Running head: DISCUSSION POST: RED OCEAN VS BLUE OCEAN BUSINESS STRATEGIES       2
DISCUSSION POST: RED OCEAN VS BLUE OCEAN BUSINESS STRATEGIES                               2





Discussion Post: Blue Ocean Vs Red Ocean Business Strategies
Student’s Name
Institutional Affiliations


Discussion Post: Blue Ocean Vs Red Ocean Business Strategies
After watching the video and reading section 3 of Dig Deeper, I have come across two important issues or business strategies. These are none other than the Blue Ocean and the Red Ocean Business Strategies. In the video and in the reading, the two strategies are elaborated to make a clear-cut difference. The difference between the two business strategies emanates from what each of them involves and what entrepreneurs in each of them try to do to ensure that they get profits in their business endeavours.
Starting with the red ocean business strategy, it is the usual ways of struggling to beat the competitors in the industry and emerge the top in making profits and winning over customers in an industry within which a business operates. In her TED Talk entitled Blue Ocean: a comprehensive approach to value chain innovation, Renee Mauborgne explains the different factors that differentiate between the business that fail and those that succeed in different industries (Mauborgne, 2005). These two categories of business and the market space within which they operate are the ones that she refers to as Red Ocean and Blue Ocean. The red ocean is a market space where businesses are not thinking outside the box and all they are doing is to compete for the available customers and for the available demand (Kim & Mauborgne, 2014). As a result, they compete for available demand and as a result, the competition has become tight to the extent that the profit margins are reducing.
The red ocean strategy is where the competition is tough and there is little innovation on getting or creating more demand and unique products that can explore other opportunities that can potentially lead to an expansion in profit margins. As a result of the tight and stiff competition in the marketplace, many business experience losses and struggle to win over the available demand for their products (Kim & Mauborgne, 2017)). Therefore, Renee describes the red ocean strategy as a market space competition and not a market space creating strategy in business.
On the other hand, the Blue ocean strategy refers to the business innovation that seeks to create new demand for their products by concentrating on low cost but ensuring that they reach more customers. Renee in her TED talk argues that Business market space is not a product of nature but it is a product of our minds and as such, we have the capability to recreate it to suit our needs (Mauborgne, 2005). Industry structures are products of our minds and therefore we can recreate them to create market spaces that can offer opportunities for making profits and therefore succeeding in business endeavours. That is what is called the Blue Ocean strategy. Therefore, according to Kim & Mauborgne (2014), the blue ocean strategy involves Thinking beyond the available demand for each and every person using the Red ocean strategy is struggling to win to creating new demand through recreating the industry structures for our business through innovative business ideas.
The bottom line of Blue Ocean business strategy moves is that the concentration is focused on non-customers and how they can become customers through the creation of new demands and new marketspaces (Kim & Mauborgne, 2004). In the blue ocean strategy, competition is irrelevant because business innovation creates opportunities that are unlimited which offer a potential for unlocking financial gains. Of importance about the blue ocean business strategy is that it involves concentration on creating an uncontested market space (Kim & Mauborgne, 2014)
[bookmark: _GoBack]Having seen how blue ocean business strategic moves can help business to unlock financial profits, I have realized that this can be formulated and implemented for my organization. My organization deals with fabrics mainly the making of blankets and Duvets. Apparently, the company mainly serves families that are seeking to keep their families warm especially during winter. However, a blue ocean strategy for this organization can be when it thinks of incorporating the making of duvets with matching home décor materials. Many people would love to have for example window and door curtains that match the colour of the duvets. This can help the organization to create a new market space for itself and also increase the sales for the duvets because home décor materials matching with the divests will be accompaniments to the duvets and this strategy can go a long way in increasing the sales of the company because the demand will be increased by the addition of anew product appended to the existing product.
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