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[bookmark: _Toc193802749]Introduction
The present study is focused upon the challenges faced by the business leader in the strategic marketing process while making decisions for launching new products and technologies. The report will provide an advantage of being a pioneer and follower company along with different examples that determine whether the business will be successful in nature or not. Along with this, the report will further describe product life cycle strategies that pioneer and follower companies implement to increase growth and maintain a strong competitive advantage. Here, different examples of a company will be presented that supported the statement and determined whether the business is successful by adopting such a strategy or not.
[bookmark: _Toc193802750]The advantage of pioneer and follower company:- 
In these changing market dynamics, the companies are highly dependent upon the technologies and innovations that help a business to cause a high competitive advantage. Pioneer companies are also known as first movers that gain an advantage in order to make companies enhance their overall performance. They are also well known for being early innovators and may take risks to develop and introduce very new things that help to manage the work. There are many advantages, which are as mentioned:

Fig 1: Advantage of pioneer company
(Source: Author,2025)
Sustain brand loyalty: The company works as a pioneer, being the first to market, which allows a firm to build strong brand recognition (Dreiling and Bican, 2022). This in turn also helps in gaining customer loyalty, and sometimes, due to a strong competitive advantage, it becomes harder for entrants to compete in the market.
Strong market share: The biggest advantage of a pioneer company is to capture a significant portion during the initial market share. It has been critically analysed that it helps a company to enhance competition because strong competition always helps other competitors to minimize the chances of overtaking so that the market share can be sustained (Kamp and Ruiz de Apodaca, 2023). Amazon is another pioneering online retail and e-commerce firm that enhances the way through which the company is able to interact with customers and satisfy the need as well. It is the first online company that provides free delivery of all the variety of products to the customer to get a high advantage.
Economies of scale: When the company starts from scratch, then the chances of achieving high economies of scale are good because it assists to lower production costs and higher profit amounts.  This is possible when the business deals as a pioneer company, and this causes a direct impact on the brand image.
Technological leadership: The pioneer companies gain valuable experience and knowledge in order to adapt to the changes because in this changing market, there is a need to have a strong technological adoption that assists to attract talent and investment (Gómez, Perze-Aradros and Salazar, 2022). That is why such pioneering companies always help to lead a business in a positive direction. Tesla is an automobile company that can develop and produce the electric vehicle in bulk. This is considered a dominant opportunity for the business because the market was previously dominated by internal combustion engines (Stacchezzini and et al, 2023).
Learning curve advantage: The pioneer company gains an advantage due to being an early mover because they are the first company to know about the market, and this helps to provide innovative ideas and adapt effectively as well. Thus, a learning curve advantage assists the business to gain strong competition and make strong competition as well. 
Resource control: Through such, companies secure key resources and distribution channels, which in turn help to gain a competitive advantage as well. Though the adoption of technologies also assists the business to provide the result that helps to convey the decision in favor of a company and satisfy the customer as well (Ruiz-Ortega, Rodrigo-Alarcón and Parra-Requena, 2024). For instance, Sony, the first personal stereo tape deck, fundamentally changed the customer perception of listening to music on the go and thus established the portable music market as well. This gains the brand image of a company and conveys the best result to customers.
Brand reputation: Though the companies that fall in this category enter the market for the first time, and that is why they gain a reputation for innovation and leadership that helps in valuing the customer and partner. That is why it can be stated that pioneer companies get an advantage of sustaining the brand image by meeting the customer need. For instance, Polaroid is the pioneering company that introduced the camera and made customers aware of photography by making instant and accessible photos. This in turn creates a new market for disposable and easy-to-use cameras in order to attract the customers.
The follower company may leverage the work of the pioneer company, which learned from their success and failure, in order to enter the market quickly. This helps to lower costs and risks so that the chances of producing a high result can be maximized. Thus, the advantage of such a company is as mentioned below:

