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Introduction

The best business practice is to simplify everything and stick with the basic strategy. Observing what is going on and learning how to adapt to new universal strategies is exactly how Redbox became successful. The company set the direction, defines the objectives, and develops strategies for reaching them. The costs of attracting new customers are exponentially higher than in keeping existing customers, so it's important for Redbox to earn loyalty and new customers through their low-cost provider strategy.
Strategies

The chief elements of Redbox’s strategy are: charging a low price for movie rental, making it effortless, convenient, low operating cost, rapid expansion into high-traffic shopping locations, valuable partnerships, and building stronger brand recognition. Being able to locate a kiosk in a high traffic area with retains chains, and accompany with a simple rental process and a highly attractive price has made it a very successful strategy for Redbox. Of the Five Generic Strategies, Redbox is utilizing the low-cost provider strategy. The company is certainly appealing to the price-sensitive buyers by renting movies for $1 per day. The low-cost advantage has enabled the company to achieve quicker rates of growth by using price to draw customers away from rivals. This method has significantly help with boosting the company’s profitability. Redbox is trying to achieve a competitive advantage of being a convenient, and low-cost to success in the DVD rental market with their strategic partnerships.
SWOT Analysis

The strengths include: offering a low-cost compared to competitors, vast location, the ability to reserve movie online, user-friendly kiosks, no membership fees, their affiliation with Coinstar, opened 24/7, and the flexibility in the return process by returning DVDs to any Redbox location. The weaknesses are: limited selections and machine capabilities, the high cost of partnerships and license agreements with movie studios, no online streaming capability, and not being able to obtain or stock an adequate amount of new releases in a timely manner. The payment method of only credit or debit cards could also be a weakness for the company. The opportunities are endless for the company, but here are a few examples: shifting to digital movies, allow renting of video games, expanding to overseas market, increase market share due to rental stores closing down, and increasing the number of kiosk for more customer exposure. The external threats to Redbox’s future include Blockbuster aggressively trying to take back the market share, online movie streaming such as Netflix and Hulu, losing licensing agreements with movie companies, and the decrease in salvage value of DVDs leading to higher costs. Based on the SWOT analysis, Redbox is definitely a leader in the industry. They are definitely paying attention and working on their weaknesses. The company has a plethora of room to expand nationally and internationally.
Worry list


From the results of the industry analysis and the assessments of the company’s own competitiveness, there are certainly challenges for the company. The biggest and most costly expense incurs is through licensing agreement with movie studios. Redbox needs to find a better way to set up partnerships with these studios to keep their current low price. There is the chance of over-expanding in the U.S. market creating underperforming kiosks. Expanding into the international market with similar taste in movies would be good way to spread out and keep the present rate of growth. Video on demand and services like Netflix and Hulu are the growing trend of the movie viewing segment. Although Redbox is extremely simple and well-located, they should offer similar services because it is easier to just click a button and stream the movie right at home. Whether to expand the company’s product line into video games and carry more classic movies is another issue the Redbox must consider. 
Recommendations 


There were so many variables to look at and consider but Redbox current acquisition strategy of DVDs is in dire need of improvement due to the high cost nature. Making an alliance with the distributors to lower costs and having availability online for viewing will help with keeping the costs low. Teaming up with competitors such as Netflix in acquiring these DVDs would definitely be of beneficial to both companies. The initial cost for entering the foreign markets can be rather expensive initially because of the much needed market research and partnership but the growth potential are infinite as well. Continue expanding and making Redbox a household name is very crucial step to maintain that rapid growth and stealing market shares from competitors. 
Conclusion

When it is relatively easy or inexpensive for rivals to imitate the low-cost firm’s methods, then any resulting cost advantage will evaporate. Redbox stepping forward and implementing their strategy of building a strong regional business brand as their platform will have no issue generating revenue in serving the growing demand in the emerging international markets. 

The strategic framework continues to focus on their most important strategies and to pursue them with greater intensity. The combination of the right customer experience with the right priorities has enabled them to deliver substantial revenue growth and rapid expansion.
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