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Herbamed AG
Herbamed AG is a Swiss manufacturer supply
ing 45 countries with homeopathic and herbal 
remedies. With 30 employees, Herbamed 
stocks a large amount of mother tinctures, 
plant extracts and trituration. The company’s 
largest activity is selling tinctures to industry 
companies. The tinctures are also used in the 
production of Herbamed’s own remedies and 
in contract manufacturing. Herbamed is proud 
of its high quality products which are guaran
teed by testing the products to be GMP certi
fied.

Methodology
The team elaborated a model of the US homeo
pathic market containing all paths and chan
nels that products go through before reaching 
the consumers. With findings from preinter
views and secondary research, the feasible 
paths for Herbamed were identified and ex
pert interviews were conducted within the re
maining channels. Additionally, expert inter
views in Switzerland helped to compare US 
and Swiss homeopathic users. Furthermore, a 
focus group was held to collect information 
about potential consumers.

Findings
A complex market with potential
Valuable information such as identifying the 
typical US homeopathy user could have been 
derived. Furthermore, the project’s main goal 
was to identify the potential for Circuvin in the 
US. The team could find a positive answer for 
this question and further identified the most 
promising indication Herbamed should market 
Circuvin for. With the help of all used methods 
of data gathering, the most feasible channels 
for Herbamed to enter the US homeopathic 
market could have been outlined.

The opportunity is given, but…
The feasibility of the channels was then evalu
ated by using a usevalue analysis. From this 
analysis, two possible ways of entering the US 
market were elaborated. Each way was analy
zed in depth and opportunities as well as  
threats were outlined. Furthermore, a possible 
marketing strategy was created which the  
client should consider in either of the two 
entry strategies.
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This project builds a great 
basis for Herbamed to po
tentially enter the US mar
ket. The project team worked 
very systematically and logi
cally, and thus they could 

provide a clear overview of the market and 
its different channels. I am very happy with 
the results of this project and I want to 
thank the team for doing such a good job.
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It was a great experience for the team to 
work internationally. They overcame many 
hurdles, learned a lot about a very specific 
market, and reached very ambitious goals 
thanks to great effort and high levels of 
commitment. The well founded analysis 
and recommendations will help the client 
to make the right business decisions. 
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Market Analysis for Circuvin in the United States
The costs of constantly changing regulations require Herbamed AG to grow and increase its 
turnover every year. Herbamed’s management believes there is a limit to additional growth  
opportunities in the tincture and contract manufacturing market. Furthermore, Herbamed  
considers the US homeopathic market to be promising for complex remedies.
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