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DraftKings is a one of the leading digital sports betting and gaming
companies that has been dominating the industry throughout the last 14
years. The app launched back in 2012 under three founders, Jason Robins,
Matt Kalish and Paul Liberman. Throughout its operations, DraftKings has
been a comprehensive technology platform that helps differentiate itself
against key competitors including FanDuel and BetMGM. The integrated
platform has advanced data processing capabilities as well as artificial
intelligence elements that serve to be key elements that serve to help
gain a stronger competitive advantage. The online sports betting market
has consolidated into an effective duopoly between DraftKings and
FanDuel. Currently, DraftKings holds the #2 position. Because these two
companies have been dominating the industry for quite some time, they
have effectively established a strong parity with each other in terms of
product offering, therefore they are far ahead of the competition. 

The platform has evolved from its daily fantasy sports into an integrated
sports betting driver. Currently, the online sportsbook platform operates
across 28 states as well as in Washington D.C. and Ontario, Canada. Their
iGaming platform (online casino) operates in five states and Ontario under
the DraftKings brand. Finally, the company’s original daily fantasy sports
remain active. The company generates revenue by taking a percentage of
the bets that are placed as well as offering gaming services through their
user-friendly platform. 

Despite its strong market position, DraftKings operates in an extremely
competitive market defined by high customer acquisition costs, heavy
regulatory insights and intense competition from other companies. As the
legalization of sports betting due to the Murphy v. NCAA decision
continues, DraftKing’s long term success will be heavily dependent on the
ability to differentiate, increase customer retention, and leverage its
platform to generate a strong competitive advantage.

COMPANY 
OVERVIEW
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 In order to execute its competitive strategy, DraftKings focuses on heavy investment in technology, partnerships
and marketing. DraftKing’s marketing tactics combine out of home advertising, paid media through national TV buys
and Programmatic Digital displays, as well as influencer led content through multi-year partnerships. In Q4 of 2025,
the company reported a 43% increased in revenue growth showing strong execution of its strategic growth
strategy. 

AFI Framework

 In the formulation stage, DraftKings focuses on a differentiation strategy that will make their platform the “go-to
platform” for online sportsbetting. Especially because DraftKings operates in a competitive market, their
differentiation strategy focuses on user experience, better technology and platform integration. After DraftKings
acquired SBTech ( which is a global technology company that provides the engine for sportsbetting), the company
moved toward bringing their technology in-house. By relying on a third party engine for technology, DraftKings is
able to develop specialized algorithms or math codes for live betting. By building these themselves, they are able to
develop a unique advantage that no outside company could simply sell them. Prior to the merger in 2020, DraftKings
was buying their technology from third-party providers including Kambi and Simplebet. These companies provided
the platform, managed the odds and controlled the risk management. But using the same engine as their competitors
made it difficult for DraftKings to gain a competitive advantage, therefore turning to SBTech, allowed them to have
full visibility into the software and enabled control over developers to build different features into their platform.
DraftKings also emphasizes geographic expansion to increase user engagement. 

 DraftKings evaluates both the internal and external environment to execute its competitive strategy. In terms of an
external environment, the U.S. Sportsbetting industry has grown extremely fast with nearly $600 billion in bets at
legal sportsbook platforms since 2018. Sportsbetting is now legal in 38 states and will continue to grow as further
legalization takes place. Developments in new markets could have a positive or negative impact on the company,
therefore it is important to gain a competitive advantage to dominate these markets. The market is heavily
concentrated, with DraftKings holding roughly 32% of the market as compared to FanDuels 34%. These percentage
shares represent a strong duopoly between both DraftKings and FanDuel, making barriers to enter quite difficult.
DraftKings was most recently reported to have a total revenue of $6.055 billion since December 31,2025. This total
revenue represents a 26.99% increase year over year. As of 2024, DraftKings Reported 4.8 million MUPs ( monthly
unique paying customers). 
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 PESTEL Analysis

The chart above depicts the mission, vision and values of DraftKings and their commitment to
deliver a platform that helps users play responsibly. 

