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Introduction: - In this modern business era a significant role is play by a Marketing. The modern market is based on the characteristics of pioneer and followers. In simple word if I talk about pioneer who are they so Those are the companies who introduced a new product, service or idea in the market very first. Pioneer take a big risk because they don't know that people will like their product or service or not. If they become succeed, then they take the advantage from the market and, they become very famous so they can rule their industry market. So, the followers mean those company who entered the market after the pioneer. Basically, they observe the pioneers what pioneers did or doing wrong and right where the pioneers are lacking so as a follower they can come up with the new idea or solution for that problem and try to create their own market and try take the competitive advantage from the pioneer. The difference between pioneers and follower measured by the product life cycle, very well known as a (PLC) strategy. In (PLC) strategy there are four phases the very first is introduction phase, second one is growth, third one is maturity, and the fourth phase is declining phase. According to this strategy it becomes easy to tell that which pioneers or follower company where stand.
[bookmark: _Toc194052901]Pioneer (First mover): - A pioneer is a company that is the first in the market to introduce a new product, technology or service. They are also known as "first mover". There are very well-known companies in this modern world who are pioneer companies such as, Apple, Microsoft, Google, Amazon, Nvidia and many more.
[bookmark: _Toc194052902]The advantages of being a pioneer company
Brand recognition: - to take the advantage of brand recognition, the very first stage is company introduced their name, Logo, Slogan or Jingle because it makes very easy for customer to remember that company name. The company also want that their brand should be that enough to memorise. There are lots of companies in this modern market which taking a good advantage of brand recognition as a pioneer company. 
For example, Coca Cola, very well-known company globally. Coca-Cola's red and white logo is recognized by a vast majority of the world's population. This shows company's global presence and how consistent the company is in the marketing department and how hard work they do for their brand. Coca Cola is very consistent throughout the time to maintain their logo and overall brand identity to maintain the brand image in customer's mind. Coca Cola has very long history of impactful and memorable advertising campaign. So, Coca Cola is very good example of brand recognition 
Customer Loyalty: - customer loyalty means it not about just repeats purchases it is a deep connection toward the company from the customers and a positive experience and emotional connection. Various researchers highlight that loyalty involve both repeat purchase and positive feeling of customers. Customer loyalty is very significant factor for any organization or company to increase the profitability. Retaining existing customer is significantly more important than acquiring a new customer for any company. So, this is how pioneer company can take advantage of customer loyalty. (khan, M.T., 2013).  
For example, Nike is the best example of customer loyalty, Nike company's unique marketing strategy which "just do it " inspire and motivate customers to buy the Nike's product. To maintain their customer loyalty Nike, provide membership, this program shows Nike's efforts for customer loyalty and offering a range of exclusive benefits. Nike also use personalization like Nike use customer's data to personalize the customer experience and provide special rewards like, birthday rewards and personalized online store experiences. To build a community for a customer Nike introduced the Nike Run Club and Nike training club through their apps this offers challenges, training content and opportunities to connect with like-minded individuals, so this how Nike is very good example of customer loyalty. 
Innovative product: - Innovative product it opens a range of potential advantages for pioneer company, though it is important to recognize that these advantages are not guaranteed and come with associated risk. Being first allows a company to define the market, setting standards and influencing consumer expectations. This can lead to the company being perceived as the industry leader. innovative product often generates significant attention and buzz, leading to increased brand awareness. 
For instance, apple is one of the best examples of innovative product. There are plenty of reasons why apple is very good at innovative product. Firstly, emphasis on design apple has consistently prioritized design, creating products that are both pleasing also user-friendly. Secondly, Hardware and Software apple's mastery over hardware and software allows them to present seamless integration and optimized performance. Third, user experience, apple always do focus on building an intuitive and enjoyable user experience. Last but not the least, Ecosystem, apple has created an ecosystem of product and service that work together seamlessly also enhancing user loyalty. 
[bookmark: _Toc194052903]Followers (Late Entrant): - followers (Late entrants) are those companies that enter the market after a pioneer or first-Mover has already established their significant presence. There are lot of successful follower companies in the market in present day such as, Samsung, Facebook, Google, Starbucks, Pepsi and many more. 
