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[bookmark: _Toc223942496]Section 1
[bookmark: _Toc223942497]1. Organisational Context and Overview
[bookmark: _Toc223942498]1.1 GSK Overview
GSK or formerly GlaxoSmithKline is one of the 10 leading pharmaceutical companies in the world, with its headquarters in London. In 2024, it had revenues of £31.4 billion (~$39.5 billion), which was in respiratory therapies, HIV treatments, and vaccines. Its modern identity traces back to the 2000 merger of Glaxo Wellcome and SmithKline Beecham, a 72 billion deal, and its 2021 sale of consumer healthcare to Haleon (Mikulic, 2023). 
[image: GSK revenue by division 2024| Statista]
Figure 01: GSK Revenue by Division 2006-2024
Source: (Duffin, 2025)
The statistic presents the income of the pharmaceutical company GSK (GlaxoSmithKline) in the period of 2006-2024 by division. GSK plc is a giant pharmaceutical firm in the world. The headquarters of the multinational company is located in London in the UK. By 2024, the company had some 11.8 billion British pounds revenues through specialty medicines (Duffin, 2025). In the year 2022, the company separated its Consumer Healthcare business division with pharmaceuticals and R&D being its priorities. 
Mission: The mission of GSK is to make a positive contribution to enhancing the quality of human life by empowering people to do more, feel better, and live longer. This mission focuses on patient-centred innovation and world healthcare impact.
Vision: The vision is to be amongst the most innovative, best performing and trusted healthcare companies in the world, with its strategic emphasis on innovation, operational excellence and trusted by its stakeholders.
Business Model: GSK has a product-based business model that is heavily research-oriented. Prescription pharmaceuticals and vaccines are the sources of major revenue, supplemented by licencing, partnerships, as well as strategic R&D partnerships. It is a model with innovation, global market penetration, and sustainable growth and balances regulatory compliance and cost management (Bashirynejad et al., 2024).
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Figure 02: Product-Centric Operating Model
Source: (Cicero and Quintarelli, 2022)
Competitors: The pharmaceutical market is a very competitive market in the world, which is very fast in terms of innovations, strict requirements in terms of regulations, and the needs of the patients. Such competitors as Pfizer, Johnson & Johnson, Novartis, and AstraZeneca (Coyle, 2025) are key competitors. GSK enjoys a competitive advantage in respiratory and HIV treatments, vaccines, and specialty drugs, with a vast pipeline of research and development, extensive distribution networks, and strategic alliances around the globe (BCC Research, 2025).
[bookmark: _Toc223942499]1.2 Market Position
By 2025, GSK established itself as one of the top-10 global pharmaceutical companies, with an effective shift to a pure-play biopharma specialty medicines and vaccines model, which boosted its sales by around 7% to £32.7 billion. The firm realised beat growth in HIV, respiratory, and oncology portfolios with high profitability of a ~34 percent operating margin and an upgrade of its 2025 guidance.  Project a turnover growth of 3 to 5%; Core operating profit growth of 7 to 9%; Core EPS growth of 7 to 9 percent; 2031 sales projection of over 40 billion pounds (GSK, 2026).
[image: ]
Figure 03: Performance of GSK
Source: (GSK, 2026)
[bookmark: _Toc223942500]2. External and Internal Environment Analysis
[bookmark: _Toc223942501]2.1 PESTEL Analysis of GSK
1) Political Factor
The pharmacy sector is both very controlled and sensitive to the political activities. The accessibility of GSK in the market and its profitability is directly affected by national healthcare policies and government pricing. The developed market (EU, UK, US) governments are increasing drug price controls to curb healthcare expenditure, which may limit revenue growth (BCC Research, 2025). At the same time, global health programmes (e.g. WHO vaccine programmes) and international trade deals give GSK its vaccines and therapeutic portfolios opportunities. As an example, government policies regarding pandemic preparedness impact the demand of vaccines and treatments which are developed by GSK through partners.
Impact on GSK’s Strategic Decisions:
· Investment in markets that have favourable pricing and reimbursement conditions.
