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Streamdor

The mission of Streamdor is to become the leading global streaming service providing a first-class entertainment platform for its users with unrivalled customer support.

Overview

Streamdor is a multi-layered platform offering its users a unique, interactive, immersive entertainment experience. Streamdor started with a vision of creating innovations and technology that were not being met by the current market-leading streaming services. 

The Problem

It was clear from independent research that several issues surrounding the current streaming services and users' entertainment needs were not being met. Although there have been significant technological advances, Streamdor felt that more could be done to enhance the user's experience while using our platform. In the feedback we received from focus groups, it was clear that users wanted better technology, less conversation with the company and more high-quality products.

The Solution

The solution was to create a multi-faceted streaming service where everything is housed under one platform providing more convenience for the user and keeping them engaged, thereby avoiding losing the customer to another service. Streamdor has created a unique experience for its users and innovative software and technology allowing users to enter a virtual world where all of their content, such as uploads, downloads, music streaming audiobooks and eBooks, are all at the touch of a button. An added feature is that all users can be part of a community and meet other users in a virtual world.

Our Target Market
Streamdor has chosen to target the 16-24 demographic as this group spends a lot of time gaming, streaming, and listening to podcasts. We feel this demographic will benefit from our service and will undoubtedly bring their friends along for the experience allowing us to attract new customers. From a financial perspective, a large proportion of the demographic will be students, representing half of all U.K. youths and contributing up to £20 billion to the U.K. economy, which has tremendous growth opportunities.
Keys to Success
Streamdor is new to the streaming market, but the unique innovations and technology we have created will allow advantage of growth opportunities and undoubtedly be successful and compete with the current market leaders.
· Running Social Media campaigns across all platforms
· 30 Second T.V. advert raising awareness of our service and its high-quality products.
· Advertising in universities so that we can capture the student market.
· Further investment into Research and Development.
· Developing more innovative and world-leading technology.
Steps Forward
Thanks to our investors and developers, we have created a fantastic product that will hopefully attract customers to our platform. Our marketing strategy is attracting 5000 new customers whilst promoting our new products of audiobooks and eBooks and achieving our target revenue of £55,000.

2. Introduction
We are Streamdor, a new multi-layered streaming platform providing all users with an interactive and immersive entertainment experience. We very much pride ourselves on creating a first-class experience using cutting-edge technology that sets us apart from our leading competitors, who currently have a dominant share of the streaming market. Our business mission is to provide a first-class on-demand entertainment service to all our customers housing everything in one place, ensuring convenience and simplicity for our users. Streamdors' business objectives are to become the number one streaming service within two years, and we believe this is entirely possible due to the unique product we have created. 
Our objectives will achieve exponential growth in the market by 11% in the first two years, which will help us achieve sales. Our revenue from sales will then be reinvested into the company, allowing us to develop ever more innovative products to keep users engaged. Between 2015 and 2019, music streaming grew by 40.6%, accounting for $11.7 billion in sales (MarketLine, 2022). This demonstrates that the streaming market is growing. 

