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‘BONUS FEATURES’ – BUSINESS PROPOSAL 

‘Bonus Features’ (BF) is an exciting new opportunity designed for film addicts to engage with 

their favourite media content in a far more engrossing mode. As hard-core DVD and Blu-Ray 

collectors ourselves, we understand the physical baggage that an extensive collection can 

bring. At ‘Bonus Features’, we aim to mobilise and digitise users’ collections, allowing access 

to exclusive behind-the-scenes content never-seen-before online through our streaming/subscription service. 

With DVD and Blu-Ray sales in persisting 

decline in the United States due to the 

unprecedented growth of the streaming 

market (The Digital Entertainment 

Group, 2017), consumers are missing out 

on extras content previously exclusive to 

the DVD platform. This clear gap in the 

market demonstrates potent 

opportunity for bringing this content to 

existing audiences on a new, digitally 

mobile platform.  

The function of our service is simple. We offer access to exclusive 

content associated with popular, classic and even upcoming films and 

television shows, including behind-the-scenes documentaries, deleted 

scenes, bloopers and trailers. Under the umbrella of globalised media, 

mutually exclusive licencing deals with major media conglomerates 

including Walt Disney, TimeWarner, Comcast and Viacom (O'Reilly, 

2016), function similarly to preceding streaming services such as Netflix 

(Netflix, 2017). We emphasise that all of these conglomerate and their 

subsidiary companies each have extensive back-catalogues of under-

utilised intellectual property with low engagement from audiences due 

to inaccessibility on DVDs. On BF, users will be granted easy access to 

this content online, rather than said content being lost through the 

declining medium of DVD. Users will also be able to access avenues to 

view media on secondary platforms and services, with ‘Bonus Features’ 

also functioning as a streaming directory. With an emphasis on 

intractability within our product and associated media, users are 

encouraged to share and participate with our online archive, with the 

ability to share bookmarked moments to their social media, further 

personalising their user experiences on BF.  

In order to introduce and distribute our service targeting our 

demographic, we intend to provide users with one month free of 

charge as an introduction to the service. Promotional material which 

includes offer codes will be circulated through the sale of DVDs and 

Blu-Rays, targeting our demographic directly. This strategic approach 

can help to narrow the market of DVD customers and those who no 

longer purchase due to the availability and ease of streaming content.  
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Our said targeted demographic include current DVD and Blu-Ray customers, cinephiles (UK Film Council, 2007) 

as well as those studying or teaching within film studies. More specifically, our service is designed for audience 

members who tend to, or wish to engage more deeply with media content. Similarly, streaming service 

FilmStruck was created in 2016 as a collaboration between DVD curator companies Criterion Collection and 

Turner Picture Classics (Winfrey, 2016). Similar to FilmStruck’s streaming service, BF does not aim for a 100 

million user subscriber-base, rather a more targeted, niche audience who are willing to pay for an 

accompanying streaming service (Hale, 2016). Moreover, this target demographic of cinephiles are known to 

spend an average of US$80 per month on films through a combination of DVD sales and streaming 

subscriptions (Snider, 2016). BF doesn’t wish to replace the sale and collection of DVDs, rather engage with 

those who prefer streaming platforms, with an aim to understand the changing needs of cinephiles. 

Furthermore, akin to FilmStruck, ‘Bonus Features’ is designed as an addictive viewing experience through 

expansion and intractability with social media, contributing to the maintenance of a lengthy user subscription 

(Winfrey, 2016). 

The current market has been flooded with film and varied media streaming products following the rise and 

globalised popularity of Netflix (Ball, 2015). Bearing in mind that BF will be introduced at least initially to the 

U.S. market, major streaming services such as Netflix, Hulu and Amazon Prime are not considered competitors 

due to the wide reach of their collective demographics (McAlone, 2017). Moreover, our users will likely 

continue to subscribe to these major streaming services in conjunction to our accompanying, more affordable 

model. Instead, we will be considering aforementioned FilmStruck as a competitor due to its similarity in both 

product and demographic. FilmStruck’s aim as a business was to bring the experience of classic and indie film 

to a streaming platform, with only a handful films per month available to stream. At an extra cost, FilmStruck 

users are granted access to exclusive behind-the-scenes content such as interviews and documentary shorts 

(Werff, 2016). Their main strengths as a business model include their current ownership of the market, as well 

as the uniqueness of their product through the emphasis on niche/indie content (Winfrey, 2016). FilmStruck’s 

weakness, however, lies with their high price point at US$10.99 monthly (a combined fee which includes the 

addition of Criterion’s behind-the-scenes content) (Snider, 2016). 

Our price-point of US$4.99 per month reflects the notion that members of our demographic and target 

audience are likely to subscribe to our service in conjunction to other conventional streaming services. As 

mentioned earlier, our initial, short-term aim is to commence our distribution strategy in the United States of 

America, circulating marketing material through DVD sales, online through social media and advertising in film 

magazines such as Empire and FilmInk. This will build a sizeable audience with opportunity for growth through 

the continued sharing of offer codes through social media akin to Uber’s broadly cast marketing strategy (Roy 

Morgan Research, 2016). Our mid-term goal is to reach an annual revenue of $100K, allowing us greater 

autonomy to distribute licenced content. Our long-term goal is to be known as the go-to database for bonus 

content, with opportunity to be acquired by a mainstream streaming service provider. Additionally, we aim to 

partner with universities, emphasising BF’s capacity to aid film education with student and/or institutional 

access provision. Through this, BF will gradually expand to the global market, with buzz created from our U.S. 

market. 

We plan to persist in generating revenue through our proposed monthly subscription model, with options to 

upgrade according to users per account and higher-definition content. We do not wish to use ad revenue on 

our site, remaining ad free for every user. Like Netflix, our business will be utilising the economies of scale 

model, with an emphasis on obtaining long-tail economic gain through long-term subscribers at low price 

points (Bylund, 2016). Additionally, there may be a need to increase user fees in order to compensate for fees 

such as the development and maintenance of our licenced content, interface/technology, research, marketing 

and administration (Study, 2017).  
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At ‘Bonus Features’, we hope to engross our cinephile users in our extensive, personalised archive of behind-

the-scenes media content, giving them access to underseen footage which has never before been digitised on 

a mobile platform. This globalised experience has the capacity to bring the media community closer together, 

as well as bringing users so much more than just movies. 
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