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Appropriateness of the Media


The World Wide Web is necessary for the growth of the Sony picture Company because of the number of customers who are found in the virtual platform. It is the basis for every virtual transaction and communication due to the billions of visitors it receives. Therefore, the Sony Picture Company may acquire the needed audience to stabilize its business. Social media is also growing in terms of its popularity and number of users. With Sony Picture Company being on the verge of expanding, social media may provide it with more than enough customers for the promotion of its products. The wireless network is the new way of communication. Wireless networks and expansion make it possible for people to access internet making it easy for companies to reach the virtual and physical markets with much ease. Voicemail is not appropriate for the business because it only focuses on recorded voice messages which are left behind by either the company’s management or customers depending on the situation involved. Customers may fail to listen to the messages and delete them without knowing its content. 


Email is great for communication (Lam, Shankar, Erramilli, & Murthy, 2004). The management may communicate about the different products and services it offers privately to the customers. Texting also plays the same role as emails. As much as fax machine has a high interactive status, they fail to appeal to the changing trend of the market. It also takes a lot of time getting a message from one recipient to another, making it inappropriate for business surrounding the Sony Picture Company. Digital video recorders are important because they store stories that are uploaded on the internet to promote specific products. The interactive voice response may also set a communication bar between Sony Picture Company and its customers. It enables transactions to be easy and for the two stakeholders to acquire proper sharing of information from each other. The print media lacks the capacity and capabilities to deal with the changing nature of the market. Therefore, it is not suitable for the company because it may not be able to keep up with its new products and services. 

Mass Customization for Products


The Sony Picture Company may invest in making the website have a unique functionality as compared to its existing one. The website should have customer portals where the customers may purchase both products and services to meet their personal needs and interests. The portals should have features that enable the customers to customize their colors, type of cookies to receive, personalize the communication tab, and changing their structures for the site to enable a more interactive platform. 

Additional products and Services


The company needs to diversify its pool of products and services to build a huge clientele base. It needs to not only bring out movies, series, and advertisement. It should also focus on videos that talk about the daily life in the society. The company needs to create a platform through which customers may interact with the management to bring in new ideas for the products they produce for the market. The products may increase customers’ numbers through strengthened customer loyalty status. It may also increase huge profits for the company. 

Relationship with Customers in the Market

  
The first approach may be improving the quality of the products and services offered by the company. In any given market, customers like an organization for its products and services and that is the key factor that facilitates a high level of competition in the market. The second approach may look at engaging customers in the operations of an organization. When the customers know that they are the central stakeholders in any development of an organization, they tend to stick to the organization through its challenging and successful situations (Mithas, Krishnan, & Fornell, 2005). The third may focus on a good promotional package that may campaign for the products in the market. Good promotion creates availability status for an organization.
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