CONCEPT

Stamps.com was the first software-based service approved for commercial distribution in August 1999.  Within one month the company already had 100,000 pre-registered users.

· Free software, register online, pay a monthly fee and print postage

· Print First Class, Priority and Express mail

· Software prints postage from printers on all std mail pieces and labels for USPS & UPS

2 Pricing Plans

· Business plan – started @ $3.99 to $19.99 per month unlimited
· Personal Service Plan - $1.99 to $25 per month

First time mover

Needed to achieve critical mass to become the standard.

Facing a lawsuit claim for infringing on Pitney Bowes’ technological patents

OPPORTUNITY

Target Market:  45 mm Small Office/Home Office (SOHO) market.

44.7 mm SOHOs in US in 1998 and expected to grow to 57.7 mm by 2002.

· Half of SOHOs are currently online

· First class, priority & express mail market are expected to grow from $38.9 bb to $46.2 bb by 2002.

60 mm businesses in SOHO market.

Competition:

· Traditional Postage

· Hardware solutions -  E-Stamp Corp

· Offline Brands 

· Neopost - # 2 supplier mailroom equipment, formed Simply Postage

· Pitney Bowes – targeting SOHO mkt

RESOURCES AND CAPABILITIES

Financial:
· Raised $60mm through IPO

· Valuable, but not rare nor imperfectly imitable

· Pitney Bowes already has $4.2 bb in revenue

Physical:

· Good physical resource like its competitors
· Neither rare nor valuable

· Plays no role in providing a SCA

Human:

· Top Mgmt is valuable and has a strong experience in postage/tech sector.
· CEO & Chrmn
· Former Postmaster Gen on BD
· Valuable, however it can be imitated by other competitors
Technological:

· Superior to its competitors as its product design is based on software

· Customers download free software over the web, register as users, and print postage

· Tech provides convenience and flexibility that other hardware products do not

· Tech is compatible with common PC and Internet applications

· Added Features: Address matching system, calculator.

· Pitney Bowes has same technology, so it is imitated.

Reputational:

· First mover advantage

· Top of the mind awareness

· Already registered 100,000 members

· Still needs a critical mass to become the standard

Organizational:

· Not much mentioned

· Does not provide a SCA

INDUSTRY

Supplier:

· Main supplier is USPS

· USPS quite liberal in granting approvals

Buyers:

· End consumers are 45 mm SOHO mkt
· May be switching costs to shift from software-based to hardware-based products

· Big partnership firms, IBM, Microsoft, AOL may command their terms to small digital postage firms in the future.

· May have to give up something to partner with these firms

Barriers:

· Low – minimal costs and difficulties to set up website.

· USPS is quite liberal in granting approvals

· Highly competitive environment may emerge

Substitutes:

· Traditional Postage

· Offline brands

· May not be easy to change behavior of consumers who have used traditional post office stamps

Rivalry:

· Intense for those who enter the mkt

· If digital postage concept does not gain popularity industry may get saturated and price-cutting may occur

· All products provide same benefit and viewed as commodity products leading to intense rivalry

Other

Future

· May be large enough for traditional and digital postage

· Stamps.com’s software is superior to hardware product

· Pitney Bowe’s has same product and they have deep pockets

· Stamps.com concept can be easily imitated and there are very low barriers to entry

· Stamps.com will need to capitalize on first mover advantage and becoming the industry standard
