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[bookmark: _Toc193277926]Introduction
Market pioneers are the companies that are the first to initiate a new product or service in its operating market generating a new category. Additionally, market follower is referred to the companies that enter a market later imitating the product or strategy of pioneers to operate successfully. The purpose of this essay is to critically evaluate the advantages Microsoft of being a pioneer company and Zoom as a follower company. Along with using product life cycle strategies used by both Microsoft and Zoom to gain competitive advantages for operating in the market are explained in this essay.
The thesis statement of this essay is to critically analyse the different uses of product life cycle strategies between Microsoft and Zoom as pioneers and followers to manage its competitive advantages.
[bookmark: _Toc193277927]Discussion
[bookmark: _Toc193277928]1. Analysis of the Advantages of pioneer and Follower Company with examples
[bookmark: _Toc193277929]1.1 Definition of Pioneer Company (Microsoft)
Pioneer companies take chances from the presented gap in its operating market and implement innovation to initiate products or services for creating a positive brand image. Pioneer companies can be defined as the market entrepreneurs looking for gaps existing in the marketplace to incorporate new opportunities existing for improvement on current industry offering (Christopher, 2021).For instance, Microsoft works as a pioneer company in the software industry as it launches different software services to manage workspaces easily and collaboratively. 
Pioneer companies such as Microsoft are entrepreneurs interested in bridging the gaps identified in the operating market by offering new products or services. This strategy is effective to access the target audience in terms of creating a positive impression on the entire society. Hepp and Loosen (2023, p.5) have stated that pioneer company developers are the professionals who incorporate new organisational forms and experimental practices in order to redefine its structural foundation for improving business performance. For instance, Microsoft is working as a pioneer in technology the market by launching diversified features such as Microsoft teams where people all across the world can work together in virtual space. Microsoft has launched the team's calling feature as a replacement of Private Branch Exchange (PBX) replacement to reduce operational costs of firms (Microsoft, 2025). Thus, the innovation is working as a positive aspect for Microsoft to introduce new features that are appropriate for virtual teams in a globalised workplace. 
[bookmark: _Toc193277930]1.2 Advantages of Pioneer Company (Microsoft)
[bookmark: _heading=h.lqtrpkyfl38b]Launching a new product and working as a pioneer organisation can create an advantage of preparing templates that create less sensitive operating conditions in the global software market of Microsoft. According to the research of Omran and Baek (2021, p.2), a pioneer organisation business can gain advantages such as operating with easier approaches, while facing less sensitive operating conditions of the market. As a result of facing less sensitive market conditions In the case of Microsoft, providing the option of connecting face-to-face with a video calling feature through teams has worked as a feature of organisational collaborations (Microsoft, 2025). Therefore, Microsoft as a pioneer company has helped other multiple companies to launch video calling features in a cloud-based workplace has virtually operated teams and managed business performance.
Pioneer company such as Microsoft works as radical explorers and initiators that facilitate innovation in software markets with cloud technologies. According to Pantano et al., (2022, p.3), pioneers get facilities of being enablers as it brings products or services by leveraging requirements of target audience while implicating resources effectively. As a result, Microsoft as Pioneer in its operating market can gain the benefit of introducing new services such as face-to-face connection of teams facing fewer challenges in convincing customers. Additionally, Microsoft has generated revenue of over $245 billion indicating a 16% improvement from previous year is highlighting its success (Microsoft, 2025). Increasing revenue of Microsoft is highlighting that the company is gaining competitive advantages as a result of being a pioneer in the software industry. Therefore, launching features such as face-to-face calling is working as an advantage for Microsoft to improve its sales performance and gain financial benefits [Referred to appendix 1].
[bookmark: _Toc193277931]1.3 Definition of Follower Company (Zoom)
Follower’s companies are those organisations that imitate a hot product and mainly an emerging trend and often copy a more capital-intensive strategy of a Pioneer company to operate in markets. Reportedly, fast followers are acknowledged to be companies that are operating by imitating products, trends, services or strategies of other companies existing in the market (Rao, 2024). As an example, it can be stated that the management of Zoom has imitated the video calling feature of Microsoft and launched its cloud video conference feature. In addition, management of Zoom has launched its contact centre for managing the cloud-based video conferencing feature in February 2022 (Zoom, 2024). Moreover, it can be stated that following the footsteps of Microsoft; Zoom has launched the video conference feature that has helped the organisation to occupy the market. Zoom has also gained trust among the consumers through the similar features that has helped to improve its business performance. Thus, follower companies are able to get benefit in business operations based on the ideas and operations strategies of pioneer companies.
