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[bookmark: _Toc68368466]Introduction
The success of a company is enhanced by the notion of effective strategic management of several of its operational factors (Bindra et al., 2019). The report would try to reflect upon the same from the perspective of the UK pharmaceutical giant GlaxoSmithKline. It would provide an overview of the external and internal context of business of the organization and the various ways in which the organization has been able to handle certain challenges that they have faced over the years of existence. Several models and theories would be referred to in adherence to the strategies to drive home the points more clearly.
[bookmark: _Toc68368467]Background of the Pharmaceutical Sector
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Figure 1: Leading Pharmaceutical Companies in the UK
(Source: Mikulic, 2020)
The pharmaceutical industry is one of the most significant generators of revenue on a worldwide basis. There have been many significant pharmaceutical companies in the UK which have generated a significant amount of economic revenue and have been a driving factor behind the economic growth of the country (Mikulic, 2020).
The sector is one of the most resource consuming sectors as it needs a lot of investments for the purpose of the production of new drugs. The process is quite a long drawn one as it involves the conducting of effective research to gain an informed idea of the disease that would help in the generation of a new drug in the most effective manner. A lot of scientists and doctors along with medical personnels would need to be involved in the process. The final drug would have to undergo animal testing procedures to see the final light of the day. Finally a government sanction has to be obtained for selling the drug in the open market (Lakdawalla, 2018).
[image: ]
Figure 2: Leading Pharmaceutical Companies Globally
(Source: Mikulic, 2021)
It can be thus said that the process within the pharmaceutical sector is very demanding and the growing number of pharmaceutical companies around the world has increased the competition in this sector too and many of the premium organizations are in a constant zeal to remain ahead of their competitors (Mikulic, 2021). This would have to be accentuated through measures like improvements within the research and development sectors, along with increasing the product portfolio and paying emphasis upon the notion of geographical expansion. All these steps would help in fostering healthy competitions between the numerous pharmaceutical companies and also prove to be helpful for the generation as it would help them in affording cheaper drugs (Rosenthal and Lutz, 2018).
[bookmark: _Toc68368468]Overview of GlaxoSmithKline (GSK)
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Figure 3: Revenue Generation of GlaxoSmithKline over the Years
(Source: Mikulic, 2021)
GlaxoSmithKline (GSK) is one of the leading pharmaceutical companies in the UK headquartered at London, England. The company also has global presence as it has its operations in areas like Japan, Asia, Africa, the USA and so on. The company records a revenue of 30 billion British pounds on an average on a yearly basis and regularly features in the top five pharmaceutical companies list in the UK (Mikulic, 2021). 
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Figure 4: Division-Wise Revenue Generation of GlaxoSmithKline
(Source: Mikulic, 2021)
The company mainly deals in pharmaceutical products and also has their own share of the consumer health products such as toothpastes and health drinks which have their own share of customers and help the company to record 20% of their revenue from this division alone (Milkulic, 2021). The company was founded in 2000 as a merger between SmithKline Beecham and Glaxo Wellcome (gsk, 2020). Since then, it has developed quite a name for itself. 
The company has passed though many challenging times and has been able to tackle the same in an effective manner which has helped them to enjoy the viable market position that they enjoy today. This has been mainly in the forms of certain administrative and managerial changes which the company has been subjected too over the years of its existence leading them to form a business model that has proved to be quite worthy. They have taken into account certain internal and external contexts of business which have helped them to adhere to their current model of business in a sufficient manner. The success of the company over the years has resulted in its featuring in prominent lists like the FTSE 100 Index and the London Stock Exchange (gsk, 2020).
[bookmark: _Toc68368469]External Factors of Business in adherence to the Organization
The political climate of the UK is quite stable. It is a large attractor of foreign investment funds and also offers significant cost benefits to various business sectors. The pharmaceutical industry also receives indomitable support in adherence to the same as they are provided with tax benefits, tax holidays and so on (Karnon et al., 2018). This would mean that a company like GSK would find it quite viable to continue business within this context as they would be able to expand their business owing to the positive tax norms and government regulations.
