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[bookmark: _Toc3665230]Executive Summary
Decisions are to be made in each and every step of business which is the driving force of solving problems. It is very significant to have the decision making and problem-solving skills in a manager because he has to make a wide range of decision and solve problems in various adverse situations. A range of problems arises in normal business operations that require making quick and effective decisions for solving the problems. Moreover, the implementation and usage of various decision-making tools are also vital for making an effective decision and solving the problems. For these reasons, decision making and problem-solving skills are very significant. This study analyses the various decision-making tools and techniques that should be implemented while making a decision and solving problems. On the other hand, this study analyses the GSK Company’s problem of reducing market share and suggested a range of solution through which the company can recover the situation. 
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[bookmark: _Toc3665231]Introduction
Decision making and problem-solving techniques are significant for managers and leaders because they support to stand strongly in case of an adverse situation and critical times. For this reason, this study indicates and analyses various decision-making tools that support for making an effective decision. The purpose of this study is to analyse the problem of GSK company and suggest solutions and decisions for solving the problem. However, GSK company is a pharmaceutical giant in the UK which saw founded in 2000. The company has business in more than 100 countries and currently in the third position in terms of market share and revenue earned(data.gsk.com, 2018). The company produces health care, and pharmaceutical products and supply all around the globe. 















[bookmark: _Toc3665232]1.0 Decision making and problem-solving
Decision making and problem-solvingare one of the crucial skills that support to make a decision and solve critical problems in the adverse situation(Butterfield, 2016). Decision making skill is the skill that enables to analyse the situation so that the decisions can be made on time and within scope. For this reason, the decision makers can make decisions that solve the problems arising from operations of the company and its management. It is very significant to have the decision making and problem-solving skills in a manager because he has to make a wide range of decision and solve problems in various adverse situations(Nanci and Quadir, 2010). A range of problems arises in normal business operations that require making quick and effective decisions for solving the problems. Moreover, the implementation and usage of various decision-making tools are also vital for making an effective decision and solving the problems. For these reasons, decision making and problem-solving skills are very significant. 
[bookmark: _Toc3665233]2.0 Overview of the problem
GlaxoSmithKline is one of the top pharmaceutical brands in the UK which have substantial market share. The company is operating since 2000 and reached in the top position in terms of market share and revenue earned. But now, the company is facing a range of problems regarding loose of market share and resultant fall in profitability. However, while the company was in the first position in 2012 regarding market share, it has now in the third position after the Pfizer and Bayer AG(Halim et al., 2019). That is why; the GSK Company is facing critical situations as the profitability has decreased to a great extent. However, there is a long range of reasons for decreasing profitability and market share of the company. So, the management of the GSK Company has collected a wide range of information and data for the identified problems and considering a range of actions that will be implemented for solving the problem. 
[bookmark: _Toc3665234]3.0 Analysing information for identified problem
The GSK Company has collected a long range of information regarding the problem of reducing market share and profitability. However, this information includes the scope and impact of the problem, probable reasons for the problem and the feedback of the stakeholders such as customers, employees, investors, regulators etc.
[bookmark: _Toc3665235]3.1 Scope and impact of the problem
Decreasing profitability: Market share plays avital role in increasing the profitability of the GSK Company. That is because it is the general trend that increasing market share refers to increase profit. As a result of decreasing market share, the profitability and growth of the company are decreasing to a great extent. 
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Figure: Market share of GSK Company
Source: (data.gsk.com, 2019)