The management of Zoom as a follower company is creating differentiation in its product range compared to Microsoft through adding new features in the software market. Reportedly, Zoom has the feature of summarising chat threads as a minute of meetings for helping the users with ease of use (Zoom, 2024). Providing the aforementioned different features to make the software unique is working efficiently for the management of Zoom in terms of being a follower organisation. Reportedly, 55.1% of global video conferencing software is using Zoom on a regular basis while only 33.29% are using Microsoft teams (Vailshery, 2024). Zoom by differentiating its software and increasing its user-friendly interface is creating advantages for the form compared to the features of Microsoft to manage profitability. Thus, the rate of using Zoom on the global platform is higher than the users of Microsoft, which highlights that follower companies are taking advantage to manage business [Referred to appendix 2]. 
[bookmark: _Toc193277932]1.4 Advantages of Follower Company (Zoom)
Behavioural intentions of organisations are associated with admission and actions regarding business operations. As per the research of Ete et al., (2022, p.2), follower companies admire the statements and actions of organisations that are taking first, advantages in operating markets. Based on this, the management of Zoom is following the upgrades and technical features provided in Microsoft teams’ video calling feature for improving its cloud base video conference software. Additionally, Zoom is operating its business without putting hard efforts on developing innovative new ideas that are gaining profits. Reportedly, zoom has generated revenue of $4.5 billion during the year 2024 with its cloud-based software platform for video telephony (Vailshery, 2024). Hence, follower companies generate advantages of putting less effort in innovating new ideas to develop new features by understanding market requirements for generating profit as happened in case of Zoom.
Follower companies such as Zoom are gaining advantages of avoiding legal complications and gaining competitive advantages can incorporate minor differentiation in its operational strategies. As highlighted by Gómez et al., (2022, 55), follower companies are able to achieve competitive advantages by incorporating differentiation and cost leadership strategies to operate in new markets. Implementation of differentiation and cost leadership strategies can be beneficial for Zoom to differentiate its offerings from the pioneer companies and manage a positive impression in the operating market. Gaining competitive advantages through product differentiation is beneficial for Zoom to build its own customer base compared to Microsoft as the pioneer company of launching video conference software. Hence, it can be stated that the management of Zoom by initiating small differentiating features can attract customers that can be an advantage to increase its user rate in the global software market for a better financial performance. 
[bookmark: _Toc193277933]2. PLC followed by pioneer and follower companies to increase growth and maintain competitive advantages 
[bookmark: _Toc193277934]2.1 Detailed illustration PLC model of Microsoft
· Development Stage
Microsoft, the American multinational software organisation is one of the prime examples of a Pioneer company in its operating industry. Integrating strategies for enhancing product life cycle is one of the best approaches for gaining success for Microsoft through product or service development. The management of Microsoft approaches to manufacture, unlock innovation strategy, and introduce new product integrated digital engineering principles to revolutionise new products that are designed to deliver better user-experience (Microsoft, 2024). 
· Introduction Stage
Microsoft to launch its products or services manages schedules, budgets while assessing the end-to-end project commitments strategy to introduce it in front of customers (Microsoft, 2025). Ensuring product usefulness during introduction stage and testing its commitments is working efficiently for Microsoft to manage its impression in the market. For example, Slack video conferencing applications have approximately 10 million daily active users (Slack, 2024). Therefore, analysing and analysing the product commitment at the introduction stage helps Microsoft to provide a significant user experience each time to the customers.
· Growth Stage
Improved transcription accuracy, access to spoken language settings, mismatched language notifications along with providing chance to recap events with AI-generated notes keep Microsoft team unit compared to others (Microsoft, 2025). Incorporating unique features is working as a strategy for maintaining excitement among the users of the adopted features of Microsoft in a growth stage regarding the face-to-face video conference software called Microsoft teams. For example, 58% of the video chat users are utilising Google Meet indicating a strong market growth rate of the service (Ceci, 2022). Thus, the video conferencing services of Microsoft and Google are indicating significant growth rate in the market. 
· Maturity Stage
Maturity is the phase of the product life cycle where competitors intensified as well as market development slowed down. Microsoft introduces several products, categories, or services to positively influence its users. Less limits on content forwarding in Teams has been introduced to Microsoft teams during video conferences along with SlideShare with audio in mesh events are also increasing at uniqueness (Microsoft, 2025). Strategically introducing different features to products in the maturity stage to influence user-experiences is helping Microsoft to target business performance improvement while the market slows down. For example, the Zoho Meeting is a cloud-based audio and video conferencing solution that is trending among business professionals to connect one-on-one among 100 people (Matthews-El and Holznienkemper, 2024). Therefore, Microsoft as a pioneer company at the maturity stage is facing competition from companies like Zoho. 
