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1. [bookmark: _What_are_the_1][bookmark: _Introduction]Introduction
report for  pioneer or follower of the market. In this report advantage of being follower or pioneer are mention. Also some important method used for the marketer. All the  business run by using some strategy either you are a innovator or follower of any kind of product or services, both they have own benefits and drawback. To survive as a pioneer or follower it depends on three factor 1. Time, 2. Demand, 3. Sources. also, some internal and external factor are influenced to the business. this study also discusses about some strategies for the pioneer or follower at product life cycle strategy. That help to grow the business and face competition. Pioneering and gaining a first-mover advantage can be accomplished through various strategies: 1) Developing innovative products, 2) Implementing new processes, or 3) Tapping into untapped markets. 
2. [bookmark: _What_are_the]What are the advantages of being a first-mover or fast-follower in business? Can you give examples of companies that thrived as pioneers and followers?

2.1. [bookmark: _Meaning_of_a]Meaning of a pioneer

When any organization is introduce new product first time in the market that is known as pioneer. They are the industry leader who established new product in the market and set their product as a standard product. Pioneer are the risk taker because they enter in to the new market where product is new and uncertainty is very high. Pioneer having a three option to bring something new in the market 1) By making new products, 2) By using a new process, or 3) By entering a new market. By using any one option pioneer take advantage of cover largest market share. 
For example: - Nokia held a significant edge in the cell phone industry as an early pioneer and maintained the largest market share in India for many years. However, it fell behind in technology compared to newer players like Samsung, resulting in a loss of market share

2.1.1. [bookmark: _Positive_aspects_of]Positive aspects of being a pioneer:

1. Pioneer having an ability to shape consumer perception and preference. They are able to understand the customer demand and problem also. By that way they try to solve the consumer problem. A real problem solver at a fist time is known as pioneer.
2. one of the advantages of being pioneer is to become a leader of the whole market, they cover a larger market share and make them self as profitable. They are able to charge high price from consumer that is also known as a “skimming the cream”.
3. pioneer having advantage of build a brand and provide loyalty to their customer. This is happen because of pioneer are the fist who introduce something new to their customer. Also they get loyalty from their customer.
4. pioneer can often secure some key resources such as technology, quality of product and distribution channel. They are able to set a strong entry barriers for another firm in market. In fact, they are able to do tuff competition to their competitor after competitors are enter in to market this is happen because pioneer having a strong customer loyalty and brand recognition.
5.pioneer  can gain advantage when there is a high switching cost for consumer to switch to latter entrants. Whenever product are launched and its acceptable by consumer than after other firm are enter on to market, before that pioneer having lower switching cost. 

2.1.2. [bookmark: _Example_of_a]Example of a successful pioneer company:

1. Southwest Airlines:
This airline is a market leader due to its focus on a new niche that other carriers have overlooked—short-haul flights. As a result, Southwest Airlines has become the second-largest airline in the world in terms of total passenger numbers.

2. Starbucks:

This is an innovative approach; before Starbucks, there were many places to buy coffee. However, Starbucks managed to build strong brand equity by positioning itself as the go-to spot when you're away from home or the office."

2.1.3. [bookmark: _What_does_being_1][bookmark: _What_is_the]What is the meaning of being a follower?
Some businesses are market follower it means they don’t want to being a fist mover in market. They follow the footstep of the leader of t market. They don’t want to take risk. and for that reason, follower sharply observes the market leader and their strategy and then enter in to existing market. It doesn’t mean to target the leader, it follow the strategy of achieving maximum market share at lower cost. Follower has carry the lower investment because leader already cover all ground work and for that follower have a security for defense by the leader. Market follower is wider in online marketing because in online marketing has lower entry barrier and high returns. For example: Flipkart, Snapdeal have started one after one they follow the market leader like Ebay and Amazon.

2.1.4. [bookmark: _Positive_aspects_of_1]Positive aspects of being a follower:

1. It would shape the perception of the company as an agile brand, ready to serve its customers. They have become a flexible organization dedicated to solving customer problems
2. Follower having an advantage of taking a lower risk, by following the market leader and avoiding the market risk follower face lower risk. They are also having lower cost because there is no requirement for the research and analysis about the customer preference and also customer is aware about the product so follower doesn’t need to do high investment.
3. Another great advantage is knowledge of industry trend; by following the leader follower having knowledge about market trend, they are aware about customer preference and their flexible demand. And that’s the only reason why follower need less research about product.
4. Ability to capitalize on mistake, to follow the leader follower having an advantage of learn from the market leader’s mistake. if any changes are required in the strategy follower are able take that changes rapidly.
5.follower are able to focus on improvement in product of leader product, they are try to  make better product this is happen only in follower term because follower doesn’t need to gave time on innovation and that’s why follower having a time to focus on improvement product quality


2.1.5. [bookmark: _Example_of_a_1]Example of a successful follower brand:

1. Airtel,Reliance: these are followed to tata sky who is the market leader. They provide digital tv revolution in initial phase and then after other company follow them such as Airtel and Reliance.

2. Timesjobs.com: they provide jobs to eligible person. The leader of this field is naukri.com. and then after followed by the many other player such a timesjobs.com

3. [bookmark: _How_do_successful]How do successful pioneer and follower companies use product life cycle strategies to drive growth and maintain a competitive edge? Can you share examples of companies that apply these approaches?

