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If IT companies seek to differentiate themselves from the competition, they must turn to consultative selling. Consultative
selling is analyzing the needs and challenges of your customers and selling unique services that enable your customers
to reduce costs, increase profits, and improve overall business performance. The Art of Consultative Selling in IT
provides a practical framework for becoming a successful consultative seller and shows how to use the blue ocean
strategy to identify opportunities in areas where there is no competition. The first section discusses the advantages of
consultative selling and explores the concepts of blue oceans. In blue oceans, demand is created rather than fought over.
Competition is irrelevant because the rules of the game are waiting to be established. The author explains how you can
use consultative selling techniques to create your own blue oceans of unknown market space, where opportunities for
growth are both rapid and profitable. In the second section, the author defines the consultative selling framework (CSF).
This framework is based on proven processes, best practices, and real-time case studies to make consultative selling a
reality. It provides clear guidelines for understanding your customer’s current landscape and challenges, owning its
priorities, and helping it to achieve its short-term and long-term goals. The author explains how to use CSF to generate
innovative ideas and present them to your customer through profit improvement or efficiency improvement proposals.
The book concludes with examples of several innovative business improvement ideas that you can present to your
customers, including Agile project management, master data management (MDM), application portfolio rationalization,
and business process management (BPM). The author discusses the benefits of each methodology and lists the trigger
points to think about when deciding whether the methodology can add value to a particular customer.

Prepare the best strategies in advance This book is a practical and accessible guide to understanding and implementing
the PESTLE analysis, providing you with the essential information and saving time. In 50 minutes you will be able to: ¢
Understand the uses of the PESTLE analysis and how it can be useful for your business ¢ Categorize the
macroeconomic variables of your business into the six different sections of the PESTLE analysis: Political, Economic,
Socio-cultural, Technological, Legal and Environmental. « Analyze your findings and use the information to construct
possible future scenarios and plan the best action to take in advance ABOUT 50MINUTES.COM | Management &
Marketing 50MINUTES.COM provides the tools to quickly understand the main theories and concepts that shape the
economic world of today. Our publications are easy to use and they will save you time. They provide elements of theory

and case studies, making them excellent guides to undgrstslrgd key concepts in just a few minutes. In fact, they are the
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starting point to take action and push your business to the next level.

Inhaltsangabe:Abstract: Using the new theory Blue Ocean Strategy of strategic behaviour the author is designing a
consulting approach for management consulting business of small and medium-sized enterprises (SME) in Germany.
The Blue Ocean Strategy challenges companies to break out of their current market by finding new unknown market
space. The purpose of the dissertation is to describe the current competitor s markets as the status quo the participants
perceive in their usual strategic approach, to identify then the key success factors and methods of the new theory
Creating of Blue Oceans as the alternative and mold the main issues of this approach into a consulting product. The
objectives are: 1. Identification of issues which could be described as key success factors for this new theory. 2. The
strengths and weaknesses of the Blue Ocean Strategy approach. 3. Identifying SMEs as a target customer group and the
value of the Blue Ocean approach for these target customers. 4. A consulting approach for management consulting of
SMEs. The developed consulting concept could be offered to customers within their range of consulting services or be
used as an internal measurement in consulting companies to find new areas for business development. In order to meet
the aims of this dissertation the following structure is chosen: Chapter 1: The chapter 1 introduces the aims and
objectives of this dissertation, its motivation, limitations and structure. Chapter 2: In chapter 2 the general business
strategies for competing on defined market and the sorts of innovations are explained. Chapter 3: In chapter 3 the terms
of red oceans and blue oceans are defined and later explained how they relate to the used business strategies on the
markets. Chapter 4: In chapter 4 the theory of Blue Oceans Strategy will be presented on an abstract level to familiarize
the reader with the key factors and main issues of this approach. Chapter 5: In chapter 5 the common definition of small
and medium-sized enterprises will be presented in a first step to follow up with the illustration of the current situation for
the SMEs in Germany, referring to the results of interviews with market participants or observers and studies of literature.
Chapter 6: In chapter 6 the consulting concept based on value innovation will be designed. To understand in which way
the approach differs from other consulting services, there will be a short introduction into [...]

Understand Michael Porter’s value chain in no time! Find out everything you need to know about this valuable business
tool with this practical and accessible guide. The Harvard Business School professor Michael E. Porter has dedicated
much of his career to studying competitive advantage. One of his best-known concepts is the value chain, which is used
to deliver a product or service to the market and has three key objectives: to improve services, to reduce costs and to
create value. The model can be applied to virtually any business in any sector, making it a vital tool for companies
looking to make the most of their competitive advantage in an increasingly crowded market. In 50 minutes you will be

able to: sIdentify the nine functions that generate value within a business *Analyse your company’s activity to make the
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most of your competitive advantage *Find areas for improvement and take concrete steps to maximise performance
ABOUT 50MINUTES.COM | MANAGEMENT AND MARKETING The Management and Marketing series from the
50Minutes collection provides the tools to quickly understand the main theories and concepts that shape the economic
world of today. Our publications will give you elements of theory, definitions of key terms and case studies in a clear and
easily digestible format, making them the ideal starting point for readers looking to develop their skills and expertise.