The inflation rate has been quite viable in the UK over the last few years as it has been generally revolving around the 2% mark with minor altercations. The average GDP of the UK also has been quite viable over the years moving around 40000 US dollars. This ensures the fact that the UK would prove to be quite a profitable hub of business for the pharmaceutical industry as they would be able to cash in on the positive economic factors (O’Neill, 2021). Although the nation had faced some challenging times owing to the great depression that took place in 2008, sending the inflation and GDP rates at tenterhooks, things have slowly changed for the better, clearing a path for viable business opportunities (Dincer et al., 2018).
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Figure 5: Birth and Death Rates in the UK over the Years
(Source: Office for National Statistics, 2017)
The UK has an average population of 65.6 billion among which 18% belongs to the age group above 65 years and about 2% belongs to the age group of above 85 years (Office for National Statistics, 2017). This proves that there is a significant market for the pharmaceutical sector in the nation as they have to address the needs of such a vast population. The positive inflation and GDP rates would also mean that the population would not be faced with any sort of cash crunch while availing the offerings of a big company like GSK and they would largely profit from this. The presence of bodies in the UK like the NHS would also further their business.
The UK has some of the best research and development institutes in the world. This puts it on a viable position in the world map. The several business sectors in the UK openly embrace technology across various modes such as marketing and promotion (Stojcic et al., 2018). This would prove to be beneficial for the pharmaceutical sector and would affect GSK in a positive manner. They would be able to improve their own research and development sector so that they are able to enhance their research process that is considered one of the backbones of the pharmaceutical sector. The implementation of updated technology would mean that they would be able to gather information on specific diseases and ailments in a much more informed manner and the development of updated laboratories and research centers would further enhance the process of discovering of new drugs and medicines (DiMasi, 2018).
The government of the UK is a staunch supporter to the upholding of environmental quality. It abides by certain laws and policies for the same. For example, the government partners with the Kyoto Protocol to reduce the negative consequences of environmental degradation by taking up certain preventive measures. It has many provisions in place to see to it that business organizations abide closely to certain rules and regulations while conducting business in a way that does not pose adverse effects to the environment (Sloan et al., 2018). Pharmaceutical organizations like GSK must pay heed to these factors and take certain steps such as the reducing of carbon footprints while conducting business to ensure that they are in line with the government principles.
There are various laws in the UK that guarantees workplace equality and also sees to it that equal opportunities are provided to all such as the Employment Act 2002 and the Equality Act 2010. A company like GSK must need to adhere to the same so that they remain free from any sort of government tribulations that might hamper their business (Minford, 2019). In addition to this, there are some special laws in adherence to drug control too. For example, the drug policy in the UK adheres to the fact that a prominent organization would not be able to copy the patent of a drug produced by another company for the initial ten years. This rule however does not apply for some of the organizations producing generic drugs (Vondeling et al., 2018). GSK has to take into account all such factors to come up with a business model that would guarantee significant returns for them while remaining within the boundaries of certain legal norms.
[bookmark: _Toc68368470]Internal Factors of Business in adherence to the Organization
GSK has been one of the most premium pharmaceutical organizations in the UK and has been enjoying its position among the top five pharmaceutical companies in the UK. It has also been able to enjoy this feat in the global scale too owing to its expanded operations across markets like the USA, Asia, Africa and so on. They have been able to generate viable profits on an average of £30 billion (Lynch, 2015). It spends quite a good amount upon its research and development sector and also enjoys a good base of customers in relation to its consumer health products which ranges from toothpastes to health drinks and many others. The efficient staff members within the organizations enable them to achieve the organizational goals and objectives efficiently (gsk, 2020).
One of the most significant problems being faced by GSK has been the limited amount of time provided before another company is able to copy the patents originally provided by GSK. This means that they would be able to enjoy the exclusive rights to their patents only for the initial ten years. This places them in a spot as they have to consider investing more on the research and development sector which would lead to the formation of new patents based upon the generation of new drugs. They also face problems in the supply chain which has been another significant problem areas in the pharmaceutical sector of the UK (gsk, 2020_.
