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Bringing a new product to market successfully 

From initial idea to marketing, there are several stages to go through when developing 
a new product. It is essential to take into account customer expectations. 

Once the product is marketable, your communications have to be eff ective to make it appealing. 
This tool suggests some paths you might take for this journey as an entrepreneur.

ADD ECONOMIC 
AND SOCIAL VALUE N° 11

PRODUCERS AND 
ENTREPRENEURS

New jams from Normandy get the 
green light from competition judges

 Having the quality of your product distinguished 
among the other entries in a competition can be a great 
launch pad before you take it to market. An award-winning 
product is a guarantee of quality, which gives it a certain 
media visibility and reassures consumers. 
 
 Many different competitions are held every year, 
both general and specialist; each one an opportunity to 
test new products!
 
 ‘Les Confi turiades’ is the world jam championship. 
It is held annually on the third weekend in August at Beau-
puy, a town in Lot-et-Garonne in the Grand Marmandais re-
gion, the second-biggest jam producing region in France.

 Lait Douceur de Normandie, an artisan workshop 
located in the Manche district of Normandy producing 
‘confi tures de lait’ (caramel sauces) and other delicacies, 
entered the competition for the fi rst time in 2020 and walk-
ed away with second prize for its red mountain fruits jam in 
the ‘traditional’ class, and a jam made with red Normandy 
fruits in the ‘unconventional’ class. Stéphanie LEBLOND 
and Sylvie PHILIPPON are now preparing to take these 
jams to market. They have been creating innovative and 

unusual products successfully in their workshop for around 
20 years. «It takes about two years from having the initial 
idea to going to market.»

 Lait Douceur de Normandie, a limited liability 
company, was established in 1997 by Stéphanie LEBLOND, 
who comes from a family of farmers and producers of dairy 
products. She started up her own enterprise at the family 
farm, where she developed her fi rst product - confi ture de 
lait. It was initially sold at markets, then direct from the 
farm and at delicatessens in La Manche region, and fi nal-
ly extended further into Normandy and beyond. In 2007, 
Sylvie PHILIPPON joined the company specialising in the 
production of confi ture de lait and confectionery; an en-
terprise with its own production centre and point of sale in 
an outbuilding at the farm, in a sector with no competitors. 
Tours are held regularly to showcase the manufacturing 
process they use for their products.

 The checklist below has been devised in conjunc-
tion with Stéphanie LEBLOND; a process that can help you 
develop your own new product. 

LAIT DOUCEUR DE NORMANDIE website:  
www.lait-douceur.com
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MA TO DO LIST

TOOL SHEET 11 - BRINGING A NEW PRODUCT TO MARKET SUCCESSFULLY 

THE IDEA

PRODUCT TESTING AND TASTING 

BEFORE GOING TO MARKET

MARKETING THE PRODUCT

• Listen to your customers and don’t be afraid to talk to them about what they would like and what they need  .................................
• Participate in regional initiatives (food fairs, etc.) to fi nd out what the stakes are in your local area ....................................................
• Keep an eye on what goes on around you (Michelin-star chefs, social media, food fairs) and follow the trends  ................................

• Design the product in-house if you have the technical capabilities  ......................................................................................................
• Tests can be carried out by a laboratory. Tell them what your constraints are, possibly related to your company ethics (e.g. no addi-

tives, etc.) ...............................................................................................................................................................................................
• Taste the product yourself ......................................................................................................................................................................
• Have family and friends taste it too .......................................................................................................................................................
• Let customers taste it in store, where applicable ...................................................................................................................................
• Give samples to your professional clients, where applicable .................................................................................................................
• You may want to employ in a specialist agency that organises consumer testing to assess the organoleptic qualities of the product ...
• Modify the recipe if necessary, depending on the feedback, and go through the tasting cycle again ................................................

PRESERVATION TESTING AND DETERMINATION OF SHELF LIFE
• Carry out preservation tests by varying the temperature for what’s known as ‘cold chain break’ (leaving the container open, expo-

sure to sunlight, natural ageing, etc.). These tests are to enable confi rmation of the product’s stability and determine the expiry 
date ........................................................................................................................................................................................................

 > In France, the procedure for carrying out expiry date analyses and age testing are set out in standard NF V01-003 of December 
2018

• You can get these tests done by a laboratory ........................................................................................................................................

PRODUCT IDENTITY
• Identify the target market for your product ...........................................................................................................................................
• Choose a name for the product and create attractive packaging depending on your target market and company identity ..............
• Professionals can be employed to assist with this step (communications agency, graphic designer, etc.) ...........................................

• The product can go to market incrementally. Start by making small product runs and put them out for direct sale (if you have your 
own outlet), then increase production if sales go well and customer feedback is positive ...................................................................

• Make sure the distinctive nature of the product when produced in small batches is maintained when you decide to increase produc-
tion. You may need to modify the recipe. ..............................................................................................................................................

 > Increasing the amount of ingredients in a recipe alters cooking times, which may affect the taste and texture of the fi nished product.  
• Decide what your message should be and the appropriate communication channels for promoting the product, depending on the 

target market you identifi ed earlier .......................................................................................................................................................
• Set up an introductory offer to tempt customers to try the product .....................................................................................................
• Offer tastings at retailers, markets and trade fairs  ................................................................................................................................

DO