The mission, vision and values framework is used to help define the strategic direction of
DraftKings. The company's Vision focuses on becoming a strong leader in the digital sports
betting and entertainment industry through delivering a trusted and customer-focused
interactive platform. Their goal is to expand beyond just their betting platform, but also to
continue to dominate in the market. The firm’s mission centers on delivering a safe, fun
experience through innovating technology. DraftKing’s user base averages around 4.8 million
users, which is why the company prioritizes the customers, accessibility and personalization.
Their goal is to retain customers by focusing on user experience. Finally, the overarching values
of the firm is to emphasize responsible gaming and customer trust. Promoting ethical gambling
practices is essential when it comes to sustaining long-term growth. 

Overall, the PESTEL analysis below highlights how DraftKings operates in a highly complex
environment, where the external forces deeply affect the strategic decisions that the company
makes. With the legalization of sports betting in more than 38 states in the U.S., the industry has
grown significantly, with over $100 billion in annual wagers. With the legalization comes
significant challenges, due to varying state regulations, taxation, and compliance requirements.
Economic Pressures also play a significant role, as high customer acquisition costs make
profitability difficult despite the recent positive earnings. Sociocultural trends show an
increased demand in live and microbetting, continuing to increase engagement. Technology
remains one of DraftKing’s strongest competitive advantages. Their continued investment in AI
and data analytics has proved beneficial and helps create more personalization on the app.
DraftKings ’ long-term success is highly dependent on its ability to take its already successful
technology and transform it to increase customer engagement while navigating regulations in
the industry. 5



The VRIO framework describes how DraftKings possesses the resources necessary to achieve a
continued/sustained competitive advantage. The strongest point of DraftKing’s resources falls under
technology and brand recognition. According to data, DraftKings already holds 32% of the market share
in the sportsbook industry, making it part of a duopoly structure. This strong brand presence in the
industry is valuable, making it difficult to replicate. A main contributor as to why it has been effective is
through its marketing and platform strategy.

DraftKings has consistently invested in it’s technology infrastructure, especially with its acquisition of
SBTech, which enables for better personalized betting experiences. There is a reflection in the benefits
of these investments, as the average revenue per user reached $139. These technologies make
imitation from competitors difficult, contributing to a sustained competitive advantage.

Only a temporary advantage comes from heavy spending on marketing and promotions. Competitors
can easily replicate marketing campaigns, which makes it difficult to sustain an advantage. Both
DraftKings and FanDuel have large user bases, strategic partnerships are key. Overall, the VRIO
framework shows DraftKing’s core competitor advantage centers around its technology platform and
brand strength.
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 DraftKings operates in the differentiation quadrant, with some of its major competitors
including FanDuel and BetMGM. These firms compete by offering superior user
experience, advanced technology, and strong brand positioning rather than competing
on price. DraftKings currently holds 32% market share and 4.8 million active
users,making it an established premium platform within the industry.

Some of their competitors offer cost-base strategies with more simplified platforms and
promotions, but DraftKings is focused on creating value through engagement,
partnerships and strong technology integration. This is key to DraftKings’ strategic
position as a differentiation leader in the digital sports betting industry.

There are some costs that are associated with this differentiation strategy, as they spend
tons of money on promotions and customer acquisitions. This in turn reduces short-term
profitability. Besides these costs, the strategy is very effective in building customer
loyalty and engagement. DraftKings competes with FanDuel and BetMGM by creating
better perceived value, while also reducing costs and positioning itself as a premium
platform. 
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The business model of DraftKings can be analyzed through the “why, who, what, and how”
framework, which explains how the company creates and captures value.

DraftKing’s why is centered around revenue generation with its sportsbook margins and
iGaming operations. Annual revenue totals around $6 billion annually and holds rates
averaging around 11%, showing value capture from user betting activity. 

