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	Abstract
	

	
	This paper critically evaluates the competitive and development strategies of Steam, an online video game platform developed by Valve Corporation. It identifies the competitive strategy that Steam has utilized in order to develop its current competitive position, providing examples of the actions taken to accomplish this strategy. It then critically evaluates the competitive strategy, recognizing the advantages and limitations of this strategy in the current environment. Finally, it makes appropriate recommendations for ways forward for Steam, based on the findings. 

The paper engages with literature skills, showing evidence of wide reading of 20-25 references from a variety of sources including textbooks, academic journals and industry-focused sources. It demonstrates knowledge and understanding of the subject, selecting appropriate techniques, models and/or theories of competitive strategy. It also deploys models, methods, techniques, and/or theories, to analyze the competitive strategy of the organization.
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Introduction
Steam is an online video game platform developed by Valve Corporation. It was released in 2003 and is considered one of the world's largest digital video game distribution platforms (Wikipedia, 2023). It has over 100 million registered users and over 30,000 games available for purchase. It supports more than 100 payment methods across over 35 countries. While the client provides 28 languages and counting. The platform offers various services, such as cloud saving, social networking, user-created content, and a marketplace for developers to sell their games (Value Corporation, 2023). This paper will critically evaluate Steam's competitive and development strategies to discuss the advantages and limitations of Steam's current competitive position. It will draw on various sources, such as academic journals, textbooks, and industry-focused sources, to analyze the organization's competitive strategy. Through this analysis, this paper will identify the competitive approach that Steam has utilized to develop its current competitive position and make appropriate recommendations for ways forward for Steam based on the findings. Ultimately, this paper will explore how Steam can use its competitive strategy to gain a competitive advantage in the current environment. This paper will explore how Steam can use its competitive process to gain an edge in the current climate.


Objectives
This paper will have three main objectives. First, it will identify the competitive strategy that Steam has utilized to develop its current competitive position, providing examples of the actions taken to accomplish this strategy. Secondly, it will critically evaluate the competitive scenario, recognizing the advantages and limitations of this strategy in the current environment. Finally, based on the findings, it will make appropriate recommendations for ways forward for Steam. 


Scope
[bookmark: _Hlk129028758]This paper will explore Steam's competitive and development strategies, focusing on its ability to offer customers a wide range of features and services, its pricing strategy, and its marketing and promotion strategies (DynamicWeb, 2022). Additionally, this paper will analyze Steam's competitive strategy's advantages and limitations to evaluate its current competitive position. Ultimately, based on the findings, this paper will provide recommendations for ways forward for Steam. The thesis statement of this paper is that although Steam has developed a competitive strategy with several advantages, it also has some limitations that must be addressed for the platform to improve its competitive position.


Main Body
Objective 1: Identifying Steam's Competitive Strategy
Steam's competitive strategy has enabled them to become one of the world's most popular digital distribution platforms (Rizani et al., 2023). Steam has provided users with an enjoyable and convenient experience by offering customers an extensive range of features and services (Jin et al., 2021). The user-friendly interface allows customers to quickly and easily browse through their library of games (Jain et al., 2022). At the same time, cloud saving ensures that their progress is securely stored and can be accessed from any device. The service's social networking features also let players connect with their friends and join communities to get help, share tips and tricks, and engage in discussions. User-created content is also available for customers to access and share, allowing them to express their creativity and share it with the world. Furthermore, the service's marketplace provides developers with a platform to sell their games, giving them an additional source of income. Finally, Steam also offers its users access to community features such as forums, groups, and events, allowing them to stay updated on the latest news, contests, and tournaments.

Steam's pricing strategy offers customers a range of options to suit their needs (Jin & Shin, 2021). The free-to-play model allows customers to access the content of games without paying a subscription fee. This model is great for those who don't want to commit to a regular subscription but still want to be able to access a range of games. The subscription model is great for those who wish access to a more extensive selection of games, as it allows them to pay a monthly fee and access all the games on the platform. Lastly, the purchase-to-play model is perfect for those who know what games they want to play without paying for a subscription (Hamari et al., 2020). This model allows customers to pay a one-time fee for the games they want to play. Steam's pricing strategy will enable customers to take advantage of discounts and special deals (Chung, 2019). They can use pre-order bonuses, game bundles, and special offers. It allows customers to get the games they want at a lower price and encourages them to explore different games. Steam also offers game-specific discounts, which can help customers save money on games they already want to play (Dealessandri, 2020). Additionally, customers can take advantage of sales, which offer deep discounts on a range of games allowing customers to purchase games at a fraction of the cost.

