
DBMR helps an Indian biopharmaceutical company establish a competitive 
edge by identifying key players, and evaluating partnership opportunities with 
governments, NGOs, and other healthcare stakeholders

An emerging biopharmaceutical company based in India, which had made significant strides in the development of 
innovative vaccines and treatments, sought to broaden its market presence and improve its competitive positioning 
both domestically and internationally. While the company had a solid product portfolio, it faced substantial challenges 
in identifying strategic partnership opportunities and navigating the complex healthcare landscape. These challenges 
included difficulties in forming relationships with governments, international non-governmental organizations (NGOs), 
and other key stakeholders, as well as an unclear understanding of how to expand its reach into new markets.

The biopharmaceutical industry in India is highly competitive, with numerous companies vying for global market share. 
To break through these barriers and effectively scale its operations, the company needed comprehensive support in 
identifying and evaluating opportunities to partner with relevant healthcare stakeholders. This included forging 
partnerships that could provide access to funding, clinical trial opportunities, distribution networks, and regulatory 
support. In short, the company needed assistance in navigating a highly competitive, heavily regulated, and 
increasingly globalized market. To help them achieve this goal, the company engaged DBMR (Data Bridge Market 
Research), a global leader in market research and consulting services. The goal was to leverage DBMR’s research 
expertise to identify key players in the healthcare ecosystem, evaluate partnership opportunities, and guide the 
company in enhancing its competitive advantage. 
 
The increasing demand for accurate and rapid molecular diagnostic tests has fueled significant growth in the 
molecular diagnostics market, especially PCR-based technologies. PCR is widely used for various applications such as 
disease detection, genetic research, and forensic science. However, many laboratories rely on open PCR systems, which 
are not always compatible with proprietary reagents offered by manufacturers of closed PCR systems. Open PCR 
platforms, which are often more cost-effective and customizable, present a unique opportunity for diagnostic 
companies to develop reagents that can serve a broader market. In this case, a leading molecular diagnostic provider 
sought DBMR’s expertise to evaluate the potential for creating PCR reagents that could be used on open PCR systems. 
The requirements included a detailed analysis of the regional market dynamics, sales volume, market share, and the 
installed base of PCR equipment to understand how to position their reagents effectively in a competitive and 
fragmented market.

The partnership between DBMR and the Indian biopharmaceutical company resulted in several notable outcomes:

Limited Market Access: Despite having a solid portfolio of pharmaceutical products, including vaccines and 
therapeutic treatments, the company struggled to access larger international markets. It had limited awareness 
outside India and was unsure how to approach potential partners in these foreign markets. 
 
Lack of Strategic Partnerships: The company lacked a clear understanding of how to identify, engage, and form 
effective partnerships with governments, international NGOs, and other healthcare entities. These partnerships are 
crucial for both clinical trials and commercializing products in regions outside India. 
 
Navigating Complex Regulations: The regulatory requirements for biopharmaceutical products vary significantly 
from region to region. The company faced difficulty understanding how to comply with the regulatory standards in 
international markets, thus hindering the approval and distribution of its products. 
 
Competitive Analysis and Market Intelligence: To compete on a global scale, the company needed to understand its 
competitive landscape. Identifying key competitors, analyzing their strategies, and understanding their positioning 
were crucial steps in crafting a successful market expansion strategy. 
 
Global Expansion Strategy: The company needed to define clear pathways for expanding its business internationally. 
This required access to both market data and insights into partnership opportunities that could open doors in global 
markets, including those in developed and developing economies.

1.    Comprehensive Market Research and Competitive Landscape Analysis: The first step in DBMR’s approach was to 
conduct an in-depth market research study to understand the competitive landscape within the biopharmaceutical 
sector. DBMR analyzed market trends, growth rates, demand forecasts, and product categories that were most 
relevant to the company’s offerings. The analysis helped the company assess the competitive environment by 
identifying top competitors and understanding their market strategies, product pipelines, and geographic reach. The 
research included both global and regional competitor profiling, which was essential for the company to determine its 
strengths, weaknesses, opportunities, and threats (SWOT analysis) in comparison to its competitors. This enabled the 
company to gain critical insights into how they could differentiate their products and identify potential gaps in the 
market. 
 
2.    Identifying and Mapping Key Players in the Healthcare Ecosystem: One of the critical services provided by DBMR 
was to help the biopharmaceutical company identify potential partners within the broader healthcare ecosystem. 
These partners included not just pharmaceutical companies but also governments, international NGOs, healthcare 
institutions, funding agencies, and clinical research organizations (CROs). By evaluating the objectives and priorities of 
these stakeholders, DBMR mapped out a detailed ecosystem of potential collaborators. This helped the company 
identify partners who were already active in its specific areas of interest, such as vaccine distribution, clinical trials, 
and global health initiatives. This database of key players, complete with contact information and partnership profiles, 
served as a valuable resource for the company in building strategic alliances. 
 
