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CASE STUDY

The cannabis grower faced significant barriers to
growth. They struggled to gain brand recognition
among prescribers, clinics, and patients.
The challenges were twofold:
1. Lack of Brand Awareness: This made it difficult to
compete with larger, more established brands.
2. Market Misperceptions: The Australian cannabis
market was primarily cost-driven, with limited
understanding of the clinical, sensory, and
environmental benefits of organic cultivation.
Prescribers and patients were unaware of the added
value of organic products.

The company needed a strategy to increase visibility
and to reframe organic cultivation as a premium,
high-value choice.

T H E  P R O B L E M  

A small, sustainability-focused cannabis grower
dedicated to producing premium organic medicine.
Their mission was to provide patients with cleaner,
more natural treatment options while partnering with
prescribers who prioritised patient well-being.

T H E  C L I E N T

Positioning a Boutique
Domestic Cannabis Grower
for Long-Term Success in a
Price-Driven Market

T H E  S O L U T I O N
1. Reframing the Value Proposition:
Developed a new brand narrative focused on value
rather than cost, highlighting:

Health & Wellness Benefits: Cleaner, pesticide-
free medicine with potential for fewer adverse
effects.
Superior Patient Experience: A smoother, more
flavorful vaping experience. 
Sustainability & Industry Leadership: A
commitment to reducing environmental impact in
the cannabis industry.

2. Strategic Brand Awareness Campaigns:
We implemented a multi-channel marketing
strategy to build recognition and credibility:

Webinars & Education: Featuring experts on
organic cultivation, patient health, and  
sustainability.
Storytelling: Sharing patient testimonials and
behind the scenes video glimpses of the local
farming  facility, and cultivation process. 
Clinic Focused Marketing Materials: Digital
campaigns that highlighted each product’s
terpene profile, therapeutic benefits and step-
by-step safe vaping instructions.
Tailored materials for Prescribers: Highlighting
clinical research and patient outcomes related
to organic cannabis.
Patient Education Materials: Helping clinics
guide patients through the sensory and
wellness benefits of organic products.

 3. Empowering the Sales Team:
Evidence-Based Selling Materials: Including
studies, patient case studies.
Comparison Tools: Demonstrating the benefits
of organic vs conventionally grown cannabis.

 By leveraging the new brand narrative and
associated sales and marketing resources, the
grower was able to educate prescribers and
patients on the benefits of organic cannabis,
overcoming the price barrier of a segment of
the market.  Through consistent storytelling and
messaging, they transformed their brand from
an unknown name to a recognised leader in
Australia’s organic medical cannabis space.

T H E  R E S U L T S


