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[bookmark: _Toc71924088]Introduction
Business strategies refer to critically formulating the approaches and methods required to reach the objectives and goals (Lasserre, 2017). Business strategies can also be defined as a set of action plans that help a company to reach the business objectives. Companies exert extensive efforts in making business strategies because without strategies a company cannot build upon competitive advantage (Lasserre, 2017). Prior to formulating the business strategy, assessing the external and internal business environment is important because formulation of the business strategy will depend on the internal and external business environment (Katsioloudes & Abouhanian, 2009). This asserts that critical analysis and scanning of the internal and external business environment is the key to formulating succession business strategies because the inputs from the internal and external business environment make the strategic formulation timely, and effective.
External environment refers to the factors and surrounding environment that are beyond the control of the business (Pearce & John, 2011). This can also be termed as macro-environment. The most significant implication of the macro-environment is that this external environment cannot be controlled because the elements that constitute the macro-environment include external economic and political environment, competitive environment, technological environment etc. (Lasserre, 2017). All these factors are beyond the control of a business. Therefore, Katsioloudes & Abouhanian (2009) have suggested that business organisations should not exert efforts to control and moderate the external environment, rather it is highly recommended that businesses should make required changes to comply with the external factors.
Internal environment and capabilities refer to the internal environment of a firm and it includes the internal capabilities, human resources, infrastructures, organisational culture, and key capabilities of the business (Pearce & John, 2011). Assessing the internal environment is also important because it helps a company to understand the internal resources, capabilities, and infrastructures. Understanding these capabilities and resources are the key to formulating successful business strategies. This is a report on business strategy that will be divided mainly in four sections. The first section will introduce the business case and the business model of the selected company. Second section will critically assess the major factors that the business case has been facing. The third section will analyse the strategic directions for the selected business case. Finally, the report will end with conclusion and a set of recommendations.
All these issues and aspect will be contextualised on a pharmaceutical company named GlaxoSmithKline or briefly called GSK. The business model of GSK is given in the following section. GSK is a British Pharmaceutical, health and nutrition based Fortune 500 multinational company (GlaxoSmithKline plc. 2021). GSK is the 10th largest pharmaceuticals company in the world with presence in more than 96 markets in all the continents of the world (GlaxoSmithKline plc. 2021). Generating a turnover of £34 billion and operating revenue of £9 billion in 2020, GSK has employed more than 94,000 people globally among which above 12,000 scientists work in the R&D sections around the world (GlaxoSmithKline plc. 2021).













[bookmark: _Toc71924089]Business Model of GSK
The operations management of GSK span from identifying the opportunity and market gap, researching, developing, testing medicines, discovering, taking regulatory approvals, and finally commercialising the developed products (GlaxoSmithKline plc. 2021, P-3).
[bookmark: _Toc71924090]Purpose and strategy of GSK
The key purpose of GSK is enhance the quality of human lives by helping people do more, feel better, and live longer (GlaxoSmithKline plc. 2021, P-3). This is the core value that determine rest of the business and operational activities of GSK. To achieve this core purpose GSK has devoted much of its resources and energy in R&D. The company has invested more than £4.5 billion in R&D in 2020 and it developed 40 new medicines in FY 2020 (GlaxoSmithKline plc. 2021).
[bookmark: _Toc71924091]Long-term priorities of GSK
Innovation is the core and sustainable priorities of GSK (GlaxoSmithKline plc. 2021, P-3). Therefore, the company has an extensive organisational culture and structure supporting a highly innovative culture.

Figure 1: The long-term priorities of GSK (GlaxoSmithKline plc. 2021, P-3)
The priority factors as demonstrated on above figure determine and shape the organisational culture, value, and innovation system at GSK.
[bookmark: _Toc71924092]Capital allocation
The cash generation capability of GSK is empowered by innovation, performance, and trust. All these factors lead to improved cash performance. In the utilisation of the cash asset, GSK emphasises on R&D, new product development and innovation manufacturing again (GlaxoSmithKline plc. 2021, P-4). 
[image: ]
Figure 2: Capital allocation priorities of GSK (GlaxoSmithKline plc. 2021, P-4)
Above figure 2 shows that GSK has emphasised on new product development with the utilisation of the generated cash flow. The second priority of GSK is to return to the shareholders.