In this book you will not find sales scripts or how to overcome objections, there are plenty of other books that cover that.
What you will find, is how to use your platform of Authority Positioning to separate yourself from your competition so that
you become the obvious choice. Authority Selling includes concepts based on cutting-edge research by social
psychologists and infused with marketing psychology principles of: Authority, Social Proof, Scarcity and others taught by
Dr. Robert B. Cialdini in his groundbreaking book: "Influence: The Psychology of Persuasion." To separate yourself from
your competitors you must stand out. This can take on many different forms, but the most effective way is to stand out for
being a credible Influence and Authority in your field. Research conducted by American social psychologist, Stanley
Milgrim discovered "The marketplace will blindly believe the words of an expert." The power of this Milgram's Law is that
you can become THE expert even if you are starting out from scratch, BUT you must know how to leverage this law with
one from George Zipf. Zipf's Law says that "your ideal clients intentionally narrow their choices to those who are on top."
You must understand how to leverage Milgram's Law and Zipf's Law along with your Authority Positioning Portfolio so
that you can create a virtual "blockade" around your business to dramatically reduce your competitors from competing
against you. Your prospects do not know what you know about your industry. Period. So when you can pre-frame your
expertise with educational pieces of content from a radio or podcast interview, media mentions in news stories or the fact
that you are a published author on the exact topic your target audience is in need of solving...you are pre-framed
immensely with Authority Positioning! Based on the NLP concept of Framing, a "Pre-Frame" is a powerful approach that
allows you to strategically and subtlety let your target audience know what is going to happen and how they should think
about it. When this is done in advance of them connecting with you, whether days or minutes, you are positioned as a
credible Authority. Using this approach, you have the unique ability to use this science of setting your prospect's buying
behavior."

Innovate your way to success and push your business to the next level! This book is a practical and accessible guide to
understanding and implementing blue ocean strategy, providing you with the essential information and saving time. In 50
minutes you will be able to:  Distinguish between the two different types of markets: ‘red oceans’ and ‘blue oceans’ »

Use innovation to create your own market, where the opportunities for growth are endless ¢ Attract new customers that
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weren’t accessible until now ABOUT 50MINUTES.COM| Management & Marketing 5S0MINUTES.COM provides the tools
to quickly understand the main theories and concepts that shape the economic world of today. Our publications are easy
to use and they will save you time. They provide both elements of theory and case studies, making them excellent guides
to understand key concepts in just a few minutes. In fact, they are the starting point to take action and push your
business to the next level.

Johnson focuses not so much on the development of new technologies and products as on the implementation of new
business models. A successful business model depends on four aspects--a customer value proposition (CVR), a profit
formula, and the key resources and processes that need to be in place in order to deliver value to the custstomer.
Building on this simple model, Johnson explores, using a number of case studies, how companies can move into
transforming existing markets, creating new markets, and emerging in a strong posisition from times of industry upheaval.
What fuels long-term business success? Not operational excellence, technology breakthroughs, or new business models,
but management innovation?new ways of mobilizing talent, allocating resources, and formulating strategies. Through
history, management innovation has enabled companies to cross new performance thresholds and build enduring
advantages. In The Future of Management, Gary Hamel argues that organizations need management innovation now
more than ever. Why? The management paradigm of the last century?centered on control and efficiency?no longer
suffices in a world where adaptability and creativity drive business success. To thrive in the future, companies must
reinvent management. Hamel explains how to turn your company into a serial management innovator, revealing: The
make-or-break challenges that will determine competitive success in an age of relentless, head-snapping change. The
toxic effects of traditional management beliefs. The unconventional management practices generating breakthrough
results in ?modern management pioneers.” The radical principles that will need to become part of every company's
?management DNA.” The steps your company can take now to build your ?management advantage.” Practical and
profound, The Future of Management features examples from Google, W.L. Gore, Whole Foods, IBM, Samsung, Best
Buy, and other blue-ribbon management innovators.

A consultant to some of America's leading corporations shares key insights and ideas on how to supercharge one's
business and career, explaining how to create and develop new opportunities for wealth in any business, enterprise, or
venture. Reprint. 50,000 first printing.

Turn your data into a roadmap to success! This book is a practical and accessible guide to understanding and
implementing the Balanced Scorecard, providing you with the essential information and saving time. In 50 minutes you

will be able to: « Evaluate company performance and management efficiency ¢ Focus on all perspectives of the business
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at once » Successfully apply the Balanced Scorecard to your business ABOUT 50MINUTES | Management & Marketing
50MINUTES provides the tools to quickly understand the main theories and concepts that shape the economic world of
today. Our publications are easy to use and they will save you time. They provide both elements of theory and case
studies, making them excellent guides to understand key concepts in just a few minutes. In fact, they are the starting
point to take action and push your business to the next level.