[bookmark: _Toc194052904]The advantages of being a follower (Late Entrant) company
Learn from pioneer’s mistakes: - Followers observe the pioneer company's mistakes and problems and they come in the market with the solutions or with new approach to compete them and try to take over the competitive advantage in the market. By observing pioneer's initial entry into the market, the followers can measure the response of pioneer product or service, so they try to do much better job compared to pioneer company. Also observing the pioneer, they can save some measure costs in research and development (R&D) and in marketing they can save this cost by observing pioneer's experience. (Bainbridge, Jane, 2013) 
For example, Samsung's journey in the technology industry provides plenty of examples how a company learn from the mistake of its pioneer and competitors. If I talk about Samsung's biggest competitor Apple so Samsung learned apple from emphasis on user interface, app ecosystems, and high- quality displays. However, Samsung also identified areas where they could differentiate themselves like offering wider range of devices, expandable storage, and stylus functionality. There are also lot of other things which Samsung learn from Apple or pioneer.
Reducing Risks: - There are wide range of ways, followers can reduce Risks. Firstly, learning from pioneer's mistake such as, pioneer's market entry, identify their shortcomings, and can avoid similar downfalls, this how followers can avoid costly errors and allows for optimize performance. Secondly, by observing pioneer's market presence and market demand and supply followers can provide better product or service according consumer preferences. They can also identify the core competition so they can develop strategy to compete with competition. (Kalicanin et. al, 2008)
For example, In the competitive Indian food delivery market, Swiggy's strategies demonstrate how a "follower" can learn from a "pioneer" like Zomato to mitigate risks and achieve success. Zomato initially focused on restaurant discovery and reviews, while delivery often outsourced. So Swiggy observed Zomato's this problem and Swiggy prioritized on building in-house logistics network. This allowed Swiggy to control delivery quality and speed which very crucial factor in customer satisfaction. By seeing logistic issue of Zomato and other early entrants had, Swiggy create a better logistic system to take a competitive advantage in the market.
Improve product: - A successful follower company analyse the pioneer's product and identify the weaknesses, area for improvement and unmet customer needs. This allows them to create a superior product. A pioneer company often spend a huge amount of money in the research and development (R&D) department so the followers can minimize these expenses by learning from the pioneer's research and development efforts. So, this how a follower company can take advantage by improve product. 
For example, Burger king the biggest competitor of McDonald's. There are some key strategies which Burger King used to compete with the McDonald. McDonald's primarily uses griddles for its burgers. Burger King has consistently emphasized its "flame-broiled" cooking method. So, this provides a distinct flavour profile that appeals to customer to look towards an alternative brand. By focusing a different approach Burger King has created a good difference between the McDonalds and created their own loyal customer base.
[bookmark: _Toc194052905]

The Product Life Cycle: - 
[bookmark: _Toc194052906][image: ](DAVID PEREIRA, 2024)

PLC strategy strategies for pioneer and follower company

Introduction stage: Pioneer leads, and follower observes
Pioneer: - Pioneer is the first company to introduce new product in the market. In the introduction stage the goal of pioneer company is establish a new market and create primary demand also educate consumer about the product.
For example, Tesla is a pioneer company in the high-performance electric vehicles. In the introduction stage Tesla focused on building a technological advanced and desirable product. like focusing on high -range battery and self-driving car.
Followers: - In the introduction stage Follower observe the market trend before entering the market. They learn from the pioneer's mistakes and improve their product of strategy. They Analize the pioneer innovation and market presence to launch their product well. 
For example, BYD (Build your Dreams) is Chinese automaker, has rapidly emerged as a major player in the global EV market. It is follower company. In the introduction stage while Tesla initially established the high-end EV market, BYD has focused on a broader range of vehicles, including more affordable option.
Growth stage: Pioneers defend and Followers attack 
Pioneer: - In the growth stage the main goal of company is maximize market share and build brand preference also maximise the competitive advantage. In the growth stage pioneer company continuously making innovative product and service. Improve their product by adding new features and variations also enhance product quality and performance to maintain the growth stage of the company. Last but not the least pioneer company do work on pricing, promotion, and many more to maintain the growth of the company.
For example, in the years that followed from 2009 to 2012, the iPhone growth experienced growth. Apple expanded its range by lunching new models like iPhone 3G, 4, and 4s. the launch delay of the app store of Apple boost the growth by creating an ecosystem that catered to both developers and user alike. To fulfil the demand Apple focused on up scaling the production and distribution, while establishing partnerships with the telecom carriers worldwide. Apple also did focus on differentiation Apple offered storage capacities and introduced new features such as improved cameras and faster processors.
Follower: - As a follower instead of trying to compete head-on with the leader, followers often find success by targeting specific market segment or niches that the pioneer may have overlooked so this allows follower to build a strong presence in smaller or less competitive area. During the growth phase followers may adopt the leader's successful product's concept and use in differently such as in a pricing offer a similar product at very lower price point, add some unique features and some improvement, emphasise on different distribution channels and lastly best customer service.