· Partnership with governments and non-governmental organisations to distribute the vaccine.
· Diversification into emerging markets to counter regulatory price controls in developed economies.
2) Economical Factor
The pharmaceutical market is very susceptible to the total healthcare expenditure, which in most instances increases even during economic slowdowns but during currency fluctuations (GBP vs. USD/EUR) derailed revenue may be reported. The macroeconomic performance and fluctuation in exchange rates affected the revenue reported by GSK (£31.4 billion) in 2024 (Mikulic, 2023). As of 2023, according to NAVADHI Market Research (2019), the pharmaceutical industry in the world was worth USD 1.57 trillion. GSK with its headquarters in Brentford, UK has operations in more than 100 countries. It registered USD 40.99 billion in FY2018, with respiratory products (USD 9.21 billion) being the top earners, as it invested heavily in R&D in its pharmaceuticals, vaccines, and consumer healthcare sectors.
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Figure 04: GSK Performance in 2018
Source: (NAVADHI, 2019)
Impact on GSK’s Strategic Decisions:
· Earnings stabilisation through hedging currency risk and financial planning.
· Efficiency and cost rationalisation to save on profits.
· Well thought-out pricing choices in accordance with the national healthcare budgets.
3) Social Factor
The demand of the GSK products is formed under the influence of demographic and social tendencies. The developed markets are ageing, which boosts the need of chronic disease treatments and vaccines (Bashirynejad et al., 2024). Also, increasing consumer health and wellness awareness stimulate the increase of preventive health care solutions demand. In the United States, GSK vaccine sales deteriorated, and Shingrix reduced by 15% in sales when the global vaccines sales increased to £2.68 billion. The firm projects a 2025 forecast of vaccine revenues that are generally steady, and overall yearly revenues rise by 6-7% and core EPS rise by 10-12%, to reach 40 billion in revenue by 2031 (Satija and Shabong, 2025).
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Figure 05: GSK cancer, HIV drug sales lift 2025 outlook in boost for shares
Source: (Satija and Shabong, 2025)
Impact on GSK’s Strategic Decisions:
· Specific marketing and education efforts to enhance the vaccine coverage.
· Growth of therapeutic portfolios on age related and chronic conditions.
· Programmes of community involvement to enhance brand trust.
4) Technological Factor
The level of technology is essential in drugs. The drug development has been transformed by biotechnology, genomics, and digital health. GSK also dedicates resources to R&D collaborations and advanced platforms in order to speed up innovation (Doron et al., 2023). GSK, with CEO Emma Walmsley, is streamlining its portfolio by dropping more than 30 drug programmes, selling non-core brands, and shutting down nine manufacturing plants to save £1 billion. It seeks to enhance effectiveness and profitability in R&D, responding to poorly performing assets and balancing research with marketing and redistributing resources to expand into the future (Extance, 2017).
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Figure 06: GSK stops over 30 research programmes to prioritise innovation
Source: (Extance, 2017)
Impact on GSK’s Strategic Decisions:
· More R&D in high-technology drug discovery.
· Forming strategic alliances with biotech and technology companies.
· Embracing of digital health tools in clinical trials and personalised medicine.
5) Environmental Factor
Sustainability strategy of GSK is affected by environmental issues. There is pressure on the pharmaceuticals to lessen emissions of carbon, waste and water consumption during the manufacturing process. The sustainability reports at GSK note the commitments to net zero emissions and minimised environmental impact in supply chains. The inability to deliver on the sustainability expectations opens the doors to the reputational risk and regulatory review. A GSK solvent sustainability selection guide of the 55 most solvents that are commonly used on a colour-coded and scored greenness scale. A chart that categorises 154 solvents is reported in the ESI of ref. 29 and reproduced from ref. 5 (Saat and Aşlamacı, 2023).
[image: The GSK solvent sustainability selection guide showing the 55 most commonly used solvents scored and color-coded based on their greenness. In the ESI of ref. 29 is reported a chart classifying 154 solvents. Reproduced from ref. 5.]
Figure 07: GSK Sustainability
Source: (Saat and Aşlamacı, 2023)
Impact on GSK’s Strategic Decisions:
· Sustainable manufacturing processes.