Summary of Blue Ocean Strategy by W. Chan Kim and Renée A. Mauborgne | Includes Analysis Preview: Blue Ocean
Strategy, Expanded Edition: How to Create Uncontested Market Space and Make the Competition Irrelevant is the 2015
update to the classic business strategy text of the same name originally published in 2005. The text offers a practical
handbook to business students and entrepreneurs who wish to rise above the fray of the competition, become pioneers
in previously uncharted market territory, and gain access to impressive growth opportunities and an untapped customer
base. Most businesses make the mistake of focusing on their competitors when developing strategies. A “blue ocean”
business, on the other hand, focuses on how to create new value for customers, the base of which may be people who
are not yet customers of this business’ core industry. The term “blue ocean” is derived from the idea that an area of
unexplored market space is like the clear, blue waters of an undisturbed portion of ocean... PLEASE NOTE: This is key
takeaways and analysis of the book and NOT the original book. Inside this Instaread Summary of Blue Ocean Strategy
by W. Chan Kim and Renée A. Mauborgne | Includes Analysis - Overview of the Book - Important People - Key
Takeaways - Analysis of Key Takeaways About the Author With Instaread, you can get the key takeaways, summary and
analysis of a book in 15 minutes. We read every chapter, identify the key takeaways and analyze them for your
convenience. Visit our website at instaread.co.

Basic Optics: Principles and Concepts addresses in great detail the basic principles of the science of optics, and their
related concepts. The book provides a lucid and coherent presentation of an extensive range of concepts from the field of
optics, which is of central relevance to several broad areas of science, including physics, chemistry, and biology. With its
extensive range of discourse, the book’s content arms scientists and students with knowledge of the essential concepts
of classical and modern optics. It can be used as a reference book and also as a supplementary text by students at
college and university levels and will, at the same time, be of considerable use to researchers and teachers. The book is
composed of nine chapters and includes a great deal of material not covered in many of the more well-known textbooks
on the subject. The science of optics has undergone major changes in the last fifty years because of developments in the
areas of the optics of metamaterials, Fourier optics, statistical optics, quantum optics, and nonlinear optics, all of which

find their place in this book, with a clear presentation of their basic principles. Even the more traditional areas of ray
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optics and wave optics are elaborated within the framework of electromagnetic theory, at a level more fundamental than
what one finds in many of the currently available textbooks. Thus, the eikonal approximation leading to ray optics, the
Lagrangian and Hamiltonian formulations of ray optics, the quantum theoretic interpretation of interference, the vector
and dyadic diffraction theories, the geometrical theory of diffraction, and similar other topics of basic relevance are
presented in clear terms. The presentation is lucid and elegant, capturing the essential magic and charm of physics. All
this taken together makes the book a unique text, of major contemporary relevance, in the field of optics. Avijit Lahiri is a
well-known researcher, teacher, and author, with publications in several areas of physics, and with a broad range of
current interests, including physics and the philosophy of science. Provides extensive and thoroughly exhaustive
coverage of classical and modern optics Offers a lucid presentation in understandable language, rendering the abstract
and difficult concepts of physics in an easy, accessible way Develops all concepts from elementary levels to advanced
stages Includes a sequential description of all needed mathematical tools Relates fundamental concepts to areas of
current research interest

Bachelor Thesis from the year 2017 in the subject Business economics - Business Management, Corporate Governance,
grade: 1,3, University of applied sciences, Nurnberg, language: English, abstract: This bachelor thesis provides a general
overview of the theoretical principles of the Blue Ocean Strategy targeting the assessment of opportunities for stationary
fashion retail companies according to competitive advantages. The intention is the development of a strategic approach
for this industry to disregard direct competition with contenders and e-commerce. However, the problem arises whether
the Blue Ocean Strategy can provide a significant incentive for stationary fashion retailing aiming to avoid increasing
competition. The following questions are, therefore, answered: Does the Blue Ocean Strategy provide opportunities for
the stationary fashion retail group H&M to create competitive advantages by using four appropriate tools? How do
customers perceive the raised and created elements by Arket? Does this concept affect customers' comparison between
the two largest providers and Arket in the fast fashion industry? The analysis was conducted through a case study, a
guantitative questionnaires and theoretical foundations. For this purpose, data sets of more than 2500 participants were
obtained and evaluated. The thesis is, therefore, based on theoretical elaboration and a subsequent empirical research.
Ten years ago, world-renowned professors W. Chan Kim and Renee Mauborgne broke ground by introducing "blue
ocean strategy," a new model for discovering uncontested markets that are ripe for growth. In this bound version of their
bestselling Harvard Business Review classic article, they apply their concepts and tools to what is perhaps the greatest
challenge of leadership: closing the gulf between the potential and the realized talent and energy of employees.

