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Abstract
Nowadays is extremely important for every business company and organisation in global business environment to have an excellent strategy and to ensure very good strategic management to be able to deal with the competitors on a local and global level whose number increases due to globalization, innovations and new technologies.  In this coursework will be identified and discussed the process of strategic management and what strategies should use CDN company Akamai to increase its current market positions and to deal with the aggressive competitors as well as how Akamai deals with the issues in its try to use its competitive advantages through their choice of strategic management. In this coursework will be provided advanced scholarship and current research so to be enable to analyse the business environment, the competitive advantages and the disadvantages of Akamai, its strengths and weaknesses, as well as the opportunities and threats which the company faces in its try to stay competitive among the other industry players  and how it could increase its market share positions using suitable and effective strategies. It’s extremely important to be identified, analysed and discussed the localization challenges which Akamai faces in its try to conquer new markets aiming to increase its total annual revenue and improving its current share market positions which would help to the company to keep its current position as pioneer in CDN industry. The analysis will be based on theories and models and will be provided recommendations how with proper strategic management and innovative and creative solutions the company could keep and affirm its positions on the global scene of this specific industry.

Introduction
Every business company and organization are constantly affected by external environment factors which couldn’t be controlled by the company. To reduce the effect of these external factors every company tries to formulate the best strategies which applicable for its industry to sustain business profitability and to successfully adapt with the changes of the external environment which influence on the process of developing and achievement of its goals. According to the theory of the strategic management it’s crucial first one strategy to be formulated and after that to be analysed how successfully to be implemented in the developing firms’ strategic goals. It’s also very important for the company to be analysed how to be executed the strategic plans which are part of planning and process of decision making. For the purposes of this assessment it’s necessary to be explained what it is competitive advantage and how the choice and the usage of proper strategies can help to the company to achieve its goals and to improve its share market positions among the other key competitors. In the context of the theory of the Harvard university academic Michael Porter competitive advantage is explained in Porter's Generic Strategies model. According the theory of this model there are three basic strategic options available to the companies for gaining competitive advantage: Differentiation, Focus and Cost leadership. Cost advantage is when a business provides the same products and services as its competitors but at lower cost. 
In his book "What is a strategy?" (1996) Michael Porter defines the competitive strategy as "about being different." adding that it means deliberately choosing a different set of activities to deliver a unique mix of value." [footnoteRef:1]  [1:  What is Strategy?" Michael Porter. Harvard Business Review (Nov-Dec 1996).] 

In the context of the strategic analysis of Akamai will be provided advanced discussion about competitive advantages of the company and how it could be used to achieve its strategic goals and how with these competitive advantages the company will develop its strategies and will be able to stay competitive in the aggressive competitors’ environment. The main purpose of every business organisation is to increase its global revenue and to be better than the competitors which will gain to the company more and more customers and will let to it to be top company in this industry and how it could keep its current customers. In front of Akamai there are a lot of challenges and without strong and well-planned strategy for the company it would be very difficult to stay competitive. For this reason it’s extremely important to be defined the weaknesses, opportunities, threats and the strengths of the company as well as the advantages and disadvantages and based on the conclusion of this analysis to be given recommendations for the company how to create the most effective and valuable strategy which will help to Akamai to keep its current’s position on the global market of CDN products and services.

When is followed a correct strategy and are used all competitive advantages that will help to the company to resolve its localization and organizational problems and then with the right strategic decisions about development Akamai will achieve its goals and will keep its current position of one the largest companies in CDN industry. This report will help us to analyse the effects of the external environment to Akamai and evaluate the strategies the company should follow to solve these problems in effective way. For the purposes of this coursework for developing and sustaining competitive strategy will be used SWOT analysis, PESTLE Analysis, Porter’s Five Forces framework,  Porter’s generic strategies, Strategic group analysis, Core Competence, Ansoff’s growth product matrix, Strategic clock as well as Green Strategy to be analysed at business level. 