GSK could cash in upon the notion of entering partnership with some of the other prominent organizations. They could also go for acquiring some of the smaller ones. This would help them to fall in line with organizations like Pfizer and Marck & Co. It would help them to done down on their operational costs as they would be able to divide the same and also help them in attaining synergy that could help the company enjoy greater benefits in terms of the partnership (Lynch, 2015). It would also open up new avenues of garnering patents from the organization with which it would enter into partnership and help them in revitalizing their pipeline of drugs.
GSK faces stiff competition from some of the big pharmaceutical organizations such as Pfizer, Marck & Co. and so on. This would mean that they would have to conduct proper market analysis in order to analyse the current trends in the market and see to it that they are able to remain ahead of their competitors (Mikulic, 2020). This rings true even in the case of their consumer health products in which they face competition from the global players like Procter & Gamble and Novartis. Another significant threat is from the rise of generic producers of drugs which creates significant problems for them as they are sometimes allowed to copy the patents even before the expiring of those patents (Lynch, 2015).
[bookmark: _Toc68368471]Relationship between the External and Internal factors and their Impact upon the Organization
It can be said that the external and internal aspects of the organization in relation to GSK have had some significant impacts upon certain management decisions of the company. The company planned upon its notion of business expansion based upon the positive political factors of certain areas that would enable them to expand upon their markets. The growth of their business in the UK has been in adherence to the positive factors in relation to the rates of inflation and the GDP of the country (O’Neill, 2021). They also had to consider the revamping of their pharmaceutical pipeline as they had been experiencing competition from some of the established pharmaceutical companies in the UK and also took a step in utilizing the positive technological aspects of the UK that would help them to analyse upon their technical weaknesses and lead to the improvement of the same. They also analysed that there were a significant takers for their consumer health products and realized a potential for increasing the market of these products within the UK that would help them to gain an increased amount of revenue from this sector too (Mikulic, 2021).
[bookmark: _Toc68368472]Strategies used to Combat the Impact of these Changes
GSK has been employing certain significant strategies that have enabled them to tackle some of the problems they had been facing in the market. Some of the strategies in this regard are:
1. Strategy of cost saving: GSK put emphasis on this strategy on a primary basis as this would lead to the reduction in their costs of operations and help them to increase upon their notions of profit-making. They did this by streamlining several company processes like the administration procedures involving costing of the same and the reporting lines. The working capital invested upon certain aspects of works in progress and stock capitals were also reduced to revamp their financial planning that would provide them with additional opportunities of generating higher profits through reduced production costs (Kumar, 2019).
2. Emphasis upon the consumer health products: As there had been certain problems within the pharmaceutical sector as already discussed, GSK emphasized upon their chain of consumer health products as they realized that about 20 percent of their customer bases was concentrated upon this sector. So, they increased the productions of such items such as their health drink Horlicks and their range of toothpaste like Sensodyne and Aquafresh and even considered expanding upon their markets by entering into emerging markets like those of Asia and Africa (Jung et al., 2017). This led them to increase their profits as they did not have to depend upon the notion of patens for profit making and could also acquire greater number of customers owing to the positive brand image that they enjoy in the market.
3. Geographical Expansion: GSK deployed this strategy by opting for techniques like the acquiring of a drugs company in Argentina and also setting up their units in areas like South Asia and China. It entered into a £21m joint venture with the Chinese company Shenzhen Neptunus and the also shared 19% of their shares with the South African drug making organization Aspen Pharmacare Holdings. This was followed in other domains too as the organization struck a deal with Indian generic drug making company Dr Reddy’s to enter into the Indian market and produce generic drugs for gastroenterology, diabetes, pain management and so on and export them to the markets of Africa and Middle East in a cost effective way. They also partnered with Pfizer for the initiative Viiv through which they tried to offer advanced clinical outcomes to the people suffering from HIV (Lynch, 2015). The main reason behind this venture was to expand upon its market globally and produce cheaper drugs. 