[bookmark: _Toc71924093]Central issues GSK facing
[bookmark: _Toc71924094]PESTEL analysis
Jenkins and Williamson (2015) have revealed in their research that PESTEL analyses macro environment of an organization and inform organizations about the impact of the environments; therefore companies become capable to interact with the impacts in order to minimize their negative impact. PESTLE framework of GSK will reveal the impact of macro environments on the business and the company will be able to take significant initiatives in order to minimize negative impacts of the environments. PESTLE analysis of GSK has been critically evaluated below:

Figure 3: PESTLE Framework (Jenkins and Williamson, 2015)
Political environment: Klein (2009) has implied that political environment analyses the impact of political factors (such as political relation within countries, political stability of local and host country etc.), to an organization; therefore, companies can interact with the impacts properly. Brexit is the political factor which has great impact on GSK. To exemplify, UK medicine industry has to import 90% medicines from EU and the import cost was lower before Brexit implementation because of the free movement of man and materials between the countries (Scruton and Kollewe, 2019).  The movement regulations of man and materials will change for Brexit implementation and UK has set tariff on the medicines that are imported from EU (Scruton and Kollewe, 2019). At the same time, EU has set tariff on GSK medicines that are exported from UK. To interact with the situation, GSK has separated its operations for both UK and EU which refers that the medicines produced in UK are sold in UK and the medicines produced in EU are sold in EU (GlaxoSmithKline plc, 2021a). As a result, GSK become able to minimize the impact of increased tariff to its business.
Economic environment: Volberda et al., (2011) stated that influence of economic factors (such as economic stability, inflation, interest rate etc.) to an organization are analysed by economic environment and organizations become able to reduce negative impacts in order to maximize their profitability. Economic stability is the economic factor that influence GSK’s profitability greatly. To exemplify, GSK has generated revenue of 8.2 billion British pounds which contributes to the 25% of total revenue of the company (Mikulic, 2021). It refers that the economic stability of European market increases the profitability of the company. It also implies that the company generates less revenue from other markets because only European market generates one fourth of GSK's revenue (GlaxoSmithKline plc, 2021a). It seems that the company should focus on other markets to maximize full potentiality of the markets and generate higher revenue.
Social environment: Poister (2010) has found in their research that social factors (such as population growth, culture, health problem etc.) influence organizations in great way and the influences are analysed in social environment which helps organizations to handle the influences after being informed about them. World population is more than 7.8 billion with population growth 1.88% (Worldometer, 2021). World population is increasing and huge number of population is becoming older which has increased the demand of medicines and it indicates to the increased demand of GSK. As a result, people purchase medicines from GSK more and it increases revenue of the company (GlaxoSmithKline plc, 2021a).
Technological environment: Joyce (2015) has said that effects of technological factors to different organizations are analysed in technological environment and it helps companies to make proper plan of utilizing technological factors to ensure outstanding growth. GSK utilizes advanced technologies to bring new products and increase its revenue. To exemplify, GSK invested huge amount on R&D and utilized R&D resources effectively which has made the company capable to launch new products in 2007 which grew its revenue to 36% (Case Study). It seems that the company become able to introduce new products through investing on R&D which increases the demand of GSK in global medicine industry. As a result, the company become able to generate revenue of 32 billion globally (GlaxoSmithKline plc, 2021a) 
Ecological environment: Dyer et al., (2017) have stated in their research that ecological environment analyses the impact of ecological factors to organizations so that organizations become able to minimize the negatives impacts and operate operations in eco-friendly way to reduce their negative impact toward environment. Increasing environment pollution has influenced GSK’s operations greatly and encouraged the company to operate operations with eco-friendly ways. To exemplify, GSK had adopted ‘GREEN STRATEGY’ and made clear commitment to sustainability issues (Case Study). By implementing ‘GREEN STRATEGY’ the company has reduced carbon emissions by 34%, landfill by 78% and water use by 31% (GlaxoSmithKline plc, 2021b). It refers that GSK has reduced its negative environmental impact through adopting the strategy. As a result, reputation of the company has increased toward global customers and it has made the customers loyal toward the company.
Legal environment: Keupp, Palmié and Gassmann (2012) have said that effect of legal factors are analysed in legal environment; therefore organizations become able to operate their business in legally to avoid legal obstacles in business. GSK operates business through maintaining the laws and regulations of local and host country to avoid legal complexities. To exemplify, GSK ensures equality in its company and treat all employees equally according to UK Equality Act 2010 (GlaxoSmithKline plc, 2021a). Therefore, employees of the company become satisfied toward them and give best performance to deliver best products to customers. As a result, GSK become able to make its position stronger within competitors.
[bookmark: _Toc71924095]Stakeholder analysis: Mendelows
Stakeholders are the business entities or individuals that are affected by the results and impact that GSK result in (Ansoff et al. 2018). Identification of the key stakeholders and effective management of them based on priority is important because it affect how the stakeholders are treated. Velikorossov et al. (2020) have asserted that all the stakeholders of a business do not deserve the same priority; this implies that a business should prioritise among the stakeholders and should determine the most important stakeholders that deserve the highest priority. This aspect of stakeholder management has raised the issue of stakeholder mapping (Wheelen & Hunger, 2011).
The stakeholder mapping framework as suggested by Mendelow (1983) is of great importance to frame the stakeholder mapping because this framework excellently set all the potential stakeholders in the framework and help a company to understand relative priority. To conduct stakeholder mapping for GSK, first the list of stakeholders should be demonstrated:
	Stakeholders
	Internal/External

