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Adding Value to a Good Brand @ Baldwin Hardware

Situation:

Baldwin Hardware had a solid reputation for quality products but it had become stagnant and one dimensional in offering mostly very Colonial, Polish Brass products. The trend in the industry and consumer taste was moving away from Polished Brass. 

Actions:

In an attempt to address the changing consumer taste we developed a product line Gap analysis vs. the competition and market as we understood it. As we began asking ourselves the tough questions we began to see that where we were singularly focused on a particular architectural style. It also became clear to us that this Gap tool that we had been developing inspired us to think about the business differently - a way to add value and differentiate the brand. As the concept was further flushed out we also found that it would be a very good platform to launch new products that were indentified in developing the Gap analysis. 

The Architectural Design Guide was launched in less than a year after the project was started. This when tool became a major new resource for Architects and designers when working with their clients to determine the correct type of hardware to use when remodeling their homes. It also became a magnet for the Baldwin website as it became the resource that many hardware showrooms and designers used when working with their clients. It further spurred a broader interest in Baldwin beyond its historical strength in the North East to other regions of the country as our architectural styles and finishes expanded beyond polished brass, addressing the consumer trend to softer, warmer colors and styles.
Results:

· A dramatic 300% increase in revenue from new products, resulting in Product Vitality Index of 19% of sales, sales from new products within 24 months of introduction.

· Led to the sales of Baldwin to Black & Decker for the incredible multiple of 11x earnings based on the incredible value and brand equity that had been created by the rapid regional customer expansion and new product development. 

