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Introduction
Businesses continue making various improvements in their products and increasing their uniqueness, so as to tap into the biggest chunk of customers. Wireless technology is taking a new dimension with most commercial services performed through the phone, which is where the Qualcomm takes advantage. Qualcomm is known for patent wireless technologies, which became possible through their extensive research in the wireless technology. The report dwells on their marketing strategies deployed by Qualcomm apart from analyzing its product lifecycle. (Good job! You have stated about the product, company and the objective of the paper.)
Intro Stage
The introduction stage of the product lifecycle gets depicted through the introduction of the new technology in the wireless design that promoted the development and sales of their product. Chakravarty, (2017) proposed that new technological development occurs in the information technology world giving the company an opportunity to grow and sell their commodities in the market. The company did not relent but has since maintained an intellectual advantage, making the firm obtain and retain their financial goals. (Sound sgood.)
Growth
Chakravarty, (2017) suggested that the company’s growth capacity gets depicted through its strengths both in the America’s local and international market. QUALCOMM’s products increasingly gain adoption in the North America and other markets of the world. Qualcomm applied patents which saw the protection of their products, while they got sold in the market. The firm started getting a relative increase in its financial capacity, which resulted in growth and profitability.  QUALCOMM continues getting increased revenue collection through its sales of items. QUALCOMM invested into research which led to the development of better products of high quality aimed at meeting the demands of the market. (Sound sgood.)
Maturity Stage
Chakravarty, (2017) argued that the firm’s maturity stage is visible through the competitors’ strengths within the market, as such increased brand recognition of the competitors.  The competitors captured a large customer base which makes QUALCOMM suffer a blow in the number of customers that it may serve. Increasing customer loyalty among the competitors leaves QUALCOMM and its competitors struggling to satisfy the customers using its current technology against emerging technologies. Other companies are already investing in new technologies because customers desire to have phones and computers that increase the capacity of performing transactions with minimal movement. (Sound sgood.)
You have well described the 3 phases of the PLC with the product in consideration. However these also had to be discussed keeping in mind the secondary objective of the assignment to understand the differences in a product launch in the U.S. (domestic market) and an international market.  
Strategy 
The reports suggested that measuring the key performance indicators of marketing must rely on the consumers’ perspective within a given period, involving marketing activities, and determine if they meet the measurement systems in place.  QUALCOMM may integrate the key performance indicators alongside the management and the business activities of QUALCOMM Inc.  The firm might deploy a given scale of measurement that compares the activities that the firm performs, and quantifying the measurement so that they react to the downfalls in the market. 
The firm’s marketing intends to make use of newspapers ranging from local, regional and national newspaper titles because they get published almost daily and reach many people.  The advantage of using the newspapers being they target various readers through sports, politics, fashion and entertainment. The firm might make use of online marketing using pay-per-impression technique and viral marketing. The benefit of the non-print marketing is cost reduction, and that information reaches many people at the same time. (Product strategy with print and non print media strategy looks good.)
What metrics will be used to determine success or failure of the product strategy?
Integrated Marketing
Chakravarty, (2017) reveals that QUALCOMM could engage integrated marketing communications through the harmonious combination of different communication and message of the firm. The promotional tools would work together reducing costs and increasing the efficiency within the company. QUALCOMM’s marketing objective and strategies would impact their advertising goals and strategies. Thus the objectives which QUALCOMM intends to achieve in marketing come first. Advertising goals and strategies are the fundamental elements that the firm makes proper use. (Sounds good.)
Push and Pull
Chowdhury, (2017) opined that QUALCOMM may deploy push strategies such as showrooms, trade shows and development of a supply chain that would enhance the flow of products to customers. The firm may implement the pull strategy through motivation of buyers. Media strategies include content delivery and advertising of items to customers. The organization could make use of direct marketing through selling their branded items to the consumers through their retail stores and online store orders. (Sound sgood.)
Public Relations
Public relations strategy performed through the development of a mutually beneficial relationship with customers and the public. Positioning strategies explain the strategy that would help Qualcomm products to occupy a given position compared to their competitors, with their buyers in mind. Lastly, the firm might perform advertising execution through factual messages or straight sell messages. The company would deliver the factual information on the items to the potential customer through different platforms. (Sound sgood.)
You have well discussed the 3 elements of the product strategy. These alos had to be discussed with the secondary objective  to understand the differences in a product launch in the U.S. (domestic market) and an international market.  . 
Formal conclusion is missing.
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