Fig 2: Advantage of follower company 
(Source Author, 2025)
Lower research and development cost: The fast-followed companies mainly avoid the initial investment in research and development because it assists to provide innovation that helps the business to gain strong competition (Greeven, Yip and Wei, 2023). 
Reduce risk: The fast-follower company always learns from the pioneer company, where the chances of risk have reduced, and it makes necessary improvements before entering the market. It has critically analysed that it reduces the risk of failure, and that is why the company can manage the issue and enhance the chances of gaining market share as well.
Focus on improvement: It is considered the biggest advantage for the company that falls in the category of fast follower because it improves the market leader’s product and service to create a superior product (Arazzi and et al, 2023). This in turn increases the chances of generating high results and causes positive impacts as well.
Learning from mistakes: It has been identified that fast followers can learn from the mistakes of first movers, and this assists in avoiding repeating the same mistakes that pioneering companies perform. Therefore, it helps to become more refined and become a customer-centric product and service. Thus, the business has a chance of generating a strong outcome because learning from mistakes helps to convey the decision for better customer service. Walmart is one of the good market follower companies in the retail industry that responds to innovation and trends introduced by other companies like Amazon. Though the company offers products and services online instead of offline, Walmart offers both services that help customers to get the best services.
More resources available: Fast follower companies can commit less time and resources to engage their customers and become an investor base. This in turn helps to focus on product development and make strong initiatives so that the chances of generating a high result can be maximized. Thus, learning from mistakes and introducing products on the basis of defined resources would be beneficial for the firm (Wambsganss and et al, 2023).
Aligned with customer need: By observing the market response, the first mover offers the best offering to the customer that helps to minimize the gap and shortcomings so that the customer need can be maintained. This in turn helps to convey the best decision and enhance the customer satisfaction level as well. Though companies face struggles with regard to changing customer needs, this can be attained by fast-following companies to gain the advantage as well. Coca-Cola is a market leader that is falling in the category of fast follower where the company adapts to the changes of customers and makes sure that it offers products according to changing customer preferences by introducing new flavors and product lines to get a better response as well (Maslach, Rousseau and Lamont, 2024). Thus, it makes sure that the product helps to meet the customer's need and conveys the result. 
Establish a customer base: The fast follower can enter an established market that helps to take advantage of the first mover’s efforts in order to create a market and customer base. This in turn assists to develop the best strategic initiative in order to engage the customer and generate the better outcome. Samsung is considered an innovator in smartphones after Apple, which is a well-known company for being a fast follower. The company mimics Apple’s design and features with additional features that help to attract the customer (Park and Yi, 2024). Though the price of the product is low as compared to Apple, and that is why middle-class people can easily afford the same.
[bookmark: _Toc193802751]The product life cycle strategy for successful pioneer and follower company:-
The successful pioneer company implements a product life cycle strategy that helps to enhance growth and maintain market share as well.
[image: Product Life Cycle: What It Is, Stages, and How to Use It Effectively |  Creately]
Figure 1: product life cycle
(Source: Creately.com)
Introduction stage:
During the introduction stage, the pricing strategy has set in, which skimming and penetration are used. Here, innovation is highly focused on by the company because they make decisions to improve the product based upon early feedback (Parra‐Requena and et al, 2024).
Growth stage:
In the second stage, pioneer companies expand the market by exploring new geographic markets and enhancing marketing efforts as well. Here, product development strategy can be used to introduce new products in the market for better attraction. For instance, Tesla being a pioneer in EV cars made its model 3 the best-selling EV in 2018 and after that started increasing its production. This in turn helped the organization to reduce its prices by 20% and achieve sustainable competitive advantage. 
Maturity stage:
During the third stage of the product life cycle, the pioneer company makes a strategy of differentiation and explores new uses for selling a product, and this in turn causes a positive impact. Some of the companies make partnerships with the business in order to expand reach and capabilities (Zhang and Peng, 2024). 
Decline stage:
