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Introduction
The business management or product development team needs to choose the best product or service for a certain market during a certain period. 23andMe is a biotechnology company that deals with genomes, and it operates in many parts of the world. Its services and products are unique and thus gives the company a chance to introduce new products in the market. However, there will always be a need to keep on evaluating to what extend has a certain product penetrated the market. Launching a product at the right time is the most important decision to execute. At times a product might be launched during the wrong time, or the selection of the product might be wrong, and thus there existing a possibility of the risk or damage of finance (Abrams, 2003). Therefore, it is important for the marketing, product development as well as the rest of the management to have a plan of how and when to investigate the success of the product or service in the market.
Evaluation of Success
It is good for the development team to have in place clear processes for the development and the introduction of a new product in the market. At times, these processes might be tailored to fit certain circumstances. The methodology for working towards the production and the introduction of the new product or service into the market should be agreed upon by all members of the product or service development team (Anne, 2011). The marketing team should also be well prepared to have a new product or service introduced successfully in the market. 
Marketing plans act the blueprints for any business's sales strategy. They consist of all details concerning what is to come over during the course of next year, although they might be subject to changes or evaluation since there might be unexpected changes within the market. Marketing is a process, and thus it should not be assumed that all that was planned during the start of a trading period will remain static. The process requires to be continuously reviewed, evaluated, and the necessary adjusted made so that the business continues to operate in a smooth way (Abrams, 2003). The marketers, as well as the management team, should be in a position to understand how to judge if the marketing plan employed by the company is delivering the best possible results will serve them with an opportunity to save on time and finances as well as ensuring the success of the business.  
How to Evaluate the Success of a New Service and its Brand
The marketing, as well as the management team of 23andMe Company, will have to have a plan in place through which they will be in a position to determine whether the biotechnology product is successful or not within the market. The following are some of the things that can be considered in the evaluation of the success of a new service or product and their branding in the market. 
Return on Investment
Return on investment is always one of the major concerns when it comes to marketing. The idea of return on investment is that of checking if the money that was invested in a certain product is resulting in any profit or loss. If the company has reported or noted that the investment is yielding profit, then the business or product will be produced. Consequently, if the product is earning loss, then the company management will have to either introduce some changes that will be meant to make the product earn a profit or just exit. Such data can be achieved by summing up all the expenses incurred to provide the service or product and then subtracting the total costs from the total revenues earned during a particular trading period (Abrams, 2003). This data will be obtained from sales of the product (Revenue), raw material costs, labor, power, salaries as well as wages, among others that might be incurred during the provision or production of a product.
Reviewing Sales Numbers
Sales numbers are another way of evaluating the success of a product, service, or branding. In this case, 23andMe Company will have to check on the sales numbers of the biotechnology product from time to time. Sales are incurred all through the trading period, and sales numbers changes due to various factors within the market or industry of operation. For instance, if the overall sales for January to February totaled to $120,000 and those for March alone totals $150,000, then it will be deduced that the product is doing well within the market. This information will be collected from sales that were made daily during the trading period.
Customer Response and Reactions
Customer response in all varied forms will let a businessman tell about the success or failure of a product or service that is offered in the market. In this case, 23andMe Company management, in conjunction with the marketing team, will be reviewing the response from customers. With the current innovations in the information and communication technology, it will be easier to collect and assess the success of the product within the market. The responses can be collected online, where the company provides space to have the customers post about their experience with the product. The feedback will be collected from time to time, and the company will always review them from time to time so that they can make the necessary changes in the product (Anne, 2011). From the feedback from the customers, the marketers of the biotechnology will suggest to the product development team on the changes that are required by the customers. 
Marketing Reach Expansion
If the company's marketing reach is expanding, then the product has effectively being introduced in the market. By reaching out to new markets, means that the product or service is successful. In this case, 23andMe Company will check on the extent to which its new biotechnology product has penetrated the new market. At times a company will want to venture into new geographical areas – geographical areas where the product has not been sold in the past. Thus, in this case, 23andMe Company marketers and the overall management will work towards introducing the biotechnology product to either a country or state where it has not been introduced in the past. Such data will be collected over time, and the company will monitor data collected from the new market so that they can note how the product is performing in these areas. The performance of a product in a new market will face challenges, and the marketers will need to come up with marketing strategies and campaigns that will popularize the product amongst potential buyers (Anne, 2011). The marketers will come up with the marketing strategy that they think best fits the new market. They will then collect data concerning sales made in the new market, and then they will be compared with the set target of sales volume so that they can deduce whether the product has been successful or not.
Marketing Partner Response
At times a company can hire marketers who will be tasked with marketing of a new product. In this case, 23andMe will hire marketers who will be helping the marketing in the market the new product. The marketing partner feedback will reveal the effectiveness of the company's efforts concerning brands, suppliers, and vendors. In this case, 23andMe Company operates in more than 50 nations around the world. Thus, in most cases, the company will have to open outlets that will be located in various countries so that they can reach out to as many customers as possible and also help in branding. The marketers will be coming into personal contact with the potential, or already existing customers who will offer them with responses about the product offered by the company (Anne, 2011). Once the message has been relayed back to the company, the management, as well as the marketing team, will review it and then conclude on the extent to which the new product has been successful within the market.  