4. Renewing the pharmaceutical pipeline: It was found by the higher authorities in GSK that they were unable to generate newer patents in a viable manner that could lead to greater generation of profits and there was a need for some sort of technical revamp. The problem was soon pin-pointed towards the size of the organization and the influence of some of the managers upon certain decision making processes which hampered the overall operations within the organization. Soon some changes were made in terms of the appointing of new research directors who took on the initiative of dividing the large research and development sector of the organization into smaller divisions (Mullard, 2018). This meant that it was possible to conduct numerous researches significantly at the same time and the smaller number of team members, which mainly comprised of medical experts and scientists, made it possible for the higher authorities to handle the teams in far more efficient manner keeping tabs of their performance levels. This was further enhanced with the formation of the highly effective Discovery Performance Units which resulted in a 7% increase in the pharmaceutical sales of the company (Lynch, 2015).
[bookmark: _Toc68368473]Models and Theories deployed in the Emergent Strategies
Several models and theories have been formulated over the years to support different analysis of real-life scenarios. As a result, strategic management theories that are implemented in the case of GSK are modelled on these theories of management. These theories and strategies are constructed and used for relevant purposes according to the situation. These theories service the external and internal factors of the organisation and the changes that are required for the company to fit into the emerging situation. In addition to this, the theories and models of strategic management also contribute to the development of competitive advantage for the firm.
[bookmark: _Toc68368474]Ansoff’s growth Matrix
[bookmark: _Hlk68361610]Ansoff Growth matrix is a strategic management theory that can be implemented when a particular company or organisation is willing to expand its market presence in a different location in order to reap the benefits of new market demand. It is one of the most appropriate tools of market expansion as it analyses the market situation in which the company is willing to extend or penetrate. The growth strategies that are laid down by Ansoff's growth matrix are ideal for company growth and hence GSK can successfully analyse the market situation of the places selected by the company for expansion(Longwe and Sakyi 2020). For instance, the company has gained a geographical expansion in Argentina with the help of acquisition in the form of a drug company. It has also extended its pharmaceutical laboratories in the countries of India and China. It has improved its marketing objectives and strategies and secures its market position in China and South Asia which includes India, the Asia Pacific rim, Africa and Japan. Apart from these, GSK's expansion into different other markets like the Middle East, Asia Pacific, Latin America has been quite successful. This can be explained with the help of the four strategies of Ansoff's growth matrix mentioned below:
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Figure 6: Ansoff’s Growth Matrix
(Source:Tsatsoula, 2018)
Market Penetration- To start with, this is considered to be the most convenient method of market growth and expansion with low-risk possibilities. The rate of fewer risks allows the companies to adopt this strategy commonly. In this strategy, the company aims to increase the sales of its products in an existing market. Increasing the sales of an existing product in a market where the company already has a market presence can be done with some strategic changes in the marketing policies. Reducing the current price of the products will attract potential customers. Developing product promotional strategies that can reach out to a large audience will be significantly beneficial. The distribution channels have should also expand to serve the needs of the customers. In market penetration, the acquisition of a rival firm in the same market also serves the purpose. Accordingly, GSK collaborated with one of its major competitors and rival brand Pfizer, to focus on an initiative to improve the health of HIV patients. This initiative was known as "Viv" which offered cheap drugs to people suffering from HIV in order to improve their living condition(Longwe and Sakyi 2020). The main focus here, to be precise lies in the activities of product promotion and distribution of the strategies.  