DraftKing’s target market consists of young, tech-forward sports fans, especially millennials
and Gen Z. The app generates roughly 4.8 million monthly active users, which the company
benefits from as it is a highly engaged customer base. 
.
The “what” represents the value proposition offered to betters. DraftKings is more than just a
betting platform, as it also delivers an entertainment experience that includes live betting,
fantasy sports and iGaming. Live and micro-betting has been growing steadily, which has
increased engagement levels and increased revenue per user to $130 annually.

Finally, the “how” explains how DraftKings delivers value to betters.The use of data analytics
and artificial intelligence has allowed for real -time betting and a more personalized
experience. Additionally the use of strategic partnerships with the major sports leagues has
increased visibility. With heavy investing in marketing and promotions, DraftKings has been
able to expand its user base while maintaining its competitive position. 
 
Overall, DraftKing’s business model is focused on increasing user engagement with its
technology and using that engagement to convert into revenue. Their goal is to maintain and
position itself as a leader in the digital sports betting industry. 8



Before DraftKing’s acquired SBTech, they relied on the market for minimizing search and
information costs. Kambi, who was a third party vendor and leading global sports betting
provider at the time. They first partnered in 2018, where they accepted the first legal
online sports wager. Kambi provided DraftKings with the backend sportsbook technology
that enabled customers to engage in the highly competitive market. Using this third party
vendor created high transaction costs and opportunism risks. Additionally, key
competitors of DraftKings also used the same vendor, therefore DraftKings suffered from
product differentiation.

Due to the lack of differentiation, DraftKings brought the technology backing the brand in-
house with the acquisition of SBTech. This eliminated the revenue-share leak and created
a solution for inherent outsourcing. Internalizing the technology allowed for easier
integration between daily fantasy and sports book. Because third party providers take a
percentage of the revenue, DraftKings now keeps that margin/. Additionally, in house
technology enables differentiation for proprietary features such as unique live-betting
that competitors cannot copy.

Overall, by bringing the technology in-house instead of outsourcing from the market,
DraftKings was able to transform its software into a proprietary strategic asset. In the
Early startup phase, outsourcing can be beneficial during the early start-up phase,
however it creates a block in the road when it comes to innovation and profitability.
Internalizing technology transformed DraftKing's software into a proprietary strategic
asset.
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DraftKing’s alliance management capability is known to play an important role in
their competitive advantage. Because the sportsbetting industry is highly
regulated, strategic partnerships are essential for growth and market entry.
DraftKings has carefully selected alliance partners that provide strategic value.
Some of these partners include ESPN, professional sports leagues, casinos and
others, which have helped with market entry. These alliances provide legitimacy
to the brand, enabling access to new users.

In the second stage, DraftKings design agreements to ensure that both
companies benefit through combining revenue, advertising and technology
collaboration. Strong management is important because poorly designed
partnerships could lead to inefficiency, low profits and disagreements.

Finally, in the post formation stage, DraftKings must manage these partnerships
through promotions, performance measurement and integration. The ability to
maintain strong alliances and relationships are key for lowering acquisition costs
and expanding into new markets.

Overall, these strategic partnerships and DraftKing’s alliance management
capability allows for new market entry and faster growth that is more effective
than relying on internal resources.
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DraftKings can use international expansion to lead its long-term growth strategy.
Although the firm has been in a leading position in the United States and Canada,
there is still significant opportunity in other international markets. According to
statistics, the online gambling market is expected to grow from $78.7 billion to
$153.6 billion in 2030.

Europe already has a large online gambling market, accounting for 41% of the
global market share. Because of this, Europe is an attractive region for
DraftKings to enter. Brazil has emerged as another major growth market.
Consumers in Brazil have been wagering up to $5.1 billion per month, showing
significant demand for sports betting platforms.

International growth tends to have major risks. In terms of DraftKings, they would
face liability of foreignness, which is competing in unfamiliar markets against
already established brands such as Bet 365. Regulation uncertainty is also likely,
especially since Brazil recently increased enforcement.

