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What are “Insights”?

How can they drive business growth?

How can they transform organizations?
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Two Case Studies

Mid-Market Big Pharma 
$100M $22B

Challenger Dominant Incumbent

Strategic Pivot Strategic Pivot

Organizational Obstacles Organizational Obstacles



Understanding Minds.™www.seidewitzgroup.com 4 | © 2019 The Seidewitz Group LLC 4



Understanding Minds.™www.seidewitzgroup.com 5 | © 2018 The Seidewitz Group LLC 5

174.9 174.2 173.1

100.0

200.0

300.0

2007 2008 2009 2010 2011 2012 2013 2014

Invisalign NA Shipments

2007 - 2009



Understanding Minds.™www.seidewitzgroup.com 6 | © 2019 The Seidewitz Group LLC

The overriding belief in the organization:

ALIGNERS ARE JUST 
AS GOOD AS BRACES! 
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Product Development Strategy
Line Extensions to Fix Small Problems & Capture Incremental Opportunities
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MetAnalysis™

Concept Analysis

Research – Doctors

Research - Consumers

Barrier: The product! à Clinical Outcomes, Clinical 
Scope & Value not delivering vs. braces

Improvements to Product Efficacy > Line Extensions

Delivering Clinical Outcomes > Clear Esthetics

Emotional Drivers > Clear Esthetics
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1.  New product innovation strategy
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1.  New product innovation strategy

2.  New professional positioning strategy

The Clear Alternative 
To Braces

Constantly innovates to 
deliver the clinical results 

you expect
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1.  New product innovation strategy

2.  New professional positioning strategy

3.  New consumer positioning strategy

The Clear Alternative 
To Braces

The Confidence of a 
Great Smile
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1.  New product innovation strategy

2.  New professional positioning strategy

3.  New consumer positioning strategy
ALIGNERS ARE JUST 

AS GOOD AS BRACES! 
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Inspiring Change
1.  Senior leadership commitment
2.  Best practices for documenting & disseminating

Positioning Strategy Brief OGSM Strategic Planning Document

Blurred to Protect Client Confidentialty



Understanding Minds.™www.seidewitzgroup.com 14 | © 2019 The Seidewitz Group LLC

Inspiring Change
1.  Senior leadership commitment
2.  Best practices for documenting & disseminating
3.  Internal marketing using customer insights
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Internal marketing using customer insights

“Think like a customer” “The customer defines our problems”

Blurred to Protect Client Confidential
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Inspiring Change
1.  Senior leadership commitment

2.  Best practices for documenting & disseminating

3.  Internal marketing using customer insights

4.  Rewards systems
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•  Slight decline

2010 – 2014
•  14% avg. annual growth Source: Align Technology 10K reports
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9.1

3.7

2017 2018

HCV Sales ($B)

$91K 
For one course of therapy
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$24K 
For one course of therapy
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9.1

3.7

2017 2018

HCV Sales ($B)

–$5 billion! (60%)
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MetAnalysis™
1.  Still talking about category benefits, not differentiating benefits
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MetAnalysis
1.  Still talking about category benefits, not differentiating benefits

2.  Internally dismissing importance of Mavyret’s 8 week duration

WE FOUND THE CURE TO HCV! 

WE’RE THE MARKET LEADERS! 

OUR DRUGS ARE THE BEST! 
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MetAnalysis
1.  Still talking about category benefits, not differentiating benefits

2.  Internally dismissing importance of Mavyret’s 8 week duration

3.  Differentiators they did identify not seen as important by doctors

4.  Doctors have STRONG negative emotions about Gilead’s pricing 
policies
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Strategies
1.  Don’t talk about pricing; fix it

à Authorized generics

2.  Internal positioning workshop + Iterative research w/ doctors
à New differentiating positioning strategy
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Strategies
1.  Don’t talk about pricing; fix it

à Authorized generics

2.  Internal positioning workshop + Iterative research w/ doctors
à New differentiating positioning strategy

WE ARE THE LEADER!  

OUR DRUGS ARE THE BEST! 
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Inspiring Change
1.  Senior leadership commitment

2.  Best practices for documenting & disseminating

3.  Internal marketing using customer insights
–  Goal of gaining belief and commitment of sales, not just education

–  Sales education/marketing materials

–  Research quotes & clips at sales meeting & training

–  Evangelists at regional sales meetings and ride-alongs
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Inspiring Change
1.  Senior leadership commitment

2.  Best practices for documenting & disseminating

3.  Internal marketing using customer insights

4.  Rewards systems
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Patient Starts (in thousands) 

Q1 19 Q2 19 Q3 19 Q4 19 

New strategies 
implemented 

Source: Gilead earnings report presentations
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Lessons 1 – The Problems
1.  People are emotionally vested in the old way of doing things 

(especially if they’ve worked in the past)

2.  People ignore information right in front of their eyes when it 
challenges existing paradigms

3.  As a result, change isn’t easy!
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Lessons 2 – The Solutions (how to bring about change)
1.  Consistent public commitment from senior leaders

2.  Document and disseminate decisions using best practices

3.  Build change into reward systems

4.  Use customer insights to inform and inspire change
–  Outside voice of authority
–  Non-threatening
–  Something altruistic and inspiring about putting the customer first
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Lessons 3 – How to Use Customer Insights to Inform and 
Inspire Change

1.  Create a strong message and make sure everyone is on it

Fix the Gorillas!

Use patient challenges 

to differentiate!
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Lessons 3 – How to Use Customer Insights to Inform and 
Inspire Change

1.  Create a strong message and make sure everyone is on it

2.  Combine informing with inspiring

3.  Use good marketing internally

4.  Use evangelists
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Thank You!


Contact Information:

The Seidewitz Group
333 Greenwich Street 
New York, NY 10013 

212-477-7722


 
info@seidewitzgroup.com
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