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Netflix Prep
Case Type: Evaluation
· We are analyzing, interpreting the strategic optimism culture adopted, and grown by Reed Hastings, Netflix’s current and founding CEO.
· We are scrutinizing the competitive advantage model that paved the way for the rise of Netflix.
Summary
Since its inception in 1997, Netflix, an online movie/film subscription facility, has experienced persistent growth from all commercial dimensions. Through product delivery repackaging, the company has managed to outlive most of its competitors while retaining its primary service line. The company started as a mail delivery service for DVDs, adopted internet based mechanisms to facilitate client convenience and fully immersed into online-based movie subscriptions. The company simply changed its delivery model but retained the primary service output; films. It is currently the biggest online-based subscription enterprise in the world. 

Protagonists, their responsibilities and priorities 
· Reed Hastings: Founding and current CEO. Prioritizes on the creation of a free-minded environment, facilitation of innovation and amplification of creativity. 
· Ted Sarandos: Chief Content Officer. Focuses on revenue sharing agreements with major studios. 
· Neil Hunt: Chief Product Officer: Committed to the pricing system
Issues:
· Feedback from early customers revealed a frustration with netflix charging rental prices in line with competing retail location while providing a slower delivery service 
· Online Video at Netflix
· A Challenge was the lack of an obvious customer base for any online viewing feature 
· Impressive staff retention as a strategy of retaining primary culture
· Revenue sharing agreements with studios that facilitate wider sources of content
· Flexibility and innovation in the pricing system
· Prices increase for films and tv
· Huge appetite for risk based capital investments
· Competition from other OTT streaming services
	Strengths-
· Retention of DVD rental function
· Relationship with USPS
· Exponential growth in numbers
· Adaptability and flexibility with price/cost
· Competitive pricing strategies
· Reed’s focus on customer service
· “Recommended for you”
	Weaknesses-
· High growth in operational costs
· Complications in accessing copyrights
· Delivery time
· DVDs can run out of stock



	Opportunities-
· Rise in internet use 
· Alliances with production studios
· Application of niche marketing and retention of primary objective
· Customer retention
	Threats-
· Competition from aggressive content producers (i.e. Blockbuster)
· The rise of piracy
· Lack of demand for VOD delivery




Three Relevant Questions:
1. Which plans does the company have of countering piracy?
2. How can the company raise awareness on internet expansion as a CSR and marketing strategy?
3. What are Hastings’ plans of beating Amazon especially on the online DVD business?