Reducing expansion: The expansion policies of the company are implemented based on the market expansion and development of the newer market. As the market share of the GSK company is decreasing day by day, the company is not being able to develop a newer market. that is why the expansion policy of the government is not being implemented properly. 
Lagging behind in competition: the pharmaceutical industry is a highly competitive and regular supply of competitive advantage is essential in order to keep pace with the increasing competition. But due to lower market share and profitability, the company is failing to supply adequate budget in the R&D. For this reason, the company lagging behind in the competition a competitive edge. 
[bookmark: _Toc3665236]3.2 Identified reasons for the problem
The GSK Company has identified a long range of reasons for the problem of lower market share and decreasing profitability. However, the identified reasons for the problem are discussed in the following section. 
Lack of competitive advantage: Pharmaceutical industry requires a regular supply of competitive advantage for existing in the immense competitive environment (Waghmare, 2017). However, this competitive advantage can derive from the innovative product line, innovative marketing and sales, economies of scale, cost leadership etc.However, the GSK company is failing in these regions while the competitors are being able to present in the market with specific competitive advantages. 
Lack of R&D support: The R&D department of the GSK Company is not being able to supply generic drugs on a regular basis. That is why the company has to compete with the existing products which are not being to maintain the existing market and capture a newer market. So, the GSK Company is losing the market share day by day and the consequence is losing the profitability. 
Decreasing brand image: The GSK Company is facing problems due to its brand image being questioned in the Chinese market due to the accusation of fraud and malpractices. That is why a negative impression has been created among the customers regarding the company and its products that also liable for reducing market share and profitability of the company. 
Lack of social media engagement: While the competitors of GSK Company such as Pfizer, Johnson & Johnson, Bayer AG have implemented social media engagement successfully, GSK has fallen behind in this area. For this reason, the company is being failed to reach to the maximum number of customers what its competitors are doing most successfully (Dery, 2013). For this reason, the market share of the company is decreasing day by day associated with profitability and growth. 
Pricing strategies: The GSK Company has not been able to obtain economies of scale and cost leadership in the industry. That is why the company has to supply goods at a higher rate compared to its competitors. so, the customers are switching to the competitors and hence the market share of the company are decreasing. 
[bookmark: _Toc3665237]4.0 Proposing alternative solutions for the identified problem
From the above analysis of the impact of the problem and probable reasons, the company should consider the following alternative solutions for solving the problem. 
Increasing R&D budget:Regular supply of innovative products in the product portfolio support in order to maximise market share and retain the existing market share(Nanci and Quadir, 2010). However, for increasing supply of innovative drugs in the product portfolio, the GSK Company should increase its R&D budget. It will support to develop newer product and newer market and thus ensure expanding market share. 
Social media engagement:As the competitors of GSK has a large social media engagement such sFacebook, Twitter, YouTube etc. The GSK Company should take initiatives in order to increase its social media engagement in the for advertising, recommendations and suggestion. For this reason, the company will be able in order to reach themaximum number of customers. 
Obtaining competitive advantage:Competitive advantage provides a suitable situation in the market place that supports obtaining a larger market share and customer acquisition. For this reason, the company should take initiates an endeavour in order to obtain competitive advantage (Butterfield, 2017). However, the company can obtain a competitive advantage from a variety of sources such as obtaining a competitive advantage through larger production, cost leadership strategies etc. They will provide a competitive position in the market. 
Improving brand image:The brand image of the company has decreased to a great extent due to the accusation of fraud. As a result, the company should take steps in order to improve its brand image through advertising and promotional tools and techniques. The company should take steps in order to advertise through print and electronic media, social media etc.
Online platform:anOnline platform is a vital tool that will support in order to maximise the market share and profitability. Online platform and E-commerce can ensure maximum customer reach and facilitates business over distances and places. However, through taking the above-mentioned solutions, the GSK Company will be capable of solving the problem of losing market share and profitability. 
[bookmark: _Toc3665238]5.0 Implementing decision-making tools for solving the problem
In order to solve the problem of decreasing market share and profitability, the GSK company should use and implement a range of decision-making tools that are recognised in the field of management including the SWOT analysis model, PESTLE model, Porter’s five forces model, Root cause analysis model, brainstorming for decision making etc. The application of these decision-making tools is discussed in the following sections. 
[bookmark: _Toc3665239]5.1 SWOT analysis
SWOT stands for analysis of the organisational strengths, weakness, opportunities and threats which a prominent decision is making tool used in strategic management arena (Vanek et al., 2012). For this reason, SWOT analysis supports to make an effective decision though critically analysing the pros ancon of the problem and the organisation where the problem lies. The SWOT analysis of the problem is discussed in the following section. 
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Figure: SWOT analysis of GSK
Source: Author
Strengths: Although the GSK Company is lagging behind its competitors in terms of R&D budget and supply of innovative products in the product portfolio, the company has an extended line of products. On the other hand, the company has a strong and scattered distribution network worldwide that supports the effective distribution of drugs in different parts of the market. 
Weakness: The GSK Company has to consume an immense competition from the rivals such as 
Pfizer, Bayer AG, Johnson & Johnson etc(data.gsk.com, 2019). On the other hand, the company has accused of fraudulent activities in some markets and banned for malpractices. That is why; the brand image of the company is seriously hampered. It has a huge impact on the loss of market share and profitability. 