	Employees
	Internal

	Directors
	Internal

	Creditors
	External

	Bankers
	External

	Suppliers
	External

	Manufacturers
	External

	Research institutes
	External

	Customers
	External

	Retailers
	External

	Hospitals
	External

	Regulatory organisations
	External

	Health Insurance Providers
	External

	Governments
	External

	Environment activists
	External

	Service providers
	External



Based on the table as above, the Stakeholder mapping for GSK based on Mendelow (1983) is illustrated below:
[image: ]
Figure 4: Stakeholder mapping for GSK (Self-formulated being inspired by Mendelow, 1983; and GlaxoSmithKline plc. 2021)
Above diagram has put all the important stakeholders in the model, this has clearly demonstrated that customers, retailers, regulatory organisations, and hospitals are the most important and strategic stakeholders for GSK. Customers and retailers are important because they are the direct customers of the company; thus GSK must them in the top priority list (Hill, Jones & Schilling, 2014). In the same manner, regulatory organisations are highly important stakeholders because these organisations approve the medicines and new development of GSK and provide the authority to enter a market with the new development (Wheelen e tal. 2017). Thus, it is highly important that GSK should also put hospitals at the top priority. In the same manner as discussion above, all other stakeholders mentioned on the mapping should be treated according to their relative position in the graph.




[bookmark: _Toc71924096]Porter’s Five Forces Model
Sekhar (2009) has found in his research that Porter’s five forces model identifies the competitive position of an organization in the market it operates business; therefore companies can take significant steps to make its position stronger. Porter’s five forces model of GSK will identify its competitive position and the company will find out effective way of enhancing its competitive edge.

Figure 5: Porter’s five forces model (Sekhar, 2009)
Threats of new entrants: Low: Nickols (2016) has found in his research that threats of new entrants identifies the threat of new entries for an organization in the industry it operates business. Threats of new entrants for GSK is low because of the barriers of entering in medicine industry. To exemplify, to develop new drug companies need to invest over than $500 million which is very tough for new companies to invest (Case Study). Therefore, new drug will not be able to enter in the market and replace the position of GSK.



Threats of substitutes: High: FitzRoy, Hulbert and Ghobadian (2012) threat of substitutes refer to the available options against a specific product or service of an organization. Threats of substitutes for GSK products are high because generic drug companies copy the medicines of GSK and its competitors and sell the medicines in lower price (Case Study). As a result, customers can afford the medicines of generic drug companies and it makes the threat of substitutes higher to GSK.
Bargaining power of suppliers: Medium: Nickols (2016) has revealed in his research that the power of suppliers to influence a business are identified in bargaining power of suppliers. There are many ingredients that are readily available in medicine industry and there are many products that are rear to find out and it is also applicable for GSK. It refers that some suppliers have dominant position and some are weaker to GSK (GlaxoSmithKline plc, 2021a). GSK has to maintain constructive relation with the suppliers to get continuous supply of the rear ingredients.
Bargaining power of buyers: High: High: FitzRoy, Hulbert and Ghobadian (2012) have revealed in their research that the segment shows the power of buyers to a company. Bargaining power of buyers are high toward GSK because they have so many options to choose against GSK. To exemplify, Generic drug companies sells same quality medicines within lower price from GSK; therefore customers can switch to them easily (Case Study). GSK should consider the price of their medicines to maintain their customer base.
Competitive rivalry: GSK faces higher competitive rivalry in global medicine industry. Novartis and Pfizer are the key competitor of GSK because the companies produce same quality medicines with same price range (Case Study). GSK also faces higher competition from Generic drug companies because the companies sell same types of medicines after copying the patent within lower price (Case Study).