3.    Evaluating Partnership Opportunities: Armed with comprehensive data on key players, DBMR helped the 
biopharmaceutical company evaluate potential partnership opportunities. DBMR’s team conducted a thorough 
analysis of the objectives, interests, and capabilities of various stakeholders, identifying opportunities for collaboration 
in areas such as:

4.    Strategic Recommendations for Global Expansion: Based on the market research, competitive analysis, and 
evaluation of partnership opportunities, DBMR provided the company with actionable strategic recommendations for 
expanding its operations into international markets. This included:

5.   Navigating Regulatory Environments: The regulatory environment was a critical consideration for the company’s 
global expansion. DBMR provided insights into the regulatory requirements for product approval in key international 
markets, including the European Union, the United States, and emerging markets in Africa and Asia. By identifying the 
regulatory frameworks in each market and highlighting key decision-makers within regulatory bodies, DBMR helped the 
company navigate the often-complex process of product approval. The guidance also included best practices for 
ensuring compliance with local laws, including data submission, clinical trial requirements, and safety protocols.

Successful Strategic Partnerships:  
The company successfully formed strategic alliances with key stakeholders, including government agencies in emerging 
markets, international NGOs, and other healthcare organizations. These partnerships provided access to clinical trials, 
research funding, and distribution networks. 
 
Improved Market Positioning: 
With a clearer understanding of its competitive landscape and market dynamics, the company was able to refine its 
marketing strategy and differentiate its products effectively. This positioning helped the company gain recognition in new 
regions, particularly in low-income countries where vaccines and essential medicines were in high demand. 
 
Faster Regulatory Approvals: 
By leveraging DBMR’s research on regulatory bodies and their requirements, the company expedited its product approvals 
in several international markets. This faster regulatory approval allowed the company to bring its products to market 
quicker, gaining an early advantage in key regions. 
 
Global Expansion and Market Access: 
The company successfully entered several new international markets, driven by its strategic partnerships and improved 
brand recognition. The company was able to launch its vaccines and therapeutic products in Southeast Asia, Africa, and 
parts of Latin America, significantly increasing its global footprint. 
 
Long-Term Competitive Advantage: 
Through its partnership strategy, the company was able to strengthen its competitive edge. It established itself as a leader 
in the biopharmaceutical sector, recognized not only for its innovative products but also for its collaborative approach to 
tackling global health challenges. 

Clinical Trials and Research Collaboration: By engaging with NGOs and government health organizations, the 
company could gain access to clinical trials and research funding, essential for the development and approval 
of new treatments. 
 
Regulatory Approvals and Market Access: Governments in emerging markets often collaborate with 
pharmaceutical companies to improve healthcare access. By partnering with relevant government bodies, the 
company could streamline its product approval process and gain quicker market access. 
 
Healthcare Initiatives and Distribution Networks: NGOs working in global health could provide distribution 
channels and funding for mass vaccine deployment, particularly in low-income and developing regions.

Target Market Identification: DBMR helped the company identify high-priority regions for market expansion, 
including Southeast Asia, Africa, and Latin America, where the demand for vaccines and therapeutic treatments 
was high. 
 
Market Entry Strategies: Recommendations were made for market entry, including potential joint ventures, 
licensing agreements, and direct collaborations with local health organizations. 
 
Brand Positioning and Awareness Campaigns: DBMR suggested specific approaches for enhancing the 
company’s brand visibility and market positioning, emphasizing the value of partnerships in driving product 
awareness.

Through a structured evaluation process, DBMR recommended specific partners that aligned with the company’s 

mission, products, and growth goals.

The Indian biopharmaceutical company encountered several key challenges in its efforts to expand its footprint:

DBMR adopted a multi-faceted approach to help the Indian biopharmaceutical company establish a competitive 
edge by identifying key players, evaluating partnership opportunities, and navigating the complexities of global 
market expansion.
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DBMR’s comprehensive market research, competitive analysis, and strategic partnership evaluations enabled the Indian 
biopharmaceutical company to establish a strong competitive edge. By identifying key players in the healthcare 
ecosystem and evaluating partnership opportunities with governments, NGOs, and other stakeholders, the company 
successfully expanded its market presence, streamlined its regulatory processes, and positioned itself for long-term 
growth on a global scale. Through effective collaborations and a deeper understanding of the global healthcare 
landscape, the company was able to accelerate its product development and reach previously untapped markets, 
solidifying its position as a key player in the biopharmaceutical industry.
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