Opportunities: The GSK Company has adopted a long range of strategic programs and plans for expanding the market outside the UK and developsa new market. For this reason, the company has signed a strategic agreement of partnership with foreign companies, research institutes and government. They will support the company in order to develop new market and opportunities. On the other hand, long product line of generic drugs and worldwide raising of consciousness for quality health care and health products also creating new opportunities for the company in order to expand business and raise profitability. 
Threats:along with the opportunities, a number of factors are working as threats on the way of the success of GSK Company (Haleem et al., 2019). Immensely competitive environment and generic competition are working as a source of threats on the way of maximising market share for the GSK Company. On the other hand, Brexit issues are also creating threats because it will raise the operating cost of business in the EU countries. 
[bookmark: _Toc3665240]5.2 PESTLE analysis
Another framework for analysing the problem and bring out an effective solution is the PESTLE framework which deals with analysing the broad macro environment in which the organisation lies (Anthony, 2015). That is why the sources of problems can be identified which derives from the macro environment. The PESTLE analysis of the GSK Company is discussed in the following section-
[image: ]Figure: PESTLE analysis of GSK
Source:Author
Political factors: internal and external political environment of the country and the market has huge implications and impact on the company. For this reason, the company always demand a stable political environment in the market and within the country. On the other hand, the health care policies of the government and regulatory tools also impact on the performance and operations of the GSK Company (Data.gsk.com, 2019).  Moreover, the international policies regarding trade and commerce also influence on the business. Therefore, the company keeps continue bargaining on these issues and endeavour to maintain serenity and compliances with the regulations of the government. 
Economic factors: The Economic situation of the market also has huge implications in the obtaining of market share and profitability. In the market of higher inflation and higher interest rate, the people lose their purchasing power and hence the company has to cut prices to maintain the market share. On the other hand, a higher rate of foreign currency exchange also reduces the profitability of the company. In order to face the situation, the GSK Company has adopted a long range of strategies such as obtaining economies of scale; cost leadership strategies, Hedging strategies etc.  
Social factors:As a social organisation, the GSK Company has to consider a range of social factors and their impact (Waghmare, 2017). The reasons behind it are that the stability in the social setting, awareness regarding lifestyle and education among the social people, population growth influence the sales and market expansion of the health care products and drug. So, the company has taken initiates in order to improve the lifestyle of the people and increase social stability in society for greater benefit. 
Technological factors:As being a technology-oriented company, the GSK Company has to be adaptive with technological forces. Newer technologies are emerging every day and old technologies are being obsolesced. For this reason, the GSK Company has to increase its budget in the technology sector so that the company can ensure maximum technological orientation. 
Legal factors:The GSK Company has to go through a range of legal environment following legal regulations and compliances established by the government and the Department of Public Health (Butterfield, 2016). The health care regulations, regulations for controlling pharmaceutical companies, consumer protection laws and IT regulations are also considered for the GSK Company while operating business. For this reason, the company has a legal obligation and compliance committee which focuses on if there is any malpractices existed in the performance of the company. 
Environmental factors: As an environmentally sensitive industry, Pharmaceutical companies have to remain aware of the emissions and safety of the environment. For example, the GSK Company has been criticized for emissions. For this reason, the GSK company has to be aware of environmental issues and climate change (Waghmare, 2017). On the other hand, the company has to adopt a range of CSR activities for ensuring social and environmental sustainability such as tree plantation, providing scholarships, building infrastructure, long term gratuity and pension fund for the staffs, ensuring a safe and clean environment for the social people.
[bookmark: _Toc3665241]5.3 Porter’s five forces model
Porter’s five forces model is one of the prominent model and framework that analyses the competitive position of a company in the industry considering five distinct forces(Onoren et al., 2017). This framework is also supportive of the decision makers in order to formulate decision and for solving the problem. However, the five forces of the GSK company is analysed in the following section. 
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Figure: Five forces model
Source: (Onoren et al., 2017)
New entrances: The Threats of new entrances are low in the pharmaceutical industry because it requires a huge investment in technology and research. That is why it is difficult for a new company in order to enter the industry and penetrate. On the other hand, the regulatory boundary of the government also works as a hindrance in order to enter into this industry. 
Current rivalry: Current rivalry or competition in the pharmaceutical industry is really very high because a number of potential competitors exist in the market such as Pfizer, Bayer AG, Johnson and Johnson etc (Data.gsk.com, 2019). In order to respond to this immense competition, the company has adopted plans to increase its competitive advantage so that it can obtain a sustainable position in the market. 
Bargaining power of customers: Pharmaceutical industry faces lower bargaining power from the customer side because the prices are basically similar for generic drugs of all brands which are determined by the company as well as the health care department. That is why the customer has limited bargaining opportunities while purchasing drugs from the market. 
Bargaining power of suppliers:most of the pharmaceutical companies have their own supply hub and marketing channels. Therefore, the supplier has lower bargaining power instead they can exert power on the supplier. That is why; the suppliers cannot exert bargaining power on the company. 
Threats of substitutes: The threats of substitute products are higher in the pharmaceutical industry because there is a wide range of substitute products of various brands are available in the market (Haleem et al., 2019). For this reason, the company is trying to innovate generic products and focus on it so that the risks of substitute products can be minimised. 
[bookmark: _Toc3665242]5.4 Root-Cause analysis
[image: ]Another tool for decision making and problem-solving that is implemented in the strategic management field is the root cause analysis model or Ishikawa model in which the root causes are analysed and found out through a systematic approach. 