Research indicates that this gulf is vast: According to Gallup, 70% of workers are disengaged from their jobs. If
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companies could find a way to convert them into engaged employees, the results could be transformative. The trouble is,
managers lack a clear understanding of what changes they could make to bring out the best in everyone. In this article,
Kim and Mauborgne offer a solution to that problem: a systematic approach to uncovering, at each level of the
organization, which leadership acts and activities will inspire employees to give their all, and a process for getting
managers throughout the company to start doing them. Blue ocean leadership works because the managers'
"customers"--that is, the people managers oversee and report to--are involved in identifying what's effective and what
isn't. Moreover, the approach doesn't require leaders to alter who they are, just to undertake a different set of tasks. And
that kind of change is much easier to implement and track than changes to values and mind-sets. The Harvard Business
Review Classics series offers you the opportunity to make seminal Harvard Business Review articles a part of your
permanent management library. Each highly readable volume contains a groundbreaking idea that continues to shape
best practices and inspire countless managers around the world--and will have a direct impact on you today and for years
to come.

Blue Ocean ShiftBeyond Competing - Proven Steps to Inspire Confidence and Seize New GrowthHachette Books
Bachelor Thesis from the year 2013 in the subject Business economics - Business Management, Corporate Governance,
grade: 1,3, University of Applied Sciences Essen, language: English, abstract: As there are four big players so called
integrators and many local small and medium sized companies in the German Courier, Express and Parcel (CEP)
market, this thesis shall investigate if it is possible to create blue oceans within the defined market. Furthermore it is
investigated what kind of strategies are needed to sell at increased pricing levels in a matured market environment like
the German CEP industry. It shall provide a summary of established corporate strategies in comparison to the new
strategic management approach of blue ocean strategy. The main objective is to investigate current levels of competition
within the German CEP market via the research of CEP market leaders in each segment to finally develop a blue ocean
strategy concept.

In Blue Ocean Strategy, W. Chan Kim and Renée Mauborgne tackle the central problem facing all businesses: how to perform
better than your competitors? Their solution involves taking a creative approach to the normal view of competition. In the normal
framework, competition is a zero-sum game: if there are two companies competing for the same market, as one does better, the
other has to do worse. The authors’ creative leap is to suggest one can beat the competition by not competing. Companies should
avoid confronting competitors in crowded marketplaces, what they call “red oceans,” and instead seek out new markets, or “blue
oceans.” Once the blue oceans have been identified, companies can get down to the task of creating unique products which
exploit that market. Chan and Mauborgne argue, for example, that a wine company might decide to start appealing to a group
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previously uninterested in wine. This would be a “blue ocean” market, giving the winemaker a huge advantage, which they could
exploit by creating a wine that appealed to the tastes of a beer-drinking demographic. A classic of business writing, Blue Ocean
Strategy is creative thinking and problem solving at its best.

The collection you need to create more blue oceans. W. Chan Kim and Renee Mauborgne changed the field of strategy and the
language of business with their pathbreaking "blue ocean strategy," a model for creating uncontested markets that unlock new
demand and new opportunities for growth. This book brings together three of their classic blue ocean strategy articles, all first
published in Harvard Business Review. "Blue Ocean Strategy" highlights the distinct differences between market-competing (red
ocean) and market-creating (blue ocean) strategy and what it takes to create the new markets of tomorrow. In "Red Ocean Traps,
Kim and Mauborgne reveal the faulty assumptions that keep managers tethered to existing overcrowded markets (red oceans).
"Blue Ocean Leadership" applies the concepts and analytic frameworks of blue ocean strategy to an innovative leadership
approach that releases employees' untapped talent and energy while conserving their most precious resource--time. This
collection is the ideal start, or refresher, for creating more blue oceans.

Boost business performance, prepare for change and implement effective strategies This book is a practical and accessible guide
to understanding and implementing the McKinsey 7S framework, providing you with the essential information and saving time. In
50 minutes you will be able to: « Understand the 7 aspects of this dynamic model « Realize how these aspects are interconnected
and the impact this has on your business ¢ Use the 7S framework to implement new projects and changes into your business
ABOUT 50MINUTES.COM| Management & Marketing 5S0MINUTES.COM provides the tools to quickly understand the main
theories and concepts that shape the economic world of today. Our publications are easy to use and they will save you time. They
provide elements of theory and case studies, making them excellent guides to understand key concepts in just a few minutes. In
fact, they are the starting point to take action and push your business to the next level.

