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Part I
Introduction 
	Blue Ocean Strategy, W. Chan Kim & Renee Mauborgne, 2005, is about the creation of an uncontested market space and making completion relevant. The book is composed of 258 pages and it’s divided into three parts. The first part goes from chapter one to chapter three whose content can be analyzed depending on the questions below. This is the beginning part of the book and mostly involves the introduction and part of the body. 
1. Describe what you have learned, discovered in this part of the book. (200-400 words) 
In the first part of the book, a lot has been discussed about competition in the market. According to Kim and Mauborgne (2005), “The only way to beat the competition is to stop trying to beat the competition.” I love this quote because it describes what many business people or market players are up to in the new market space but it seems not to be working. Given the different oceans in the market universe (red oceans and the blue oceans) it is important to understand how to outcompete rivals depending with eth scope of each market structure.
	According to the Blue Ocean Strategy, one has to formulate principles and execute them while putting a lot of emphasis on the risk factor. Organization and management of risks in the Blue Ocean Strategy. This part attracts me most because it provides a good life or business strategy which is unique, divergent, focussed, with a compelling Tagline in order to arrive at a breakthrough. The Blue Ocean Strategy gives the answers on how a business can be successful in the market. A good Blue Ocean Strategy gives great importance on a compelling tagline, focus, and divergence. However, I am surprised by how a company invests heavily in the company’s Web site but fail to correct the site’s slow speed of operation. Strategic conditions must ensure that analytical tools are operationally driven (Kim and Mauborgne, 2005). 
2. How can your answer from part 1 be related and applied to what you are doing in Ideas to Innovation and in everyday life? (200-400 words)
The answer in this part teaches me that in order to beat the competition, one has to focus on strategy to work, innovate and apply competitive skills. Differentiation skills are key in competition in order to come out clearly in the ocean. Operations to improve constantly must be implemented in order to realize success. For example, a business must focus and strategize in order to earn profits and growth/expansion. This part gives a creative value that an innovator must compel in order to be successful. In this part, I have learned that as a person or a business, strategizing is key to success. Currently, I am pursuing my education/career and I need to strategize in order to pass. 
The part gives a good strategy which has a clear cut and compelling tagline to do business and compete with rivals. A great strategy is to focus and stick to the company’s strategic profile. It is important to focus on competitive factors and on the set objectives. Towards the achievement of success, there are numerous challenges which can hinder one or business from achieving the same. According to Kim and Mauborgne (2005), it is wise to understand how to eliminate and reduce these challenges. When there is a good plan to remain competitive, the business will be able to scrutinize every factor the company/business competes on and make the necessary engagements. This part will give one the opportunity to learn and understand how to turn around ideas into opportunities. 
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