Outside Salespeople Feedback
Outside salespeople are a considerable measure of the success of a product within the market. The company's marketing team will be asking for feedback from the salespeople located in various markets around the world. The salespeople will have helpful information concerning the penetration of the new biotechnology product since they will have collected information from the immediate customers. They will have asked for the customers about their experience with the new biotechnology product. The information will be sent to the marketing team of 23andMe Company from time to time, and they will be able to tell whether the new product has been successful or not.
When to Evaluate the Success of a New Product and Its Branding
Whenever a new product is introduced into a market, it will take some time before it starts to be sold in large numbers. Thus, it is wise for the marketing team to take some time before they evaluate the success of the new product. In this case, the marketing team of 23andMe Company will have to take time before deciding to assess the success of the newly introduced biotechnology product. 
23andMe marketers will have to set a quantity in advance that they think they will attain by a specific period. The set period can vary; the marketers might set the time to be taken before the evaluation of the success of the biotechnology product to be a month, three months, or semiannually. The marketers will keep watch on the sales that are made daily by the company so that they can get to know if they are heading on the right course. The marketing team, on the other side should be aware of the plan through which they will be able to realize the set target (Anne, 2011).
Feed Back Loops
Feedback loops enable companies to empower consumers and become innovative, allowing them to make new and better products. In this case, 23andMe Company will apply the feedback loops to produce and make improvements to the new product as needed by the consumers. Thus, the company will function effectively by meeting the consumers' needs basing on the continual flow of feedback. 
23andMe Company will create pathways that will ensure broad-based feedback. The feedback system in place will ensure that the company is placed in a position to enable people to provide them with feedback. The clients need to know that whatever they will share will have at some point in life a difference in the program or product and that they will not go through retribution for speaking up.
Put Together the Wisdom of the Customers with the Knowledge of Experts
Effective feedback loops ensure that there will be increased power of the regular people. However, local decisions can often benefit from the perspectives of the experts who appear to be knowledgeable regarding a particular thing. In this case, the feedback received from the customers will be reviewed by the experts working on the production of the new biotechnology product and pick on the best. Such information will be integrated with the already existing expert knowledge to make improvements to the new product so that it can satisfy the customers. The main goal of the new feedback loops will be the creation of informative conversations between the customers and the experts about the product and the changes that can be made to it to increase the impact on the well-being of the people (In Gigler & World Bank, 2014). This kind of exchange between the customers and the experts will be ensured by the creation of online platforms whereby people can reach out to the experts and vice-versa. 
Each transaction that occurs during a certain trading period creates an opportunity to create a new promoter. However, those reviewing the customer's feedback should at least know which feedback matters the most. It should be known that the most important interactions are "the moments of truth". When customers share true information about biotechnology been offered by 23andMe Company, there will be a likelihood that the product will be improved. Thus, the company ought to pay close attention to these touchpoints that will reveal the real experience of the biotechnology product. 
Build Strong Incentives to Act on Feedback
To be efficient, feedback loops must be "closed" – they might bring about changes in decisions from the producers of the product. At times, the production of a product might require to be increased or slowed down. In this case, the producers (experts) might be required to alter their production process so that they can make some changes that will help in correcting mistakes that have been made in the past. Iteration of programs based on feedback received from customers should be rewarded by the company since when feedback loops are functioning the way they should be, they result in the greatest affirmation of all (In Gigler et al., 2014). 
Planning for the Future
For companies that emerge to be successful in a competitive industry are always looking for ways through which they will improve their products so that they can satisfy the customer's needs. In this case, it will be important to manage the changes through customer feedback. The products are made so that they can be bought by the customers and thus correct feedback from them will help in making the necessary improvements (Hugos, 2009). The company will find partners through whom they can make the sales through so that they can improve on the way they do business. 
Once a new idea has been identified, a proper communication channel will be followed. All departments will be welcome on board to exchange concerning their views about how the improvements can be made possible. Once they have been presented to the expert, the experts will review them and pick on the best that they think fits the process. This will mean that the product will be produced by applying the best possible method since there will be a mixing of knowledge from the customers, different departments and finally the experts. 
Conclusion
In conclusion, the introduction of a new product in the market involves a process that needs to be taken care of by marketers. To ensure the success of the introduction of the product successfully in the market, there is a need to collect feedback from the customers and then relaying it back to the producers so that they can make the necessary changes that are needed (Hugos, 2009). The received feedback needs to be reviewed from time to time to ensure that the experts update themselves with what is needed by the customers. At long last, customers will be satisfied and this will lead to an increase in sales of the product as well as the profit earned by the company.
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