· Incorporation of the environmental measures in strategic planning.
· Clear reporting based on the expectations of stakeholders.
6) Legal Factor: There are excellent legal frameworks in place in the area of intellectual property (IP), drug approval, and safety compliance. The protection of the patent is necessary to retain the exclusive market position and cover the costs of the R&D of GSK. Competitive advantage and revenue streams are decreased through litigation or loss of patents (MBA Skool, 2022). As well, the high level of safety standards demands strong compliance policies in the production and clinical testing.
Impact on GSK’s Strategic Decisions:
· Investment in the legal and regulations to safeguard IP.
· Compliance infrastructure to take care of world regulatory needs.
· Strategic partnerships and licencing deals: legal risk assessment.
[bookmark: _Toc223942502]2.2 Critical Success Factors and Strategic Challenges in the External Environment
[bookmark: _Toc223942503]2.2.1 Critical Success Factors (CSFs)
The pharmaceutical sector is under a number of critical factors that determine the success of GSK externally. It requires innovation and R&D potential because the development of new drugs and vaccines increases the revenues and competitiveness in the long term (Bashirynejad et al., 2024). Regulatory knowledge enables GSK to overcome complicated legislation in various jurisdictions so it can enter the market in time (BCC Research, 2025). Scaling products and reaching the emerging markets, especially in Asia-Pacific and Europe, depends on global distribution and market access (Coyle, 2025). Good partnerships and collaboration with biotech companies, governments and non-governmental organisations improve efficiency and access to R&D.
[bookmark: _Toc223942504]2.2.2 Strategic Challenges
The challenges in the external environment that are strategic are the patent expirations that expose the company to generic competition, which lowers profits. Revenue predictability is threatened by regulatory and pricing pressures in the most developed markets such as U.S. and EU. Rivalry in the form of other mRNA vaccines or targeted therapies has a threat to market share, as it was the case with the slow COVID-19 vaccine launch by GSK (Doron et al., 2023). Also, the susceptibility of the supply chain to global upheavals or increasing inputs prices needs strong operational plans to sustain production and delivery. GSK needs to strike these CSFs and challenges to maintain its growth and profitability amidst a complex and changing external environment.
[bookmark: _Toc223942505]2.3 Internal Environment Analysis
The internal environment of GSK is a mixture of tangible and intangible resources on which it bases its strategic advantage. 
Tangible resources: Physical resources encompass its wide financial resources, as revenues of 31.4 billion in 2024 fund its operations worldwide, and a system of production and distribution centres in over 100 countries (Mikulic, 2023). These facilities will offer scalability in pharmaceuticals as well as vaccines to respond swiftly to the market.
Intangible resources: One of the main points of distinction is intangible resources, such as the strong portfolio of patents covering novel drugs and vaccines, or GSK brand reputation in international healthcare markets. It has an intellectual property that guarantees exclusivity in the market, allowing it to charge premium prices and guarantee revenue streams (Nakashima et al., 2023).
Capabilities: The skills possessed by GSK include superior levels of research and development, international regulatory oversight, and integrated supply chain. Key capabilities consist of successfully translating scientific research into clinically approved treatment effectively, and successfully administer global vaccine initiatives (Deng et al., 2025).
[bookmark: _Toc223942506]2.4 VRIO Framework – Evaluating Strategic Capabilities
The VRIO analysis examines the ability of the resources and capabilities of GSK to offer a competitive advantage in the long term.
	Resource/Capability
	Valuable
	Rare
	Inimitable
	Organised to Capture Value
	Sustained Competitive Advantage?

	R&D Innovation Pipeline
	Yes
	Yes
	Yes
	Yes
	Sustained

	Patents/IP Portfolio
	Yes
	Yes
	Yes
	Yes
	Sustained

	Regulatory Expertise
	Yes
	No
	No
	Yes
	Competitive Parity

	Global Distribution Network
	Yes
	Yes
	No
	Yes
	Temporary Advantage

	Brand Reputation
	Yes
	No
	No
	Yes
	Competitive Parity


Analysis: Analysis GSK has an effective and sustained competitive advantage with its R&D pipeline and patent portfolio which is of value, rare, inimitable, and well organised. Its market credibility and compliance are supported by its brand reputation and its regulatory capabilities that are not as easy to copy by the competitors (Nakashima et al., 2023). Global distribution networks are scalable, but can be imitated so as to provide a temporary benefit (Nandy, 2023).