Private banking faces increasing pressure from various sources, resulting in consistently diminishing margins. Continuing to follow
conventional strategies will not solve these problems and therefore calls for different approaches. This is where the blue ocean
strategy (BOS) approach comes into play. Developed by two INSEAD professors, this concept aims at creating an uncontested
market space without competition, where new client groups are served through high-value offerings. In this book, Dr. Marc
Strauss, a former top management consultant and private banking expert, with considerable experience in strategy creation and
implementation, comprehensively applies the BOS approach to the field of private banking. Through his book, Dr. Strauss offers
various benefits to both academics and practitioners by: - Conducting a complete and consistent run-through of the entire BOS
formulation process - Creating a tailored framework to evaluate and build an actionable BOS blueprint - Developing a concrete
BOS for an exemplary private bank, including the formulation of a distinct (operating) business model - Creating a business case
to describe the commercial viability of the new BOS private banking unit and the combined Entity - Providing practitioners with
“food for thought"
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In 2016, $4.6 trillion of merchandise was left in abandoned e-commerce shopping carts. Every year, the U.S. economy loses $3
trillion dollars in productivity due to excess bureaucracy. Red tape and over-complicated licenses have contributed to China’s
GDP exceeding India’s by $82 trillion over the span of just three decades. If you're a business leader, these statistics should give
you nightmares. According to science-based marketing and business expert Roger Dooley, they illustrate the real and growing
threat of “friction,” which he defines as the unnecessary expenditure of time, effort, or money in performing a task. In today's high-
speed, customer-empowered world, the levels of swiftness and efficiency of business transactions will determine ultimate success
or failure. In this groundbreaking guide, Dooley helps you spot the inevitable points of friction in your organization, and he provides
the tools and insight you need to eliminate them. By truly understanding the impact friction can have, you'll be able to establish
positive habits and eliminate negative ones—all with the end result of building a company that’s the envy of your industry. Friction
takes you step-by-step through the process of: sEmpowering frank conversationseGuiding individual and team behaviorseGetting
ahead of friction «Optimizing the customer experience *Building a frictionless corporate culture Combining scientific research with
real-life examples of leaders who have conquered business friction, Dooley teaches you how to identify roadblocks, alter them for
the benefit of both business and customer, and create positive, lasting change. If you're in a leadership position, now is the time to
declare war on friction—before your competitors do. Stamp out ridiculous rules, pointless procedures, and meaningless meetings.
Become a relentless advocate for the customer and for minimizing customer effort. Lubricate every point of friction and make your
company run like a well-oiled machine. Friction provides the know-how you need to lead your company to industry dominance.
The Balanced Scorecard translates a company's vision and strategy into a coherent set of performance measures. The four
perspectives of the scorecard--financial measures, customer knowledge, internal business processes, and learning and
growth--offer a balance between short-term and long-term objectives, between outcomes desired and performance drivers of
those outcomes, and between hard objective measures and softer, more subjective measures. In the first part, Kaplan and Norton
provide the theoretical foundations for the Balanced Scorecard; in the second part, they describe the steps organizations must
take to build their own Scorecards; and, finally, they discuss how the Balanced Scorecard can be used as a driver of change.

Do you believe that spending $15,000 on a media center is vulgar, but that spending $15,000 on a slate shower stall is a sign that
you are at one with the Zenlike rhythms of nature? Do you work for one of those visionary software companies where people come
to work wearing hiking boots and glacier glasses, as if a wall of ice were about to come sliding through the parking lot? If so, you
might be a Bobo. In his bestselling work of "comic sociology," David Brooks coins a new word, Bobo, to describe today's upper
class -- those who have wed the bourgeois world of capitalist enterprise to the hippie values of the bohemian counterculture. Their
hybrid lifestyle is the atmosphere we breathe, and in this witty and serious look at the cultural consequences of the information
age, Brooks has defined a new generation.

Based on eight years of research visiting dozens of startups, tech companies and incumbents, Harvard Business School professor

Thales Teixeira shows how and why consumer industries are disrupted, and what established companies can do about it—while
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highlighting the specific strategies potential startups use to gain a competitive edge. There is a pattern to digital disruption in an
industry, whether the disruptor is Uber, Airbnb, Dollar Shave Club, Pillpack or one of countless other startups that have stolen
large portions of market share from industry leaders, often in a matter of a few years. As Teixeira makes clear, the nature of
competition has fundamentally changed. Using innovative new business models, startups are stealing customers by breaking the
links in how consumers discover, buy and use products and services. By decoupling the customer value chain, these startups,
instead of taking on the Unilevers and Nikes, BMW'’s and Sephoras of the world head on, peel away a piece of the consumer
purchasing process. Birchbox offered women a new way to sample beauty products from a variety of companies from the
convenience of their homes, without having to visit a store. Turo doesn't compete with GM. Instead, it offers people the benefit of
driving without having to own a car themselves. lllustrated with vivid, indepth and exclusive accounts of both startups, and reigning
incumbents like Best Buy and Comcast, as they struggle to respond, Unlocking the Customer Value Chain is an essential guide to
demystifying how digital disruption takes place — and what companies can do to defend themselves.

