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Blue Ocean
Strategy

Go where the profits and growth are - and where the competition isn’t

OCEAN
STRATEGY

W Chan Ko Remdse Mauboogne

W. Chan Kim


http://www.blueoceanstrategy.com/downloads/jacket.pdf
http://www.blueoceanstrategy.com/downloads/jacket.pdf







Red Ocean?
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Four Actions to create a Blue
Ocean Raise

‘What Tactore
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Environments

é} cu o
Individuals
and Teams

Opportunities

*

sig) B

Mode of
Organizing
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MARKETING
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Functional Elements of Business

g Marketing o Sales o Customer Service
« Market Research -Sales Automationand Customer Inquiry
L ~~ Management -

- «Product Development = J Customer product

support

 Customer Profiling
» Market Assessment |

» Market & Customer
Segmentation

« Customer Information
Management

T« Opportunity Window

o - « Product, Price, and » Trouble Analysis &
Fﬂgﬁé‘éérhgﬁf yele Contract Negotiation Resolution

* Product Pricing and « Sales Alignment and * Billing
Profitability Incentives

Customer Relationship Management Solutions

« Data Warehouse Management and Decision Support
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Market size ,I5L o;lasim

Share analysis ;L s

Industry landscape cww gloiygom
analysis
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Entrepreneurship Iy b s
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