
SITUATION

This biotech company became a leader in research, science 
and advanced field treatment of skin abrasions and wounds. 
The company developed proprietary technology that 
engineered naturally occurring substances to resemble 
many of the human body’s own healing properties. From 
its cutting-edge research, the company developed a first 
of its kind portfolio of products that were applied to a 
variety of treatments to include burns, diabetic seizures 
and as part of military and first responder trauma kits. 

CHALLENGE

Increased global demand for the naturally occurring substances 
that made up the core of the company’s technology, combined 
with limited on-shore and off-shore manufacturing sources, 
significantly increased the production costs for the company’s 
products. The increased cost structure forced customers to 
revert back to lower-cost alternatives that were made from older 
technologies. Additionally, the costs of the core technology 
was significantly exacerbated as healthcare organizations 
became increasingly regulated and cost conscious. As a 
result of the radically deteriorating business fundamentals, 
the company’s leadership team was challenged to seek 
new ways to grow, exploit their considerable technological 
assets, and maximize return on their research investments. 

SOLUTION

The company engaged The Growth Strategy Co. to design 
and conduct a 90-day GrowthWorkout® campaign that 
was targeted at rapidly developing a new growth strategy, 
new business model and new platform for continuous 
corporate renewal. After 360° research, we focused on 
bringing together expertise from the science, research, 
functional and customer-facing sides of the company. 
Through the collaborative, facilitative and multi-disciplinary 
GrowthWorkout approach, we tailored the right mix of 
analytical and visual tools and co-design workshops required 
to help the company address its growth challenges.

•  We began the 90-Day GrowthWorkout campaign with a one-day 
leadership workshop that was focused on leadership alignment, 
understanding the companies strategic growth objectives and 
creating a clear case for change.

•  Concurrently, we applied our Growth Posture Index technology to 
help leadership visualize and understand their areas of strength and 
weaknesses and how they affected the company’s future growth 
prospects.

•  Based on the preliminary workshop and GPI rating, we facilitated a 
series of “deconstruction” workshops to establish a shared inventory 
and positioning of the company’s intangible and intangible 
assets. The workshops focused on analysis of the new market and 
regulatory changes and the various operating dimensions of the 
business to include the existing business model, value proposition, 
target customers, competitors and offerings. 

Despite having cutting-edge 
technology, this biotech company 
faced increasing costs that priced 
their products out of consumers’ and 
healthcare organizations’ budgets.

•  Concurrently, we engaged our research organization to develop 
updated views of the existing biotechnology, healthcare and other 
related markets. Additionally, we provided and explored additional 
research of global, macro-economic trends and competitive 
dynamics.

•  We then facilitated a series of “re-construction” workshops with the 
multi-disciplinary core team to develop and visualize future growth 
platforms, and rationalized them against the company’s relative 
strengths, weaknesses and asset positioning as well as competitive 
forces and market dynamics.

•  The new options where formulated into a future growth portfolio 
that prioritized the opportunities and established the resources and 
corporate investment that would be needed to bring the portfolio to 
market.

TOOLS

Growth Strategy Grid, GPI Index, Strategy Canvas (Blue Ocean 
Strategy), Business Model Canvas

RESULTS

The company developed and is successfully executing a 
new multi-platform, multi-year growth strategy as well as a 
renewed corporate culture that has produced significant 
results that includes: 15% revenue growth in its existing 
market space based on a new channel strategy; identification 
and positioning of its existing technology in an entirely new 
market that is growing at over 70% annually; and an 1-year 
increase of 25% in the company’s overall GPI score.
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