Product Development- In this growth strategy, the company plans to develop and enhance its product to suit the emerging trends and demands of the market. For this, extensive market research and reviews are consulted by the company to select the right start that can be beneficial. The product development strategy is possible when the company can invest successfully in R&D marketing strategy and have accomplished staff to formulate an accurate report from the information gathered from the surveys. This usually occurs in an existing market but when the company plan to develop their product according to the recent market trends. The ability to procure or devise an innovative or unique policy as a solution for the rising new trends in the product also determines the company's performance. In this scenario, if the company is able to acquire and merge with the product of the rival company it can successfully meet the aim of creating new products with modified specifications according to the current market demands(Longwe and Sakyi 2020). Through this strategy, the companies can also form necessary partnerships and joint venture through which they can access each other's distribution channels and target markets. GSK, in a similar way, considered this strategy as a relevant method for growth and invested around 21 million euros in a joint partnership with a Chinese pharmaceutical brand named Shenzhen Neptunus for developing vaccines. It has also spent 360 million euros which contributes to around 19% of a South African country named Aspen Pharmacare Holdings in the year 2009. 
Market Development- In the market development strategy of growth and expansion, the company enters a new market with its existing product where there is a demand for those products. Expanding into a new geographical location requires the adoption of new policies that will suit the lifestyle traits and habits of the target customers. This growth strategy will be successful if the potential customer base and their buying behaviour are profitable for the company in the new region. GSK's alliances with different international companies that are located in various countries like Japan and India requires the use of this strategy. In 2009, GSK formed an alliance with an Indian drug company and the deal required the selling of Indian products into international markets like Africa, the Middle East and Latin America (Tsatsoula 2018). Here the company enjoyed the benefit of selling familiar generic drugs on diabetes, gastroenterology and pain management without having to manufacture them. Therefore, the company could focus on developing its marketing strategies to develop sales in these selected international markets. 
Diversification- This can be considered the riskiest growth strategy as the company enters a new market with new products therefore uncertain of the forthcoming situations. However, through this growth strategy the company can enjoy a new channel o revenue generation as entering a new market with new products can immediately attract a potential target audience if the promotional and marketing strategies are efficient. 
Diversification is of two types. The first is related diversification and the second is unrelated diversification. With related diversification, the brand can explore channels of product deviation. For instance, a clothing brand that has been manufacturing only clothing items can diversify its product profile into manufacturing bags and accessories. Unrelated diversification, on the other hand, can be a complete change in the business objectives and product profile of the company (Tsatsoula 2018). For instance, if the clothing brand starts manufacturing smartphones or tablets, it will depict a scenario of unrelated diversification. In terms of GSK's geographical expansion, this strategy was partly relevant as the company shifted from producing over-the-counter (OTC) medicines to consumer health products like various health drinks.
[bookmark: _Toc68368475]BCG Matrix
The Boston Consulting Group Matrix (BCG) is another model of strategic management through which the market expansion of companies can be analysed. Through this, long term objectives and planning can be achieved as it considers the product portfolio. The possible growth opportunities of the company can be evaluated with respect to the product portfolio of the company and the strategic areas of investment can be chosen. Before the company's expansion into a selected matrix, carrying out the growth analysis strategies with the help of this BCG matrix will not only highlight the profitable areas of investment but also the areas where product development strategies are required or whether it is beneficial to discontinue investment in a certain area. The Boston Group matrix has four stages. These are:
[image: BCG Matrix EXPLAINED with EXAMPLES | B2U | Business-to-you.com]
Figure 7: BCG Matrix
(Source:Mohajan 2017)
Dogs- After the analysis of the product portfolio, the good and services that have slow growth and a relatively low market share categories under the "dog" section. These products and services are unable o generate high demand and therefore fail to generate profits. on the contrary, it can incur a loss for the company. Therefore, the most common recommendation out of the BCG matrix is to remove or discard products or items that fall under the 'dog' category to reduce extra expenditure. However, this can be a case of oversimplification and these products can be circulated in the market with development strategies. For this pharmaceutical company, some products like the migraine tablet Imitrex and Aquafresh fell under this category. GSK was successful in reducing the cost of expenditure by 1.7 billion euros of the total annual cost during the year 2008-2010 (Mohajan 2017). Cutting down on annual costs by various methods like streamlining company procedures and re-shaping the production process helped to save costs and reduce extra expenditure. 