Steam has also developed a range of marketing and promotion strategies to help increase its visibility and customer base (Storbacka & Moser, 2020). It has developed an extensive advertising campaign, which includes TV, radio, and print advertising, as well as online campaigns. It has also partnered with other digital distribution platforms, such as Xbox Live, PlayStation Network, and Nintendo eShop, to expand its customer base. In addition to these marketing strategies, Steam has partnered with other digital distribution platforms to expand its customer base, including partnerships with Ubisoft Connect, EA Origin, and so on.

Through partnerships, Steam can make its products more accessible to a broader range of customers (Zhao et al., 2021). It can also benefit from the promotional opportunities that come with being associated with these platforms. Steam has also invested in offline marketing strategies. It has created TV, radio, and print advertising campaigns and developed promotional partnerships with physical retailers such as GameStop and Best Buy. These strategies help to ensure that Steam is visible to potential customers, both online and offline. Additionally, these partnerships with physical retailers give customers more options for purchasing Steam products.
[bookmark: _Hlk129029237]Objective 2: Critically Evaluating Steam's Competitive Strategy
Steam's competitive strategy has several advantages, making it an attractive option for customers (Hsiao & Su, 2021). One of the most significant advantages is its wide range of features and services. Steam provides customers access to titles from major and independent publishers and exclusive downloadable content. This vast selection of titles makes Steam an attractive option for customers, as they can find diverse titles for their gaming needs. In addition to offering a wide array of titles, Steam provides various services, such as an online community, customer support, and achievements. This range of features helps attract and retain customers, as they can access different content and services through one platform. Another advantage of Steam's competitive strategy is its competitive pricing. 

Steam's pricing plans are comparable to other digital distribution platforms, making it an attractive option for customers (Thorhauge, 2022). Steam also offers discounts and sales, incentivizing customers to buy titles on its platform. This competitive pricing structure has enabled Steam to increase its customer base, as customers can purchase titles at affordable prices. Finally, Steam's marketing and promotion strategies have increased its visibility and customer base (Mejias et al., 2021). Through social media campaigns, advertising, and developer partnerships, Steam has reached a wider audience (Whateley, 2021). Additionally, Steam has utilized influencers and content creators to promote their titles, which has allowed them to get a more extensive customer base. This effective marketing and promotion strategy has allowed Steam to increase its customer base and visibility, further solidifying its place as one of the top digital distribution platforms in the gaming industry.

Steam's competitive strategy also has limitations (Simons et al., 2020). One of the most significant is that Steam does not feature exclusive content. (Aguilera & Ortiz-Revilla, 2021) Unlike other digital distribution platforms such as Xbox Live, PlayStation Network, and Nintendo eShop, Steam does not have exclusive content that can incentivize customers to purchase games from those other providers. As a result, customers may be more likely to buy games from other digital distribution platforms if they are cheaper or offer exclusive content. It can give customers more options and make it harder for Steam to compete. 

Another limitation of Steam's competitive strategy is its customer base. Steam's lack of presence in the console market can significantly affect its competitive strategy (Statt, 2019). While the platform does offer a wide selection of games, its limited features put it at a disadvantage compared to other digital distribution platforms. Without the ability to offer virtual and augmented reality, Steam cannot provide the same level of immersive experience that other platforms can, nor can it take full advantage of the larger market of console gamers (Kwon, 2018). Customers may be more likely to purchase games from other platforms that offer these features, which can be a significant disadvantage for Steam.

Steam's lack of presence in the console market means its customer base is restricted to PC gamers (Xiao et al., 2022). It limits the potential customer base for Steam as it cannot leverage the larger market of console gamers. As a result, Steam is missing out on a larger pool of customers, which could potentially be a significant source of revenue. Finally, Steam's limited presence in the console market also affects its ability to offer exclusive content (Thorhauge, 2022). Many gaming companies have exclusive content agreements with specific platforms, granting them access to additional content unavailable on other platforms. By not having a presence in the console market, Steam cannot take advantage of these exclusive content agreements, meaning that customers may be more likely to purchase games from other platforms with more exclusive content (Zendle et al., 2020). It can be a significant disadvantage for Steam regarding its competitive strategy.