[bookmark: _Toc223942507]2.5 Internal Strengths and Competitive Advantage
The internal strengths of GSK are the key factors in its long-term competitive advantage. 
R&D capabilities: The invention of new therapies and vaccines before competitors through R&D abilities would enable the company to produce proprietary products that will enjoy market monopoly and high prices (Deng et al., 2025). These innovations are safeguarded by its patent portfolio and IP rights which minimize the risk of generic products and provide long-term revenues (Mikulic, 2023).
Global manufacturing and distribution networks: The global manufacturing and distribution systems have given the company scalability on the operational level as it is able to deploy products quickly in more than 100 countries. The presence across the world promotes penetration of the market and enables collaborations with governments and non-governmental organisations, especially in regard to vaccines and public health programmes (Bashirynejad et al., 2024).
Brand reputation and regulatory expertise: the company brand name and regulatory experience provide an additional boost to stakeholder confidence and facilitates market approvals which is essential in an overly regulated and safety conscious industry. Commercial and R&D activities are combined to make sure product development and market strategy are aligned and enhance commercialisation success (Doron et al., 2023).



[bookmark: _Toc223942508]3. CSR and Sustainability Objectives
CSR and sustainability became very important strategic issues among pharmaceutical firms especially in responding to global health issues, environmental issues, and ethical business conduct. GSK has incorporated CSR as part of its corporate agenda by aligning social responsibility efforts with its fundamental goal of enhancing worldwide health outcomes through sustainable business development. The main pillars of the CSR strategy of the company are better health on a global level, responsible operation, and a safe environment.
Widening access to vaccines and drugs, especially in low and middle-income states, is one of the elements of the GSK CSR strategy. The firm joins forces with other health organisations, governments and non-profit organisations around the world to provide affordable medicine and vaccines to underserved communities. These efforts are in line with the mission of GSK that helps people to do more, feel better and live longer, and enhance its global market presence (Bashirynejad et al., 2024). The programmes related to vaccine accessibility and public health partnerships show that long-term business sustainability can be supported by social impact goals as well.
The other main ingredient in the GSK CSR strategy is environmental sustainability. The company has also been determined to cut carbon emission and maximise energy efficiency and waste minimisation on its global manufacturing and supply chain. These are initiatives that mirror the mounting regulatory and stakeholder pressure of pharmaceutical companies to be good citizens and be part of the world sustainability agenda (Chehimi and Naro, 2024).
In addition, GSK focuses on ethical governance, transparency, and responsible supply chain management. Such practises guarantee adherence to the international regulatory frameworks and foster the trust of stakeholders, such as investors, healthcare professionals, and patients. Deng et al. (2025) state that both financial and non-financial outcomes can be improved by aligning sustainability initiatives with organisational performance indicators, e.g. sustainability balanced scorecard.


[bookmark: _Toc223942509]4. Comprehensive and holistic view of the organization
The Balanced Scorecard (BSC) model invented by Kaplan and Norton (1992) is a holistic method of managing organisational performance through the combination of financial and non-financial measures(Professional Academy, 2026). The balanced scorecard also considers four perspectives as opposed to traditional performance measurement systems which mainly consider financial outcomes (Chehimi and Naro, 2024).
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Figure 08: Balanced Scorecard (BSC) Framework
Source: (Professional Academy, 2026)
[bookmark: _Toc223942510]4.1 Financial Perspective
The financial view analyses the validity of the strategic initiatives of GSK in enhancing the financial performance and shareholder wealth. Financial sustainability is a key goal, since the company is a publicly traded pharmaceutical company(Humphreys, 2024). 
Objectives:
· Grow pharmaceutical and vaccine sales in the world.