PESTLE ANALYSIS
PESTLE analysis is effective strategic tool which helps to every company or organisation to analyse Political, Economic, Social, Technological, Environmental and Legal factors that impact the macro environment. All changes in the macro-environment factors can have a direct impact not only over the company under review but also can impact on other key players in the CDN industry. The company tries to resolve its localization and organizational problems and to build strong strategy based on competitive advantages so PESTLE analysis plays significant role in analysing and doing process of monitoring on the macro- environmental factors that impact on Akamai’s performance and it is useful because the company tries to expand its business and enter a new markets and will help to be developed strategic plan for improving the efficiency of the business. 
Political Factors
Organizations greatly affected by the political stability of the operating country. The primary factors that affect the business are local tax rate, import tax, employee act, business rules and regulations and waste management (Wang & Ellinger 2011).
For determination of the factors which can impact on Akamai’s profitability in a certain market or a country it should be considered political factors which play a significant role. When the company chooses the country where to be localised it should be considered the political situation in the country for the current moment and what are the future forecasts for the political stability.  It’s very important to be analysed because Akamai is operating in many countries worldwide and expose itself to political system risks and different types of political environment so the systematic political risks should be carefully diversified to be achieved success which can be used as competitive advantage. The company should carefully analyse some main factors before choosing to enter or invest in a certain market. It’s crucial in chosen localization place to have political stability and importance of CDN as well as conditions and technical prerequisites for developing the business and achieving its targets in this provider’s sector. It should be checked if there’s a risk of military invasion in chosen market and what is the level of corruption in the country especially levels of regulations in technology sector. It should be also considered what is the bureaucracy and interference in CDN providers industry by government and what is the legal framework for contract enforcement. It is very important also to be checked if there’s an intellectual property protection and what are the trade regulations and tariffs related to CDN industry. It should be checked if there are potential trading companies which could become trading partners and to help in developing the CDN in this country. Before choosing the localization country it also should be checked if there are anti-trust laws related with CDN industry, what are the pricing regulations and if there’s any pricing regulatory mechanism for this sector, what are the wage legislation and work week regulations as well as if there are mandatory employee benefits and any other requirements which Akamai could face. 
Economic factors 
Economic factors are the issues of economic environment that affect the business operations of an organization (Budhwar & Bhatnagar, 2005). The company under review can use country’s economic factor such as inflation and industry’s economic indicators, consumer spending, growth rate etc to forecast the growth trajectory of not only- sector but also that of the organization. When choosing new country for localization the company should consider and these economic factors: what is the government intervention in the certain market and related industry, what type of economic system in countries of operation there is and what is the index for economic stability. Exchange rates and stability of host country currency is also very important as well as to be chased if it’s necessary the company to raise its capital in local market as a result of infrastructure quality in CDN industry in a local market. It also should be analysed what are the comparative advantages of chosen country and what is the level of technological sector and what is the skill level of workforce in CDN industry on local market and if it will be necessary to do additional expenses for educational programs and training of the employees or if it will be necessary to send trained staff from other offices. It is also very important to be analysed what will be labor costs and productivity in the economy as well as business cycle stage and economic growth rate, interest rates, unemployment rate. From economic point of view is good to be analysed the opportunity for localization in China where the labor costs will be lower than many other countries and where the market of this specific industry is increasing. The pricing and converting into local currency creates serious disadvantage for the company because of volatility and gives the leader power of the local competitors which offer lower prices and don’t convert the global U.S. dollar into local currency. This problem could be resolved when as using the local currency for the countries where Akamai operates. 
Social factors
Social factors such as demography, culture, economy and behaviour directly affect the profitability of Akamai. Many people live in Asia are totally unaware of the products supplied by the company. To have strong competitive advantage the company should increase the awareness of the brand and its products and services in operated countries and to try to enter into new markets where CDN industry is not so popular and developed but there’s need from its products and services. It also should be considered skill level of the population, class structure, power structure in the society, attitudes and popularity of the population towards these specific products and services in a certain market as well as leisure interests. 
Technological factors
The most effective way of gaining competitive advantage in modern market for every company and organization is to have technological advancement. Akamai should make an investment in improving its network and to improve the quality of the products and services because the technology in this industry is developing extremely fast and if the company doesn’t improve its technology faster than its competitors it will lead to technological disruption. Developing of the technology faster than competitors would give to Akamai strong competitive advantage in front of its competitors and would outperform them. As important technological factors should be also considered the impact on cost structure and impact on value chain in technology sector as well as rate of technological diffusion. 
Legal Factors
Some of the legal factors that the company should consider while resolving its localization problems: discrimination law, copyright patent, intellectual property law. Another threat for Akamai is increased regulation in customer privacy and data protection. Another problem for the company could be also employment law and health and safety law. 