For example, In the growth stage Samsung already a major electronics manufacturer also adapted to the smartphone market, using the Android OS. Samsung strategy involved offering a wide range of devices at different price points to meet the customer's need. In the growth stage Samsung quickly gained the market share by offering diverse android devices. Samsung also innovated display technology and hardware features. Samsung's broader business provides stability and resources the company. Samsung's growth is mainly characterized by, A wide range of product, Strong hardware capabilities and global presence.
Maturity stage: Pioneers sustain, and Followers complete Aggressively 
Pioneer: - When a pioneer company reached the maturity phase of its product life cycle (PLC) the dynamics of the company shift significantly. "The market is highly saturated, means most potential customer has already adopted the product" (Janna Bastow, 2024). As a follower instead of trying to compete head-on with the leader, followers often find success by targeting specific market segment or niches that the pioneer may have overlooked so this allows follower to build a strong presence in smaller or less competitive area. During the growth phase followers may adopt the leader's successful product's concept and use in differently such as in a pricing offer a similar product at very lower price point, add some unique features and some improvement, emphasise on different distribution channels and lastly best customer service.
For example, McDonald has a widespread global presence, indicating its high degree of market saturation. McDonald is universally recognized, and its core menu items have been established for decades. So, in maturity phase McDonald's faces competition from other fast-Food chains as well from growing trend of fast-casual dining and healthier food options. Continuously introducing new menu items and variations to maintain customer interest also adapting to regional tastes and dietary preferences. Implementing technology to enhance the customers experience, such as mobile ordering, delivery service and digital kiosks.
Follower: - Followers enter a market already established by pioneer, leading to heightened competition so in maturity phase they must differentiate themselves to maintain market share. With market growth slowing, followers prioritize cost- effectiveness to maximize profits. This often involves optimizing production, supply chains and operational processes. Product Differentiation can involve adding new features, improving quality, or offering lower prices.
For example, In the maturity phase, operational efficiency becomes a key factor in maximising profitability and prolonging the product's life in the market. Burger king has a long- established presence in the fast-food market indicating its maturity. "To conquer this phase Burger King has competitive strategies like, Promotional campaigns (such as, value meals, limited time offers)" (Stephanie Heitman, 2021)., “Menu innovation (introducing new burger variations)” (Dhara Mandaliya, 2024), also focus on delivery and ordering.
Decline stage: Pioneers harvest and Followers Niche or Exit 
Pioneer: - pioneers, being first to introduce a product, may face a decline phase if they fail to innovate an adaption. However, strong brand recognition established during the early stages can sometimes help mitigate the decline. There are some strategies for pioneer to survive from decline stage such as, reducing costs and maximising profits, finding niche market where the product still holds value, and many more.
For example: - Kodak was a pioneer in consumer photography, particularly with its film product. Kodak was undeniably pioneer in its industry. The rise of digital photography was a major technological shift that kodak struggled to adapt to. The company experience a dramatic decline in its business, eventually leading to bankruptcy.
Follower: - Followers who typically enter the market during the growth or maturity stages. Their success often depends on their ability to differentiate themselves from the pioneer and other competitors. There is some strategy followers could include, concentrating on a specific segment of the declining market, competing on price to retain customers and attempting to revitalize the product with update feature.
For example: - Fujifilm faced the significant challenge of the decline in demand for traditional photographic film due to rise of digital imaging. However, Fujifilm successfully navigated this decline by diversification. Fujifilm proactively diversified its business portfolio, leveraging its core technologies (its expertise in chemical engineering and imaging) to enter new market.

[bookmark: _Toc194052907]Conclusion: - In this modern business era, the strategy between pioneer and follower defines the market evolution and the dominance in the market. Both pioneer and follower have their own advantages and disadvantages which decide their market presence and dominance. Firstly, if talk about pioneer so the pioneer company who create the new market in the industry and make their own costumer based. Pioneer they take a big risk in market as a pioneer if they failed they lost a huge amount of money because before entering the market they spend a lot money on R&D, marketing, promotion and many more on the other hand follower (Late Entrant) they come into the market after the pioneer so they do proper analysis of pioneer company, study pioneer entry, market presence and then enter in the market so they have minimal risk. Pioneer and Follower, their market performance depends on the PLC (Product Life Cycle) strategy, how good they use or implement this strategy to maximize their profitability. PLC strategy is same for both Pioneer and Follower company. I already mentioned every detail about PLC strategy how it works and how it impacts on pioneer and follower company.
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