[bookmark: _Toc71924097]Value Chain Model
Rothaermel (2018) has revealed that value chain model is a conceptual framework that illustrates how value or utility in a business are created with the different combination of infrastructure and resources available in a company.
[image: ]
Figure 6: Value Chain model for GSK (Rothaermel, 2018)
The value chain model as depicted on above figure is a generic value chain model that is applicable in any organisation. However, GSK has published its own value chain approach that is depicted on below diagram:
[image: ]
Figure 7: The implications of value chain for GSK (GlaxoSmithKline plc. 2021a)
Operational activities: The operational activities of GSK include all the stages from identification of the gap in the market to meeting the gaps by delivering the right medicines to the customers, and all the stages in between (Schilling & Shankar, 2019). Among all the stages, innovation is the most important operational stage of GSK because the company has spent 12% of its revenue in R&D (GlaxoSmithKline plc. 2021). As a result, the company has been able to introduce 40 new medicines in its portfolio (GlaxoSmithKline plc. 2021).
Logistics: Both in-bound and outbound logistics systems are important portions of the value chain in the business of GSK because these services help the business to move products and materials from one location to another (Hitt, Ireland & Hoskisson, 2016). Above pictogram shows that 4% of the world’s logistics related to movement of medicine are done by GSK. This stage adds significant value to the value creation of GSK’s business.
Purchase and procurement: Purchase and procurement are important stages across the value chain because value creation starts here (Freeman, 2010). In managing the raw materials and resources, GSK ensures that the raw materials are managed by their internal value chain system to ensure significant control in the supply chain management (GlaxoSmithKline plc. 2021).
Human resource management: Management of the human resources is the most important and critical success factor for any value chain and service design in an organisation (Freeman, 2010). While recruiting and selecting the human resources, GSK makes sure that the human resources are best-fit in line with the strategic direction of the company (GlaxoSmithKline plc. 2021). GSK also makes sure that the employees are highly engaged, empowered to contribute significantly to reach the business objectives.
Firm infrastructure: The infrastructure of the firm such as knowledge management, innovation culture, management style, leadership approaches, IT infrastructure all are significantly important to determine the extent to which a company can add value (Mišanková & Kočišová, 2014). GSK is a multinational company having business in more than 95 countries with more than 12,000 researchers and scientists in multiple locations such as in the UK, USA, Germany, France, China, India etc. (GlaxoSmithKline plc. 2021). Such huge global infrastructure has helped GSK to make significant contribution to research and innovation and add significant value to the value chain.
[bookmark: _Toc71924098]McKinsey 7S model
McKinsey 7S framework is an analytical model that that analyses the internal organisational design of a company and it shows how effectiveness can be achieved inside the organisation through the best interactions of the key elements- structure, system, strategy, skills, staffs, and styles (Eden & Ackermann, 2013). The model is presented on below diagram:
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Figure 8: McKinsey 7S Framework (Eden & Ackermann, 2013)
	Soft S
	Hard S

	· Style
· Staff
· Skills
· Shared values
	· Structure
· Strategy
· Systems



Structure: Structure refers to how the company is organised- organisational structure, chain of command etc. (Hill, Jones & Schilling, 2014). GSK is a public limited company with a strong chain of command led by the CEO, board of directors and leadership teams (GlaxoSmithKline plc. 2021). The company has also adopted a matrix organisational structure and it has helped GSK to establish a consistent implementation of business activities and projects by enabling effective collaboration across the structure (GlaxoSmithKline plc. 2021). 
Strategy: It refers to the business plan to achieve the corporate strategies (Ackermann & Eden, 2011). The core strategies of GSK for the 21st century are cost saving strategy, consumer health products, geographic expansion, and renewed pipeline of pharmaceutical products (Case Study).
Systems: System entails the technical and IT infrastructure of the company (Jasper & Crossan, 2012). GSK has maintained a highly updated and high-tech technological infrastructure to enable all the employees establish effective communication (GlaxoSmithKline plc. 2021). Such high-tech infrastructure is highly required to implement the high-ambitious strategy of GSK mentioned on previous section.
Style: Style mainly refers to the management and leadership styles (Gallus & Frey, 2016). GSK has followed transformational leadership styles because such leadership styles is most suitable in case of large corporations such as GSK (GlaxoSmithKline plc. 2021). For example, to expand the pharmaceuticals business globally, transformational leadership is highly required to manage such large project.
Staff: It refers to the management of HR, human resources etc. (David, David & David, 2013). GSK has ensured that the company recruits the best-fit employees while selecting and recruiting. The company also provides intensive training programs to the employees.
Skills and Shared values: Skills are the capabilities and shared values are common belief among the employees (Poister & Streib, 2018).
The implications of the McKinsey 7S model is that it measures the extent to which the firm has effectively collaborated among the elements of the 7S model. Above analysis shows that each of the elements of 7S support other elements. This clearly shows that GSK has effectively implemented the 7S framework.





