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Innovation in a Commodity Category @ The Burnes Group

Situation:

Burnes of Boston had a long history and reputation for stylish, quality products but it did not fit with Newell/Rubbermaid strategically and was ignored for many years. It was than sold under distressed circumstance to a private equity firm. A new management team including myself was brought in to turnaround this once great brand. While Newell was ignoring the business before the sale many of its customers began looking for new suppliers and also began importing directly themselves.

Actions:

I quickly got the design team refocused on getting back to its historical investment in color, texture and design trend leadership within the home décor industry, as this was not enough. We quickly came to realize that several consumer trends were not being addressed by anyone in the industry:

1. The need for a simple solution for wall hanging

2. An opportunity to address the need for portable scrapbooking tools for the huge growth in Scrapbooking parties

Two teams were created to research potential solutions in each category. Within 120 days both teams had concepts that were than tested and a concept was selected for each. Within 180 days we had designs, patents, samples and sources secured for both new product lines and we launched in exactly one year from identifying the opportunity. 

Results:

· The wall hanging product, Level-Line generated $10.0 million in incremental sales and 11% EBITDA in its first year. 
· The Scrapbooking tools generated $7.0 million in its first year with and EBITDA of 10%.