Environmental factors
Environmental pollution is a serious problem which impacts on all businesses and organizations all over the world and many countries have strict law regulations about it and waste management. When Akamai choses countries for localization it should be considered what environmental laws and liability laws there have the certain market as well as the different standards and environmental directives which can impact the profitability of the company in those markets because it is possible to have additional taxes for this industry. The environmental factors which Akamai have to consider: climate change, weather, recycling, waste management in CDN industry, laws regulating environment pollution, air and water pollution regulations in CDN industry, engendered species and attitudes toward and support for CDN industry. 
SWOT analysis
The business planning of every company and organisation requires to be developed strategy for success and to assess Akamai’s current market position before to be taken a decision about the new strategy of the company. For the purposes of the coursework in the next table will be provided SWOT analysis: 
	Strengths
largest CDN company in the world
network of proxy servers deployed in geographically dispersed data centers to provide Internet content to end users, ensuring that they received the information they requested in a shorter, uninterrupted period of time
offering cloud computing services
a more efficient transfer of locally-cached data which provides to the end user a superior Internet experience
have many more servers than its competitors
The company provided more reliable services because its servers are co-located as many as it could at (ISPs), which was also advantageous for ISPs
Relying on specialized technologies such as data collection, load balancing, advanced routing and monitoring, the company provided a host of customizable solutions with the intent of ensuring website users a superior experience
offered customers support services for integration, product configuration and monitoring which included on-site consulting resources as well as 24/7 telephone support 
customers included providers of globally-consumed content such as Microsoft, Amazon, Apple, Netflix and Samsung;  small, non-U.S. customers such as local sports television broadcasters and large government agencies such as the U.S. Department of Defense;
Separating of the responsibilities between Cambridge-based senior managers and non- U.S. local managers so it won’t be necessary say, sales and services to have to go through Cambridge’s office and will be avoided exchanging of information and waiting from non-U.S. local managers to receive decisions from head office and will save time to both teams in Cambridge and non-U.S. local offices to explain the problems, to discuss it and find a solutions of it which would reduce the time and would make the managers more effective and would increase the productivity of the teams because they will be focused and concentrated on the say, sales and services on the local territory;
CDNetworks’ technology was comparable and even with better prices than local competitors in South Korea
Localization of the servers as closer as possible to the end users which provides better experience and service for them.

	Weaknesses
company’s localization
higher prices than competitors
operating in all markets with exception of Brazil without a local partner
organisational model of separating the managers and their responsibilities in Cambridge-based senior managers and non- U.S. local managers which had to report to first ones which reduced the exchange of information and delayed taking of decisions
confusion about definition of terms of responsibility and accountability would fall when Akamai opens new offices in other countries because it’s not clear whos’ customer is that and who has to support him and who does the contracting and how does it staff the support and takes the decisions 
Akamai didn’t have proper processes or systems in place to be able to vet or evaluate the likelihood of success before it introduced new products and services or entered into certain markets 
Salespeople in local markets didn’t have the rights products to serve the needs of their local customers
Deployment of products in markets were where there was little or no demand 
Akamai had a network relationship only with one of the two dominant players which is disadvantage for the company to the other local competitors which work with the both dominant players in the ISP’s market. 
A lack of local market awareness leads to impossibility to be met a global sales target
Pricing: setting of prices of Akamai globally limits company’s ability to have competitive advantage before its local competitors which offer lower cost for their products and services
Weak capability of CDN’s networks in South Korea
Lack of brand awareness in countries where CDN is popular but the people didn’t hear for the company
Too many servers as a result of decentralised approach