Overall, international expansion is a great opportunity for DraftKings to access
new users, markets and diversified revenue. If executed through partnerships,
acquisitions, and localized strategies, expansion into select international markets
could become one of DraftKings’ most important long-term competitive
advantages.
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The shared value creation framework outlines how companies create economic success
while also addressing the impact on societal progress. DraftKings operates in a fast-
growing, sensitive industry where long-term profitability is highly dependent on
financial performance, public trust and regulatory compliance. To ensure long-term
profitability, DraftKings creates value in both profitability and ethics at the same time.

From an economic value perspective, DraftKings has been growing steadily in recent
years. Back in 2024, DraftKings generated roughly $4.77 billion in revenue and 4.8
million monthly unique players. These stats reflect the company’s ability to increase
market share and monetization while creating returns for shareholders.

From a social value perspective, DraftKings operates in a risky industry, therefore they
must operate responsibly. The company has been investing in responsible gaming
initiatives for years. Some of these initiatives include time limits, self exclusion
programs, ager verification systems and educational resources. Their goal is to
promote safer play. Recently, in 2025, they appointed their first Chief Responsible
Gaming Officer, with the intention of focusing on consumer protection and ethical
operations.

The combination of these two objectives creates shared value. By promoting
responsible gaming, DraftKings is reducing legal and regulatory risk. A
trusted/regulated platform is more likely to attract users and retain customers while
building long-term relationships. This shows how DraftKing’s commitment to social
responsibility is effective in reinforcing their competitive advantage.
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The Four I’s framework is used to explain how firms are able to create a competitive advantage over time and
what is needed to sustain that advantage. This model is highly relevant for DraftKings as they have successfully
progressed through each stage of the framework, transforming from just a fantasy sports startup to one of the
leading digital gaming and sportsbook platforms in North America.

The idea stage recognizes DraftKings as it began in 2012 as a modernized fantasy sports platform. The company
introduced daily fantasy sports contests that were faster, more interactive and changed sportsbetting as it
steered away from long-term commitments. This concept closed a gap in the market as it created a
differentiated customer experience. The company’s early entry into the market positioned it to rapidly build
brand awareness and a national user base.

In the second stage, invention, DraftKings built a contesting platform. They heavily invested in mobile
infrastructure, contest mechanics, and payment systems while prioritizing user experience. During this phase,
DraftKings built a well known digital brand, with a strong technological backbone that allowed for easy expansion
into different markets. DraftKings invested in its technology early on, which created the capabilities for future
growth.

In the third stage, innovation, DraftKings began to transform into an iconic, leading sports betting company.
After the 2018 legalization of sports betting in the U.S., DraftKings took its existing customer base and platform
and introduced them to online sports book and iGaming markets. Then in 2020 with the acquisition of SBTech,
technology was brought in-house, which improved pricing, live betting systems and product development. This
acquisition was helpful in generating $4.77 Billion in 2024 revenue indicating a 30% increased. Additionally, in the
fourth quarter of 2024, MUPs grew to 4.8 million which was a 36% increase.

In the final stage, Imitation: DraftKings has attracted rivals including FanDuel, BetMGM and Caesars sportsbook.
These platforms have copied many features that were once differentiating factors for DraftKings, As imitation
and more competitors increase in the industry, the competitive advantages become shorter-lived. Therefore it
is important that DraftKings continues to invest in new capabilities to maintain a competitive advantage.

Ultimately this model represents DraftKing’s overall success from identifying new opportunities and
commercializing them quicker than their competitors. Future Success is dependent on the ability of DraftKings
to innovate faster than their rivals can imitate. In competitive industries such as the digital gaming industry,
sustaining a competitive advantage is difficult, it must be continuously recreated.

