
UPHEAVAL IN THE
MEDIA INDUSTRY

OKOver The Top (OTT) 
is squeezing out 

Cable TV

2.9
households quit cable in 
the first 9 months of 2017

Streaming services are peeling customers 
away from cable TV providers by the millions 

OLD LANES NO LONGER APPLY

Cable TV subscribers
(millions of US households)

OLD APPROACHES NEED TO BE REFORMULATED

OTT consumers
millions of US households
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Large media companies like AT&T, 
Disney and Discovery now o�er 
content through their own 
direct-to-consumer platforms.

To manage rights in  a 
context of increasingly 
fragmented exploitation 
models.

• Consolidate contract information

• Standardize capture of deal terms

• Balance flexibility & consistency

• Integrate rights management 
 and scheduling systems

RIGHTS MANAGEMENT IS 
MORE CRITICAL THAN EVER 

CONSEQUENCES OF ADDING IT WRONG

HOW TO GET IT RIGHT

Solutions must be equipped with 
the functionalities necessary to 
manage and enforce rights in 
non-linear as well as linear 
exploitation models

NEW TECHNOLOGY PLAYS 
A STARRING ROLE

Rights owners still need to impose and 
enforce access restrictions in order to 
maximize the value of their content and 
maintain the integrity of their brands.

Major distribution platforms 
like Netflix, Facebook and 
Amazon are making 
significant investments in 
long-form media production.

Reduced brand value

BRAND

content value is diluted 
due to overexposure 

Loss of revenue
due to missed 

sales opportunities

Scheduling conflicts 
or omissions 

loss of revenue due to 
overlapping bookings and gaps in 

exploitation windows

Increased audits 
licensors may demand 

more frequent audits as a 
result of inaccurate 

management

Penalty payments 
contracts may contain 

clauses to enforce 
penalties when in 

breach

Reduced brand respect 
if you show something you’re not 
entitled to show, subsequent deal 

negotiations may be negatively 
impacted

STRATEGY CONTENTS

PAYMENTS

How Vistex Adds Value
The exponential number of transactions fueled by increased demand for content in the 
direct-to-consumer economy requires media and entertainment companies to better manage 
licensing agreements. Major studios, broadcasters, operators and distributors trust Vistex 
software to streamline the entire contract to consumption workflow from content management, 
execution and compliance, rights ownership and exploitation, to royalty calculations and 
partner reporting. Content producers and distributors gain unparalleled access to rights usage, 
improve accuracy and leverage real-time visibility into profitability.
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About Vistex®
Vistex solutions help businesses take control of their mission-critical processes. With a multitude of programs covering pricing, 
trade, royalties and incentives, it can be complicated to see where all the money is flowing, let alone how much di�erence it 
makes to the topline and the bottomline. With Vistex, business stakeholders can see the numbers, see what really works, and 
see what to do next – so they can make sure every dollar spent or earned is really driving growth, and not just additional costs. 
The world’s leading enterprises across a spectrum of industries rely on Vistex every day to propel their businesses.


