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Figure: Brand logo of Sky Medical Technology
Source: (Skymedtech, 2025)
The landscape of business management is turning out to be critical over time and the reason behind it is the emergence of new brands with innovative ideas (Feng and Ye, 2021). The UK healthcare market is not an exception, as it is filled with numerous successful organisations. Reports state that the revenue generated by this sector reached nearly £17.3 billion in 2022 (Statista, 2022). In this market, Sky Medical Technology is a popular name, which is well-renowned for its standard quality medical devices. The organisation was developed in Cheshire and it further expanded its operational activities to Buckinghamshire. The key product range of the brand includes bioelectronic devices that are helpful to enhance blood circulation and treat different types of chronic diseases (Skymedtech, 2025). In order to develop such advanced devices and maintain the quality of the services, the brand works collaboratively with knowledgeable clinicians. However, the brand will need to consider the major stakeholders to launch new products, such as devices for tracking oxygen levels, heart rate and sleeping patterns (Skymedtech, 2025). Throughout this report, various aspects related to the company’s major stakeholders will be discussed critically. Based on the overall analysis, some recommendations will be presented to ensure Sky Medical Technology’s stable growth in the future.
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The company set an ambitious goal to achieve development opportunities for its wearable health devices, which is as follows. 
To maximise the market penetration rate and achieve 2% market share within the UK wearable healthcare segment by the first fiscal year of the company. 
To sell around 50,000 units of the new devices across the retail and online chains within the initial year of product launch. 
To attain an average of customer satisfaction ratings of 4 out of 5 through its e-commerce platforms to achieve a high return within the first 15 months. 
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The situational analysis of Sky Medical Technology is highlighted here, following the SWOT analysis to get positive and timely outcomes from the market. 
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Figure: Geko Devices
Source: (Gekodevices, 2025)
Strengths: The company has a strong brand reputation within the UK market and works with a loyal consumer base as well. Geko device is a major invention of the company that helps to embed in the overall medical industry and get a higher return (Gekodevices, 2025). This technology is highly used by the professionals of sports teams, who develop a strong foundation to build trust. Apart from the expertise of the company in biometrics technology, it enables them to integrate data and differentiate their service offerings in the market. 
Weaknesses: The company mainly operates within the business-to-business market segment with the clinical professionals and the sports companies. This lacks the marketing and distribution of the company of its new products in the market. The medical circle of the company are not well-structured and established, which prevents them from competing with the leading rivals in the market and taking calculated risks to enhance the brand identity and performance of the company (Artsi et al., 2024). 
Opportunities: A growing demand for wearable healthcare devices within the global market has been witnessed, which positively impacts the brand reputation development and success in the market. According to the survey, the global market size of the wearable devices was projected to be 42.74 billion in 2024, and it will reach by 168.29 billion by 2030 (Grandviewresearch, 2025). This highlighted a growing market demand, and the use of personalised technology will help to attract clients and expand organisational services. 
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Figure: Wearable Medical Devices Market
Source: (Grandviewresearch, 2025).
Threats: The consumer of the UK is high and intensely competitive as well, which saturates the market, and the established players offer similar services, which reduces the demand for the company's product. Lack of data security and privacy concerns are identified as potential risks which passively affect company reputation management and success. 
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Figure: Different stakeholders in a project
Source: (Hoory, 2025)
There will be different stakeholders, both internal and external, engaged with the launch of the new product. 
External stakeholders
Patients: The wearable product will be used by the patients, and due to this, they will be the most important stakeholders in the project. It will be highly important for Sky Medical Technology to gain support and feedback from patients to determine the success and acceptance of the product (Hoory, 2025). In the development process of the product, it will be a core focus that the key features of the product match the preferences and needs of every patient. The product will contribute to fulfilling the expectations and preferences of the patients in an appropriate way. 
Healthcare professionals: Professionals in the UK healthcare sector will also be one of the stakeholders in this project, as the product will be described by them. Apart from this, a vital role will be played by the medical care staff as well. The company will maintain a network and relationship with these professionals in order to ensure the proper success of the product. 
Suppliers: Sky Medical Technology will require specific suppliers to gain the raw materials for the development of the product. Considering this aspect, the organisation will select the most reliable and effective suppliers in this aspect. 
Internal stakeholders
Product development team: The Product development team is the most essential internal stakeholder, as they will develop the product and will include the features as per the patient’s requirements. Considering this aspect, they will be responsible to create and design the product as per the technical requirements of the product. 
