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Netflix
Netflix, as a disruptive start-up, was launched in 1988 as the world’s first online DVD rental store that offered video-on-demand services. Due to competition by the already established company Blockbuster, Netflix concentrated its efforts in aligning themselves with early technology adopters who had already purchased the DVD players at that time. They did this by employing a marketing strategy which developed cross-promotional programs with the sellers and manufacturers of DVDs. Hasting and his team knew the arena Netflix would be operating on, and this includes the technologies, stages of value creation, distribution channels as well as products and services. The early strategy extended beyond DVD rentals because Netflix suffered through a large layoff in an attempt to adjust its business models so as to generate positive returns over and above its cost of capital and expenses from distribution.
The main distinctive feature with Netflix was the potential it offered at fulfilling customers need for mainstream videos and from their website customers could easily pick out a movie and place an order and delivery would be done to their homes. (Evans, 2018) The company used a strategy with unique selling points such as abolishing of late fees and due dates on rented movies, and also they provided users with complete access to the library content of the company. The approach strategy used by Netflix was not only disruptive but lucrative and risky at the same time. It allowed the company to be flexible by allowing the burning of many movies on DVDs and delivering them by mail instead of attracting customers to a retail location, coming up with a recommendation system that was offered to any user whether they were subscribers or not enabled Netflix to establish a relevant web portal rather than simply a subscription service. The risk with the strategic approach used by Netflix encompassed the fact that half of the shipped DVDs were brand new meaning that old movies were not being rented and this limited the growth potential of the company.
Netflix decided to market the less known movies as well as other things which were already in their catalogue and this enabled them to expand their customer base by offering a variety from new to old movies with a low monthly price to be paid to enable access. The company always wanted to offer something that was personalized and hence better that stores, to do this they had to find something that the stores such as Blockbuster could not do well such as recommending less known movies to users to persuade them to buy a series of titles without knowing for sure if they will like them. It was an unparalleled approach because the part-time employees at a retail store could not match this recommendation system as well as the delivery system employed by Netflix before the internet of things took over. Netflix made a solid ground foundation in creating the first generation of streaming videos, and it has played a vital role in their success.
The first time Netflix innovated was when they started shipping DVDs via mail then they abolished the late fees on rented DVDs and later introduced the recommendation system to increase their customer base, hence the lesson the company learnt was to have an innovative growth mindset and this has allowed them to be a leader in the video content service industry. (Mayfield, 2000) Growth and innovation are important not only for startups but also for established companies as well. The lesson taken from Netflix is that for start-ups having a disruptive technology or idea in itself is not enough because what guarantees ultimate success in an industry is continued growth and innovation which allows a company to stay relevant in the market. Netflix has been successful because it considers the needs of their subscribers and customers, and because the transformations of the company have been steered by innovations in technology. The co-founders encouraged their team to live by a strategy that promotes adapting and adopting.



















[bookmark: _GoBack]References
Evans, V. (2018). Strategy Plain and Simple: 3 steps to building a successful strategy for your startup or growing business. Pearson UK.
http://archive.org/details/HotNewWe01_5?start=760
Mayfield, E. S. (2000). Netflix (2000).