                     Figure 1. Business Objectives
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2.1 Report Remit
This report aims to create awareness of our company Streamdor, its business model, its current objectives, and how they will be met. We have created a diverse marketing strategy which involves cross-selling additional products, bringing more innovative products on stream and growing sales from those new products. One of our key objectives is to corner the younger end of the market, as the 16-24 demographic represents 60 per cent of the overall streaming market (Stream Scheme, 2022).
The information will focus on how we see Streamdors place in the current streaming market over the next two years. Streamdor has worked hard to create the most innovative products and believes we can corner a market share and provide competition for the leading global streaming services. We are confident that we have made a unique product, and as such, we have decided to expand our service to create a library of audiobooks and E-books. 
We feel this is the obvious progression in the evolution of Streamdor. One of the report's main aims is to highlight how we will bring this technology to as many customers as possible whilst driving growth by creating sales and obtaining further investment from our partners to develop additional products. 
The decision to move to Audiobooks and E-books is vital as the way people read books has changed over the last ten years. We now live in a fast, on-demand world where people want to read books at a convenient time and want to experience new ways of reading. As more innovative technology comes on stream, people don't just want to read a physical book but want to read on a range of different devices (Bannon, 2012).
Streamdor believes we can and must cater to this need or lose out on the competition. Our marketing strategy will involve launching Audiobooks and E-books within the next six months, and we will follow this up with a high-profile marketing campaign to highlight awareness of our products, create sales and gain 5000 new customers via our paid subscription service of £10.99. As a result of acquiring new subscriptions, we also recognise that other members of the same household could sign off to create more revenue streams. Social Media will be instrumental in meeting our business objectives as this has also changed over the years. According to (Kumar and Petersen, 2005), social media used to be just a viewing and sharing platform. These platforms are now one of the main ways customers engage with companies. As (Savage, 2010) noted, a benefit of social media is that the enormous volume of data provided will provide new challenges and business opportunities.

2.2 [bookmark: _Toc98765789]Brief background OF the organisation 
As mentioned in section 1, Streamdor believes we have created a unique and exciting product that will entertain and enthral the user. Our USP is that due to our innovative state-of-the-art software, the user can enter a virtual world to access and view all their content, upload, download and live broadcast. We feel this will be interesting to the user by having everything under one roof on the platform. Podcast downloads have exploded in recent years, and according to (Insider Intelligence, 2022), by the end of 2022, there will be around 424 million podcast listeners globally, representing 20.3% of all internet users. Thirty-five per cent of our business will deal with users downloading podcasts on various topics.

3. [bookmark: _Toc98765790]Communications Channels 
One of our key drivers ensuring success is customer engagement; this will be pivotal in acquiring new business and retaining existing customers to ensure the business keeps moving forward with exponential growth and ROI (Return on Investment) for our investors. According to (Harmeling, et al., 2016), there needs to move away from the traditional marketing idea and more alignment with defining and differentiating the marketing process. The conventional marketing model is being challenged, and methods for generating leads, raising awareness, and communicating are constantly changing (Hensel and Deis, 2010).
Technology has rapidly changed over the last ten to fifteen years, so we see the benefit of using social media to engage with our customers. Social Media has changed how the public interacts with each other and companies, and in 2022, there were 4.2 billion users of social media platforms (Chaffey, 2022). So, we recognise the benefit of using social media, such as Facebook, Twitter, Instagram, and LinkedIn, as the response from the user is immediate, and any issues can be resolved quickly. Facebook, for example, receives a billion clicks a day, so there is vast potential to reach large numbers of customers (Bushelow, 2022), resulting in a significant number of sales. This is also echoed by (Boyd and Ellison, 2007), who states that more and more companies use social media to reach mass audiences through their public Relations and advertising processes.
There has been a widely held view for several years that Audiobooks and E-books are of immense benefits and can improve reading skills for their users. According to (Raymond and Hoch, 2005), reading accuracy can be improved by 52%, and comprehension can increase by over 76%. A study by the same authors showed it to enhance reading speed and expand vocabulary. 
It's clear from the research that Audiobooks and E-books can be beneficial for both entertainment and educational purposes. It's worth noting that in 2021 revenue from the sale of Audiobooks topped $1.6 billion with 74,000 audiobooks sold, and in comparison, revenue from E-books reached over $1.1 billion, although this was a decrease of 5 per cent from the previous year (Statista, 2022). 
3.1 [bookmark: _Toc98765791]Campaign IDeas 
Before deciding on a marketing campaign, I think it's essential first to challenge the idea of what marketing is. and do the original marketing concepts still apply today, or do they need to be changed to consider the fast-moving pace of technology and the emergence and popularity of social media? (Tate, 2010 as cited in Drucker, 2014), believes business only has two functions, Innovation and Marketing, and Streamdor believes this to be true, and we have made this the cornerstone of our business model. 
Considering our research where streaming services tend to be more popular amongst the 16-24 age group, this is the demographic we will target. This age group is clear about what they want from brands. It's about making their lives easier, innovation and technology. After all, students representing half of the U.K. youth population contribute up to £20 billion to the U.K. economy (The Guardian, 2021). Given this, we must ensure that we fulfil the user's needs. Our campaign ideas are very much running advertisements on all social media platforms such as Facebook, Twitter, Instagram, TikTok, and LinkedIn due to the reach of the 16-24 audience. We will also be running a 30-second tv commercial raising awareness of our new streaming platform and the additional products of audiobooks and E-books. We have also arranged to place posters up at universities which we feel will provide invaluable marketing possibilities for students and potential customers. As the streaming market is firmly established with the main four competitors, our idea is to offer all customers a free month's trial of the service and then move to a paid subscription service of £10.99 per month. Our sales objective is to bring 5000 new customers on board our platform resulting in target sales of £55,000 in year one and increasing exponentially in years two, three, four and five.