13



DraftKings should pursue a growth and expansion strategy through turning their already popular
sports book platform into a full sports entertainment platform by launching DraftKings 360.
DraftKings 360 would unify all digital sports entertainment, expanding the company beyond its
traditional sports betting platform. Instead of positioning itself only as a sports book, the
platform would become a central destination where fans can watch sports games, bet, play
fantasy sports, access iGaming and digital lottery and use responsible gaming tools. Fans would
be able to see stats of teams and players through AI-powered software.

The goal behind this strategy is to solve the long-term challenge: the sports book industry is
continuously growing with more and more competitors entering the industry and imitating the
platforms. This is a major concern as the product is becoming easier for competitors to imitate.
Most of DraftKing’s competitors offer similar features such as mobile apps, sam-game parlays,
and live betting. If DraftKings were to only rely on its sports book, the company would lose its
positioning as a duopoly in the industry. Creating a full sports entertainment platform would
create a broader ecosystem that competitors cannot easily copy.

The opportunity for growth here is significant. In 2024 the commercial sports betting industry
generated $13.78 billion dollars in revenue showing significant growth in legalized sports
wagering. DraftKings generated $6.05 billion in revenue in 2025, indicating a 27% increase from
2024. They reached their first full year net profit of $3.7 million with an adjusted EBITDA of $620
million.In Q4 of 2025, DraftKings reported 1.99 billion dollars in revenue, which showed a 43%
increase from Q4 of 2024. These statistics show that DraftKings has reached a stability point
where strong growth and improving profits can be reinvested to support long-term expansion
and competitive advantage.

Strategic Proposal: DraftKings 360
Reposition DraftKings As the Ultimate Sports Entertainement Platform
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Sportsbook: Continue to strengthen Sportsbook as DraftKing’s core betting product with
continued focus on live betting, same-game parlays, micro-betting and more in-game
experiences. 

Interactive Sports Media: Use the strategic partnerships outlined above, with a specific focus on
ESPN to integrate odds, betting content, fantasy insights and more experiences into sports
media consumption. In December of 2025, ESPN announced that DraftKings would serve as its
exclusive official sportsbook and odds provider, integrating DraftKings across all ESPN’s
products. 

Fantasy Sports: Use the original daily fantasy sports foundation as a low-risk opportunity for
entry-level betters, this will enable low-risk entry for fans who may not become immediate
sportsbook customers. 

iGaming: Increasing the online casino offerings in legal states would be extremely beneficial as it
will increase engagement and strengthen relationships with lifetime betters. 

Digital Lottery: Taking the Jackpocket acquisition and positioning it to reach casual players who
may not identify as sport-betters. DraftKings gained access to the U.S. digital lottery vertical
through its acquisition of Jackpocket after a $750 million dollar deal. 

AI Personalization: AI- integration to provide recommendations that personalizes content,
promotions, fantasy insights and safe gaming tools. Personalization will increase customer
engagement. 

Responsible Gaming Dashboard: Make responsible gaming a key part of the product experience
giving risk alerts, deposit limits, and cool down reminders. 

Core Strategy
DraftKings 350 would combine the following seven business areas into

an integrated sports entertainment platform: 
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DraftKings 360 perfectly aligns with the firm’s core strengths. The VRIO analysis above displays
that Draftking’s strongest points are its brand recognition and technology platform. These two
resources are extremely valuable because they increase customer engagement and acquisition.
Very few companies have comparable strengths, making these rare and essential. It can be
difficult for companies to imitate brand trust, technology and data capabilities, because they
take years to build and rework. DraftKings is organized to capture its value through its
partnerships, app, marketing and product development.

DraftKings 360 builds more upon the make-versus buy strategy. With the acquisition of SBTech,
DraftKings moved their key sportsbook technology in-house, giving the company better control
over its algorithms and risk management. This is key because technology ownership enables
DraftKings to develop proprietary experiences that are unique, instead of relying on vendors
that also serve as technology providers to competitors. In the sports betting market, imitation is
constant, therefore owning the technology helps DraftKings differentiate effectively.

