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1. [bookmark: _1_Introduction:][bookmark: _Introduction:]Introduction:

This study is for the adopting strategy for being pioneer and follower. Every pioneer is considered as a first mover advantage. It is totally depend on the initial resources of pioneer and also on capability to doing well profitable business. In the every business race will never end for that reason pioneer face competition after certain level. When in the monopoly market other firm are enter pioneer try to maintain brand loyalty and market share. A temporary innovation-driven monopoly must eventually transition into a sustainable long-term process or product. However, some companies purposely choose to follow rather than lead, believing that this strategy provides a greater advantage initially. By focusing on marketing, advertising, and awareness campaigns, they aim to build customer trust and recognition for the product .And for that reason, most of marketer want to become a follower rather than pioneer. both strategy their own risk and advantages. In this research brief introduction about product life cycle is available also some strategy are discussed for the growth and maintain market share.

2. [bookmark: _2.What_advantages_do]What advantages do first-mover and fast-follower companies have? Could you give examples of businesses that have thrived as pioneers or followers?

2.1. [bookmark: _Meaning_of_a][bookmark: _Toc185592908] Meaning of a pioneer

Pioneer are a first introducer of any new product, service or technology. The pioneer in any marketer try to defend its place in the market from competitors that follow it and has to keep up with the technology/monopoly or whatever is important to defend its market share. This is for the brand building and maintain customer loyalty. Pioneer are the risk taker they take a risk to innovate something new. With the risk many opportunity will be come out such as cover larger market share, being a market leader, brand building, higher profitability. Pioneer having a multiple option to bring as a pioneer in the market like to innovate new product, build new process, enter in to new region or segment. It is depended on availability of resources and capability of taking risk.

2.1.1. [bookmark: _2.1.1._Positive_aspects][bookmark: _Positive_aspects_of] Positive aspects of being a pioneer:

1. All the resources are under control by pioneer such as locations, supplier, access to top talent, strong entry barriers. They are able to make themselves as leader and make them product as a standard product so all the follower compares their product with leader’s product. This is also known as brand recognition.
2.Another advantage is economies of scale and learning. Early entrants often benefit from economies of scale this is happen because of first mover of any product, service or technology. They sustain for the longer period as a leader and provide product in a larger segment that is why economies scale is possible for the pioneer. they also gain valuable experience and knowledge of the market this is because of pioneer are innovator and the innovator are researcher. To analyse market, to study consumer preference, to analyse market segment and product market fit pioneer get great experience and learn something new.
3. As a pioneer you bring a new innovation so that you are a technological leader. Pioneer create a barrier to enter for competitor, they are struggle to catch up with the pioneer’s technological advancement. All the follower considers pioneer product as a standard product.
4. Once a pioneer has established a strong brand and customer loyalty, it can be difficult for the and user to switch to a competitor especially if there are high switching cost. This is affected for further enhance the pioneer’s market share. Customer prefer pioneer product more rather than follower because of loyalty toward pioneer. In most of the case when consumer is preferred pioneer product than they are continue to purchase the product.
5. Pioneer also enjoy higher profits and return on investment due to their early market position and competitive advantage. They can reinvest profits back into their business. This is for the business growth and expansion.

2.1.2. [bookmark: _Example_of_a][bookmark: _2.1.2.Example_of_a]Example of a company that succeeded as a pioneer:

1. Kingfisher: Abritish multinational retailer specializing in home improvement product and service. They are considered as s leader of this market. Kingfisher over 1900 stores in eight countries across europe. they aim to make better homes accessible for everyone.They are able to provide better quality product to their customer.
2.Patagonia: It is a sustainable business pioneer. it is practices and environmental activism within the outdoor apparel industry. They are doing recycle material, organic cotton and donating profit to environmental causes. 

2.1.3. [bookmark: _What_does_being_1][bookmark: _2.1.3._Meaning_of][bookmark: _Meaning_of_follower:] Meaning of follower:

They are the second establisher of any business, they follower the strategy or technology after leader company has done.Their focus is on efficiency and cost effectiveness. They cannot invest in heavily in research and development. Follower are those who cannot take a risk to being a first mover. They only enjoy a prepared market and the fix consumer segment. For example: every fast-food company add any new receipt after all competitor are added. they can’t take a risk to try something new without market test.

