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guidebook summary

Firm: Appleton Papers Inc.  
Industry: Chemical/Paper Products
Headquarters: Appleton, Wisconsin, USA
Geographic Footprint: Production in United States
Ownership: Employee-Owned
Revenue (2007): 963.2 million USD 

Mature Product Reinvigoration Process
Best Practice Guidebook

Problem:
Facing stagnating demand in the current markets for its mature products,* 
Appleton Papers has to identify new and viable applications and markets 
for its product portfolio 

Solution: 
Appleton Papers develops a structured process for identifying and 
commercializing new growth opportunities for its mature products by:

Conducting internal and external interviews to identify and evaluate •	
the products' competitive advantages

Comparing mature products' current benefits to their potential in •	
new makets

Prioritizing  the most viable opportunities through a detailed •	
scorecard system

Assessing benefits sought in new markets and Appleton’s capabilities •	
to deliver

Business Results: 
Appleton develops a strategic partnership with Procter & Gamble •	
focused on product innovation in the fabric softener market

Appleton establishes a business unit, Encapsys™, dedicated to applying •	
the reinvigoration process to its entire product portfolio.

Resources Required: 
Dedicated cross-functional team of four people.•	

Six months to complete the process.•	

Applicability of Best Practice to Executive Functions:
Function Applicability

Marketing

Market Research

Research and Development 

CEO

Corporate Strategy

*	In the guidebook “product” is synonymous with the following terms: 
capability, process, technology, service and manufactured product.



2

The contents of these pages are copyright © 2009 Frost & Sullivan.  All rights reserved.

best practice guidebookgrowth team m e m b e r s h i p™

Source: Appleton Papers Inc; Growth Team Membership™ research.

Objective
Identify the benefits of 
existing products and their 
applicability to new markets.

Objective
Identify the mature 
product whose benefits 
have the greatest appeal in 
prospective markets.

Objective
Identify the most viable 
market and application for 
the mature product.

Objective
Determine the appropriate 
strategy to enter the new 
market given its fit with 
company capabilities.

Objective
Identify high-potential 
third party partnering 
opportunities.

Activity
Conduct internal and 
external interviews on 
mature products with line 
managers.

Activity
Use the Strength and 
Breadth Scorecard to 
compare products’ benefits 
in current and potential 
markets.

Activity
Filter new market and 
submarket opportunities 
via the Target Assessment 
Scorecard. 

Activity
Conduct an opportunity-fit 
analysis to assess Appleton’s 
capabilities to meet the 
requirements for market 
entry. 

Activity
Utilize a Partnership Traits 
Checklist to determine 
fit of potential partners 
through a four phase 
process. 

Output
A holistic perspective 
on mature products’ key 
benefits in current and 
potential markets.

Output
The mature product 
whose benefits are the 
most transferable to new 
markets.

Output
The most promising new 
submarket opportunity 
and a portfolio of potential 
opportunities.

Output
A matrix comparing 
Appleton’s resources to 
the attractiveness of the 
new market, and indicating 
whether a strategic 
partnership is necessary.

Output
A collaborative 
development agreement 
with selected partner.

key takeaway: Appleton employs a scorecard-based process to identify viable growth  
opportunities for its mature products. The following pages will explore each stage in greater detail
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