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The movie exhibition industry particularly focuses on the motion picture value chain stages: studio production, distribution stage, and the exhibition stage. Even though not much has occurred since the 1920s, emerging trends have continued to influence consumer behaviours and decisions, consequently modifying the value chain dynamics to significantly affects the profit potential for all the companies involved in the movie exhibition industry (Hitt, Ireland, & Hoskisson, 2016). This current discussion is purposely intended to identify the strategic measures that can improve the profit potential of the major exhibitors in this industry by examining the current conditions of the industry and the general behaviour of the participants. Information drawn from this strategic analysis would be beneficial in confronting the challenges affecting firms in this industry. The effective strategic analysis covers the following key areas; competitive forces at work in the industry, comparative situation and strategy analysis, and major firms dominant in the industry. 
Situational analysis
Organizations operating in the movie exhibition industry are exposed to various forces in their external environments. These forces in the external environment are usually critical to shaping the opportunities or threats for the firms in this industry as outlined below;
Technology 
In the movie exhibition industry, exhibition methods have changed substantially. Today, there are a number of digital theatres that have been growing rapidly over the past few years. 3-D movies have also provided an unexpected opportunity for cinemas, consequently increasing their revenues and mainstreaming their products (Hitt, Ireland, & Hoskisson, 2016). 


Demographic 
Demographic trends indicate that cinemas are likely to benefit from the growing domestic population. Arguably, this might be considered a long-term positive implication. Despite the fact that main target age for the cinemas is 14-24 years, representing the biggest audience for movies, the attendance to the flicks is however expected to increase substantially with a shift of target by the exhibitors to the other age groups. Unfortunately for the industry, ticket sales, which is considered one of the leading sources of revenue for exhibitors, is expected to decline significantly thanks to the new options available for the moviegoers such as easily accessible online streaming, home theatre systems among others (Choi, Jeong, & Mattila, 2011). Generally, these trends in the industry may not seem plausible for fruitful operations over the years, however with the implementation of efficient business strategies, exhibitors may overcome these threats. 
Economic 
The unstable economic conditions exert financial pressures on the consumers in this industry. For instance, inflations could possibly result in inflated theatre ticket prices. It is important to note that the exhibition business may suffer from the increase in the availability of streaming services and the aggressive hikes in prices.
Political 
The exhibition industry is continually faced with various legal challenges as a result of government policies. Some of these include increased taxation and a ban on movies. 
For instance, the Mexican government banned the exhibition of Fast and Furious six because of the violent scenes contained in the film. Such decisions by the government significantly limit the profit potential of movie producers. 
Global 
Global conditions such as the increase in family income and time for leisure have offered growth opportunities for theatre owners.
Competitive forces
Low threats of new entrants
Because industry consolidation and existing screen capacity have made it really difficult for new competitors to enter the movie exhibition industry, the major competitors in this industry include; AMC, Cinemark, Carmike Cinemas and Regal. Theatres are well-positioned in the geographic markets, and new competitors are not allowed in this market. 
Very high supplier power
	Essentially, the studio policy decisions significantly impact on the financial position of the movie exhibitors. Understandably, these policy decisions significantly influence the distribution of movies, DVD sales, product licensing among other critical aspects in the industry. In essence, the content providers hold a significant portion of bargaining power in the industry and therefore exercises an exclusive control on the distribution of the movie content (Hitt, Ireland, & Hoskisson, 2016). For example, the leading 5 movie content producers control about 80% of the industry revenues. This is a strong bargaining power on the pasty of the exhibitors and can be used to achieve success. 
Moderate buyer power
The core customer base in this industry lies between 12 years – 24 years. These young adults are usually erratic and like going to the movies, consequently driving up the industry profits. Moviegoers do not have bargaining power because their demands do not result in significant price changes. However, it is usually easier for moviegoers to change theatres besides opting for other movie options such as Netflix and Hulu. 
High product substitute 
In this industry, product substitutes are rapidly expanding, and the theatrical experience is diminishing. An example of this is that release dates for popular DVDs are continually shifting forward, and the availability of movies outside of theatres is widespread. Technology advancement is creating affordable ways of movie viewing that have become common and popular as well. As a result, these substitutes threaten the market share of significant exhibitors like AMC and Carmike Cinemas because they directly impact theatre's operations and performance.
Competition 
Due to the declining ticket sales in recent years, the number of competitors has significantly reduced. Despite the reduction of competitors, the total number of screens is at a historically high level. Four major theatre companies own 43% of existing screens, with just 23% of all cinemas. Megaplexes are responsible for the increased number of screens with 16 or more screens per site (10% of the market) (Choi, Jeong, & Mattila, 2011).


SWOT analysis
Strengths 
Major competitors in this industry, Regal and Carmike cinemas, are more advanced technologically with 3D capabilities that have given the companies the buying power in the concession industry (Faughnder, 2020). 
Weaknesses 
The industry continues to face one major challenge that has resulted in significant reductions in revenues. Online streaming is considered the leading drawback for firms in this industry, this is due to the high costs involved in the implementation of online streaming by content providers (Hitt, Ireland, & Hoskisson, 2016). Because of this, online sites such as You Tube are slowly taking over and may soon be considered leading sites for online exhibition. 
Opportunities 
Some of the factors that strengthen the industry include the consistent growth of the middle-class economy globally. Focusing on this segment is critical to improving industry revenues by a significant percentage. 
Threats 
The industry faces several threats some of which include; illegal downloads, video streaming, 3D televisions, home theatre systems and DVDs are all considered essential threats in the industry. 


Strategic focus
Strategic Recommendations for Single Screens
Single Screen exhibitors should focus on luxury experiences. Due to their small nature, they must find a way to draw in the most profit from the smallest number of customers. To do this, focus on high dining, luxury experiences (think dinner theatres of the '70s). It is well known that concessions have the largest profit margin (Pahle, 2015). By offering upscale dining and alcoholic beverages, theatres can draw in a significant profit from a singular crowd. 
Strategic Recommendations for Multiplexes
Multiplexes should focus on increased utilization. More screens, larger headcounts are needed to be profitable. If the theatre can run promotions to draw in crowds - Kids Days, Senior Citizen discounts, release parties, special pricing for large groups - they will be more likely to fill seats.
Focus on Innovation Across the Industry
Outside of costly technology advancements, how else can the industry innovate? Where else might people want to watch things in group-like settings? In a theatre setting, it is becoming increasingly popular to show nostalgia content, concerts, awards shows, speeches or debates. Another idea for innovation could be theme nights (Nicholson, 2011). Theatres can hold special events for customers to dress up as their favourite characters or dress up the black tie for releases. With a few complimentary concessions, theatres can charge incrementally more for a ticket to these themed nights.
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