· Enhance profitability by being efficient in operation.
· Enhance shareholder returns.
Key Performance Indicators (KPIs):
· Total annual revenue growth
· Core earnings per share (EPS)
· Return on investment in R&D
Targets:GSK seeks to realise sustainable revenue growth by the use of its specialty medicines and vaccines portfolio. The projections in the pharmaceutical industry show that companies need to ensure stable productivity in R&D to stay competitive (Coyle, 2025).
Initiatives: Some of the strategic initiatives are portfolio optimisation, expansion to high growth markets and strategic partnerships in order to increase the productivity of research. These measures underpin long-term financial performance and adhere to the strategic focus of innovation and global healthcare solutions of GSK.
[bookmark: _Toc223942511]4.2 Customer Perspective
The customer view is centred on the way the organisation creates value to the patients, the health care providers and the stakeholders. Trust, product efficacy, and accessibility are some of the major drivers of customer satisfaction in the pharmaceutical industry(Olariu et al., 2023). 
Objectives:
· Enhance the access of the patients to the medicines and vaccines.
· Build brand reputation and trust.
· Improve relations with healthcare providers and governments.
KPIs:
· Patient access programmes and immunisation rates.
· Satisfaction of customer amongst health practitioners.
· Market share within therapeutic areas market share.
Targets:GSK strives to increase access to medicines in the new markets without compromising on product quality and safety level. Such efforts also help to meet the corporate social responsibility objectives and strengthen the customer confidence (Bashirynejad et al., 2024).
Initiatives: The main initiatives involve collaborating with the community in promoting health, immunisation efforts, and online communication with caregivers to enhance care delivery and patient outcomes.
[bookmark: _Toc223942512]4.3 Internal Business Processes Perspective
Internal processes perspective looks at the efficiency of the organisation’s operation and value creation in terms of innovation, production and regulatory compliance. In drugs, effective supply chain management and R&D procedures play a major role in introducing new medications to the market(Tawse and Tabesh, 2023).
Objectives:
· Enhance the effectiveness of research and development.
· Enhance the resilience of manufacturing and supply chain.
· Make sure that it meets the regulatory standards.
KPIs:
· Successful number of successful drug approvals.
· Drug development and regulatory approval period.
· Efficiency and product quality indicators.
Targets:GSK would like to enhance commercial success of its drug development pipeline besides minimising development timelines. Biotechnological and digital innovation gains more and more significance in enhancing the R&D productivity (Doron et al., 2023).
Initiatives: Such strategic initiatives are the integration of R&D with commercial teams, use of digital tools in clinical trials, and enhancement of supply chain efficiency to facilitate global distribution.
[bookmark: _Toc223942513]4.4 Learning and Growth Perspective
Learning and growth perspective emphasises organisational capabilities, employee growth and their innovation capability. Knowledge-intensive firms like in the pharmaceutical industry, sustained learning and talent growth are vital to being in the frontline of innovation(Humphreys, 2024).
Objectives:
· Empower research and scientific competence.
· Build leadership and skills of employees.
· Create an innovative and collaborative culture.
KPIs:
· Training and development programmes among the staff.
· R&D productivity and number of patents registered.
· Retention and employee engagement levels.
Targets:GSK is trying to maximise its human resource through research talent and collaborative innovation investment. Constant learning and sharing knowledge will help the organisation to respond to change in the technologies and market (Deng et al., 2025).
Initiatives: Some of the major efforts involve collaboration with research centres, employee education, and investment in digital technologies to aid innovation (Chehimi and Naro, 2024).



[bookmark: _Toc223942514]5. Strategic Choices and Implementation
[bookmark: _Toc223942515]5.1 Business-Level Strategic Choices
At the business level, the competitive advantage is usually achieved using cost leadership, differentiation or the focus strategy which are usually adopted by the organisations. 
Product differentiation: Differentiation is typically most applicable in the pharmaceutical sector since innovation, intellectual property and scientific research are central to value creation. GSK relies mainly on product differentiation, which is centred on new therapies, vaccines, and specialty medicines that serve complex health conditions (Nandy, 2023). 