Marketing team: Another key internal stakeholder will be the marketing team, as the product will be promoted and reach a wide range of audienecs by them. In this way, they will maintain the brand of Sky Medical Technology, and it will ensure that they understand the key features and benefits of the product in an appropriate way. 
Sales department: The sales department of the organisation will be responsible for selling the product and contributing to the process of revenue generation. In order to do so, they will set the sales target and will pay attention to the overall profit potential of the product. The company will set a sales target for this department, and it will be crucial to achieve the target in an appropriate way. 
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The key stakeholders of the healthcare sector have been categorised within various segments, among which patients, healthcare professionals and suppliers are the external stakeholders, whereas the product development team, sales and marketing team are the internal stakeholders. Their roles and responsibilities, and the benefits and challenges they may bring to the product development, are as follows. 
External stakeholders
Patients: Patients are the core stakeholders of the healthcare organisations and seek appropriate care and guidance regarding health when required. They participated in various treatments and provided their solicit feedback based on the quality and experiences. Active involvement of these stakeholders helps the professionals to manage person-centred guidance to meet the real-world needs to build legitimacy (Cohen, 2025). The patient may face higher challenges in navigating the fragmented healthcare operations and minimising the misinformation regarding their health conditions. 
Healthcare professionals: They are responsible for providing timely care and services to the patients after diagnosing them. Their key role is to conduct tests, prescribe medicines and manage patient safety. The advanced knowledge and essential skill set of these employees lay the foundation of the care service delivery (Hoots, 2022). Staff shortages are considered the leading challenges within the UK healthcare sector, and communication gaps lead to heavy administrative burdens, which negatively impact the brand operations. 
Suppliers: They are in charge of delivering quality and effective healthcare utensils to the organisations to provide seamless services to the patients. Active medical suppliers ensure that the organisations are equipped with relevant tools and technologies to serve the patients. A strong relationship with the suppliers helps the medical organisations to reduce costs at the time of heavy purchases (Artsi et al., 2024). Cost and quality barriers, supply chain disruptions and lack of integrated communication are identified as the major barriers. 
Internal stakeholders
Product development team: Responsible for researching the market trends and consumer preferences before coming up with a new product development plan in the market. Their key roles are to follow the medical guidelines and address the emerging challenges the patients face. The team is responsible for leading organisational innovation, productivity and improving the overall outcomes of the patients to enhance organisational efficiency (Drihmi, 2020). Regulatory compliance, challenges in resource allocation and funding and translating the market needs are the key challenges. 
Marketing team: Charge with promoting the organisation's products and services to build brand reputation and manage seamless communication all over the supply chain. The marketing team helps to raise awareness and attract patients towards the firm by promoting the best interests of people (Andersson et al., 2024). Ethical communication and difficulties in measuring positive impacts are the challenges connected with patient acquisition. 
Sales department: Manage a strong relationship with clients and enable them to connect with repeat purchasing operations. Their key roles are to secure contracts with corporate clients, hospitals and insurance companies to secure services and drive revenue. Improve the financial viability of the company and maintain positive business relationships to manage a stable information flow (Andersson et al., 2024). Balancing profit and care, and managing complex organisational navigation, are the potential challenges. 
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Figure: Stakeholder Matrix
Source: (Author)
High power and high interest: Patients will purchase the product, and due to this, their interest as well as power towards the product will be high enough. Both the power and interest will be quite high for the healthcare professionals in the project. The success of the product launch will depend on them to a great extent, and it will be crucial to keep them satisfied enough (Inam, 2023). The interest of the product development team will be high as the key features and design will be developed by them. Due to this reason, it will be crucial to keep them satisfied (Weiss, 2021).
Low interest and high power: Supplier will also be such a stakeholder whose power will be high; however, the interest aspect will be low. Considering this aspect, the organisation will need to keep them satisfied. 
High interest and low power:  The interest of the marketing team will be high; however, their power will be low in this project. Similar to the marketing team, the interest of the sales department will be high; however, the power will be low.  
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Setting roles and responsibilities: With the purpose of reducing the risk of misunderstanding, every stakeholder will know their roles and responsibilities in a clear manner. 
Engagement activities: The stakeholders will be encouraged to participate in engagement activities such as feedback sessions, meetings, reports and surveys. In this way, it will be easier for the organisation to understand the difficulties that they face and will ensure the fulfilment of everyone’s interests (Inam, 2023). 
Communication strategy: The company will keep using different communication strategies, such as social media platforms, emails, meetings, and project sessions, in order to communicate every minor detail about the project (Freeman, 2020). 
[bookmark: _Toc215228303]Communication Plan  
	Stakeholders 
	Objectives of communication 
	Shared information 
	Channels 
	Frequency 
	Owner