[bookmark: _Toc71924099]SWOT analysis
Powell (2014) has said in his research that SWOT analysis identifies the strength, weakness, opportunities and threats of an organization and companies can utilize their strengths in more effective way to capture opportunities and prevent weakness to minimize threats. SWOT of GSK will identify their strength, weakness, opportunities and threats.

Figure 9: SWOT analysis (Powell, 2014)
Strength: Strong global presence of GSK is one of the key strength of the company. It has business in 96 countries of the world which help the company to create its demand across the world (GlaxoSmithKline plc, 2021a). It invests huge amount in R&D and the R&D team of the company invents new medicines for the company which help GSK to increase its demand in market (Case Study). It has global supply chain which ensures that they get delivery of required ingredients in time and become able to produce quality medicines that contributes to cure people from several diseases.
Weakness: One of the key weakness of GSK is it emphasizes on its Europe market and generates 8.2 billion British pounds which contributes to the 25% of total revenue (Mikulic, 2021). The allegation to have unlawfully promoted prescription drugs, false pricing charges and failure to report safety data has affected the reputation of the company negatively (GlaxoSmithKline plc, 2021a).
Opportunities: By emphasizing on other markets such as Asia pacific, Middle East and other countries, GSK will be capable to generate higher revenue. It will bring higher revenue like the company generates from EU market (GlaxoSmithKline plc, 2021a). GSK has to take significant steps to prevent the allegations that they face in order to increase its reputation globally. As a result, customers will be more loyal and revenue of the company will be higher.
Threats: Allegations that GSK face may harm the profitability of the company if they do not take initiatives to prevent it because customers will lose trust on the company and they will switch to the competitors. Novartis, Pfizer and other competitors including generic drug companies are producing same quality medicines and providing to customers with lower costs which is a great threat for GSK because it attracts customers to the competitors (Case Study).