	Opportunities
rise of social media, gaming, video streaming and the growing sophistication of the smart phone.
majority of demand for CDN services came from the high-tech, ecommerce, government sectors, media and entertainment
Web pages were becoming more dynamic and customizable based on what a user was searching for (e.g. travel sites).
Decreasing the prices than the level of prices of the local competitors as a result of reducing the number of servers and reducing the expenses of electricity and maintanance
To find local partners in the countries in which Akamai operates 
Hiring managers which are based in one workplace which would increase the exchange of information and would increase the timing for taking of decisions
To consolidate with the both ISP’s operating players not only with one of them because in this way meets serious competition by the local market competitors.
To increase the awareness of the brand all over the world and particularly in countries where CDN industry is well known with promoting of the products and the services
To change the localization of the servers to save money from energy- servers under the sea or on South pole to cool it down and to cut down the outcomes.
Offering private servers and could storage with bigger crypto security for big companies 
	Threats
new local competitors in non-U.S. markets where Akamai was expanding
“arbitrage” by a number of its major multinational customers
dominant market share position was being consumed by new competitors at a local level
telecoms, which, after all, owned the last mile to content consumers and had the financial means to acquire CDNs if it turned out they were unable to compete.
Operator Carrier Exchange would eventually connect members’ networks in an attempt to compete directly with CDNs without requiring members to build out their respective network infrastructures.
key customers like Amazon turn into new competitors
increasing number of companies building in-house capabilities, doing away with vendors like Akamai.
large IT companies started to develop in-house capabilities than outsource their content delivery needs.
dozens of local CDNs in small, non-U.S. markets offered less expensive, simpler  solutions than a global CDN like Akamai.






Porter’s generic strategies
The macro-environment factors can impact the Porter Five Forces that shape strategy and competitive strategy. They can impact individual firm’s competitive advantage or overall profitability levels of the technology industry.
According the theory of Michael Porter the generic strategies give an explanation how a company pursues a competitive advantage across its chosen market scope. There are 3 generic strategies: Cost leadership, focus and differentiation. 
Cost leadership: Akamai should resolve the problem with setting the prices globally and should start setting the prices on a local level so to be more competitive than the local competitors. The other competitors offer less-sophisticated services at lower prices and win more customers which means that the customers are price sensitive and are ready to receive worse services and products but to pay less money. Akamai should evaluate the price of its products and services and if it’s possible to offer better price than the competitors and to analyse its expenses so to be able to reduce the outcomes for maintaining the network etc but to have strong competitive advantage. Even if the company reduces its annual income temporarily in long term this will be successful step because it will bring new customers and will keep the existing customers as well. Other successful step for achievement competitive advantage would be if Akamai offers promotional prices for new contracts for fixed time. The outcomes for electricity for cooling down the servers of the company could be also reduced by moving the servers under the sea or on the South pole which will let to Akamai to increase its annual revenue and to be able to offer better price to the customers. Akamai can offer better price if reduces the outcomes as doing an investment in new technologies which would decrease the expenses and would increase the productivity of the organization and profitability- as new generation processors etc. Better price could be also offered to the customers if the number of the servers is reduced. The practice shows that the people are price sensitive and don’t mind using the fastest Internet (which requires closer location of the servers) but prefer cheaper price for the service. This is how the competitors win new customers and steal Akamai’s existing customers. 
 Differentiation: According Michael Porter the differentiation is a strategy which aims to achieve competitive advantage as offering unique product or service to the customers. Akamai operates in more than 78 countries on different continents where there are different expectations of the customers about the prices, different needs of local markets from products and services and different level of awareness of the brand and the industry. Akamai should try to achieve competitive advantage as doing contracts with local providers for improving the services and products, increasing of level of satisfaction of the customers and to decrease the expenses for building new network when it could be used the network of local providers. The company should concentrate on fulfil the specific needs of the customers on a local level and to offer packages for the wanted services and products on a better price, not to offer globally the same services. Because the customers don’t want to pay for services which are included in their packages and they pay for it when they don’t need it. Customers prefer to pay less money but to receive specific products and services according their individual needs.
Focus
According Porter’s theory focus is as rests on the choice of a narrow competitive scope within an industry. The company selects a segment or group of segments in the industry and tailors its strategy to serving them to the exclusion of others. Akamai should try to do new long-term contracts with other big companies on a local level which don’t have plans to become their competitors as offering them preferential prices and specific products and services which are deferred with needs specific needs of the customers. 
Porter’s Five Forces
	Buyer power
	number of customers; Price sensitivity; size of each order; differences between competitors; cost of changing 

