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Red Ocean Sirategie vs.
Blue Ocean -Sirategie

RED OCEAN STRATEGY BLUE OCEAN STRATEGY

Compete in existing market space Create uncontested market space

Beat the competition Make the competition irrelevant

Exploit existing demand Create and capture new demand

Make the value-cost trade-off Break the value-cost trade-off

Align the whole system of a firm's activities Align the whole system of a firm's activities in

with its strategic choice of differentiation pursuit of differentiation and low cost

or low cost
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transfcoOrmation

Siralegie-Leinwand

«.* Blue Ocean Strategy Canvas

Comparison of major gaming consoles platforms 2023.
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Vier-Akiionen-Framework

Which factors should be
raised well above the
industry's standard?

ELIMINATE " CREATE

NEW VALUE
Which factors that the E> CURVE <:| Which factors should be
industry has long competed created that the industry
on should be eliminated? G has never offered?

REDUCE

Which factors should be
reduced well below the
industry's standard?
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Sechs-Pfade-Analyse

Industry

Strategic
Group

Buyer Group

Scope of
Product or
Service

Offering

Functional-
emotional

Orientation

Time

Head-to-Head
Competition

Focuses on rivals within its

industy

Focuses on competitive position

within strategic group

Focuses on better serving the

buyer group

Focuses on maximizing the value
of product and service offerings

within the bounds of its industry

Focuses on improving the price

performance within the

functional-emotional orientation

of its industry

Focuses on adapting to external

trends as they occur
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Blue Ocean Creation

Looks across alternative

industries

Looks across strategic groups

within industry

Redefines the industry buyer
group

Looks across to complementary

product and service offerings

Rethinks the functional-
emotional orientation of its

industry

Participates in shaping external

trends over time




Buyer Ulility Map

The Six Stages of Buyer Experience Cycle

Productivity .

Simplicity

Convenience ‘

Risk

Reduction

Fun & Image .

Environmental

The six utility levers

Friendliness

@ cCurrent Industry Focus @ Biue Ocean Offering
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Erkundung nicht-kundenorientierter Markte

The Three Tiers of Noncustomers of the Traditional CRM Software Industry

1% Tier, “Soon-to-be” 2" Tier, “Refusing”
noncustomers: noncustomers:

Dissatisfied customers --

39 Tier, “Unexplored”
noncustomers:

large companies and some The majority of Small businesses and
medium-sized companies - llEEnEee )t S entrepreneurs

“The Three Tiers of Noncustomers” © Chan Kim and Renée Mauborgne, Blue Ocean Shift: Beyond
Competing — Proven Steps to Inspire Confidence and Seize New Growth

Bild: blueoceanstrategy.com — Alle Rechte vorbehalten.
https://www.blueoceanstrategy.com/blog/blue-ocean-noncustomer-analysis/



Mehr zur Sirategieentwicklung:
warum Fokus in der Strafegie so essenziell 1St

weshalb Ziele und Resuliaie nichl dasselbe sind

weshalb manchmal auch schon eine siraleaischen Ausleacordnuna hilft
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