Evaluation Case Study

Case Product Launch Strategy
Brand name GynMax
Composition H202 + Lactic Acid + HA

Product Overview: You are a Medical Sales Representative for a global pharmaceutical company that is
preparing to launch GynMax, a prescription-based vaginal invasive medical device.

GynMax is designed to treat vaginal irritation, vaginal dryness, and bacterial vaginosis, providing a fast-
acting, non-hormonal solution with a clinically proven safety and efficacy profile.

The device has been approved by regulatory authorities and has demonstrated significant clinical
benefits in women’s health. However, the market is competitive, with established pharmaceutical
products and over-the-counter treatments already available

Your task is to develop a comprehensive product launch strategy for GynMax, with a focus on marketing,
sales, and physician engagement, while adhering to the regulatory and ethical standards.

Tasks:
1. Market and Competitive Analysis
Briefly answer the following questions:

¢ Who are the primary competitors for vaginal irritation, dryness, and vaginosis treatments?
Consider both pharmaceutical and non-pharmaceutical options.

e What are the strengths and weaknesses of these competitors? (Identify 2 strengths and 2
weaknesses.)

e What current trends are shaping the vaginal health market? (Identify 2 key trends.)
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2. Segmentation and Targeting Strategy

Briefly address the following:

e Who are the primary healthcare professionals (HCPs) you would target to prescribe GynMax?
Provide at least 2 key HCP segments.

e What patient demographics should be prioritized for marketing GynMax? Mention 2 patient
groups most likely to benefit from the product.

¢ How would you engage healthcare professionals to ensure successful adoption of GynMax?
Briefly outline 1 strategy.

3. Value Proposition for GynMax

In 2-3 sentences, create a clear value proposition for both healthcare professionals and patients that
highlights the benefits of GynMax.

4. Sales and Marketing Tactics

Answer the following:

¢ What sales tactic would you use to encourage healthcare professionals to prescribe GynMax?
(Provide 1 tactic.)

e What marketing strategy would you use to educate patients about GynMax and encourage
them to ask their physicians about it? (Provide 1 strategy.)
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5. Insurance coverage Considerations
Briefly explain:

e What are the important considerations you need to keep in mind for proper insurance
coverage.

Instructions:
e You have 3 days to complete this case study.
e Answer all questions in the spaces provided.

e Focus on clarity, and relevance in your answers.

e After completing your answers, submit the case study for
review.
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