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Introduction
Blockbuster is a video rental store that launched its first store on October 19, 1985, in Texas, more specifically in Dallas. The company was developed by David Cook, who previously managed a software company in Texas. The company started its operation with only 8,000 tapes on shelves, which could eventually evolve to one of the significant video shops until it failed in 2010. As evident, Blockbuster had well-organized strategies for winning customers, but the managing team failed to integrate technological advancements in its operations.      
Destruction at the end of the 20th century
Towards the end of the 20th century, Blockbuster was heavily destructed by the introduction of Netflix Company, which had more than enough potential to take over the video market. Before Netflix came into the market, Blockbuster had acquired significant movie companies, thereby securing a considerable market base (Hammar & Woodcock, 2019). Netflix's strategy was much efficient since customers could access all types of videos from their homes, and Blockbuster had to look for new ways to cushion itself. Precisely, the blockbuster CEO introduced an approach where customers could receive their videotapes through mail order (Perrons, Tonya, and Ross, 2019).
Additionally, users could as well drop used tapes at the nearest blockbuster retail shop. Notably, the company copied McDonald’s style of operation which worked out, since it managed to garner over 3600 stores within ten years. During this period, Blockbuster's CEO had much confidence in surviving the competitive market because the company had generated enough capital (Hammar & Woodcock, 2019). The Blockbuster management could not cope up with the technological advancement in addition to being arrogant, a situation that pushed it to file for bankruptcy in court.  
Five Missteps of Blockbuster
[bookmark: _GoBack]Blockbuster's first misstep was failing to adapt to ever-changing technology. Despite the introduction of mail-order videos and online media rental, the company believed that customers would still need videotapes (Rizzolo, 2019). Also, the CEO was with a view that a user would trust a tangible product more than online videos. Minimal generation of profits since 1997 was the second misstep to the company (Perrons, Tonya & Ross, 2019). After the introduction of Netflix in the market, Blockbuster experienced a series of losses for approximately seven years, yet it continued to spend similar to those stable years.
The third misstep Blockbuster’s management did was ignoring customer’s views. The users who had established a healthy relationship with the company gave out reviews relating to the implementation of the Netflix strategy (Rizzolo, 2019). Blockbuster did not put into consideration that customers wanted a time saving yet cost-friendly services, where they could have access to videos through an online platform.
 Failure to seek ideas regarding the functioning of pay per view was the fourth misstep. Notably, Netflix was arguably among the effective video streaming platforms which did not require a customer to move in search of videos (Hammar & Woodcock, 2019). Additionally, a customer could seek blockbusters service as the last option due to their inefficiency, time-wasting, and costly nature. 
Lastly, Blockbuster failed to buy Netflix, yet it had the full potential. Besides, the company was so much attached to its cultural way of operation, that it could not see the benefits of future technological advancements (Rizzolo, 2019). Blockbuster’s CEO was misled by the opinion that users will tend to trust tangible videotapes as opposed to online content.   
Steps I could have taken as CEO
As the CEO of Blockbuster, I could have conducted staff polls, which would aid in collecting customer reviews. The process would mostly focus on store clerks since they are the ones who engage customers physically. Surveys will give out customer complaints, thereby putting in place necessary interventions. Additionally, I could have implemented a membership plan where the customers have access to unlimited video rentals after contributing some amount towards the initiative. Also, I could integrate technology into the company's operations with no doubt, an approach that favors the 21st-century generation users. It is worth noting that the above methods could stand a higher chance of attracting and retaining potential customers. The last step one could take to save Blockbusters was sourcing operational techniques from other companies, including pay per view and online streaming. 
Conclusion
All in all, Blockbuster Company made a legacy during the 20th century, but it was unfortunate that its management did not employ the necessary technology to thrive in the competitive market. Its traditional mode of operation was outweighed by Netflix and pay per view videos. Seeking customer's reviews and implementation of a membership plan could aid in attracting more customers. 
.
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