	Product development team 
	Alignment with the technical and manufacturing team to facilitate communication regarding product launch. 
	Keep aware of the project information to schedule a plan. 
	Project management team and internal meetings. 
	Daily and weekly 
	The project manager and the team leader. 

	Marketing team 
	Coordinate with the other team for product development and launch. 
	Product features, launch dates and target audience insights. 
	Email and meetings. 
	Weekly or bi-weekly 
	Marketing team and product manager 

	Patients 
	Build trust and manage a strong bond with the patients to capture benefits.
	Availability of products and safety information. 
	Social media, websites and medical helplines. 
	Regular updates 
	Patient care advisor

	Healthcare Professionals 
	Offer clinical evidence and ensure its proper use to gain positive feedback. 
	Clinical information, usage guidelines, and product updates.
	Peer-reviewed publications, medical conferences and sales visits. 
	Monthly or ad-hoc. 
	Product development and sales team. 
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The RACI matrix is used in stakeholder analysis to outline the key roles and responsibilities to achieve organisational targets. This framework determines how a single person becomes responsible, accountable, and informed to reduce confusion at the workplace and improve productivity as follows. 
	Project activity/Deliverables 
	Product Development team
	Marketing Team
	Sales Department 
	Patients 
	Healthcare professionals 
	Suppliers 