[bookmark: _Hlk129029467]Objective 3: Recommending Ways Forward for Steam
To improve its competitive position, Steam should focus on expanding its customer base and increasing its presence in the console market (Calvert et al., 2019). To do this, Steam should leverage its unique capabilities and resources to develop exclusive content for its platform. It would make the platform more attractive to customers, providing them with content unavailable on other platforms. Additionally, Steam should invest in marketing and promotional campaigns to create further awareness of its platform and exclusive content. It would enable Steam to reach more customers and increase its presence in the console market.

Furthermore, Steam should also focus on developing partnerships with console manufacturers, such as Microsoft, Sony, and Nintendo (Kelly et al., 2020). It would enable Steam to provide its customers with exclusive content on the console market. The partnership could also allow Steam to increase its visibility on the console market, as it could advertise its platform and exclusive content on the consoles (Keogh, 2018). As a result, Steam would be able to reach a more extensive customer base and expand its presence in the console market. 
Steam should also focus on providing its customers with a high-quality customer service experience (Calvert et al., 2019). It would involve providing timely and accurate responses to customer inquiries and helpful and timely advice when needed. Steam should also focus on creating a user-friendly interface, enabling customers to navigate the platform and quickly access the content they want. By providing customers with a high-quality customer service experience, Steam could increase customer satisfaction and loyalty. Steam should also focus on providing its customers with various payment options. It would enable customers to purchase content easily on the platform, increasing its customer base. Steam should also offer discounts and promotions to encourage customers to buy a range on its platform. It would enable Steam to expand its customer base and create a more competitive position in the console market.

Steam should also strive to improve its customer service by being more responsive and attentive to customer needs (Metz et al., 2020). By having a customer service team who is both knowledgeable and courteous, Steam will be able to provide customers with a better overall experience. This improved customer service could potentially lead to increased customer retention and satisfaction. In addition to improving customer service, Steam should develop new features and services to differentiate itself from its competitors. Customers should be offered various options, including exclusive deals, subscription services, and content. Steam can attract them by providing them with multiple services and features. 

Steam should also focus on providing customers with an easy and intuitive user interface (Jesionkowska et al., 2020). Customers should be able to easily navigate the website and access the features and services (Dwivedi et al., 2021). Steam should also ensure that the website is secure, and that customers' personal information is protected from malicious intent. Finally, Steam should also focus on developing an effective customer support system. Customers should be able to reach customer service representatives quickly and easily. The customer service team should be knowledgeable and helpful and able to resolve customer issues promptly. By providing customers with a reliable and effective customer support system, Steam can ensure customer satisfaction and improved customer retention.


Conclusion
Steam has several advantages that make it an attractive platform for gamers, such as its expansive range of features and services and competitive pricing plans. However, there are some critical areas in which Steam is limited. The platform has no exclusive content, and its presence in the console market is small. To improve its competitive position, Steam must take actions in several areas. First, the platform should focus on expanding its customer base by offering attractive deals, developing new features and services, and improving customer service. Steam should also consider partnering with console manufacturers to increase its presence in the console market and create exclusive content for its platform. It would make a unique selling point for Steam, as gamers could now access content unavailable elsewhere.

Steam should also consider developing relationships with content creators to offer additional exclusive content on its platform. Finally, Steam should consider offering other incentives to gamers to encourage them to stay with the platform. It could include offering exclusive in-game items, discounts on purchases, or exclusive access to beta versions of upcoming games. By providing gamers with additional value, Steam could increase its customer base and improve its competitive position in the market. 
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Appendices
Questionnaire 
The following questionnaire was designed to evaluate Steam's competitive and development strategies. The questionnaire was distributed to a sample of Steam users, and the responses were used to inform this paper. 
1. How satisfied are you with the range of features and services Steam offers?
2. How satisfied are you with the pricing plans offered by Steam?
3. How satisfied are you with Steam's marketing and promotion strategies?
4. How likely are you to recommend Steam to a friend?
5. What features and services would you like to see Steam add in the future?
6. How could Steam improve its customer service?
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