3.1 [bookmark: _Product_Life_Cycle]Product Life Cycle (PLC)

Product life cycle is most popular concept in which every product pass throws some phase. when any new innovation come in to market, they are following some market strategy in every phase from introduction of product to eliminate the product from market. This concept is for both pioneer as well as follow. it’s about managing product throughout its entire lifecycle. Each stage is associated with changes in the product’s marketing position.  There are four stage of product life cycle. 1. Introduction, 2. Growth, 3. Maturity, 4. Decline. Each and every stage having their own challenge as well as opportunity. no matter either you are pioneer or follower you must be adopt different strategy to maintain growth and stability in to market for the longer.


[image: ]

In the introduction stage produce was launched in market, at that time marketing cost are high and sales become low. At that time marketer having a more profitable because of higher pricing. And after that growth stage are arrive at this stage sale are rapidly increase and marketing cost become low. At this stage market try to maintain their market share and try to expand market shares. Third stage is a maturity stage where the sales and profit both are stable .To survive at this stage marketer, need to cut the product price and provide more and more discount to their customer, and last id decline stage. When customer change their preference and want to stop the use of product, at that time product are eliminated from the market.

3.1.1. [bookmark: _Some_product_life]Some product life cycle strategies to do successful pioneer and follower companies implement to increase growth and maintain a strong competitive advantage at different stages.

3.1.2. [bookmark: _Introduction_Period:]Introduction Period:
When product is developed and ready to launch in market the first stage is introduction stage where product is introduced to customer by marketing and advertising. at this stage marketing cost are very high and sales are low. Pioneer having advantage at this stage to charge high price from the customer. Marketer try to find out correct distribution channel and make strong network for the higher sealing. Innovative and qualitative product only pass that phases because at the endof day consumer prefer quality rather than quantity. Marketer establish clear brand identity and connect with right partner to promote the product.

3.1.3. [bookmark: _Growth_Period:]Growth Period:
Second stage if growth stage , once product are introduce in market product is enter in to growth stage where sales are growing and marketing activity are decrease. During this stage product become more popular. Company’s revenue is higher at this stage and market share are also increased. Main focus of marketer at this stage is to compete you competitor. Some strategy for the growth stage. Every player of marketer implement the growing strategy at this stage.
1 Strategy: Reaching new markets
The growth stage strategy focuses on targeting new customer segments and expanding into new regions. It involves investing in additional distribution channels, forming partnerships, or fostering collaborations. The goal is to uncover new opportunities and attract a broader customer base. This approach drives revenue growth and strengthens brand recognition, embodying a successful growth phase
2 Strategy: improving product feature 
Customer feedback help to find out product quality and understand customer demand in product feature. By improving and enhancing product feature to meet the customer expectation. This could be involved performance upgrades and loyalty. More feature of product satisfied customer in fact a good feature of product is help to minimize switching cost of customer. To increase market share that strategy are useful.
3. Strategy: strategic pricing and positioning:
Balancing competitiveness and profitability is essential in growth stage. Evaluate pricing at right demand and set affordable pricing. Customer are price sensitive they want good product at low price. If other firm able to provide best product at low price than to face that competition is tuff and for that you can apply strategic pricing.
Example: Nintendo is best example of well manages each stage of product life cycle, but specialty in growth stage strategy. For that they continuously updated with latest technology. They also offer a subscription model for the Switch console to align with consumer trends. The product is regularly updated to keep it feeling fresh and engaging for users.
3.1.4. [bookmark: _Maturity_Period:]Maturity Period: 

After the growth stage maturity stage will be come. At this stage almost d sales and profit are stable because of high competition in market, at this stage many firm are enter in market for doing a business. There is scaring situation in market and for that every player having a one option only that is accept the market price of the product. Cost cut strategy is implemented in this stage. It is a turning point where product are either sustain or to decline. It is time to take decision about extent the product’s market relevance and profitability.
1.Strategy: cost reduction 
Focusing on efficiency and streamlining operations to lower cost, by reducing manufacturing and other cost marker are able to reduce price of the product and that help to sustain in market and maintain market share. Customer want affordable product and at this stage it was possible by only reducing cost.
2.Strategy: product diversification 
In maturity stage product diversification in necessary. To increase usage of product and make a more feature in product is help to sustain demand of your product. New feature and new us case of any kind of product are preferred by more customer.
Example: Disney+ are in a maturity stage, at that time they are not able to increase subscription price also they try to maintain their existing customer. They try to provide more and more new affordable feature. They update themselves continue and try to make themselves as s better.

3.1.5. [bookmark: _Decline_Period:] Decline Period:

This is a final stage of product life cycle. Where sales and price are falling as demand decrease. Whenever customer is changing their habit and switch on another alternative then market player faces the decline stage. At this stage either marketer try on new product or shut the business for forever. Some are the reason of decline stage is technological advancement, changing consumer test, increase competition too much.
Example: Microsoft sunset windows 8.1 in January 2023 was an example of decline stage. Consumer get notification from the Microsoft a year before that would no longer support the product.


4. [bookmark: _Conclusion]Conclusion

Overall concept of this research is based on how pioneer or follower take important decision for growth and sustain their product in the market. To being pioneer and follower there is own advantage and disadvantage it is based on available resource and internal as well as external factor. Every marketer having two options only to do business either being pioneer or follower. To grow the business management having some strategy this is based on product life cycle. Each and every stage of product life cycle face challenges on the other hand there is an opportunity in every stage also. To select best strategy in every stage is necessary for the market player, above some kind of strategy are explained at every stage of product life cycle.
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