Seminar paper from the year 2008 in the subject Business economics - Business Management, Corporate Governance,
grade: 1,7, Hamburg University of Applied Sciences, course: Marketing Strategien, language: English, abstract: In a
business context, it is inevitable that one of the main words one would hear is competition. In a way doing business is like
participating in a competition for market share, profits etc. Even one of the basic theories of trade, the one of Ricardo,
speaks about the competitive advantage and its importance. But how to become successful in doing business? Does a
recipe exist which guarantees that a business could thrive and be successful? On the one hand one could argue that
business opportunities arise from the environment, lead by an "invisible hand" and the essentials of doing business are
similar to the one centuries ago and that people do not have substantial influence. On the other hand, others would argue
that the success of a business is predominantly result of the well-prepared planning and in that way is connected more to
the human (merchant's) abilities rather than to the environment itself. Surely, the centuries of business history has shown
that answering the question what makes a business successful does not have a clear answer. It would be very shallow
way of thinking to give a simple answer to this question. Surely, the environment plays an important role for the business
but the other way round, doing business is not a random game. In contrast, only thinking strategically without being in the
appropriate environment and without any resources, it is quite impossible to set up a successful business. Furthermore,
the business environment is not static but instead very dynamic. As the time passes by, businesses change and what
was true about business success centuries or even a decades ago, is not true any more. At the same time, it does not
mean that business now and in the past has nothing in common. On the contrary, nowadays t

Argues against common competitive practices while outlining recommendations based on the creation of untapped
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market spaces with growth potential.

Develop strengths to decrease the weaknesses of your business This book is a practical and accessible guide to
understanding and implementing the SWOT analysis, providing you with the essential information and saving time. In 50
minutes you will be able to: « Determine the strengths, weaknesses, opportunities and threats of your business ¢
Distinguish the factors that affect the internal functioning and external environment of your business « Develop a
coherent strategy ABOUT 50MINUTES.COM | Management & Marketing S0MINUTES.COM provides the tools to quickly
understand the main theories and concepts that shape the economic world of today. Our publications are easy to use
and they will save you time. They provide elements of theory and case studies, making them excellent guides to
understand key concepts in just a few minutes. In fact, they are the starting point to take action and push your business
to the next level.

In the modern globalized business world, entrepreneurial success can be more difficult to achieve. Innovativeness,
effective decision-making, and a drive for success are just a few factors influencing entrepreneurial behavior.
Entrepreneurship and Business Innovation in the Middle East is a comprehensive reference source for the latest
scholarly material on the analysis of entrepreneurial activities in the framework of cultural diversity. Highlighting crucial
perspectives and topics in business contexts, such as job satisfaction, intrapreneurship, and corporate governance, this
book is ideally designed for academics, professionals, practitioners, and students interested in business enterprises in
the Arab culture.

Part |: Process design -- Introduction to design -- Process flowsheet development -- Utilities and energy efficient design --
Process simulation -- Instrumentation and process control -- Materials of construction -- Capital cost estimating --
Estimating revenues and production costs -- Economic evaluation of projects -- Safety and loss prevention -- General site
considerations -- Optimization in design -- Part II: Plant design -- Equipment selection, specification and design -- Design
of pressure vessels -- Design of reactors and mixers -- Separation of fluids -- Separation columns (distillation, absorption
and extraction) -- Specification and design of solids-handling equipment -- Heat transfer equipment -- Transport and
storage of fluids.

The art of thinking strategically This book is a practical and accessible guide to understanding and implementing game
theory, providing you with the essential information and saving time. In 50 minutes you will be able to: « Quickly master
the concept of strategic behavior and interactive decisions ¢ Anticipate the actions of your opponents to react accordingly
and maximize gains ¢ Find the key to cooperating in order to reach collective goals ABOUT 50MINUTES.COM|
Management & Marketing 50MINUTES.COM provides the tools to quickly understand the main theories and concepts
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that shape the economic world of today. Our publications are easy to use and they will save you time. They provide
elements of theory and case studies, making them excellent guides to understand key concepts in just a few minutes. In
fact, they are the starting point to take action and push your business to the next level.

"Find out how to successfully resolve your most emotionally charged conflicts. In this landmark book, world-renowned
Harvard negotiation expert Daniel Shapiro presents a groundbreaking, practical method to reconcile your most
contentious relationships and untangle your toughest conflicts. Before you get into your next conflict, read Negotiating the
Nonnegotiable. It is not just "another book on conflict resolution,” but a crucial step-by-step guide to resolve life's most
emotionally challenging conflicts--whether between spouses, a parent and child, a boss and an employee, or rival
communities or nations. These conflicts can feel nonnegotiable because they threaten your identity and trigger what
Shapiro calls the Tribes Effect, a divisive mind-set that pits you against the other side. Once you fall prey to this mind-set,
even a trivial argument with a family member or colleague can mushroom into an emotional uproar. Shapiro offers a
powerful way out, drawing on his pioneering research and global fieldwork in consulting for everyone from heads of state
to business leaders, embattled marital couples to families in crisis. And he also shares his insights from negotiating with
three of the world's toughest negotiators--his three young sons. This is a must read to improve your professional and
personal relationships"--

Innovate your way to success and push your business to the next level! This book is a practical and accessible guide to
understanding and implementing blue ocean strategy, providing you with the essential information and saving time. In 50
minutes you will be able to: - Distinguish between the two different types of markets: 'red oceans' and 'blue oceans' - Use
innovation to create your own market, where the opportunities for growth are endless - Attract new customers that
weren't accessible until now ABOUT 50MINUTES.COM- Management & Marketing 50MINUTES.COM provides the tools
to quickly understand the main theories and concepts that shape the economic world of today. Our publications are easy
to use and they will save you time. They provide both elements of theory and case studies, making them excellent guides
to understand key concepts in just a few minutes. In fact, they are the starting point to take action and push your
business to the next level.

