
 

 

 

 

 

 

 

 

Two Spires Consulting 

Case Study 

 

Icon Clinical Plc. 

 

 



Introduction  
ICON is a global provider of outsourced development services to the pharmaceutical, biotechnology 

and medical device industries. We specialise in the strategic development, management and analysis 

of programs that support Clinical Development - from compound selection to Phase I-IV clinical 

studies.  

Part of Icon’s clinical trial solution is the provision of electronic patient 

recorded outcomes (ePRO) data via their ICOphone suite of products 

that allow patients trialling drugs to submit data via their telephones 

and have that data automatically logged in a database and available 

for analysis.  

Icon required a strategic market review of the ePRO market 

including:- 

 Market sizing and trends 

 Technology developments  

 Competitor strategies and direction 

 Identification of market opportunities 

Strategic Analysis of the ePRO Market  
Two Spires was able to apply its strategic market research process to 

understand this market and begin to forecast likely successful 

strategies for taking advantage of the market. The process has 

several phases:- 

1. Analysis of the business environment  

2. Examination of Icon’s product offering and successes in this 

market  

3. Analysis of ICON’s top competitors in this field  

4. Identification of key success factors  

5. SWOT analysis 

Analysis of the Business Environment  

The analysis of the business environment required an examination of three elements:- 

1. Macro influences: this was dominated of course by the global downturn that was becoming 

apparent during mid-2008; the acceleration of new remote technology and telemetry; the 

aging of the population; 

2. Indirect influences: anticipated changes to drug testing and regulation; the move to more 

targeted drugs and away from big “super drugs”; dynamics of the pharma market itself 

At a Glance  

Objective: ICON Clinical required a 

strategic assessment of the current 

situation and likely developments 

within the electronic partient recorded 

outcomes market (ePRO).  

-------------------------------------------------- 

Action: Using the five stage Two 

Spires market analysis process, we were 

able to quickly undertake a detailed 

analysis of the ePRO market, 

competitive positioning and likely 

market trends. We were also able to 

identify key success factors for future 

success in this market. 

-------------------------------------------------- 

Result: The resulting SWOT analysis 

identified several opportunities and 

strategies that would give ICON a 

leadership position in this market 
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3. Direct influences: innovation in new technology in making ePRO more effective, the growth 

trends of the ePRO market; changes in customer requirements; major competitor dynamics. 

Analysis of ICONȭs Product and Service Offering  

This stage involved forming an understanding of ICON’s interactive voice and web response systems 

and how they were being positioned and promoted within ICON’s overall product and services suite. 

This also required searches through the pharma press and media to understand how ICON’s 

products were viewed by commentators and the industry in general. 

Analysis of Iconȭs Top Competitors 

Using recorded and observable data, Two Spires was able to formulate a view that was able to 

answer the following questions:- 

 Who are the key competitors currently and are there any emerging? 

 What are the competitor’s investment strategies? 

 What is the competitor’s level of commitment to the ePRO market? 

 What are the competitor’s likely strengths and limitations? 

 What strategies do the competitors intend to use in the future? 

Identification of Key Success Factors 

Based on the analysis conducted above, Two Spires was able to identify several key success factors 

that related to the current state of the ePRO market and ICON’s position in it. 

SWOT Analysis  

Finally, Two Spires was able to identify the major market threats and opportunities and make 

recommendations as to a course of action for ICON to maximise its current market position.  

Conclusion  
Using the Two Spires market analysis process, it was possible to very quickly provide a view of the rapidly 

changing market of ePRO and identify areas of opportunity that ICON were positioned to take advantage of.  



About Two Spires  

Two Spires Consulting specialises in helping our clients identify and win new customers. We also focus on 

increasing the value of their relationships with existing customers. Our commitment is to ensure our clients 

succeed and to providing ongoing support and guidance.  

Mike Hughes Biography 

Mike Hughes has over fifteen years experience in bringing products and services successfully to market. Using 

a process of market needs evaluation, customer validation and a focused strategic planning; Mike ensures that 

the value of new products and services is tuned to meet the actual needs of target customers. He uses a strict 

project management approach with clear metrics to evaluate the progress and ensure success.  

Mike has worked for a broad range of companies from multi-nationals such as Microsoft, Gateway Computers 

Ltd. and Icon Clinical to local Irish start-ups such as Security Careers Ltd. Mike specialises in bringing individual 

organisations together for mutual benefit – he has negotiated complex and multi-

lateral deals with Microsoft, HP, BT and WorldCom. On several occasions he has also 

successfully chaired multi-organisational committees consisting of rival companies 

(e.g. eircom, BT Ireland, O2, 3, Vodafone) to a common mutually beneficial goal 

(www.makeitsecure.org). 

While employed at Microsoft, Mike spent five years understanding how to 

successfully match the needs of enterprise level customers, retailers and partner 

organisations to Microsoft’s products and services. During this time he learned how to 

help customers articulate their needs and relate them to profitable solutions.  

During his career, Mike has also managed teams of frontline sales staff and worked with them in designing 

sales pitches that resonate with customers.  Mike was also responsible for implementing an in-house customer 

experience studio that was designed to elicit customers’ needs, show them a vision of their potential future 

and then provide them with the simple steps required to achieve it. This initiative alone was responsible for 

Microsoft Ireland over-achieving its technology adoption targets by over 20% among its enterprise customers. 

At Gateway computers, Mike was responsible for the product research, design and implementation of several 

multi-million euro projects including Gateway.net ISP and WAP email service and the innovative “software for 

life” consumer apps portal. These projects were successfully profitable as a result of careful customer needs 

analysis and customer centric product delivery. 

Mike, was a founding director of Two Spires Consulting in 2007. Since then he has worked with a range of 

public sector, NGO and commercial organisations to help them understand and meet the needs of their target 

“customer” segments.  

 

 

 

 

Contact Two Spires  
enquiries@twospiresmarketing.com | T: +44 (0)28 66 328233 | M: +353 (0)87 8567632 
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