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Biocon Case
On the condition that Biocon receives BIOMAb approval, the organization's management will be required to carefully examine the best plan of action as they move forward. Considering that the organization decides to launch the drug immediately after phase 3 approval, they will be in an advantageous position for being the first movers ahead of their closest competitors, Erbitux. Besides, this will also place them on the map for being the first proprietary drug instigated and marked by an Indian organization meant to benefit the Indian patients (Gupta & Narayandas, 2008).
However, even in being in an advantageous position, it is reasonable enough for Biocon to conduct the phase three trial before launching BIOMAb to the market. Besides, the Indian regulatory authorities may subject the drug to a lengthy Phase 3 trial considering the inadequate experience with proprietary drugs to market. This is evident based on the lengthy trial there were subjected to during their second phase. All in all, BIOMAb is a superior product than that of their closest competitor Erbitux; therefore, even if they are subjected to Phase 3 trials, they will be in a position to comfortably venture into the market. Notably, BIOMAb has shown a 100 percent response rate when integrated with radio and chemotherapy (Gupta & Narayandas, 2008). The drug has shown fewer side effects; hence, it is considered a patient-friendly treatment plan for patients. Therefore, considering all these positive effects attached to the drug, it will be able to make up for the possible losses even if it is not launched ahead of their competitors. 
BIOMAb will be making entry to the market field for the first time; hence, Biocon will be eyeing on passing a strong message to its competitors. Therefore, the Phase 3 trials will be fundamental to overcome any notion of shortcoming or low-quality products. Notably, in the current market, there are only 300 oncologists; hence Phase 3 will help Biocon establish edge cutting market products, which can last the organization long in the competitive market with their high-quality product (Gupta & Narayandas, 2008). Nevertheless, while awaiting the approval, it is advisable for Biocon to roll out a direct sales force to pitch the product to the potential market (Gupta & Narayandas, 2008). Reasonably, the sales team should focus on government agencies and charitable foundations or hospitals to purchase BIOMAb in their effort to attain subsidized medical attention. This will provide an opportunity to establish roots in the market field for the new product. This sales team will also create awareness about BIOMAb even before it is launched into the market. 
[bookmark: _GoBack]Generally, the regulatory authorities' Phase 3 endorsement process will provide an advantageous boost to the organization to prepare fully to make their market entry on a better anchorage with BIOMAb. Likewise, this period will empower Biocon to build up a foundation that they will need for their primary distribution channel (Gupta & Narayandas, 2008). Considering that Biocon is launching a new product in the market, they will require a standard distribution channel, which can guarantee that their drug's quality is upheld from their production floor to the specialist office. Therefore, assuming that Biocon loses the first-mover advantage, its value proposition will be its outcome, and this will depend on their product control. Hence, if the company wants to become a permanent fixture in the market, it will be required to give its best shot to convey its value proposition of quality, affordability, and advancement (Gupta & Narayandas, 2008). 
Hence, if BIOMAb has a good market entry, then other competitors' success is not guaranteed, given the potential outcomes of the product on the patients. Therefore, if the company can achieve this as they await the Phase 3 endorsement; the product will be open to a limitless market in the long run considering the global population growth, aging population, and economic expansion.
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