· Decline Stage
The decline stage can highlight that the earnings from a product become stagnant along with a floor development. During the decline phase of the software market Microsoft has introduced its strategic orchestration strategy of the product lifecycle to ensure optimal efficiency, customer satisfaction and cost effectiveness (Microsoft, 2024). As a result, of adapting orchestration strategy in the decline stage regarding face-to-face video conferencing features Microsoft is maintaining its efficiency in the software market. 
Justification based on actual belonging stage of Microsoft 
Based on the above analysis, face-to-face video conference software of Microsoft is in the maturity stage of PLC. Microsoft teams have 29% market share in the global software market of office productive industry (Vailshery, 2025). It is indicating that the market share office video conferencing feature of Microsoft is slow and it is required to improve by the organisation for maintaining its business success. Thus, implementing effective strategies can be beneficial for Microsoft to improve its performance in PLC. 
[bookmark: _Toc193277935]2.2 Detailed illustration PLC model of Zoom
· [bookmark: _heading=h.lah3055xl2w7]Introduction Stage 
Zoom, established in the year 2011, intends to identify the inefficiencies of potential video solutions like Microsoft, one of the leading pioneer companies. Zoom focuses on product development and aims to provide a user-friendly interface and multiple features such as screen sharing in its introduction stage (ProductPlan, 2022). It gathered this particular idea from Microsoft to attract a vast amount of consumers and to remain competitive. Microsoft launched strategic marketing campaigns to provide awareness and included voice chat to attract users (Microsoft, 2021). Similarly, Zoom adopted strategic marketing campaigns in its introduction stage to generate awareness and positioned itself as a versatile communication application. On the other hand, Go To Meeting provides an unlimited facility regarding cloud storage which is a marketing tactic of the firm (GoTo, 2025). Hence, Zoom gained business ideas from the pioneer organisation, Microsoft that helped the firm to maintain a competitive edge. 
· [bookmark: _heading=h.ar9ttle84wr6]Growth Stage 
Zoom enhanced its revenue from 2019 to 2024 with strategies such as voice chat and screen sharing. The firm generated revenue of more than 1 billion U.S. dollars in the year 2024 (Felix, 2024). The strategy for Zoom's growth revolved around providing a user-centric platform that captured the gaps left by the competition. Zoom takes a development approach comparable to Jitsi Meet by broadening user accessibility with screen sharing, password security meetings, and integration of telephony. Taken over by 8x8 in 2018, Jitsi Meet widened its communications services, enticing developers and organizations that require open-source customisation (Business Wire, 2020). The approach makes Zoom compete with the developing video conferencing sector.
Zoom added functionality like Microsoft MSN Messenger through the introduction of video calling. The platform established a premium offering where users had the option of exploring basic features free of cost while charging a fee for sophisticated requirements (Nomad, 2023). It facilitated extensive use in a multitude of fields, such as education, medicine, and industry. Microsoft invested in marketing both to individual users and companies, advertising the service as reliable and compatible with Microsoft Office software (Sling, 2024). Hence, Zoom serves marketing campaigns to its users while striving to further ignite the growth phase at this time.
· [bookmark: _heading=h.w2c574g7qtbi]Maturity Stage 
Zoom developed its product offering strategies to align with the maturity stage of the product life cycle. The brand identified the shift towards understanding communication tools and expanded its facilities beyond video conferencing through the integration of AI-powered tools such as AI Companion 2.0 (Shakir, 2024). The organisation successfully developed its productivity by providing features like email drafting and meeting summaries. However, Skype has also included AI capabilities like Bing integration and tone selection to improve user-to-user communication in its (Balaji, 2023). Therefore, these advances leave the two platforms well-positioned to compete strongly within the changing video conferencing landscape. 
· [bookmark: _heading=h.anbycf5rbdes]Decline Stage 
Zoom adopted different tactics like product updates, cost deduction and new market expansion in its decline stage that aligns with the strategy of Microsoft. As an example, Microsoft created a potential investment in AI (Artificial Intelligence) and cloud computing to enhance its offerings (Denning, 2024). Similarly, Zoom has implemented different features like AI Companion 2.0 to provide a seamless consumer experience to its consumers. Hence, these approaches of Zoom aim to sustain its presence in the international market and enhance competitiveness [Referred to appendix 3]. 
[bookmark: _Toc193277936]Conclusion
[bookmark: _heading=h.2h5tv0r76v83]On a concluding note, Pioneer company Microsoft is facing a declining phase regarding its business operations of Microsoft teams that provide the feature of face-to-face video conferencing. Followers gain advantages of modifying an existing service for a better business performance as happened with Zoom. Microsoft is introducing new features in its face-to-face video conferencing software to gain competitive advantages over Zoom and maintain its uniqueness. Therefore, the product life cycle strategies in corporate by Microsoft have been copied by Zoom in terms of improving its business performance in the global software market. 
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