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Case Study 

 

Antibiotic Manufacturer's Rapid U.S. Market 
Entry and Commercialization Expansion 

 
 

Designing and implementing a commercially disciplined U.S. market-entry platform in less than 
nine months. 

________________________________________________________________________________________________________________________________________________ 

 

Situation 
 
An antibiotic manufacturing company acquired a U.S. 

production facility but lacked domestic 

commercialization experience and manufacturing 

efficiency. It engaged U.S. Pharma Consulting (USPC) to 

build a practical U.S. market-entry strategy capable of 

translating manufacturing capability into credible 

commercial execution. 

Challenge 
 
The company needed to move from pure manufacturing 

into a competitive U.S. pharmaceutical position while 

improving production efficiency, launch readiness, and 

profitability. The engagement required coordinated 

progress across commercialization planning, distribution 

access, launch execution, and manufacturing 

performance. 

 
 
 

USPC Solution  |  Implemented in less than 9 months 
 
 

Step 1 Step 2 Step 3 Step 4 

U.S. 
Commercialization 

Strategy 

USPC developed the go-to-

market plan, competitive 

pricing strategy, and core 

commercialization 

infrastructure required to 

support launch. 

Distribution 
Network 

USPC identified and 

engaged strategic 

distribution partners, 

negotiated favorable terms, 

and secured critical 

agreements to support U.S. 

access. 

Product Launch 
Excellence 

USPC built the launch 

strategy for the flagship 

antibiotic product, including 

sales support, customer 

service alignment, digital 

activation, and direct-to-

physician outreach. 

Manufacturing 
Optimization 

USPC introduced lean-

manufacturing discipline, 

quality-management 

improvements, supply-chain 

refinement, and a 

continuous-improvement 

mindset. 
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Results and Ongoing Engagement 
 

 

Launch Timing 
< 9 months 

U.S. Market Share 
> 9% within first year 

Flagship Product Sales 
> $5M branded product sales 

USPC enabled the client to enter the U.S. market in less than 

nine months, converting a newly acquired manufacturing asset 

into a commercially credible platform with speed and discipline. 

In less than one year, the company captured more than 9% U.S. 

market share with its flagship antibiotic product while generating 

more than $5 million in sales for a single-source branded 

product. 

The engagement positioned the organization as a meaningful 

competitor to established global pharmaceutical companies 

and created the operating foundation for sustained market 

expansion. 

 

What USPC Built 
 

Commercialization Platform 
Competitive pricing strategy, commercialization 

infrastructure, partner alignment, and foundational market-

entry planning. 

Distribution and Access 
Strategic distributor engagement, commercial terms 

negotiation, and critical agreement execution across the 

U.S. network. 

Launch Execution 
Flagship product launch strategy, sales and customer-

service alignment, plus digital and direct-to-physician 

activation. 

Manufacturing Performance 
Lean-process introduction, quality review, supply-chain 

refinement, and continuous-improvement discipline to 

support profitability. 

 

Following completion of the engagement, USPC help the client established a stronger internal team and operating 

foundation to support continued growth, innovation, and competitive positioning in the U.S. pharmaceutical market. 

______________________________________________________________________________________________________________________________________________ 

 
 

 

U.S. Pharma Consulting (USPC) - From Molecule to Market and, most importantly, 
Market back to Molecule development. 

CONTACT US 
www.uspharmaconsulting.com/contact  

WEBSITE 
www.uspharmaconsulting.com  

 

 

Disclaimer: This case study is provided for informational and discussion purposes only. Certain details may be generalized 
or anonymized to preserve client confidentiality. This material does not constitute legal, regulatory, financial, or investment 
advice, and should not be relied on as the sole basis for decision-making. 
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