Cost efficiency: Differentiation will help GSK have a premium price on the innovative medicines and vaccines and still have a good brand reputation and customer trust. This is especially in its respiratory medicines and their HIV medicines, which make a major part of its pharmaceutical offerings. 
Differentiation through innovation: Innovation-based differentiation is the best business-level strategy of GSK. The pharmaceutical industry is highly dependent on technology and scientific research, so companies that do not stop innovating have higher chances of maintaining competitive edge. A robust R&D pipeline and specialisation in the fields of therapeutics will help GSK to improve its market standing and profitability in the long run (Bashirynejad et al., 2024).
[bookmark: _Toc223942516]5.2 Corporate-Level Strategic Choices
These are the strategic decisions that are made at the corporate level concerning diversification, mergers and acquisitions, strategic partnerships and international expansion. GSK has historically pursued mergers and acquisitions as a strategy to diversify its product range and internationalisation. The 2000 merger of Glaxo Wellcome with SmithKline Beecham formed one of the biggest pharmaceutical companies in the world and this allowed economies of scale and increased capabilities in R&D.
Strategic specialization and portfolio restructuring: GSK has more recently concentrated on strategic specialisation and portfolio restructuring. By 2021, the company split its consumer healthcare business into a new company, Haleon, and enabled GSK to focus on pharmaceuticals and vaccines. Such a strategic action reflects the movement toward the emphasis on high-value bio-pharmaceutical innovation and enhanced operational efficiency.
International expansion: The other significant corporate strategy is the expansion internationally especially in emerging economies where healthcare demand is increasing at an alarming pace. GSK can tap into new patient groups and diversify its revenue stream through expansion in new regions, including Asia-Pacific and Latin America. Innovation capabilities and R&D risk reduction can also be achieved through strategic partnerships with biotechnology firms and research centres (Nakashima et al., 2023).
[bookmark: _Toc223942517]5.3 Change Management and Strategic Implementation
Effective change management is needed to deliver successful strategic implementation. In recent years, GSK has made a series of significant organisational transformations to enhance performance and align its operations to its strategic priorities. The company also embarked on portfolio simplification under the new CEO Emma Walmsley, which cut non-core product and shifted resources towards high-potential research. 
The spin-off of the consumer healthcare business was also a major structural change to refocus GSK strategy on pharmaceuticals and vaccines. This restructuring has enabled the firm to streamline its operations and to refocus its resources in innovative therapies and vaccines with greater growth potential.
Change implementation has also not been without challenges though. Considering the recent case of the company entering the market with the COVID-19 vaccine late showed the dangers of timing and strategy in R&D in a fast-moving industry (Doron et al., 2023). Nonetheless, the attempts of GSK to combine commercial and research activities, enhance supply chains, and improve innovation processes imply active strategic change.

[bookmark: _Toc223942518]6. Strategic Evaluation and Recommendations
[bookmark: _Toc223942519]6.1 Strategic Evaluation Using the BCG Matrix
The Boston Consulting Group has devised the BCG Matrix which categorises business units into four classes which include the Stars, Cash Cows, Questions Marks, and Dogs. This framework assists organisations to allocate resources effectively as it determines areas of high growth and poor performing products.
[image: How to use the BCG Matrix | Smart Insights Digital Marketing]
Figure 09: BCG Matrix
Source: (Gorb et al., 2022)
Stars: Stars are those products having a large market share in the fast-developing markets. In the case of GSK, products that achieve high revenue like Shingrix, one of the most popular shingles vaccines, can be treated as star products since it operates in a developing global vaccine environment. These products need to be reinvested in the R&D, production, and marketing to stay on top and contribute to the future development (Gorb et al., 2022).
Cash Cows: Cash cows are products that have penetrated the market with high market share in fairly mature markets. GSK has a number of respiratory medicines that are classified in this category such as those that are used in treating asthma as well as chronic respiratory illnesses. These products create consistent cash flow that can be refocused on new research and innovation undertakings (Nandy, 2023).
