements listed there what we also have the competitors and then we have the rankings and those can be compiled as  well and listed here again you can pause the video at this point to take a look at the rankings and how they were  combined into this market assessment by doing so we now can have a direct comparison between the different products and understand who is the strongest of the market and meeting the needs and wants of the customer.