	Supplier power
	Number and size of suppliers; uniqueness of services; ability of Akamai to substitute; cost of changing

	Threat of substitution 
	Cost of change; substitute performance

	Threat of new market entrants 
	Time and cost of entry; specialists knowledge; economies of scale; cost advantages; barriers to entry; technology protection

	Competitive rivalry
	Number of competitors; switching costs; quality difference; customer loyalty; costs of leaving market



Green strategy 

Green strategy helps to organizations to take decisions with a positive impact on the environment which make good business sense have solid business logic. Akamai should try to reduce the outcomes for electricity for cooling down the servers which is meanwhile one of the main expenses of the company. There are different ways how to do it- moving the servers under the water or to cold places as South Pole where won’t be necessary to use so much electric energy to cool it down which will also increase the profitability of the company. If the company does contracts with the local providers wouldn’t be necessary to build new local network because would use the ready network of the contractor which would also save energy and would reduce the pollution. The pollution will be also reduced by reducing the number of the servers which Akamai uses and if the company strategically places the servers all over the world.
Ansoff’s growth matrix
According the model of The Ansoff’s matrix there are four strategies: market penetration, diversification, market development and product development. 
Market penetration is a growth strategy which occurs when a company penetrates a market with its existing product range and strategic capabilities and obtains increased market share (David, 2009). 
According the statistics provided in the case 29% of the world’s population were connected to Internet. The development of the technologies and increasing of the awareness of Internet and increasing of the needs of the population all over the world to use it gives to Akamai the opportunity to develop its business globally and to use its competitive advantages to win more customers. As there are 71% of the population which is not using Internet. Akamai should evaluate and analyse in which countries the popularity of Internet increases most and where there’s no well-developed CDN network industry and to increase the popularity of the brand and the awareness of using of Internet. Akamai can try to stimulate the staff productivity with new bonus plan and organizing trainings for increasing the sales, change of target sales. Also the company can chase the opportunity to acquire big company from the same industry on a new market and in this way will penetrate easier there without to do additional outcomes for building new network there, will use the existing customers and the awareness of the other brand and will increase its market share faster and easier. 
Diversification 
This is the riskiest growth strategy of Ansoff’s matrix because it is about offering new products on new markets. This strategy is very risky because it is necessary in advance to be evaluated the local new market and what are the needs of the customers there. This strategy gives the opportunity for the risk to be diversified when is invested in many markets which in case of low penetration on a certain market would decrease the losses for the company because it would be compensated as a result of the diversification. If Akamai decides to use this strategy should take innovative decisions for a new products, distribution, promotion and pricing. If Akamai decided to use this strategy this decision should be well planned because it can generates huge losses as well as huge profit. 
Market development 
Market development is another growth strategy which involves offering existing products to new customers, segments and new geographies. Akamai should do careful analysis of the segment- which people (women or men, what age range, average incomes etc.) in which countries use Internet and after careful evaluation of the PESTLE analysis should try to reach new target groups from new segments. It would be useful if Akamai tries to use other channels for promotion and distribution of its products and services and to offer specific products to different target groups according their needs and preferences. The company also should try to reach new foreign markets after carefully check what is Internet penetration there and if there’s need of this products and services. 
Product development 
Product development strategy is implemented when an organization delivers modified or new products or services to an existing market (Johnson et Al, 2008). 
Akamai should evaluate what are the specific needs of the certain market and on the local markets and to check what products and services offer its competitors. Offering new products to existing customers is successful strategy only if there’s need from these products. If there’s no need of these products it would be also waste of money, additional expenses for promotion and waste of time for the company. It is necessary on a local level to be evaluated what are the needs of the customers and if these new products would be wanted and successful on this certain local market. It would be useful if Akamai elaborate existing products and does investments into innovative products which are deferred with the specific needs of the market. It would be also competitive advantage if Akamai improves the quality of the products, the service and time for receiving the services and products. 
Value chain
To retain their competitive advantage every company and organization must continually examine the value of the services and products which offer to its customers. Increasing competition for unbeatable prices, customer loyalty and exceptional products requires every company and organization to do strategic analysis and to evaluate if the prices and the quality of the products and services meet the expectations of the customers which increase with the development of the technologies and globalization. The value chain is very good strategy, a set of specific activities which many companies from specific industry use to improve its performance and to achieve its goals and help to the companies to create strong competitive advantage and value.  
A key’s part of Akamai’s strategy for higher revenues and developing the business would be to offer to the customers IP distribution for audio/video services and the stampede towards OTT. These services would be a huge opportunity for Akamai to leverage their digital service capabilities and infrastructures. Akamai can move up value chain with video optimized CDNs.
Akamai can offer to their customers two kind of new services: as services they can provide for third party providers and as vehicles for distributing their own OTT video services. As a part of the strategy of the company each of these products can be used as competitive advantage which would help to the company to move away from the race to the bottom in basic data provision to added value growing revenue services. While OTT can derive revenues from consumers, CDNs can attract OTT content providers by providing added value services including data analytics and Quality of service (QoS). If Akamai starts to offer to their customers sufficient bandwidth to ensure video played out on the end service without buffering or artefacts such as pixilation or blanking of screens it would add value to CDN development and would help to the company to keep its lider’s position on the global market and would ensure that QoS could be maintained as efficiently as possible over unmanaged networks and especially the Internet.   
Strategic Clock