Problem Child or Question Marks- In this category, the products which have a flat market share in a leading market are listed. However, this does not determine the future market position of the product whether I will continue to have low demands and fall into the dog category or rise to the star category with certain financial investments. Often, with the right development, strategies problem child products can be pushed into the str category and generate revenues for the company. This serves as a challenge for the firm as the returns from the financial investments behind such a product can be delayed before they can be finally placed under the star quadrant. For instance, GSK's investment in the malted health drinks category which had some obvious existing rivals resembled the same scenario. Along with Horlicks, GSK also emerged in the toothpaste category with Sensodyne which belonged to this category (Mohajan 2017). The company did not gain instant profits as a seller of consumer health items but gradually achieved a position of a drug company who not only focused on selling medicines and drugs internationally but also sold consumer health products. 
Stars- As the name suggests, star products have high growth and a high market share that generates a lot of revenues for a certain company. The start products are considered the core or the foundation on which a company's business depends. They form the strength of the company and probably will be able to generate revenues irrespective of the market. however, it is necessary for the firm to continue investing in the development of the products and make them relevant according to the market trends. Zantac in all probability achieves this category as it has been one of the highest selling products for GSK in the high growth market (Du and Yu 2017). The high market demand for the product and consumer preference makes it an affordable drug that is easily available at stores 
Cash Cows- Lastly, the fourth quadrants contain the product that can continue to achieve a high market share where the growth of the market is considerably low. These products are having established a secure position in the market due to their long presence within the product profile of the company. For GSK, products like Piriton and Horlicks fall under this category which has significantly matured over time. Horlicks has been successful in capturing a secured market position and can generate decent revenues and bring profit for the company despite existing competitors (Du and Yu 2017).
[bookmark: _Toc68368476]Competitor Analysis of GlaxoSmithKline
[bookmark: _Toc68368477]Porter’s Five Forces
With the help of Porter's Fiver Forces analysis, the market position and the strategy of a renewed pipeline of products for GSK can be evaluated. with the help of the five forces analysis not only will the external business environment will be examined but also the efficient methods through which a company can maintain its competitive advantage can be identified. A company's personal potential to achieve profitability can be understood and learned with the help of this strategic management tool. Accordingly, the organisation can implement changes to adapt to the emerging changes. Porter's five forces analysis consist of five stages. These are explained below:
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Figure 8: Porter’s Five Forces
[bookmark: _Hlk68361979](Source:Song,et al, 2018)
[bookmark: _Hlk68362063]Competitive Rivalry- Through this factor, the competitors and rival brand of the company are identified and their current market position and dominance which can affect the business of the concerned firm. GSK as a pharmaceutical brand that delivered products globally has its share of rival companies and competitors that are manufacturing similar products and serving the needs of the customers. While establishing the strategy of a renewed pipeline of products in the medicine and drug industry, GSK confronted some challenges. This mainly contributed to problems concerning the organisational structure which underwent a change under the management of Jean-Paul Garnier. However, the company still faced problems seven years later when JP retired in 2008(Stindt, et al, 2017).Upon the appointment of the new director named, Dr Moncef Slaoui, it was identified that the problem was within the organisational culture. Although, under his leadership, the R&D strategies greatly developed and were advanced the competition from rival firms existed because all of the pharmaceutical brands invest in the R&D method for the manufacturing of high functioning drugs. 
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Figure 9: Porter’s Analysis of GSK
(Source:Song, et al, 2018)

Power of Suppliers- Power of suppliers relates to the rating at which the suppliers can increase or decrease the price according to the market demands. The power of suppliers is a major external factor that can influence the business operations of any company. In the case of pharmaceuticals obtaining multiple suppliers’ areas the products are mostly generic drugs therefore the power of suppliers is not rigid. GSK was able to launch new and innovative products in the year 2007 which gave a rise in the distribution of new products by 36% thus increasing the sales of the pharmaceutical products by 7% in the year 2010. GSK's global chain also allows the company to exercise transactions from different suppliers therefore not relying too much on a few suppliers for its business(Stindt, et al, 2017).