DraftKings 360 is also key to the company’s business strategy. Because DraftKings is not a cost
leader, it competes through differentiation. Their goal is to build a better user experience, strong
brand and partnerships through better product innovation. DraftKings 360 strengthens this
position making the user experience more valuable. Instead of competing through promotions
and free bets, the 360 platform would compete through personalization, content and
entertainment.

Implementation Roadmap

Phase 1: Foundation/ Platform Integration (0-6 Months) 
Goal: Create internal infrastructure needed for DraftKings 360. 
Integrating sports book, fantasy and Pick6 experiences into ESPN’s media platforms. Begin the
AI data integration across user platforms. Launch introductory version of Responsible Gaming
Dashboard. 

Phase 2: Public Launch (6-18 Months) 
Goal: Launch DraftKing’s 360 to public and increase growth. 
Officially launch DraftKings 360 app, introducing ESPN live odds integration, AI personalization
recommendations, and launch loyalty rewards program. Focus on improving retention rates and
increase average revenue per user. 

Phase 3: Sports Entertainment Inclusion (18-36 Months) 
Goal: Launch Live sports mode during games. 
DraftKings would create interactive sports media experience with focus on live games, real-time
insights and fantasy overlays liked to ESPN. The goal is to allow fans to watch games through the
app and experience the sports, not only just place bets. 

Phase 4: Long term Growth (36+ Months) 
Goal: Make the DraftKings 360 platform global through international expansion. 
Focus on acquiring sports data, media and gaming companies, integrate Smart TV. Evaluate
international expansion and selective acquisitions. 

Why This Strategy Fits DraftKings: 
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Strategic Benefits: 
The first benefit that the 360 app will bring is stronger differentiation. Sportsbook has already
been copied, therefore making a more cohesive sports entertainment platform will be difficult to
imitate. DraftKings 360 will make the brand more than just a betting app, through connecting
sports content, tv, fantasy, gaming and lottery in one platform. The second benefit that the 360
app will bring is higher engagement rates and retention. The current user base is calculated at
roughly 4.8 million monthly unique players. The goal behind the 360 app would be to increase the
number of reasons that users would want to return to the app, even if they are not placing a bet.
Making the app have more daily touchpoints such as fantasy, content and lottery will increase
engagement. The third benefit is an expanded customer group. Most people are hesitant to get
into sports betting because not every sports fan wants to be a daily bettor. By making a more
well-rounded app, new users may enter through ESPN content, free - to- play games and
fantasy. Finally, another benefit of the 360 app would be better regulatory trust. Responsible
gaming is key to DraftKing’s success. If they can become an industry leader in consumer
protection, it will reduce reputation risks and build better relations with potential betters and
regulators. 

Risks and Controls:
In terms of risks during execution, it will be risky to coordinate across all platforms of sports book,
fantasy, iGaming, media partnerships and AI. In order to ensure that this complex combination
runs smoothly, there would need to be a dedicated DraftKings 360 team that focuses on product
integration, customer experience and partnership performance.  A second risk is regulation
requirements. It may be a bad look and could raise concerns that the expansion is appearing to
encourage excessive betting. But DraftKings will easily be able to combat this with the
responsible gaming protections properly embedded directly into user dashboards.  Finally, a third
risk is overextension. DraftKings must take this slow, as expanding into entertainment categories
too quickly may damage their betting products. They should remain a focus on sports fans and
their current digital entertainment products. 17



DraftKings should measure this strategy using both financial and nonfinancial metrics:
Revenue growth
Monthly Unique Payers
Average revenue per Monthly Unique Payer
Customer retention rate
Responsible gaming dashboard usage
ESPN referral conversion
Customer lifetime value

 

Success Metrics

Overall, DraftKings should launch DraftKings 360 as a related platform in their sports hub
expansion strategy. The company would be able to define itself as a sports technology,
gaming and entertainment company instead of just gambling. The app takes everything that
DraftKings already is excelling in including brand, technology and data partnerships and
addresses threats of imitation and competitive parity. 