2.1.4. [bookmark: _2.1.4._Positive_aspects]Positive aspects of being a follower:

1.One of the benefits of follower is reduction in risk and cost saving. Follower do not require for the further research and development of market Because it already done byleader. market follower can learn from the successes and mistakes of market leader, avoiding costly errors and investing resources more strategically. They having lower research and development cost and need less investment. Fast follower can benefit from the infrastructure established by the fist movers, allowing them to enter the market more quickly and efficiently.
2. Another benefit is to being follower is to focus on improvement and refinement. They can concentrate on improving the product or services of the market leader. They learn from the pioneer mistake they identify address potential issues faced by customer and try to make batter improvement.
3. Marker follower are able to follow marker trend quickly than market leader, because leader need to research to market while follower having a prepared market and that’s why follower is consider fast follower of the recent trend in market. They are able to cover a market segment of whole market.
4. Market follower having an advantage of customer preference, leader make those products which is acceptable by the consumer and that’s why follower is quickly adopt market movement. Follower are flexible themselves.
5. Best thing for the market follower is to allow for compete small and medium business in a market landscape.  To do innovation is tuff but to do copy of any product or services is possible. 
[bookmark: _2.1.5._Example_of]2.1.5. Example of successful follower:

1.Pc Manufacturers:Dell, HP, and other PC manufacturers are considered as a market follower. They follow market leader which is Apple in term of hardware and software innovations. 
2.Fast Food Company: many fast food company such as burger king, Wendy’s, KFC and TacoBell are follow the leader of fast food market and that is McDonald’s.
3. E- commerce:Walmart, and Alibaba in china are follow the market leader which is Amazon. They have their own strategy and strengths but market leader having capability to bring something new at a time.

3. [bookmark: _3._What_strategies][bookmark: _What_strategies_related] What strategies related to the product life cycle do successful pioneer and follower companies use to drive growth and maintain a competitive advantage? Could you give examples of companies that implement these approaches?

3.1. [bookmark: _Product_life_cycle]Product life cycle (PLC):

The product life cycle is a valuable management tool that helps understand the various stages of a product's journey. Often referred to as a roadmap of a product's life, it begins with the introduction phase and ends with the decline phase. While this tool has significant implications for marketing and sales, it can also support design and decision-making processes. It provides a comprehensive overview of the product's journey, from development to withdrawal from the market. As time gone advance through the product life cycle stages varies depending on the product and the industry. At each and every stage to keep with customer feedback is important to maintain profitability of business.

[image: ]
Every stage of product life cycle is their own risk and opportunity, in the introduction stage product awareness is less and that’s why marketer need to focus on product marketing and brand building, at this stage sales growth are low but the profitability is high. During another stage of growth marketer need to focus on maintain market share or increasing market share, here customer is being loyal to marketer and continue to buy product. Thirst stage defines as maturity where competition is highly increased in market and risk of fail is very high. And the last stage is decline, at this stage it almost impossible to sustain in to market. When customer is not using product any more at this time marketer face decline phase. That four stage of product life cycle is indicate the business condition in different time.

3.1.1. [bookmark: _Some_product_life]Some product life cycle strategies that successful pioneer and follower companies adopt to drive growth and sustain a strong competitive edge at various stages.

3.1.2. [bookmark: _Introduction_stage:]Introduction stage:

After developing product or service, product is ready to launch in the market and product will be enter in to first stage of product life cycle that is introduction. High cost is involved in this stage and the revenue are litter it is almost similar to no revenue. Product are struggle by the brand recognition and for that a strong marketing strategy. This is for more important when the product is new and no other option is available. At this stage to find out supplier and distribution channel. Some are the strategy for sales at this stage.
1.Free sample 
2. Guarantee of money back
3. discount for early buyers.
Example: Artificial intelligence application. No one aware about how to run AI and that’s why need of marketing and brand building is necessary.

