
Background

Networking is defined as “a supportive system of sharing information and services among individuals and 

groups having a common interest.”  

Two of the dominant theories to be used in this investigation will be Stakeholder Theory and Game Theory. 

Introduction

For thousands of years people have been flocking to the theater.  As Irving Berlin 

once wrote, “There’s no business like show business!”  Although audiences love to 

see different productions performed at their local theaters, many forget a crucial 

factor behind these shows: the theaters themselves.  Shows come and go, but the 

theater itself is what keeps those shows coming.  Theaters are businesses and 

operate similarly to other organizations in many ways. 

There are many types of theaters.  Some are small while others are large.  Some 

completely create their own shows while others only bring in touring productions.  

Despite these differences they all have commonalities. Theaters are in essence 

sales companies trying to accommodate many types of consumers.

One of the biggest problems that theaters face is how to cover the cost of 

resources. This can include many things from actors to set pieces.  The question is 

whether networking among theaters in this area can help alleviate these stresses 

and lead to a more prosperous theater culture.  

This study will investigate attitudes and practices regarding networking among 

theaters in the California Central Valley Area in order to see how they compare to 

general business theories in an effort to offer theaters better ways to operate and be 

more successful.  

Methods

Interviews will be conducted with various Arts Administration personnel 

throughout the California Central Valley.  Administrators from various types of 

theaters (i.e. high school, college, community based, etc.) will be interviewed to 

ensure that different types of theater operations are accounted for.  Possible 

participants will invited to contribute to this study via e-mail, phone calls, or in 

person.  Questions will focus on the general practices of the business, with a main 

focus on stakeholders and networking.

Expectations

It is anticipated that the different theater companies will network at various 
levels.  Some will network more than others due to bringing in touring shows.  
Given the results from the studies done on firms of endearment it seems that 
theaters that network more will be more profitable, while those that do not will 
be less fruitful.  

The conclusions deduced from preliminary conversations with people involved in 
theater lead to a presumption that theater companies in the Central Valley do not 
extensively network.  Although the local theaters remain functional it is 
hypothesized that they can be more successful if they employ the theories and 
practices suggested here.

The examples and theories listed lay a foundation for the proposal to be 
investigated.  The supposition is that theater companies who follow stakeholder 
theory and network with other theaters will lead to an equilibrium in which all 
theaters prosper, allowing the local theater community to thrive.  

s

Stakeholder Theory
• Focuses on making sure everyone gains.  No 

stakeholder profits at the expense of another.

• Ethics are a major component.  “Doing the right 

thing.”

• Businesses who implement this theory have shown 

greater profitability, happier customers and 

employees, and more.

Extensive studies have been conducted in the corporate sector to find the most ethical companies using 

stakeholder theory.  Those companies who proved the most virtuous were named “Firms of Endearment.”  

This list included companies like Amazon, Costco, Google, Harley-Davidson, New Balance, Starbucks, and 

more.  These firms are recognized as ethical, profitable, and reliable companies to be associated with.  The 

major focus that is similar among them all is that they put people before profit.

There have been examples of theaters that are following similar concepts.  Two of these theaters are the 

Hattiloo Theatre in Memphis, Tennessee and the ACT Theatre in Seattle, Washington.  

Game Theory

• Developed in the early 1900’s

• Applied to many fields including Business, 

Economics, Biology, etc.

• Mathematical Concept of outcomes between 

multiple “players.”

Nash Equilibrium

• Concept in Game Theory in which the best 

outcome possible for all players is recognized.
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Hattiloo Theater
• “Friendraising” is the main focus.
• Term coined by Ekundayo Bandele, Founder and CEO.
• Offers partnerships with large companies and gives 

benefits to those employees who donate to Hattilloo.
• Those employees then bring more supporters for the 

theater.

ACT Theatre
• Focuses on providing aid to smaller shows who 

need help starting up.
• Assists in budgeting, producing, etc.
• Only take 30% of ticket profits, leaving the rest 

for the people in the show itself.
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