Bowman’s Strategy Clock analyses the options for strategic positioning based on two dimensions – price and perceived value – i.e. how a product should be positioned to earn competitive positions in the market. The model is based on the principle that “competitive advantage can be achieved if organizations provide customers with products or services that satisfy their necessities (needs and wants) in a way better and more effectively than its competitor” (Faulker, D., & Bowman, C. (1995) The Essence of Competitive Strategy, Prentice Hall, cited on Johnson, G., Scholes, K., Whittington, R. (2006) Exploring Corporate Strategy, 7th edition, Prentice Hall, p. 242).
[image: ]
Low price and low added value: Akamai should try to enter on a new market where CDN industry is not popular and there haven’t competitors but there’s increasing of Internet penetration so the end users wouldn’t be demanding and would be content from lower Internet speed and lower price for it. These markets could be for example developing countries where the incomes of the population are lower and the lower price would be crucial element of taking the decision to use these products and services. 
Low price: Akamai should try to offer lower prices to the customers than its competitors as reducing the costs. As example one of the main expenses of the company is the cost of the electricity for the servers. If the number of the servers is reduced and if the servers are strategically positioned it would reduce significantly the expenses for electricity and would give the opportunity to the company to offer better price than the similar companies on the market. 

Hybrid: Very good strategy for Akamai would be if the company offers perceived value at reasonable value. As example the company could offer for lower or same price as the competitors higher speed of the Internet connection which is very important for the end users. It would be very good strategy if the company places the servers under the water to cooling down for reducing electric energy consumption because it would attract green customers. 
Differentiation: Akamai should try to ensure excellent Internet connection to have the customers’ satisfactions. One of the main reasons for the end users to take the decision to change the Internet provider is the Internet connection doesn’t satisfy them or if they know that can receive better or same connection for less or same price. Akamai should invest into technical equipment which would let to the company to offer the best Internet connection on the market at a reasonable price. Akamai also could introduce innovative products and services which weren’t already available on the certain market. 
Focused differentiation: Akamai should try to do its localization and to place its servers in these countries where are located its biggest companies- customers as well as to do offices for the most trained employees of the company to ensure the best technical and customer’s support so would maintain highest standard of quality of the products and services and would fulfil the requirements of the clients. 
Risky High Margins: This strategy would be applicable only on new markets where the penetration of Internet is not so high and there haven’t a lot of competitors which would offer similar or the same products and services on a lower or same price. Akamai should try to offer its products and services on a new foreign markets where there haven’t other competitors from the same range. 
Monopoly pricing: It is possible to offer monopoly pricing only on new foreign markets where there haven’t other CDN companies and Akamai would define the price. In this way the company could offer high price for its products and services because there’s no competitor on this market. 
Loss of market share: According the information from the case Akamai lost part of its market share because new competitors on local level and with the distance from United States. Akamai should place enough servers and employees in United States because it is important market for the company. The strategy to deal with the local competitors is to offer better quality of the products and services at better prices or to do acquisition or joint venturing for profit-sharing with smaller CDN companies on a local level. 