Question Marks: Question marks are the products that are characterised by low market share and high growth potential. Newly developed biotechnology treatment and early-stage vaccines can be categorised as a part of this category in the portfolio of GSK (Afshar and Shah, 2025). Such products need to be strategically invested in order to know whether they can attain great market share or not or should be dropped.
Dogs: Dogs are products that have low market share in low-growth markets. GSK has overcome this challenge by simplifying its portfolio by selling unproductive brands, non-core drug programmes. Such a tactic enables the company to adopt other areas with greater growth potential (Bashirynejad et al., 2024).
[bookmark: _Toc223942520]6.2 Strategic Recommendations
1. Make More investments into New R&D and New Technology: The most significant competitive aspect in the pharmaceutical industry is still innovation. GSK needs to increase its adoption of new technology like artificial intelligence and new biotechnology to enhance drug discovery and time to develop. Digital technologies are able to improve the efficiency of clinical trials and improve the success rate of new drug development (Doron et al., 2023).
2. Enhance Strategic Partnerships and Collaborations: Partnerships with biotechnology companies, research centres and technological firms can maximise the level of innovation as well as minimising risk in R&D. Strategic alliances enable pharmaceutical firms to exchange their expertise and speed up the introduction of breakthrough treatments (Nakashima et al., 2023).
3. Improve Integration of Sustainability and CSR: Incorporating sustainability in business strategy may enhance brand image and confidence of stakeholders. Pharmaceutical companies have an increasing demand to guarantee fair access of medicines and minimise environmental effects (Chehimi and Naro, 2024).
[bookmark: _Toc223942521]6.3 Justification of Recommendations
The strategic management theory and industry practises support these recommendations. 
Resource-based theory suggests that firms can attain sustainable competitive advantage by generating rare capabilities and resources that other firms find it hard to replicate. In the case of GSK, the innovation abilities, powerful R&D base, and intellectual property are such strategic resources.
Moreover, portfolio management models like the BCG Matrix emphasise the need to redistribute resources to high-growth products and to sell non-performing assets. This theoretical approach is reflected in the strategy of GSK (specialty medicines and vaccines).
These recommendations are also backed by real life examples. Modern and Pfizer companies have shown that fast innovation and strategic partnership can be crucial in the creation of the breakthrough treatment and vaccines. By following the same strategies and sustaining its innovation ecosystem, GSK will be able to improve its competitive edge in the world pharmaceutical market.





[bookmark: _Toc223942522]Section 2
[bookmark: _Toc223942523]Introduction
Reflective practise has the importance of forming academic knowledge and professional proficiency. When writing the strategic management report on GSK, I used the Experiential Learning Cycle developed by Kolb, which includes four steps: Concrete Experience, Reflective Observation, Abstract Conceptualisation, and Active Experimentation (Kolb, 1984). The reflective model assists learners in assessing their experiences, creating new knowledge, and transferring theory to practise (Meijer et al., 2022). Using this cycle, I managed to critically examine my learning process as I conducted research, analysed and prepared the strategic analysis of GSK.
[bookmark: _Toc223942524]1. Concrete Experience
The identification and description of the experience is the first part of the Kolb cycle. My experience in this assessment was to research the strategic management activities of GSK and compose a detailed analysis of the external environment of the company, its internal resources, strategic positioning, CSR activities, and strategic advice(Hanisyah et al., 2023).
In the first part of the assignment, I used different academic databases, including Google scholar, journal articles, industry reports, and company publications, to obtain quality information on GSK and the pharmaceutical industry in the world. I was interested in learning the organisational context of the company, its history, mission, vision, business model, and market position. I also checked the impact of external environmental factors including political regulations, economic trends, techno advancements and social factors on strategic decisions within pharmaceutical industry.
In preparing the report, I used various strategic management models mentioned in the course such as the PESTEL analysis, the VRIO framework, the Balanced Scorecard, the BCG Matrix, and the strategic choice models. These frameworks assisted in structuring the analysis and allowed me to relate theoretical concepts with the business practises in the real world. The stage provided me with an important learning experience since I was able to work with practical examples of strategic management in a global healthcare organisation.