Under the decline stage, the pioneer company uses a cost reduction strategy, which focuses on managing costs and optimizing operations. Also, inventory management is another strategy that is used by the company, which promotes available inventory and explores how the product can be used. Thus, it shows that there are a variety of strategies used by the company. Apple is well known for its innovative products and strong brand identity because the firm uses the product life cycle by continuously focusing upon innovation. This in turn helps to enhance the loyal customer base so that the chances of generating the brand image at a global level enhance (Bate and Prasetyo, 2024).  On the other side, Tesla is another example, which is famous for rapid innovation and focus upon early market entry in order to introduce many innovative technologies to get better outcomes.  Thus, the chances of generating high returns would be maximized because Tesla is able to introduce the product by focusing upon innovation and sustaining the brand image as well.
The fast follower company also has a different strategy from the pioneer company because the working pattern of both companies is different, and that is why the strategy is also different. Also, in such a company, the introduction stage is not used because the companies are not first movers as they follow the pattern from the pioneer.  Thus, the strategies are as mentioned below:
Growth stage:
The rapid product adaptation is the highly used strategy that is used by the company to quickly identify and copy different product features or innovations from market leaders. This in turn helps to adapt the strategy for their own product so that a good outcome can be generated. On the critically side, aggressive pricing is used by the fast follower company, where the business can attract customers and gain market share as well (Udokporo, Anosike and Lim, 2021). There is a strong distribution channel that helps the business to serve best to the customers and also focus upon the customer experience by offering the best product services. Here, marketing and branding are also implemented by the company to make its product different from other competitors. Samsung being a fast-follower company did not introduce itself at a premium price like its rival Apple rather, it reduced its pricing and added additional features to grab consumers attention and attain large customer base in a short period of time to ensure incessant growth. 
Maturity stage:
The cost leadership strategy is used by the company, which mainly focuses upon reducing production costs and improving efficiency to retain existing customers. Along with this, market segmentation is also used by companies where they explore new market segments in order to meet specific needs of groups. Further, customer loyalty programs are also built that help to maintain a strong relationship with customers in order to retain existing customers (Eslami, Ghasemaghaei and Hassanein, 2022).  This in turn causes a positive impact on the customer because the innovation is used by the company in order to enhance the product and stay competitive in nature as well. Thus, a fast follower company is able to manage the entire business growth to make sure that efficient and cost-effective product delivery is offered to the business. Companies like Coca-Cola reached its growth stage in the 20th century however, they had to innovate in order to grow and maximise profit hence, the beverage giant started introducing new variants of its products such as Coke Zero and other flavor drinks like Fanta, Sprite etc.
Decline stage:
This stage is also used by the fast-followers company because the strategies that fall into this category help the business to extend the lifespan. Such that product rebranding can be used where repositioning of a product is performed where the company is able to extend their lifespan so that chances of a new product can be introduced. Also, the new target audience can be attracted within a company with the help of new products that help to maintain the demand of customers, and this assists to generate a brand image as well (Zhang and et al, 2024). This is critically analysed that innovation at this stage would be helpful to the company because an additional feature at the product design in the company would help to lead a business towards further expansion rather than dissolving the company. Hence, it can be stated that with the help of this stage, the company may again reboot its strength. Samsung is continuously improving the feature of its smartphone because it try to meet the customer demand which can be possible when the firm has additional requirement as compared to Apple (Pioneer company) which include camera, display, processing and power with pricing strategy. On the other side, Netflix is also expanding into new countries and region in order to increase the global subscriber base as compare to Amazon Prime. This is another example of market expansion which fast follower company usually adopted in order to reach the new market to enhance the sales (Wang and et al, 2021). Apart from this, the pricing strategy adjustment is highly preferred by the company i.e. Samsung where company can set different pricing for the products to cater to various budget levels. This in turn causes positive impact over the customer base and generate the high return as well. 
Conclusion
Through the entire discussion, it has been concluded that the pioneer company has an advantage of strong market share, economies of scale, and technological leadership. Whereas fast follower companies gain an advantage of reduced chance of risk, focus upon improvement, and learn from mistakes done by pioneer companies. On the other side, the report also concluded that there are different product life cycle strategies adopted by pioneer and fast-following companies, where each stage has its own unique strategy that helps to maintain the strong performance of a company. The real-life example of a company is also presented that is highly dependent upon such a strategy.


