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Professional Certificate in Pharmaceutical Business Strategy

Product Launch Strategy

Product Launch Strategy is a crucial aspect of the pharmaceutical industry. It involves the planning and
execution of introducing a new product to the market. A successful product launch can lead to increased
sales, market share, and brand recognition. In this explanation, we will discuss key terms and vocabulary
related to Product Launch Strategy in the context of the Professional Certificate in Pharmaceutical Business
Strategy.

1. Product Life Cycle (PLC)

The Product Life Cycle (PLC) is a concept that describes the stages a product goes through from its
development to its withdrawal from the market. The four stages of the PLC are Introduction, Growth,
Maturity, and Decline. A product launch strategy is most relevant during the Introduction and Growth
stages.

2. Target Market

The Target Market is the group of customers that a company aims to reach with its product. It is essential to
identify the target market during a product launch strategy to ensure that the marketing efforts are focused
and effective.

3. Market Segmentation

Market Segmentation is the process of dividing the market into smaller groups of customers with similar
needs or characteristics. It is a useful tool in a product launch strategy as it helps to identify the most
promising target markets.

4. Value Proposition

The Value Proposition is the unique benefit that a product offers to its customers. It is essential to
communicate the value proposition clearly during a product launch strategy to differentiate the product
from its competitors.

5. Positioning

Positioning is the process of creating a unique image or identity for a product in the minds of customers. It
is an essential aspect of a product launch strategy as it helps to ensure that the product is perceived
favorably by its target market.

6. Branding

Branding is the process of creating a name, symbol, or design that identifies and differentiates a product
from its competitors. A strong brand can be a valuable asset during a product launch strategy as it can help
to build customer loyalty and recognition.

7. Marketing Mix

The Marketing Mix is the set of controllable tactical marketing tools that a company uses to pursue its
marketing objectives in the target market. The Marketing Mix consists of four elements: Product, Price,
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Place, and Promotion. These elements must be carefully considered during a product launch strategy to
ensure a successful introduction of the product to the market.

8. Product

The Product is the good or service that a company offers to its customers. It is essential to define the
product clearly during a product launch strategy to ensure that it meets the needs and expectations of the
target market.

9. Price

Price is the amount of money that customers must pay to obtain a product. The price must be carefully
considered during a product launch strategy as it can have a significant impact on the success of the
product.

10. Place

Place refers to the distribution channels through which a product is made available to customers. The
distribution channels must be carefully selected during a product launch strategy to ensure that the product
is easily accessible to the target market.

11. Promotion

Promotion refers to the communication activities that a company uses to inform customers about its
product. The promotion must be carefully planned during a product launch strategy to ensure that it
effectively communicates the value proposition and positioning of the product.

12. Go-to-Market Strategy

The Go-to-Market Strategy is the plan for introducing a new product to the market. It includes the
marketing mix, target market, positioning, and other key elements of the product launch strategy.

13. Launch Team

The Launch Team is the group of people within a company who are responsible for executing the product
launch strategy. The launch team typically includes representatives from marketing, sales, product
development, and other relevant departments.

14. Launch Plan

The Launch Plan is the detailed document that outlines the steps and activities required to execute the
product launch strategy. It includes timelines, responsibilities, budgets, and other key information.

15. Beta Testing

Beta Testing is the process of testing a new product with a limited group of customers before it is launched
to the broader market. Beta testing can provide valuable feedback and insights that can help to improve the
product and the product launch strategy.

16. Sales Training

Sales Training is the process of educating and preparing the sales team to sell the new product. It is an
essential aspect of a product launch strategy as it ensures that the sales team has the necessary knowledge
and skills to effectively promote and sell the product.

17. Product Training

Product Training is the process of educating and preparing the customer service and support teams to assist
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customers with the new product. It is an essential aspect of a product launch strategy as it ensures that
customers receive the necessary support and guidance to use the product effectively.

18. Launch Metrics

Launch Metrics are the key performance indicators that are used to measure the success of the product
launch. Examples of launch metrics include sales revenue, market share, customer satisfaction, and brand
awareness.

19. Competitive Analysis

Competitive Analysis is the process of evaluating the strengths and weaknesses of the competitors in the
market. It is an essential aspect of a product launch strategy as it helps to identify opportunities and threats
in the market and to position the product effectively.

20. Regulatory Affairs

Regulatory Affairs is the function within a company that ensures compliance with regulatory requirements
related to the development, testing, and marketing of a new product. It is an essential aspect of a product
launch strategy in the pharmaceutical industry as it ensures that the product meets the necessary regulatory
standards.

Example:

A pharmaceutical company is launching a new drug to treat a rare genetic disorder. The target market is
patients with the genetic disorder, their families, and healthcare providers. The value proposition is that the
drug is the first approved treatment for the disorder and offers hope for improved symptoms and quality of
life. The positioning is that the drug is a safe and effective treatment option for patients with the disorder.

The go-to-market strategy includes the following elements:

* Product: The drug is a oral tablet that is taken once daily.

* Price: The price is set at a level that reflects the value of the drug and is competitive with other treatments
for rare genetic disorders.

* Place: The drug will be distributed through specialty pharmacies and healthcare providers.

* Promotion: The promotion will include targeted digital advertising, direct mail campaigns, and educational
materials for healthcare providers.

The launch team includes representatives from marketing, sales, medical affairs, and regulatory affairs. The
launch plan includes the following activities:

* Beta testing: The drug will be tested with a small group of patients to gather feedback and make any
necessary adjustments.

* Sales training: The sales team will receive training on the features, benefits, and mechanisms of action of
the drug.

* Product training: The customer service and support teams will receive training on how to assist customers
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with the drug.

* Launch metrics: The launch metrics will include sales revenue, market share, customer satisfaction, and
brand awareness.

* Competitive analysis: A competitive analysis will be conducted to evaluate the strengths and weaknesses
of competitors in the market.

* Regulatory affairs: The regulatory affairs team will ensure compliance with all regulatory requirements
related to the development, testing, and marketing of the drug.

Challenge:

Developing a successful product launch strategy requires careful planning, execution, and evaluation. One
of the biggest challenges is identifying the target market and communicating the value proposition and
positioning of the product effectively. Another challenge is ensuring compliance with regulatory
requirements, particularly in the pharmaceutical industry. To overcome these challenges, it is essential to
have a well-defined launch plan, a dedicated launch team, and a robust system for measuring launch
metrics and making data-driven decisions.
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