Seminar paper from the year 2013 in the subject Business economics - Marketing, Corporate Communication, CRM, Market
Research, Social Media, grade: 1,7, University of applied sciences, Cologne, course: International Strategy and Sales
Management, language: English, abstract: This assignment describes the Blue Ocean Strategy as an innovation concept within
the corporate strategic management on the example of IKEA. This is to be done by analysing the framework and the tools of the

Blue Ocean Strategy by considering both basic principles and practical implementation. The Blue Ocean Strategy aspires to turn
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strategic management on its head by putting “value innovation” in front of “competitive advantage” as the basically goal to create
consumer demand and exploit untapped markets. When IKEA entered the market in the late 1950s they focused on the important
factors that buyer value and make them to co-producers by implementing unique do-it-yourself mentality. Therefor IKEA combined
differentiation with a cost leadership and created a blue ocean helping the founder Ingvar Kamprad to become one of the
wealthiest people in the world. As the current business world continues moving towards a faster, more global environment in which
there are more and more competitors trying to grab a piece of the pie, the need to develop blue oceans has never been greater.
The best of W. Chan Kim and Renée Mauborgne’s articles on blue ocean strategy, all in one place. The seminal book Blue Ocean
Strategy has sold over 4 million copies globally and is in print in 46 languages. But much of W. Chan Kim and Renée
Mauborgne’s work on creating new market spaces was originally published in the pages of Harvard Business Review. This book
brings the best of those articles together all in one place. Piece by piece, these articles explain the process of creating “blue
oceans”—uncontested market spaces, untainted by competition. Kim and Mauborgne introduce tools for exploring and exploiting
these markets, such as the Value Curve, the Strategy Canvas, the Price Corridor of the Mass, and the Business Model
Guide—tools that have come to make up the blue ocean strategy framework. This collection also features the authors’ latest
Harvard Business Review article, “Red Ocean Traps.” Whether or not you're familiar with blue ocean strategy, this book will give
you a new perspective on this important framework—and help you implement it in your organization. This volume includes the
articles “Value Innovation: The Strategic Logic of High Growth,” “Fair Process: Managing in the Knowledge Economy,” “Creating
New Maket Space,” “Knowing a Winning Business Idea When You See One,” “Charting Your Company’s Future,” “Tipping

Point Leadership,” “Blue Ocean Strategy,” “How Strategy Shapes Structure,” “Blue Ocean Leadership,” and “Red Ocean Traps:
The Mental Models That Undermine Market-Creating Strategies.”

Bachelor Thesis from the year 2013 in the subject Hotel Industry / Catering, grade: 1,7, International Business School Nurnberg,
course: Hotelmanagement, language: English, abstract: The hospitality industry experiences abundant growth rates, although it is
one of the world’s toughest markets. Therefore, entrepreneurs need to aim for differentiation in order to gain an uncontested
market position. Blue Oceans are more than a natural wonder and a loophole for mass-market participants: It is an efficient
strategy management tool that focuses on finding innovative business concepts and thus the key to success for adaptive
companies. In contrast to saturated Red Oceans, Blue Oceans feature value innovation through an adjusted offering with costs
benefits. Similar to the Darwin’s “Survival of the Fittest”-approach the Blue Ocean Strategy depends on customizing and
enhancing an already existing concept with innovative features. In such highly competitive markets, monopolists — those who are
able to find a market niche — exhibit the best chances for economic success. W Hotels and MotelOne are two well-established
paradigms for innovativeness in the hospitality industry. While W Hotels succeeded in adopting an exclusive lifestyle hotel
destination with a focus on design, fashion and music, MotelOne concentrated on a premium low-cost oriented design-approach.

Together both parties reinvented their segment through implementing trailblazing new concepts combined with the value- adding
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design factor. Moreover, Blue Oceans need to eliminate dispensable options, as W is less formal and more liberal than all its
competitors, whereas MotelOne discarded unprofitable amenities like telephones, minibars or room service. The economic surplus
derives from wider target groups as well as higher profit margins, which is why trendsetting Blue Oceans are classified as a future-
proof and promising corporate path.

The key to portfolio management! This book is a practical and accessible guide to understanding and implementing the BCG
growth-share matrix, providing you with the essential information and saving time. In 50 minutes you will be able to: « Analyze the
activities in your business portfolio and identify the role they play in the business as a whole ¢ Sort these activities into the four
categories of the matrix: stars, question marks, cash cows and dogs ¢ ldentify the future market shares and growth to make sure
you invest in the right activities ABOUT 50MINUTES.COM | Management & Marketing 50MINUTES.COM provides the tools to
quickly understand the main theories and concepts that shape the economic world of today. Our publications are easy to use and
they will save you time. They provide elements of theory and case studies, making them excellent guides to understand key
concepts in just a few minutes. In fact, they are the starting point to take action and push your business to the next level.