4. [bookmark: _Toc98765792]Budget Splits
[bookmark: _Toc98764687]        
                 
               Figure 2. Budget Distribution

                            
             Figure 3.  
            
4.1 [bookmark: _Toc98765793]Measures of success
One of the critical measures that will gauge our success will be the amount of growth and earnings derived from the ad campaign and the number of paid subscriptions from new customers received into the business. While financial measures are necessary to analyse business performance, The importance of measuring non-financial metrics like customer loyalty and product quality cannot be overstated (Dietrich, 2018); undertaking an analysis of the performance is critical, and a review of our business objectives is essential. Have the goals been met, and if so, how? It's necessary to ensure that the objectives have been measured against the SMART model; this will be a good indicator of success. According to (Harvard Business Review, 2022), for a business to succeed, the drivers need to be flexible and react to the changes in the business environment. To further illustrate this point (Kietzmann et al., 2016) note that achieving objectives and the Image for meeting corporate objectives is crucial to success. You may track your growth with the help of business goals and objectives. In addition to assisting you in evaluating your staff, goals and objectives enable staff members to do so.
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Conclusion
The report set out to raise awareness of Streamdors business model, its current marketing strategy and business objectives, and how those objectives were going to be reached. The information has focused on the steps that can be taken to meet its sales targets, such as diversifying into additional products (Audiobooks and E-books) to create different income streams, thereby raising revenue for the business. This revenue can then be reinvested into the company to develop more innovative and creative products, keeping our customers engaged and staying on our platform. 
Within the report, we have produced a financial budget which provides details of what has been allocated to each part of the business and those parts that require priority, such as marketing, customer engagement and research and Development, which are vital measures that allow us to keep one step ahead of our competition. Our marketing strategy is firmly aimed at attracting the 16-24 demographic as research has shown this age group represents 23 per cent of all internet users and is the group that mainly uses online streaming services (Spotify, 2021). The report has also looked at the main tools Streamdor will use to meet our business objectives, such as social media platforms, raising revenue and retaining existing customers while attracting 5000 new customers. Our findings have highlighted how social media platforms have changed compared to ten years ago. Social media has become the leading platform customers use to communicate with brands and businesses and raise concerns. Given this, our marketing strategy will ensure that Streamdor is visible on all social media platforms. This presence will also help to provide advertising for new customers. 
Finally, Streamdor has detailed their campaign ideas, including a 30-second tv advert highlighting awareness of our company and its products. Ad campaigns are taken out on all social media platforms and as detailed earlier in the report, Facebook being just one example, receives a billion clicks a day, so there is significant scope for potential customers. The information we feel lays out how Streamdor will measure its success by the level of sales, growth, and number of paid subscriptions and focuses on the non–financial measures such as customer loyalty and product quality. Given the criteria laid out, we feel Streamdor has the potential to be a successful business.
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