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[bookmark: _Toc193996662]INTRODUCTION
The strategic marketing involves process of achieving organisational goals and objectives while maintaining a sustainable competitive advantage. The globalised and highly dynamic business environment has made it imperative for every organisation to innovate not only to grow but also to survive in the long run. The current essay aims to determine the advantages of a pioneer as well as a follower company and the product life cycles followed by entities to increase their growth and achieve sustainable competitive advantage. 
1. [bookmark: _Toc193996663]Pioneer and follower company advantages with examples
Covin et.al. (2000), states that a pioneer company is considered to be an organisation that takes the first position to explore and establish a new market, industry, technology or product vertical. These companies are highly innovative, risk taking and are often attributed to paving way for other players to follow. However, these entities also face several challenges with regards to high uncertainty and risk, financial losses, regulatory hurdles etc. According to Entrepreneur (2021), in order to for a brand to be considered as innovative as well as pioneering, it needs to work relentlessly towards achieving fresh ideas, developing new technology and being creative all the time. There are certain companies that have been a pioneer in their industry and have developed extremely innovative products like Apple Inc. the tech-giant that developed iPhone, the world’s first smartphone and disrupted the entire industry with its cutting-edge technology (Lieberman and Montgomery, 1990). As of 2024, Apple Inc. holds a 20% market share in the global smartphone industry, the highest ever and this can be attributed to company’s desire for innovation since its inception. Achieving the first-mover advantage can turn out to be extremely profitable for an organisation in the long-run. Some of the benefits include- 
1. Market dominance- Being a pioneer company not only means early access to the industry but also achievement of economies of scale at a faster pace through large-scale manufacturing. This in turn allows the company to dominate market by setting price standards which in turn rivals find hard to match (Covin et.al. 2000). For instance, Amazon.com became a pioneer in the online retail industry due to its first-mover advantage and despite facing competition from thousands of retailers, it still dominates the market because of its economies of scale and wide logistics infrastructure thus, allowing company to deliver products/services at lowest possible price in the industry (Arcilla, 2024).
2. Strong brand recognition- A significant advantage that cannot be replicated by a follower company is the strong brand image that pioneer companies hold in the eyes of customers. In addition to that, early adopters of the product often develop a deep connection with the brand thus, contributing towards their long-term loyalty and helping organisation maximise its revenue (Liang et.al. 2010). For instance, Coca-Cola company introduced its soft drink in 1886 and since then it has become the pioneer in industry meaning, majority of the consumers refer to soft drinks as Coca-Cola because of its strong brand recognition. As of 2024, Coca-Cola has a total of 97% brand awareness in the USA, and it is estimated that more than 90% of world’s population recognises Coca-Cola brand (Statista, 2024).
3. Learning curve advantage- There’s always a learning curve advantage for the pioneer company as it is able to observe and analyse changes in customer behaviour before any other rivals and then adopting the changing needs accordingly. This in turn gives pioneer companies an in-depth insight about the industry thus, making them experts helping them prepare in advance for any future contingencies. For instance, Walmart that was founded in the year 1962 pioneered in large-scale discount retailing especially in rural areas across the USA and throughout its inception there have been several learning curves for the company be it negotiating with suppliers or launch of E-commerce platform however, Walmart has been successful in adopting it due to its first-mover advantage. As a result of this, the company is currently world’s biggest retailer with more than $600 billion in annual revenue and largest private employer with over 2.3 million employees. 
4. Technological advantage- A significant reason behind pioneer company’s success is its innovation in the field of technology meaning, development of cutting-edge tech that helps company achieve competitive advantage adequately. Moreover, the pioneer firms often have their patented so that it becomes a barrier for competitors to replicate it easily. The technological advantages contribute towards reduced cost of operations, high quality product design and long-term customer retention thus, solidifying brand’s position in the industry (Kusa et.al. 2022). For instance, Uber company’s ride optimisation as well as real-time forecasting made the company not only a pioneer but also leader in the ride sharing business due to its advance algorithms and in the USA market alone it has a market share of 76% despite facing competition from other players like Lyft, Bolt etc (Statista, 2024).  
