Identifying “Good” Concept Checklist
Have a written form (include/not include a picture) of the concept in front of you.

Quickly read the concept. You should be able to read the concept in 30 seconds or less.

Answer the following questions:

1. What is the primary consumer benefit?

(What does the product do for the consumer? How does the consumer feel after using the product?)

Look again at the benefit you wrote. Is your statement a benefit or is it merely a statement of how the product works, of product attributes, of reasons why you should believe it, etc.  ? 

2. What kind of benefit is the product offering?

(Check all that apply)

___ A.   Entirely new benefits not offered by existing products.

___ B.   A new secondary benefit in addition to the key product benefit.

___ C.   Strong Comparative claim versus competition,

___ D.   Eliminate an important negative in existing products in the category.

___ E.   A line extension or flanker using the name of an established brand which has high yearly household penetration. 

___ F.   A higher quality product than is currently available in the market.

___ G.   Tamps into an emerging/current trend in society.

___ H.   Offers a price advantage.

3. If one or more of these types of benefits are stated, ask yourself “will the consumer recognize the benefit in the concept description?” Are the words/pictures used to show the benefit in simple, straight-forward consumer language?

4.  If you have one or more of the benefits listed in clearly recognized consumer terms, you should: A) be ready for quantitative test, and B) obtain the diagnostics from the quantitative test to confirm/reject the concept hypotheses that indeed the benefits mentioned did meat a consumer need.