[bookmark: _Toc71924100]Strategic Options for GSK
[bookmark: _Toc71924101]Porter’s Generic Strategies
Porter’s Generic Strategies is a tool that offers different strategic directions to a company in terms different directions to cost and differentiation (Hill, Jones & Schilling, 2014).
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Figure 10: Porter’s Generic strategies (Hill, Jones & Schilling, 2014)
The most important strategic direction for GSK is differentiation because this is a high-valued global pharmaceuticals company that emphasise on research and innovation. This implies that GSK wants to present itself as a differentiated company that provides unique and high-valued products and services (Hill, Jones & Schilling, 2014). In this sense, differentiation is the most important strategic directions for GSK.
Along with differentiation, GSK also aims to achieve cost leadership with the scale effect of expanding the business in the whole world (Case Study). The company can implement this strategy by inventing a new product and by introducing the product in the whole world. This will help GSK to optimise its operational cost and reduce the prices. This helps GSK to decline the costs. This is how GSK can achieve cost leadership strategy.
[bookmark: _Toc71924102]Ansoff Growth Matrix
Ansoff Growth Matrix is a conceptual model that offers a company with four different growth options based on different combinations of products and markets (Barney & Hesterly, 2010). The model is demonstrated below:
[image: ]
Figure 11: Ansoff Growth Matrix (Barney & Hesterly, 2010)
Expanding the product portfolio towards consumer health care is one of its most important strategic directions of GSK (Case Study). This suggests that GSK has put the most emphasis on product development as per the conceptual framework of ANsoff Growth Matrix. This strategy implies that a company will innovate and offer ne products in the same market and thus the extent of risks is moderate (Amason & Ward, 2020). This is a suitable strategy for GSK because it helps the company to involve into developing new products and services through extensive research and development.
Apart from the new product development strategy, GSK has also emphasised on geographic expansion which the company has implemented by going into contracts with a range of global pharmaceutical companies (Case Study). According to the Ansoff Growth Matrix, GSK has followed a market development strategy in which a company enters a new market with existing products and services (Witcher & Chau, 2010). GSK has entered new markets in Asia Pacific, Middle East and Africa with exiting products and services (Case Study). This is also a suitable strategy for GSK because the company wants to expand the business in the global scale.
Considering above-mentioned two strategies that GSK has followed so far, the most significant strategic direction could be a diversification strategy. A company following a diversification strategy implies that it enters a new market with a new product and this contains the highest risks of all the states offered by Ansoff Growth Matrix (Pearce & John, 2011). This would effectively enable GSK to conduct both new product development and market expansion at the same time. This would ensure excellent collaboration among the new product development initiatives and market expansion approaches (Witcher & Chau, 2010).
[bookmark: _Toc71924103]Strategic Clock
Bowman’s Strategic Clock is a conceptual framework that offers an excellent combination of how customers perceive the products and services to be and how the organisation sets the prices (Eden & Ackermann, 2013). The model is presented below:
[image: ]
Figure 12: Bowman’s Strategic Clock (Wheelen & Hunger, 2011)
The model offers different combination of perceived value from the customers and the prices that the company set. GSK has emphasised highly on research and development that can lead to potential innovation and new product offering (GlaxoSmithKline plc. 2021). This implies that consumers perceive GSK highly because of its innovation capabilities and because it has a global presence in all the continents of the world. At the same time, above analysis and the case study of GSK have revealed that the company is striving huge efforts to be more efficient in offering its prices and by reducing the cost of operations and efficient manufacturing (Case Study).
Above analysis excellently implies that GSK has two strategies: differentiation and cost leadership by economies of scale and global expansion. This clearly relates to the ‘Hybrid’ strategy in the strategy clock as shown on above diagram. The Hybrid strategy suggests that a company has high value in the market and it offer the products and services at moderate prices because of the scale effect.
[bookmark: _Toc71924104]Conclusion and recommendations
[bookmark: _Toc71924105]Conclusion
Business strategies refer to critically formulating the approaches and methods required to reach the objectives and goals. External environment refers to the factors and surrounding environment that are beyond the control of the business. Internal environment and capabilities refer to the internal environment of a firm and it includes the internal capabilities, human resources, infrastructures, organisational culture, and key capabilities of the business. The operations management of GSK span from identifying the opportunity and market gap, researching, developing, testing medicines, discovering, taking regulatory approvals, and finally commercialising the developed products. PESTEL analyses macro environment of an organization and inform organizations about the impact of the environments; therefore companies become capable to interact with the impacts in order to minimize their negative impact. Brexit is the political factor which has great impact on GSK.
Stakeholders are the business entities or individuals that are affected by the results and impact that GSK result. Identification of the key stakeholders and effective management of them based on priority is important because it affect how the stakeholders are treated. Customers, retailers, regulatory organisations, and hospitals are the most important and strategic stakeholders for GSK. Customers and retailers are important because they are the direct customers of the company; thus GSK must them in the top priority list. The operational activities of GSK include all the stages from identification of the gap in the market to meeting the gaps by delivering the right medicines to the customers, and all the stages in between. 
McKinsey 7S framework is an analytical model that that analyses the internal organisational design of a company and it shows how effectiveness can be achieved inside the organisation through the best interactions of the key elements- structure, system, strategy, skills, staffs, and styles. The most important strategic direction for GSK is differentiation because this is a high-valued global pharmaceuticals company. GSK also aims to achieve cost leadership with the scale effect of expanding the business in the whole world. GSK should emphasise more on the Middle East market, African market and Asian market as a whole.


[bookmark: _Toc71924106]Recommendations
GSK should emphasise more on the Middle East market, African market and Asian market as a whole. The reason is that majority of the sales of the company come from the Western Europe and from the North America but a small fraction of sales is generated in the Middle East market, African market and Asian market (GlaxoSmithKline plc. 2021). This suggests that the company must invest more of its resources, efforts to generate more revenue, grow more market share in the mentioned market in Asia, Middle East, and Africa. The reason of suggesting the same is that it will help the company to gain scale because of the large size of the market.
It has been found in the analysis that loss of sales and intellectual property because of generic versions of the medicine cause significant loss of GSK (Case Study). In this case, GSK can overcome this problem by going into contracts with the local pharmaceutical manufacturers in which the local companies can supported with R&D in return of a loyalty for GSK.
GSK should invest on its R&D more and utilize R&D resources more efficiently to invest more new medicines. It will make the company capable to ensure better health for global population and increase its demand globally. As a result, revenue of GSK will increase and its profit level will grow higher from its competitors. 
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