Power of Buyers- This refers to the buying patterns behaviour of the target consumers and its effect on the business. Buying patterns of consumers can influence the business of the companies because a reduction in the demand will decrease the amount of revenue generated in the company. As a result, is necessary for the company to suit the needs and choices of the target consumers and constantly develop the product with the required modification based on consumer preference. The buying power of consumers is high in almost all cases and for GSK it is the same. Consumers busying power are often influenced by the rising cost issues although health care is necessary therefore it can still provide grounds for profit generation for GSK(Stindt, et al, 2017). However, hospitals and doctors being the greater part of the consumer base should be attended to and prices are often reduced when there is a low market demand for drugs. 
The Threat of Substitution- The threat of substitution remains in every market as product substitution is often an alternative method of funding products at a cheaper rate that will serve the purpose decently. Consumers can prefer product substitution as they might not prefer investing in expansive items if the alternative item which is cheaper in rate does the job decently. The threat of product substitution for GSK is always high as pharmaceuticals can easily formulate a similar drug like Zantac which is the star product of GSK. 
The Threat of New Entry- According to ht analysis, the threat of new entrants refers to the arrivals of new companies that can pose a threat to the existing company. However, in the case of GSK, the threat of a new entrant is fairly low because GSK has established its market position for a long and the cost of establishment in the pharmaceutical industry is considerably high (Pervan,et al, 2018). Therefore, it will be difficult for new entrants to pose threat to GSK's business operations.
[bookmark: _Toc68368478]Achievement of Competitive Advantage through Strategic Management 
[bookmark: _Hlk68362187]Maintaining competitive advantage and market position is essential for companies for business sustainability and longevity. Competitive advantages can be achieved with the help f strategic management policies that strengthen a company's potential thus leading to the sustainability of the business. In pharmaceutical companies, the process of innovating and developing is a continuous procedure for manufacturing high-quality drugs that will serve to mitigate the health adversities of the consumers. For this, numerous models, frameworks, for product development, market development, market expansion and product diversification are carried to suit the needs of the consumers(Radjenović and Krstić 2017).The model and theories mentioned above, which has been successful in GSK's market expansion and development has also provided a competitive advantage. 
[image: Value Chain Analysis of Glaxo Smith Kline]
Figure 10: Competitive Advantage of GSK
(Source: Assensoh-Kodua 2019)

The resource-based view is a theory of competitive advantage that states that a company's business sustainability and longevity depend on its ability to maximise the optimum utilisation of resources. This is especially significant in the case of pharmaceutical companies. The innovation and development of the internal resources of the companies develop its chance of building a competitive edge over its rival companies. the optimum utilisation of resources also contributes to the financial development of the company's position as the investment in the R&D strategies can be carried without over-burdening the company. According to the resource-based view, competitive advantage can be gained by the development and innovation of internal resources as they are not easily imitable or can be substituted by other rival companies. These innovations can be done with respect to pharmacy practices and the process of product manufacturing and diversification. GSK has been doing the same by utilising its internal resources optimally and diversifying into oral health care and nutritional health care which is providing them with an obvious competitive edge(Radjenović and Krstić 2017). Although the company still relies on its pharmaceutical products from which 80% of their revenue is generated, these product diversifications are also serving the market demand of the target customers thereby improving the competitive advantage. Along with these, the strategies of market expansion in South Asia, specifically, India and Japan also led to the popularity of products in foreign markets where the company was able to procure lucrative business opportunities and thus improve its competitive advantage.  
[bookmark: _Toc68368479]Conclusion
The report has quite elaborately tried to provide an idea of the ways in which the organization GlaxoSmithKline has successfully deployed strategic management across several of its operations in its several years of existence. The usage of the models such as the BCG Matrix, the Ansoff Matrix and Porter’s Five Forces have further helped to drive home certain strategic implementations of the company that has resulted in its achieving the viable market position that the organization currently enjoys.
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