
CONFIDENTIAL

1

Wargaming
(Case Study)

Context & Background
In a highly competitive market, our client’s 
portfolio was losing market share to new 
entrants.   In order to address the 
competitive threats our client needed a more 
comprehensive understanding of its key 
competitors.

The overall goal of this engagement was to 
identify strategies and tactics to stem a 
decline in business by using knowledge 
gained from 3 wargaming sessions across 3 
key markets.

Wargaming exercises are useful for better 
understanding the competitive landscape to 
optimize strategy. The end goal is to 
formulate optimal strategies after having 
considered all potential perspectives and 
courses of action. 

Wargaming allows a team to anticipate 
market developments by exploring potential 
strategies their competitors might execute. 
This ensures proactive strategy development 
and faster reactive strategy given “triggers” 
or signs in the market.
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Research Objectives
• Develop competitive intelligence 

briefings and create detailed 
competitor SWOT analyses

• Identify areas of advantage that our 
client can exploit to improve market 
share

• Develop market specific strategy 
and tactical recommendations to 
ultimately refine our client’s 
portfolio & go to market approach 
to drive increased sales
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Preparation Meeting
• One prep meeting per 

each market (3 total) to 
review workshop 
materials, the competitive 
intelligence briefing, and 
the agenda.

Wargame Session
• Mix of full group discussion, 

small group break-outs, and 
survey feedback using 
Microsoft Forms to collect 
and report ratings and 
other input.

Wargaming (Case Study, continued)

Design Overview
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Methods & Techniques

• Wargame participants included senior leaders, marketing, sales, medical affairs, 
R&D, and managed market teams. 

• Prior to session, participants were sent a team-specific competitive intelligence 
brief to use for developing a business strategy. 

• Each team was responsible for developing strategy for their assigned company, 
considering their unique capabilities and the expected competitive moves.

• Each team presented their competitive strategy, leading to open discussion 
where solutions were developed based on the perspectives and needs of 
various stakeholders.  Collectively, each team came together to prioritize 
solutions and evaluate what the company should do based on the scenario.

Breakout scenarios included:

1. Competitor enhances their product by adding 
additional features and service offering.

2. Competitor introduces a new OTC product that touts 
efficacy,  speed, tolerability and pricing.

3. Competitor expands customer program, causing a 
decrease in business. Also claims their product is the 
best with no evidence supporting claim.

Wargame Planning

Intermediary Client 
Contact

We were in touch with our 
direct client throughout the 
process to align on progress.

Design meeting

Competitive Intelligence 
Briefings

3 War Gaming Sessions
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Wargaming             (Case Study, continued)
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Client Impact and Actions Taken

• This engagement allowed the multi-
disciplinary client team to objectively 
assess key competitors and create 
alignment around the optimal strategy to 
address emerging competitive threats.

• The resulting report summarized

• Company’s preparedness to address 
each scenario

• Key strategic themes / insights across all 
markets of interest

• Short-term and long-term 
recommendations

• Market specific strategic and tactical 
recommendations

Deliverables

 Competitive 
Intelligence Briefings

 Detailed SWOT 
Analyses

 Full Report Summarizing 
Strategic Competitive 
Recommendations
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