NEW YORK TIMES BESTSELLER #1 WALL STREET JOURNAL BESTSELLER USA TODAY BESTSELLER BLUE OCEAN
SHIFT is the essential follow up to Blue Ocean Strategy, the classic and 3.6 million copy global bestseller by world-renowned
professors W. Chan Kim and Renee Mauborgne. Drawing on more than a decade of new work, Kim and Mauborgne show you
how to move beyond competing, inspire your people's confidence, and seize new growth, guiding you step-by-step through how to
take your organization from a red ocean crowded with competition to a blue ocean of uncontested market space. By combining the
insights of human psychology with practical market-creating tools and real-world guidance, Kim and Mauborgne deliver the
definitive guide to shift yourself, your team, or your organization to new heights of confidence, market creation, and growth. They
show why nondisruptive creation is as important as disruption in seizing new growth. BLUE OCEAN SHIFT is packed with all-new
research and examples of how leaders in diverse industries and organizations made the shift and created new markets by
applying the process and tools outlined in the book. Whether you are a cash-strapped startup or a large, established company,
nonprofit or national government, you will learn how to move from red to blue oceans in a way that builds your people's confidence
so that they own and drive the process. With battle-tested lessons learned from successes and failures in the field, BLUE OCEAN
SHIFT is critical reading for leaders, managers, and entrepreneurs alike. You'll learn what works, what doesn't, and how to avoid
the pitfalls along the way. This book will empower you to succeed as you embark on your own blue ocean journey. BLUE OCEAN
SHIFT is indispensable for anyone committed to building a compelling future.

As established markets become less profitable, companies increasingly need to find ways to create and capture new markets.
Despite much investment and commitment, most firms struggle to do this. What, exactly, is getting in their way? The authors of the
best-selling book Blue Ocean Strategy have spent over a decade exploring that question. They have seen that the trouble lies in

managers' mental models--ingrained assumptions and theories about the way the world works. Though these models may work
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perfectly well in mature markets, they undermine executives' attempts to discover uncontested new spaces with ample potential
(blue oceans) and keep companies firmly anchored in existing spaces where competition is bloody (red oceans). This article
describes how to break free of these red ocean traps. To do that, managers need to: (1) Focus on attracting new customers, not
pleasing current customers; (2) Worry less about segmentation and more about what different segments have in common; (3)
Understand that market creation is not synonymous with either technological innovation or creative destruction; and (4) Stop
focusing on premium versus low-cost strategies. The Harvard Business Review Classics series offers you the opportunity to make
seminal Harvard Business Review articles a part of your permanent management library. Each highly readable volume contains a
groundbreaking idea that continues to shape best practices and inspire countless managers around the world--and will have a
direct impact on you today and for years to come.

Summary of Blue Ocean Strategy by W. Chan Kim and RenEe A. Mauborgne Includes Analysis Preview: Blue Ocean Strategy,
Expanded Edition: How to Create Uncontested Market Space and Make the Competition Irrelevant is the 2015 update to the
classic business strategy text of the same name originally published in 2005. The text offers a practical handbook to business
students and entrepreneurs who wish to rise above the fray of the competition, become pioneers in previously uncharted market
territory, and gain access to impressive growth opportunities and an untapped customer base. Most businesses make the mistake
of focusing on their competitors when developing strategies. A "blue ocean" business, on the other hand, focuses on how to create
new value for customers, the base of which may be people who are not yet customers of this business' core industry. The term
"blue ocean" is derived from the idea that an area of unexplored market space is like the clear, blue waters of an undisturbed
portion of ocean... PLEASE NOTE: This is key takeaways and analysis of the book and NOT the original book. Inside this
Instaread Summary of Blue Ocean Strategy by W. Chan Kim and RenEe A. Mauborgne Includes Analysis Overview of the Book
Important People Key Takeaways Analysis of Key Takeaways About the Author With Instaread, you can get the key takeaways,
summary and analysis of a book in 15 minutes. We read every chapter, identify the key takeaways and analyze them for your
convenience. Visit our website at instaread.co.

In Blue Ocean Strategy, W. Chan Kim and Renee Mauborgne tackle the central problem facing all businesses: how to perform
better than your competitors? Their solution involves taking a creative approach to the normal view of competition. In the normal
framework, competition is a zero-sum game: if there are two companies competing for the same market, as one does better, the
other has to do worse. The authors' creative leap is to suggest one can beat the competition by not competing. Companies should
avoid confronting competitors in crowded marketplaces, what they call "red oceans," and instead seek out new markets, or "blue
oceans." Once the blue oceans have been identified, companies can get down to the task of creating unique products which
exploit that market. Chan and Mauborgne argue, for example, that a wine company might decide to start appealing to a group
previously uninterested in wine. This would be a "blue ocean" market, giving the winemaker a huge advantage, which they could

exploit by creating a wine that appealed to the tastes of a beer-drinking demographic. A classic of business writing, Blue Ocean
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Strategy is creative thinking and problem solving at its best.
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