[bookmark: _Toc193802753]References
Arazzi, M., Ferretti, M., Nicolazzo, S. and Nocera, A., 2023. The role of social media on the evolution of companies: A Twitter analysis of Streaming Service Providers. Online Social Networks and Media, 36, p.100251.
Bate, A.P. and Prasetyo, K., 2024. The battle of hashtag on Twitter: Unraveling the pioneers of influence in social media marketing. Bricolage: Jurnal Magister Ilmu Komunikasi, 10(1), pp.131-144.
Dreiling, A. and Bican, P.M., 2022. Pioneer or follower: Which strategy to choose?. In The Routledge companion to technology management (pp. 100-115). Routledge.
Eslami, S.P., Ghasemaghaei, M. and Hassanein, K., 2022. Understanding consumer engagement in social media: The role of product lifecycle. Decision Support Systems, 162, p.113707.
Gómez, J., Perez-Aradros, B. and Salazar, I., 2022. How to beat early movers: The role of competitive strategy and industry dynamism on followers’ performance in the telecommunications industry. Long Range Planning, 55(5), p.102244.
Greeven, M.J., Yip, G.S. and Wei, W., 2023. Pioneers, hidden champions, changemakers, and underdogs: Lessons from China's innovators. MIT Press.
Kamp, B. and Ruiz de Apodaca, I., 2023. Leveraging (in) formal early-mover and diligent-follower advantage mechanisms to attain international niche market leadership: insights from Basque “hidden champions”. Competitiveness Review: An International Business Journal, 33(6), pp.1013-1045.
Maslach, D., Rousseau, H. and Lamont, B., 2024. Pioneer Learning From Failure: How Competitor Entry and Consumer Reports Improve Learning From Failure Repositories. Journal of Management, p.01492063241303059.
Park, G. and Yi, S., 2024. Why do leaders help followers follow?. Technology Analysis & Strategic Management, 36(12), pp.4084-4097.
Parra‐Requena, G., García‐Villaverde, P.M., Ruiz‐Ortega, M.J. and Córcoles‐Muñoz, M.M., 2024. Strategic resilience nexus: Connecting pioneering and sustainability orientations. Business Strategy and the Environment, 33(8), pp.8784-8797.
Ruiz-Ortega, M.J., Rodrigo-Alarcón, J. and Parra-Requena, G., 2024. New directions to create dynamic capabilities: The role of pioneering orientation and interorganizational relationships. European Management Journal, 42(3), pp.371-384.
Stacchezzini, R., Florio, C., Sproviero, A.F. and Corbella, S., 2023. Reporting challenges and organisational mechanisms of change: a Latourian perspective on risk disclosure of a pioneer company in integrated reporting. Journal of Accounting & Organizational Change, 19(2), pp.226-249.
Udokporo, C., Anosike, A. and Lim, M., 2021. A decision-support framework for Lean, Agile and Green practices in product life cycle stages. Production Planning & Control, 32(10), pp.789-810.
Wambsganss, A., Bröring, S., Salomo, S. and Sick, N., 2023. Technology strategies in converging technology systems: Evidence from printed electronics. Journal of Product Innovation Management, 40(5), pp.705-732.
Wang, L., Liu, Z., Liu, A. and Tao, F., 2021. Artificial intelligence in product lifecycle management. The International Journal of Advanced Manufacturing Technology, 114, pp.771-796.
Zhang, B. and Peng, B., 2024. The role of leading companies in artificial intelligence applications. The Journal of Technology Transfer, pp.1-28.
Zhang, L., Xuan, Y., Li, Z., Gao, P. and Zheng, Y., 2024. How to obtain customer requirements for each stage of the product life cycle from online reviews: Using mobile phones as an example. Journal of Retailing and Consumer Services, 80, p.103928.

Economies of scale

Sustain brand loyalty
Technological leadership

Learning curve advantage
Strong market share

Resource control:
Technological leadership

Brand reputation
Lower research and development cost


Reduce risk


Focus on improvement


Learning from mistakes


More resources available


Aligned with customer need


Establish a customer base


image2.png
Sales

A‘.. -

Growth Maturity Decline

Introduction




image1.png
Prifysgol Cymru
% Y Drindod Dewi Sant

% University of Wales
Trinity Saint David

£