Figure: Fishbone model or Root cause analysis model
			Source: (Reilly et al., 2014)
However, according to this model, the root causes of the problem of reducing, market share and profitability are the lower R&D budget compared to other competitors and rivals. On the other hand, the company has appointed a new CEO who has limited practical knowledge and capabilities which is posing a threat for the company (data.gsk.com, 2019). Lack of regular supply of competitive advantage and innovative product line also causing the closing of the market share by the company. On the other hand, the brand image is negatively influenced by the accusation against the company for fraudulent activities. On the other hand, the company has problems with its pricing strategies because the prices of the GSK products are comparatively high. However, all these causes are responsible for reducing the market share of the company and lagging behind in the competition. 
[bookmark: _Toc3665243]5.5 Brainstorming
Brainstorming is another prominent tool that can be implemented in the decision making and problem-solving arena. In these techniques and tools, the managers who are engaged with decision making are gathered together and brainstorm for generating ideas so that the problem can be solved (Pubman and Paulus, 2019). However, the brainstorming techniques are implemented following some steps that are described in the following sections. 
Planning session:The first step of brainstorming and decision-making process is to plan a session and gather the personals who are engaged with the decisions. For this reason, a meeting is called of divisional managers for finding the solution of the GSK Company’s identified problem.
Generating ideas: The next step of the brainstorming process is to generate ideas by the participants of the session (Nanci and Quadir, 2010). For the GSK Company, the divisional managers generate ideas of their own and each of the ideas is put down for consideration and debate. 
Critical analysis of ideas:the managers of GSK are engaged in analysis of the ideas that are generated by them. A critical analysis is conducting focusing on for an against justifications of the ideas. 
Selecting the best alternatives and closing: the final step is to select the best alternative solution form the alternatives. However, the GSK company select the solution that is accepted by all the participants. Therefore, with the selection of the solution, the formal br4ainstorming session is closed. 
[bookmark: _Toc3665244]6.0 Plan for implementing the solution
However, in order to solve the problem of reducing customer share and profitability in the GSK Company, the company should take the following action plan for better implementation. The action plan has shown in the following table.
	Area of improvement
	Action to be taken
	Time frame