	Define project goals 
	A
	C
	I
	I
	C
	I

	Develop products 
	R, A
	I
	I
	I
	C
	I

	Clinical trails 
	A
	I
	I
	R
	R, C
	I

	Regulatory compliance 
	A
	I
	I
	I
	C
	I

	Marketing strategies 
	C
	R, A

	C
	I
	C
	I

	Sales strategy 
	I
	C
	R, A
	I
	C
	I

	Product launch 
	I
	R, A
	R
	I
	C
	I

	Analyse post-launch feedback
	C
	A
	C
	R
	R, C
	I


[bookmark: _ia2p45urcs1v]
Analysis
The above table indicates the responsible person (R) who is the product development team, patients, sales and marketing team. On the other hand, suppliers, the marketing and sales teams are accountable to pursue some operational measures as well followed by the healthcare professionals and patients are kept informed and are responsible.
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Stakeholder identification: Initially, Sky Medical Technology will identify the key stakeholders who will play a vital role in the project. After that, it will be crucial to analyse them in an appropriate way, and while doing so, the company will gain an overview of their interest and preferences. It is important to keep in mind that every stakeholder has their own preferences and needs, and fulfilling their needs is the most essential in their engagement process (Albats et al., 2020). 
Engagement: The project manager will develop an engagement plan for the stakeholders and will include every key activity in this plan. Here, a vital role will be played by the communication strategies such as meetings, emails, regular meetings and surveys. On the basis of this plan, the project manager will create a stakeholder engagement report on a weekly basis (Nevins, 2021) . 
Monitoring: In the stage of monitoring, it will be a core responsibility of the project manager to identify the effectiveness of the engagement strategies and consider whether they are suitable to keep the stakeholders engaged or not. Considering this aspect, the project manager will make the essential adjustments in the stakeholder engagement plan. However, it will be a matter of consideration that the different stakeholders have different preferences (Freeman, 2023). The expectations of the sales team, marketing team, and suppliers do not align with each other. In such circumstances, it will be a challenge to maintain everyone’s preferences along with the maintenance of the product launch. 
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The process of conflict management can be shown with the application of the different components of the 4Cs model. 
Communication: keeping the importance of the effective communication process, the project manager will ensure to maintain a clear, transparent and consistent communication process with the different stakeholders. They will listen to everyone and will use different communication channels such as social media platforms, emails and meetings to pay attention to their concerns (Forbes, 2023). In this way, the project manager can gain the opportunity to stay attentive to every stakeholder’s preferences and reduce the chance of conflicts to a great extent. Furthermore, it will be a vital responsibility of the project manager to ask stakeholders to convey their valuable feedback from time to time so that it becomes easier to reduce conflicts. 
Coordination: Having a lack of coordination, the project manager can face conflicts as stakeholders may show disagreement over resources and their roles. On the basis of this concern, the project management tool RACI will be used. This tool includes the components, namely, responsible, accountable, consulted and informed, and everyone will understand their specific roles properly (Miranda, 2025). The work will also be maintained so that the dependent tasks are not affected, and the project does not face any kind of delay. Apart from tjis, different teams of Sky Medical Technology will be involved in the project such as product development, sales and marketing teams. Therefore, it will be crucial that every team coordinates among itself to ensure proper accomplishment of tasks. 
Cooperation: Through the aspect of cooperation, the project manager will gain the opportunity to make every stakeholder work together. A specific goal will be set beforehand, and every stakeholder will contribute their best to achieve the objective in an appropriate way. It will be highly essential that every stakeholder has their own will to work together and fulfil the goal (Weiss, 2021). Considering this aspect, the project manager will use different project management methods, and it will be a core focus to make everyone work together and contribute their best. 
Collaboration: In the stage of collaboration, there will be a need for all stakeholders and departments to collaborate and work on the challenges that arise on the path of new product launch. It is often seen that when stakeholders do not get the opportunity to participate in the decision-making process, conflicts arise. Due to this, the project manager will ensure that every stakeholder is engaged in the decision-making process. Furthermore, the views and different perspectives of every individual will contribute to the success of the project (Miranda, 2025). Problem-solving workshops will be organised by the project manager, where every stakeholder will gain the opportunity to come forward with their problems. They will also have the scope to get the empowerment and make decisions as per the needs of the project. In this aspect, it will be essential that every member of the team agrees to the decision and does not raise any type of conflict in the future. Considering the effectiveness of the 4Cs model, the project manager will apply this to manage the stakeholders and reduce conflicts and properly accomplish the entire project (Christopher et al., 2013). 
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Stakeholders are the most crucial assets of successful businesses, as operational excellence and profits of a company are dependent on them. Similarly, the profitability and overall efficiency of Sky Medical Technology are based on its key stakeholders (Hristov and Appolloni, 2022). The vital stakeholders linked to the organisation include patients, suppliers, healthcare professionals and employees from various departments. These individuals have notable impacts on the performance of the company, which are discussed in the following section.