The future winner in this industry will not simply be the company with the biggest sportsbook.
It will be the company that owns the fan relationship before, during, and after the game.
DraftKings 360 positions DraftKings to become that company.

Final Recommendation:
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	DraftKing’s alliance management capability is known to play an important role in their competitive advantage. Because the sportsbetting industry is highly regulated, strategic partnerships are essential for growth and market entry. DraftKings has carefully selected alliance partners that provide strategic value. Some of these partners include ESPN, professional sports leagues, casinos and others, which have helped with market entry. These alliances provide legitimacy to the brand, enabling access to new users.
	In the second stage, DraftKings design agreements to ensure that both companies benefit through combining revenue, advertising and technology collaboration. Strong management is important because poorly designed partnerships could lead to inefficiency, low profits and disagreements.
	Finally, in the post formation stage, DraftKings must manage these partnerships through promotions, performance measurement and integration. The ability to maintain strong alliances and relationships are key for lowering acquisition costs and expanding into new markets.
	Overall, these strategic partnerships and DraftKing’s alliance management capability allows for new market entry and faster growth that is more effective than relying on internal resources.
	DraftKings can use international expansion to lead its long-term growth strategy. Although the firm has been in a leading position in the United States and Canada, there is still significant opportunity in other international markets. According to statistics, the online gambling market is expected to grow from $78.7 billion to $153.6 billion in 2030.
	Europe already has a large online gambling market, accounting for 41% of the global market share. Because of this, Europe is an attractive region for DraftKings to enter. Brazil has emerged as another major growth market. Consumers in Brazil have been wagering up to $5.1 billion per month, showing significant demand for sports betting platforms.
	International growth tends to have major risks. In terms of DraftKings, they would face liability of foreignness, which is competing in unfamiliar markets against already established brands such as Bet 365. Regulation uncertainty is also likely, especially since Brazil recently increased enforcement.
	Overall, international expansion is a great opportunity for DraftKings to access new users, markets and diversified revenue. If executed through partnerships, acquisitions, and localized strategies, expansion into select international markets could become one of DraftKings’ most important long-term competitive advantages.
	The shared value creation framework outlines how companies create economic success while also addressing the impact on societal progress. DraftKings operates in a fast-growing, sensitive industry where long-term profitability is highly dependent on financial performance, public trust and regulatory compliance. To ensure long-term profitability, DraftKings creates value in both profitability and ethics at the same time.
	From an economic value perspective, DraftKings has been growing steadily in recent years. Back in 2024, DraftKings generated roughly $4.77 billion in revenue and 4.8 million monthly unique players. These stats reflect the company’s ability to increase market share and monetization while creating returns for shareholders.
	From a social value perspective, DraftKings operates in a risky industry, therefore they must operate responsibly. The company has been investing in responsible gaming initiatives for years. Some of these initiatives include time limits, self exclusion programs, ager verification systems and educational resources. Their goal is to promote safer play. Recently, in 2025, they appointed their first Chief Responsible Gaming Officer, with the intention of focusing on consumer protection and ethical operations.
	The combination of these two objectives creates shared value. By promoting responsible gaming, DraftKings is reducing legal and regulatory risk. A trusted/regulated platform is more likely to attract users and retain customers while building long-term relationships. This shows how DraftKing’s commitment to social responsibility is effective in reinforcing their competitive advantage.
	The Four I’s framework is used to explain how firms are able to create a competitive advantage over time and what is needed to sustain that advantage. This model is highly relevant for DraftKings as they have successfully progressed through each stage of the framework, transforming from just a fantasy sports startup to one of the leading digital gaming and sportsbook platforms in North America.
	The idea stage recognizes DraftKings as it began in 2012 as a modernized fantasy sports platform. The company introduced daily fantasy sports contests that were faster, more interactive and changed sportsbetting as it steered away from long-term commitments. This concept closed a gap in the market as it created a differentiated customer experience. The company’s early entry into the market positioned it to rapidly build brand awareness and a national user base.
	In the second stage, invention, DraftKings built a contesting platform. They heavily invested in mobile infrastructure, contest mechanics, and payment systems while prioritizing user experience. During this phase, DraftKings built a well known digital brand, with a strong technological backbone that allowed for easy expansion into different markets. DraftKings invested in its technology early on, which created the capabilities for future growth.
	In the third stage, innovation, DraftKings began to transform into an iconic, leading sports betting company. After the 2018 legalization of sports betting in the U.S., DraftKings took its existing customer base and platform and introduced them to online sports book and iGaming markets. Then in 2020 with the acquisition of SBTech, technology was brought in-house, which improved pricing, live betting systems and product development. This acquisition was helpful in generating $4.77 Billion in 2024 revenue indicating a 30% increased. Additionally, in the fourth quarter of 2024, MUPs grew to 4.8 million which was a 36% increase.
	In the final stage, Imitation: DraftKings has attracted rivals including FanDuel, BetMGM and Caesars sportsbook. These platforms have copied many features that were once differentiating factors for DraftKings, As imitation and more competitors increase in the industry, the competitive advantages become shorter-lived. Therefore it is important that DraftKings continues to invest in new capabilities to maintain a competitive advantage.
	Ultimately this model represents DraftKing’s overall success from identifying new opportunities and commercializing them quicker than their competitors. Future Success is dependent on the ability of DraftKings to innovate faster than their rivals can imitate. In competitive industries such as the digital gaming industry, sustaining a competitive advantage is difficult, it must be continuously recreated.
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	DraftKings 350 would combine the following seven business areas into an integrated sports entertainment platform:

	Why This Strategy Fits DraftKings:
	Implementation Roadmap
	Strategic Benefits:
	Risks and Controls:
	Works Cited DraftKings | Daily Fantasy Sports and Sportsbook, https://www.draftkings.com/. Accessed 1 May 2026. American Gaming Association: Home, https://www.americangaming.org/. Accessed 1 May 2026. Beare, Nick. “Arkansas Sports Betting: AR Sportsbooks & Legal Updates.” LegalSportsReport, https://www.legalsportsreport.com/sports-betting-states/arkansas/. Accessed 1 May 2026. Brewer, Reuben Gregg. “DraftKings Is Expanding Beyond Traditional Sports Betting. Does Its Foray into Prediction Markets Make the Stock a Buy in 2026?” Yahoo Finance, 3 March 2026, https://finance.yahoo.com/news/draftkings-expanding-beyond-traditional-sports-103500647.html. Accessed 1 May 2026. “DraftKings 2025 Earnings Show Live Betting Took Over.” Gaming America. “DraftKings Closes Business Combination and Will Begin Trading on the Nasdaq Stock Exchange.” DraftKings. “DraftKings, FanDuel become NBA's co-official sports betting partners.” NBA, 4 November 2021, https://www.nba.com/news/draftkings-fanduel-become-nbas-co-official-sports-betting-partners. Accessed 1 May 2026. “DraftKings Investor Relations.” DraftKings. “DraftKings SEC 10K Report 2024.” SEC. “DraftKings vs. FanDuel Market Share and Availability Source: https://rg.org/guides/comparison/fanduel-vs-draftkings-availability.” Market Stats. “The gambling industry has a reputation problem. Here's how DraftKings' responsible gaming chief is approaching it.” Business Insider. “Kambi Group plc and DraftKings Inc. Reach Agreement on DraftKings’ Migration Phase.” Kambi.com. Manzo, John R. “ESPN and DraftKings Enter Multi-Year Agreement.” ESPN Press Room, 6 November 2025, https://espnpressroom.com/us/press-releases/2025/11/espn-and-draftkings-enter-multi-year-agreement/. Accessed 1 May 2026. “Operator Profile: DraftKings Inc.” Gaming Eminence. “U.S. Sports Betting Market Data.” Statista.