Strategic Group Analysis
The aim of Strategic Group Analysis is to identify companies with similar strategic features which are competitors in some niches/markets. Having similar targets and business models turn these companies into competitors. The strategic group is based on the depth of performance and market share. The position of Akamai is shown in next strategic group map:


[image: ]
According the strategic Group map provided above in U.S. market biggest competitor is Limelight Networks but one of the current customers Amazon is going to turn into ex customer and potential future competitor from high level which is potential threat from new entrants on global CDN market. In terms of quality and market share Amazon would be very strong competitor whose power could increase extremely rapidly due to strong financial and technical resources and capabilities of the company. So in the process of developing corporate strategies Akamai shouldn’t ignore and local CDN providers. 

Critical success factors
There are 5 key success factors for Akamai: 
· Experienced employees
· decentralized approach. The difference with the other CDN companies is that they use centralised systems which reduces the number of the servers for the competitors
· organizational focus on agility, innovation and consistency of execution
· opportunity for joint venturing with smaller local CDN companies with profit-sharing strategy
· opportunity for offering better prices to the customers which are not set globally and which are based on local currency model

Core competence

	Core competence
	Target
	Expectations
	Solutions

	Web Performance Solutions
	Connected audiences
	Secure, instant, reliable access to applications and websites– from everywhere and any device
	Personalized and fast online experiences, enabling the customers to increase revenue opportunities, scale globally and  gain IT agility;

 


	Media Delivery Solutions
	
Consumers 
	 a flawless viewing experience and fast access to HD video content on any device. Delivering seamless, scalable and instant social media, games, software updates, news and other content;
	Delivery of  content at the highest quality wherever and whenever users want — without having to build out costly infrastructure — to scale with the growth and complexity of different connected device types. 

	Cloud Security Solutions
	Consumers
	security from online threats
	 safeguard customers’ websites and other Internet-facing applications from the risks of downtime and data theft. Built on the Akamai Intelligent Platform™, Akamai Cloud Security Solutions provide the scale to stop the largest Distributed Denial-of-Service (DDoS) and web application attacks without reducing performance, as well as intelligence into the latest threats and the expertise to adapt to shifting tactics and attack vectors.

   

	Cloud Networking Solutions
	Business and consumer users 
	 high-quality and fast  video experience and application regardless device or location 
	Boost of  revenue and enterprise productivity by accelerating inbranch applications, reducing enterprise network costs and successfully bringing the Internet and public clouds into the enterprise network.

	Network Operator Solutions
	Subscribers 
	 a broadcast quality experience with engaging video content on any device. 
	[bookmark: _GoBack] help providers operate a cost-efficient network that capitalizes on traffic growth and new subscriber services by reducing the complexity of building a CDN and interconnecting it across providers.

   

	Services & Support Solution
	Customers
	24x7 customer support and fast and efficient resolution of problems
	to provide problem resolution and customised service, world-class support– ensuring optimized online success for all of our customers. 