Improved product development practices: Designing a healthcare device and incorporating specific features into it can be quite challenging. For this purpose, organisations need to consider the issues faced by their customers, such as patients. This stakeholder can help Sky Medical Technology identify the necessary features for the devices and build the product development objectives (Kujala et al., 2022). On the contrary, the healthcare professionals and skilled product development team can be helpful in identifying the most effective solutions to the issues faced by customers. As an outcome, the venture can easily develop products that are high-functioning and supportive to cure the health issues appropriately (Hristov and Appolloni, 2022).
Increased trust: In the healthcare sector, having the trust and loyalty of the customers is very important (López‐Concepción et al., 2022). It guides in holding a competitive position in the market and staying profitable in the long term. Proper engagement approaches can help Sky Medical Technology gain the trust and loyalty of the stakeholders, including policy makers, patients and the staff. This can firstly lead towards well-sustained partnerships with them and a better market position. Moreover, it can be fruitful to gather profitable strategies from the staff and foster the consistent upgradation of the devices (Hughes et al., 2022).
Better risk management: The competitive market of the UK healthcare sector can affect the profit margin of Sky Medical Technology in many ways (Hollebeek et al., 2022). Other than this, the newly launched device must align with market needs to ensure the generation of desirable revenues from it. Stakeholder engagement plays an important role in mitigating such risks with effectiveness. For instance, the constructive feedback from the devices’ users can be fruitful to identify the areas of development in them. Furthermore, it can support the betterment of the devices, increasing customer satisfaction and the retention of potential users as well (Kujala et al., 2022).
Enhanced decision-making: Decision-making is one of the most vital parts of notable business performance. On the other hand, stakeholder engagement is known as a positive influencer of desirable performance of companies in respective sectors (López‐Concepción et al., 2022). The consistent support and engagement of the stakeholders are the key to enhancing the whole process of decision-making. For example, the well-engaged staff can guide Sky Medical Technology in generating innovative solutions and making informed decisions. In contrast, the knowledge of the healthcare professionals can help the brand develop better strategies to boost the functionality of the devices. They can also be supportive in gaining better insights about the healthcare issues presently common across the UK (Hughes et al., 2022).
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Figure: Stakeholder engagement in healthcare
Source: (Caesar, 2024)
Based on the discussed impacts of stakeholders on the performance of Sky Medical Technology, it can be stated that boosting stakeholder engagement can ensure the success of the device. Considering this fact, some effective recommendations are highlighted in the following portion.
Gathering regular feedback: Sky Medical Technology may integrate a feedback gathering system to know about the experiences of the users regarding the device (Kujala et al., 2022). The constructive reviews can be effective in understanding the effectiveness of the current features and identifying the areas for changes as well. On the contrary, such a system implemented in the workplace can help develop a culture of open communication. Employees can be more interactive to contribute their unique ideas, enhancing the overall performance of the entity (Hollebeek et al., 2022).
Involving stakeholders in decision-making: The company can prioritise the interests of the main stakeholders while making business-related decisions. This can create a sense of value among them, fostering their positive bonds with Sky Medical Technology (Hughes et al., 2022). For example, patients want to buy the healthcare devices that can address their physical issues and improve their quality of life (Caesar, 2024). By considering these factors, the business can make decisions about the features of the devices and sustain good relationships with the users. On the contrary, including the views of the other stakeholders, such as clinicians and employees, can help it make appropriate decisions (López‐Concepción et al., 2022).
Maintaining an innovative workplace environment: Employees are the key operational elements of a company, as they ensure the proper integration of the planned strategies (Hollebeek et al., 2022). Sky Medical Technology will need the active support of its employees in sales, marketing and product development teams for launching the new product. To ensure the success of this product, maintaining an innovative workplace can be fruitful. For this purpose, the organisation can meet employees’ basic needs and focus on their empowerment as well. Moreover, offering them effective learning and development opportunities can be equally fruitful (Hristov and Appolloni, 2022).
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The report is based on the new product launch of Sky Medical Technology, committed to delivering high-end devices to patients to improve their health outcomes. A range of SMART objectives is drawn here, which help the company to manage strategic outcomes and improve its presence in the market. Patients, suppliers and healthcare professionals are the external shareholders, whereas the product development team, marketing team and sales department are the internal shareholders of the company. The roles and responsibilities of each stakeholder regarding the challenges and opportunities they may bring for the company are highlighted as well. Multiple theories and models are highlighted here, such as the RACI matrix and stakeholder matrix, along with the engagement and communication plan. Email, regular meeting, social media platforms and project management tools are outlined as the key communication tools which also help in keeping the shareholders engaged by the brand. The 4 C model of project management is highlighted here, which follows the key steps such as communication, coordination, collaboration, cooperation and others. Impact of stakeholders in product launching is covered here, followed by some recommended activities such as collecting feedback, ensuring stakeholders' engagement and developing a positive workplace of working and managing challenges. 
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