Satellite radio

1. What is the value proposition of XM to different customer segments? Who should be the primary target for XM?

2. How does Sirius differentiate itself from XM Radio?

3. Discuss the strengths and weaknesses of both companies.

4. Evaluate the complementors and partners that both companies use in their strategy?

5. What aspects need to be considered in pricing the radio receiver and subscription fee?
6. How should the price of the service change over time? Should you price high initially and then decrease it over time? Should you price low initially and then increase it over time?

7. What aspects need to be considered in allowing advertising to run on XM’s service? How does the fact that the firm could also earn money on advertising affect the optimal subscription price?

8. What should be the marketing plan for launching XM (communication strategy, channel design, pricing and incentives).

9. Who do you think is likely to be the winner in the long run? Why?

Charles Schwab

1. What is the value provided by Charles Schwab to traditional investors?
2. What is the value provided by Charles Schwab to newer online investors?

3. What are the strengths and weaknesses of Charles Schwab’s business model in recent times?

4. How does Schwab make money? What are the different sources of revenue for their company? What are other sources of revenue for online brokers 

5. What should Schwab do to improve their overall revenues and market share? 

6. How does Schwab segment its customers i.e. the investors?  Do you have any other ideas about how Schwab should segment their customers? 

7. Should Schwab lower their commissions for each trade in response to competitors who are charging as low as $5 per trade? 

8. Who are their complementors in technology and other services? What is Schwab’s relative strength compared to these complementors? 

9. How strong is Schwab financially?  What do the analysts predict about its future? 