Resolving localization challenge
According the information and statistics provided in the case the best decision for Akamai to change its localization is to place servers on Asian local markets such as South Korea, India and China where there’s awareness and need from CDN industry products and services. In South Korea Akamai has 10% market share, GS Neotech has 20% and the rest 70% are other smaller CDN companies which has less than 10% market share. So it would be very good opportunity for Akamai to have acquisition or joint venturing strategy with other smaller companies from South Korea which would give opportunity for the company to use their CDN network and won’t be necessary to build new network which would increase the expenses for new servers and maintenance. Instead of that Akamai can do investment in new high generation technologies to attract new customers and to keep existing. Akamai also can increase its budget for promotion to increase more awareness of the brand and of CDN products and services. Akamai can also try to do new contracts with existing telecoms which would increase its market share. 
From provided information in the text is clear that in China CDN company ChinaCache has huge % of market share. In China Akamai has only 8% market share. If Akamai locates its office in China it would definitely decrease the expenses for employees because of lower labor cost in this country.  To be able to significantly increase its market share in China Akamai should try to do joint venturing for profit shairng with ChinaCache or to do strong promotion of the products and services which should be with better prices and optimised value of money for specific new and innovative products and services. 
In India CDN company Bitgravity has 60% of market share but according the statistics its annual revenue is very low so there’s very good chances to accept joint venturing for profit sharing or to be acquired with/from strong and experienced SDN company like Akamai. In this way Akamai could use its network and to reduce the expenses for building and increasing its own network because could use Bitgravity’s network and servers. 
For Akamai is very important to have U.S. located office so one of the main offices of the company should be located in United States because it was noticed from the managers that market share growth dropped off with distance of the continent. 
It is also very important to have other main office and located servers in South Korea, India and China because Asian markets where there’s huge demand and awareness of SDN industry and it gives huge opportunities for developing of the business. 
European market shouldn’t be also ignored because Internet penetration in Europe is very strong and very good developed so definitely one of the main offices of Akamai should be positioned in Europe. So it would be better to keep Dublin’s office because it’s bad indication for one company if changes current location of the office or close the office on this continent. Offices in Europe should be opened in certain parts of the continent where are located most of the customers and where there is very good awareness of the brand. 
As it was clarified in the case Amazon aims to become one of the main competitors. So it should be carefully checked and analysed where Amazon has offices and on which markets intends to step for their competitors’ new business so Akamai should be first on these markets and to offer better and optimized prices and value of money for optimised products and services.
Assuring 24x7 customer’s support is extremely important for Akamai to achieve strong competitive advantage in front of its competitors. 
It is extremely important for Akamai to give opportunity and rights on local offices’ managers globally to take quickly and efficiently decisions and to resolve problems without to wait ready decisions from main offices which delays the time for reaction from the local offices and leads to loss of customers which prefer to receive quicker and more efficient customer’s service and start to use products and services of local competitors. Because of this it’s very important in local offices to have excellent trained specialist which are able to take fast and reliable decisions. Akamai should invest more money and to have a budget for trainings so would offer to customers excellent customer’s support and adequate resolving of problems on local level. 
One of the most important competitive advantages of Akamai is their position of top company in CDN industry. The company’s best strategic solution of localization challenges is joint venturing with local CDN providers with profit-sharing strategy because would be very difficult to step on new markets where there’s no awareness of the brand and there’s monopoly from other CDN company which offers better prices and it is well-known from customers. 
Conclusion
Akamai can implement different strategic management strategies to increase its revenue and to keep its position of top CDN company. For development of the company it should be resolved the localization problem and as well it should be hired skilled, experienced and hard-working employees which will ensure customer’s satisfaction and will increase the profits of the company. Increasing of internet penetration will also increase the needs of the population on the planet from Internet services. Akamai should also carefully analyse what are the needs of the population in chosen locations and to offer them the correct services and products to fulfil market demand and to develop its business. Increasing of internet penetration will also increase the needs of the population on the planet from Internet services. It should be also carefully checked in which countries there is a high Internet penetration and strategically to be placed servers in these countries. Akamai should carefully analyse which products and services offer competitors and if it’s possible to do acquisition with other CDN companies which offer different products so instead to conquer with them could use their different products to diversify its portfolio of products and services and would be easier to step on new markets using the existing network of the acquired company. 
CDN industry is expected to reach higher and higher annual revenues in the next years so Akamai has very good opportunities to use its competitive advantages to conquer new foreign markets and to keep its position of the largest CDN company as well as to develop new products and to offer it on existing developed markets where these products are not well known but there’s a demand for it.  Akamai should concentrate on popularization of Internet and CDN products and services in countries where it is not developed very well or where there are demand for it and for quick delivery of Internet content. 
The trend of digitization in companies and organizations and growing demand for rich video content, among the increasing online users across the end-user verticals boost the overall CDN market demand.
If Akamai resolves its localization challenges will be able to significantly increase its annual revenue globally but also should maintain efficient utilization of long-term assets such as infrastructure and servers and to provide excellent customer’s service and support and excellent quality of products and services. 
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