3.1.3. [bookmark: _Growth_Stage:] Growth Stage:

By successfully introduce in market enter in to the growth stage promotional offer are help to bring new and more customer. More supplier is willing to take stock of the product and they to pay payment in cash also. At this stage competitor are enter in market. and for that reason, to maintain you market share is much important at this stage. this stage is for the recovery of initial investment and cost of build a business. 
1. Strategy: product customization:	
Offer customization product to your customer so that customer a highly satisfied with your product. To meet with specific customer need and demand. For example, an athletic footwear brand provides customization option for consumer to design their own sneakers. Some products are differed from person to person. Itdepends on consumer life style, preference, hobby and their work.
2. Strategy: Exceptional customer service:
To build a brand and getting customer loyalty provide some additional service to customer so that customer are satisfied with your product and don’t think about to switch your product like electronic brand provide additional sieves such a extended warranty, after seals services at a right time. In fact, some company provide demo service of their product so customer isusing that product easily.
3. Strategy: market spread:
Identifies new geographically area and target them. To increase market share to focus on that strategy is more reliable. Those area which is not cover by any competitor are the opportunity for the organization by focusing on that area. For example coffee brand may expand into international market to increase global presence.

Example: ZARA: ZARA as a textile brand experienced a successful growth phase. ZARA is a Spanish fashion retailer they expand their business at between 1999 to 2000. They are able to implementing different kind of strategy like production of small quantity of clothing with unique it is “fast fashion” business that allowed to adopt latest trends and new collection.

3.1.4. [bookmark: _Maturity_Stage] Maturity Stage

After the growth stage third stage is arrive that is maturity stage. At this stage sales become lower and the fear of fail is higher. To sustain at this stage apply some excellent strategy. Maturity stage is also consider as a stable stage where is marketer sales and profitability are stable this is because of high competition. At this stage market player try to wining over competitor’s customer and also try to convert non-users in to users. Fear of fail is more at this stage.
1. Strategy: Diversification of product:
 introducing new product or service to meet the consumer new demand like if you are run the fast fashion business you try to come out by new product line such as maternity, teenager and plus size.
2. Strategy:Cross-selling:
company provide related product of main product this s because of encourage customer to buy more product for example camera brand provide more accessories with camera. This is helpful for the getting more profit also. Some brand provide free gift to their customer so that customer are continue to purchase product by them only, like many electronic company provide free Bluetooth speaker for purchasing TV, Washing machine.
3. Strategy:Value based content marketing:
To value you customer need and demand and for that you should organized marketing campaign and also create blog and website for the marketing for example personal care brand  choose nature ingredients in their product and aware to their customer about that. So they get customer trust and loyalty.
Example:Kellogg’s: this is a breakfast cereal brand who adopt marketing strategy to maintain its position in maturity stage. They focus on product innovation and launching new product. after applying strategy, they offer cross-selling promotions.

3.1.5. [bookmark: _Decline_Stage:] Decline Stage:

Objective at this stage is to maintain profitability or minimizing loss. This happens because of many reasons such as costumer switch on another product, they change their habit, technological advancement, high competition. there is two way only to face decline phase that is either product are withdraw from market or switch on another product line.
Example: Kodak: Kodak is a camera brand who faces high competition in 1990 by technological advancement. highly demand of digital camera. After that they implement several marketing strategy to survive in to market. And for that they introduce new product line and diversified their business.

4. [bookmark: _Conclusion:]Conclusion:

All the above study shows how pioneer and follower having their own strategy to run the business as profitable. Pioneer are first mover so that they become a market leader of their industry on the other hand follower are those who follow the leader. Both having their own advantage. This explained by giving real example of many companies. this study is represent that pioneer make something innovative by taking risk and make themselves as leader while follower avoid that risk and used prepared market for doing business. This study also provides some strategies are implemented for growth and sustain in to market at different stage of product life cycle. Each stage of product need right strategy so for that pioneer or follower earn profit by doing business. Product life cycle is one of important concept for whole journey of product 
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