[bookmark: _Toc223942525]2. Reflective Observation
The second phase of the Kolb cycle is a reflection of the experience and analysis of what occurred in the process of learning. In this step, I took into account the strengths as well as the difficulties I had during the preparation of the report.
The good thing that came out of the process is that I gained a better insight into the complexity of the pharmaceutical industry. In studying the strategies of GSK, I understood the extent to which the industry relies on research and development, innovation, regulatory compliance, and global alliances. The PESTEL analysis made me realise that political regulation and healthcare policies can have a big impact on pharmaceutical firms and the VRIO framework made me appreciate how internal strengths like R and D knowledge and intellectual property generate competitive advantage(Khan, 2025).
Nevertheless, some difficulties were also experienced in the course of research. Among the primary difficulties was the need to find credible and current scholarly materials concerning the pharmaceutical sector and the approach of GSK. Since the industry is dynamic and constantly changing with technological innovation and changes in regulation, a need to have the majority of references up to date and relevant(Meijer et al., 2022). Synthesising a great deal of information between various sources and structuring it into a sensible and coherent report was another challenge.
Thinking about this step allowed me to understand the necessity of critical thinking, information filtering, and time management in doing academic research.
[bookmark: _Toc223942526]3. Abstract Conceptualisation
The third step in the learning cycle offered by Kolb consists of building theories and bridging the gap between experience and academic ideas. At this phase, I thought over how the theories I had learned in the strategic management module might be used to explain the strategic behaviour of GSK.
Indicatively, the Resource- Based View (RBV) was used to explain why the global distribution network, research and development capabilities and intellectual property portfolio of GSK offers sustainable competitive advantage(Hanisyah et al., 2023). The VRIO framework has shown that long-term competitive advantage can be achieved through the resources that are valuable, difficult to imitate, rare, and backed by organisational capabilities.
On the same note, Balanced Scorecard model by Kaplan and Norton (1992) gave a balanced picture of organisational performance due to the incorporation of both financial and non-financial performance measures. This framework allowed me to realise how organisations such as GSK connect their strategic goals to operational performance using financial performance, customer satisfaction, internal operations, and learning and growth(Meijer et al., 2022).
The other significant theoretical construct that was used in the report was through the portfolio management with the help of the BCG Matrix that assists organisations in distributing their resources among various business units or products. By conducting this analysis, I learned about the way pharmaceutical firms appraise the portfolios of their products and make decisions as to which products to invest and divest (Khan, 2025).
This step has made me understand that strategic management frameworks are not merely theoretical constructs but functional tools that organisations operate on to make decisions and long-term plans.
[bookmark: _Toc223942527]4. Active Experimentation
The last phase in the cycle of Kolb involves the application of learning to new areas. By doing this assignment, I have acquired a number of academic and professional skills that I will use in my future research and career.
I enhanced my skills in performing systematic strategic analysis when applying recognised models of PESTEL, VRIO, Balanced Scorecard, and BCG Matrix. These tools are applicable in analysing any organisation or industry in future. Secondly, the research process also enhanced my cognitive abilities and analytical capabilities to assess complex business contexts and detect strategic opportunities and threats.
Moreover, I have acquired experience in writing academic papers, citing, and combining theoretical ideas and real-life examples. Such abilities can be used to write quality academic reports and carry out professional research. I will do better next time by initiating the research earlier, consulting a broader variety of scholarly materials, and devoting more time to critical analysis and revision.
Moreover, the learning experience has raised my curiosity in strategic management in the health care and pharmaceutical. The industry also contributes greatly towards mitigating global health and strategic decision-making on this area directly influences the society(Egan et al., 2023).
[bookmark: _Toc223942528]Conclusion
The use of the Experiential Learning Cycle by Kolb enabled me to engage in a progressive reflection of the research and prepare strategic management report on GSK. This experience allowed me to relate academic theories to the real business practise, to become better at research and analysis, and to gain more insight into the strategic management of the pharmaceutical industry. Considering the weaknesses and strengths of the learning process, I have acquired important lessons that will be helpful in my future academic and professional experience.
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