Follower companies can be referred to as enterprises that strategically observe the latest market innovations and then adapt to them as per the industry trends to ensure continuous growth and expansion with minimum risk. These companies are not focused towards achieving the first mover advantage as they realise the level of risk, uncertainty and regulatory issues that may come with this (Wunker, 2012). Although, it is very difficult for follower companies to establish the same level of brand loyalty as of pioneer companies and catch up to the learning curve in a faster way however there are several benefits of approaching this strategy as well- 
1. Less risk- The level of risk faced by follower companies is way less than that of a pioneer company as they observe and learn from pioneer’s mistakes be it in design, pricing, marketing, after sales service etc. A systematic analysis of these mistakes often helps follower companies in saving time and resources adequately thus, focusing on customer acquisition and increasing market share subsequently (Gómez et.al. 2022). For instance, Despite Apple achieving the first-mover advantage in smartphone industry in 2007, Samsung entered as a follower with its Galaxy series and innovated in areas where Apple had initial limitations such as increasing screen size of phone, enabling additional features, camera flash etc. This was less risky and helped in increasing Galaxy’s sales rapidly in Apple dominated market (Kim et.al. 2021). 
2. Lower cost of R&D- The research & development cost to replicate an existing product in the industry is comparatively low thus, saving follower companies a lot of money. This in turn also helps the organisation to lower cost per product as compared to pioneer companies and achieve sustainable competitive advantage through market expansion. A major example of this involves Airline companies such as British Airways, United etc. that spend significantly on R&D to offer premium in-flight experiences for consumers whereas follower companies like Ryanair, Easy Jet imitate their business models, technology and the adopt cost-cutting strategies to ensure competitive advantage and market sustainability in the industry. 
3. Flexibility- The lack of investment and R&D in the industry makes it easier for follower companies to pivot into another industry which is more dynamic and trending. Follower companies have the criteria of following strategies depending on competitor success and their quickness to react to market trends often help them in maximising revenue through capturing of large market share. However, Rosenbach et.al. (2018), states that despite being flexible these companies fail to make a larger brand impact on consumers and that customer loyalty is very low towards such organisations. Here, follower company like Samsung is not only involved in smartphone industry with Apple but also has pivoted towards different sectors like consumer electronics, chip manufacturing, healthcare etc. with less risk and R&D comparatively (Kim et.al. 2021). 
2. [bookmark: _Toc193987579][bookmark: _Toc193996664]Product life cycle strategy for pioneer and follower company
 The product life cycle is all about the stages where the product goes through from introduction to market until its last stage. It is considered a key concept in marketing where business strategy is introduced in such a manner that it helps to introduce new products in the market. These stages for the pioneer company are as mentioned below:
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Figure 1: Product lifecycle
(Source: twiglobal.com)
Introduction stage: It is the first stage where the company sets the prices that help to survive in the market where skimming and penetration are commonly used. Along with this, innovation is also preferred by the company where a decision has been taken by considering the feedback because new ideas are always adopted by the customers (Dreiling and Bican, 2022).
Growth stage: After introducing any product, a pioneering company expands in the market by exploring new locations on the basis of geographic areas where marketing plays an important role. In this, the company can set up its business by introducing a new product in the market by focusing upon the marketing strategy. This in turn causes a positive impact on the business in terms of enhancing the customer base.
Maturity stage: The third stage of the product life cycle where the pioneer company wants to differentiate its product and wants to explore new ways to sell the product in the market (Gómez, Perez-Aradros and Salazar, 2022). This helps to let people know about the new product to customers in which a new entry mode has been used by the business for an expansion and enhances the capabilities as well. This causes a positive impact on the business because the company becomes saturated with its competitors.
Decline stage: It is the last stage where the company may sell the product due to its outdated nature or make innovation in its existing product that helps to again gain the new market share. This stage may help to promote the product in the market that assists in exploring how the product is used in the market to get a highly competitive advantage. That is why either product may destroy or else adding a new feature to the existing one assists the company to get a high result.