	R&D budget by 20%
	R&D budget will be improved by 20% from 2018.
	January 2019 to December 2019

	Brand image 
	Advertising on print and electronic media for removing negative impression. Increase CSR activities 
	From January 2018 to December 2019

	Social media engagement 
	Initiate and operate facebook page, Twitter account, YouTube Channel etc. 
	From July 2019 to September 2019

	Online platform 
	Initiate mobile app and E-commerce services. More focus should be given on the website and its restructuring.
	From March 2019 to June 2019

	Strategy 
	Current pricing strategy should be changed and penetration pricing strat4egy will be implemented in the Asian market. Cost leadership strategy will be implemented. 
	From February 2019 to April 2019



Table: AnAction plan for solving the problem 
		Source: Author	
Following the above action plan, it is expected that the company will be able to solve the problem that has arises in its operation. 
[bookmark: _Toc3665245]7.0 Communicating plan to stakeholders
An action plan that has been defined should be communicated with the relevant stakeholders such as the managers, employees, the board of directors, investors etc. However, the way and steps of communication are discussed below-
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Figure: Steps of communicating the plan with stakeholders
Source: (Kennnedy, 2010)
Setting objectives:In the first phase, the manager has to set the objectives of the communication for which the communication will be conducted. In this stage, the manager who will responsible for communication will be made fully aware of the plan and the problem that has been arisen. 
Defining key messages:in the second stage, the messages that will be communicated will be shaped and prepared. Anything that is considered irrelevant should be cut off from the messages and only significant parts are to be communicated. 
Identifying and prioritizing key stakeholders: In the third stage, the responsibility is to define and make a priority order of the stakeholders for communicating the plan (Kennedy, 2010). In this stage, the most significant stakeholders get priorities to be communicated. 
Developing communication tactics: This is a significant stage in which communication tactics and communication channels are defined and selected. However, the less costly and most effective channels are to be selected for communicating the plans. 
Communicating plan and feedback: Finally, the messages or action plans are to be communicated to the stakeholders using the appropriate communication channels and methods. Finally, the feedback of the stakeholders is also to be collected. 
[bookmark: _Toc3665246]8.0 Appropriate monitoring and review techniques
Appropriate monitoring and review techniques are to be implemented in the GSK Company so that the action plans can be implemented properly. The monitoring and review techniques for the action plan of GSK Company are as follows-









Figure: Appropriate monitoring and review techniques
Source: (Butterfield, 2016)

Implementing plan: Monitoring and review techniques to be implemented only after the implementation of the plans in the organisation. The action plans that are suggested by the management are to be fully analysed and implemented in the organisation.  	
Engage all layer of organisation: The second stage of themonitoring and review techniques is to engage all the layer of the organisation. The GSK Company has to ensure effective change management within the organisation. 
Collect data: in thethird stage of monitoring and review techniques, the manager has to collect relevant data regarding the company performance and implemented an action plan in the GSK company (data.gsk.com, 2019). This information includes market share, profitability, revenues etc. 
Compare with the standard: after collection of relevant data and information, the objective is to analyse the data and compare them with the standard that was set through the budget and plans. However, this analysis supports to take corrective actions. 
Corrective actions: The final stage is to take corrective actions after identifying the deviations and thus closing the monitoring and review techniques (Vanek et al., 2012). Therefore, the analysis of the deviation support to make corrective actions for the deviations. 


[bookmark: _Toc3665247]Conclusion
Decision making is a vital skill that supports the managers in order to solve a diverse range of problems and keep the right decision in critical situations. The GSK Company is facing a range of problems as the market share and profitability of the company are decreasing. For this reason, a range of solution has been suggested that may support the company to recover from the problem. For this purpose, a range of decision-making tools and monitoring techniques has been used. 
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