For example, Apple offers the best electronic products on the market and also uses the product life cycle stage and is also known for its innovation. The company has a strong base of customers because of adopting a product life cycle stage strategy (Karpenko and et.al, 2021). Though the pricing strategy of the company is high as compared to other businesses, it does not mean that the company is not able to attract the customer. Due to its high design and upgraded software installation, all the stages are involved in the company to get prompt results. The company also involves people to make decisions because taking feedback would assist the company to determine the impact of such decisions on the business so that prompt results can be identified. Another example is Amazon, which deals in the online e-commerce industry, where all the products are sold under a single roof. The company also adheres to all stages of the product life cycle stage in which it uses skimming pricing and offers discounts to the customer so that it can gain a highly competitive advantage as well (Ruiz-Ortega and et.al., 2021). In addition to this, the company started as a book retailer online and has not become a dominant force in online retail.  
Henry Ford is another example where the company is well known among the top car dealers with innovative ideas. It was started under assembly-line production and is now transforming the automotive industry, where cars are afforded in nature. This in turn shows that the company is applying all the product life cycle stages in order to make sure that the growth chances of a company are high, which in turn assists to maximize the profit margins (Levinson, 2024). 
In the case of follower companies, the introduction stage is missing because the companies that fall into this category are follower companies, and that is why no new introduction is performed at this stage (Magezi, Sichula and Nanthambwe, 2023). The strategies under pioneer and follower companies are different because they are not the first movers where businesses can easily introduce new products to the market. Thus, the stages of the product life cycle for the follower company are as mentioned below:
Growth stage: At this stage, the company is able to adopt the product from pioneer companies where businesses quickly identify and copy different product features. This innovation can also be performed for market leaders, where companies can easily provide products that assist in sustaining the brand image. At this stage, the company has a chance to attract the customer via an effective marketing strategy so that the market share can be gained. Along with this, a strong distribution channel is also introduced or used in order to serve good for the customer that helps to engage them for a longer term (Salmen, 2021). Therefore, the marketing and branding are preferred in this stage so that new additions can be made that help to differentiate the product from others.
Maturity stage: In this stage, the follower company preferred a cost leadership strategy that helped to retain the pioneer company’s customers. As a new company, it has to divert the customer only when the pricing strategy or effective marketing strategy helps the business to gain a strong customer base. At this stage, follower companies also use market segmentation that explores new market segments in order to meet the needs of customers (Li and Wu, 2025). That is why customer loyalty programs have been introduced to assist in retaining the customer and engaging them for a longer term. Through such a strategy at the maturity stage, the company gets a positive impact in terms of finance and employee engagement that assists in growing the business and staying competitive in nature.
Decline stage: In this stage, the company extended the lifespan, and product rebranding is used in order to reposition a product so that either a new product can be introduced, or innovation can be done. Here, a new target audience has been attracted at this stage because the customer demand has been maintained, and this in turn assists to generate a brand image for a company (Bahrami and Yaghoubi, 2024). In this stage, the follower company makes changes in its additional product so that it causes a direct impact on the business brand image.
For example, Samsung is a follower company where it keeps improving its smartphones in order to meet the customer demand. Also, when any pioneering company in this field makes changes, Samsung also adds different features like camera, display, processing, and power with pricing strategy in order to attract customers. On the other side, Netflix is another brand that is dealing in the follower company, where it keeps expanding its operation in new countries in order to enhance the global subscriber base because Amazon Prime is also doing the same (Dreiling and Bican, 2022). This in turn shows that the follower companies are able to set pricing and add innovation to make changes. 
[bookmark: _Toc193987580][bookmark: _Toc193996665]CONCLUSION
Through the entire study, it has been concluded that the pioneer company has an advantage that assists businesses to sustain brand image, like high market share, technological advantage, etc. On the other side, the follower company has the advantage of reducing the chance of risk and focusing on improvement areas to make changes. Apart from this, the report also concluded that product life cycle strategies are involved in the pioneer and follower companies that help to take advantage of growth and success. 
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