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| ’I? Write It Out & Remember

@ Follow Up After Workshop
@ Resources to Check Out

Blue Ocean Strategy® is copyrighted and licensed from Kim & Mauborgne
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Be The B.O.S.S.

LEARNING OBJECTIVES

Understand the Blue Ocean Strategy® (B.0.S.) concept.
Learn who clients are and how to determine client wants & needs.

Brainstorm methods to apply the B.O.S. to their brokerage.

{ ,I
~~~ JCE BREAKER ~~~ —

My Goals
Today
-
Innovate?

Barriers to

Brokerage

Role

Recognize trends in the market

Master the innovation process lnnovation

Fill a need previously unidentified

* & o o

Take a leadership position due to
differentiated products

<

Stay ahead of market changes!

©
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Element 1: Blue Ocean Strategy Concept ]

Blue Ocean Strategy IS:
4 Profitability without competition

4 Lowering operational costs
4 Raising customer value
4 Finding new non-customers

What it is NOT
4 Competing “head to head” with others

4 Chasing the “hottest new trend” in tech
Red Ocean Strategy |IS:

4 Competing to be the best

4 Being cheaper than competitors

. , 4 “Disruption” or innovation per se
4 Competing on price

4 Competing on service

4 Trying to be faster, better, or cheaper

4 Copying competitors
4 “Growth” by acquisition of competitor

Red Ocean Strategy VS. ) Blue Ocean Strateqgy

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

with s strategic choice of differentiation | AiSh the whole system of a firm's activities
or low cost in pursuit of differentiation and low cost

/2\
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Reduce Costs + Raise Value = Value Innovation

REDUCE
OPERATIONAL
COSTS
RAISE
CUSTOMER
VALUE
4 Cost Savings are made 4 Customer value is lifted Value Innovation:
by eliminating and bE/ raising and creating A new market is created
reducing factors an elements the industry and previous non-buyers
industry competes on. has never offered. are reached.

LB

ACTIVITY: Shark Fishing

Name your top 3 competitors & their value propositions.

i
Mictioy
Cories sg, 0

| “To cross the ocean, you must have courage |

tO lOSG Sight Of the Shore." ] "CHAN KIM [ RENEE MAUBORGNE

D)
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Element 2: Creating Value

Who are your customers?

4 Where are operational costs lowered?

4 Where is additional client value created?

4 What is the intersection of additional
profit margin (#1 & #2 overlap)?

Brokerage

1. Who are your customers?

2. What do they want?
4 They know what they do NOT want

4 But often don’t know what they DO want
4 Faster horses?
¢

It’s our job at the company level to figure out
their needs & wants and to deliver it

4 4-Step Cycle (refer to next page)

( Y4

1/
- - N

Inspiration
Motivation behind

Ideation

Generate, develop,
& test ideas

the activity

Implementation

Finished products
to market

. S——

. Buyers

Agents ) .
Sellers
. Buyers

Agents - .
’ Sellers
. Buyers

Agents p q
‘ Sellers

Be The B.0.S.S.
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Fulfilling Customer Needs & Wants

\
e Test e Customer needs
e Get feedback R& want;
e Researc
e Measure
* Improve \ e Study values
1. Discover
- % J

( &S / i

e Prototype  \>* Innovate| | 2. Articula’é

e Services & e Concrete,
products to meet tangible plans
needs & wants e Translate ideas

. Y

ACTIVITY: Customers on Lost Island

Brainstorm 3 New Customer Wants / Needs in the Market.

HOW DESIGN THINKING
TRANSFORMS ORGANIZATIONS
AND INSPIRES INNOVATION

CHANG

TIM BROWN

Be The B.0.S.S.
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Element 3: Action Tools B.0O.S.

Strategy Canvas

gh 2 o ® O ®) Luxury Sellers
- ~ - N
7 ~_~ N
o p— V4 | .‘ . My Brok
.E g O= = = . 5 . \ y Brokerage
0 m o L 2 .
- . = .
o R . .,
] 1 ‘e * " DIY Sellers
Low
Price Paperwork Marketing Internet
Prof Photos Open Houses MLS Staging
Competing Factors
I
. . =/
/3 ACTIVITY: Think D 7
Outside the Toolbox
Highest
.,
. Q
55
o -
o
Lowest
Price Prof.  Contracts MLS Internet Marketing Open Staging
Photos & Docs Ads Houses

Competing Factors
()

Be The B.O.S.S. W Copyright © MBA Broker Consultants



Four Actions Framework

What factors should be
raised well above the
industry’s standard?

_ ELIMINATE gk __CREATE |

New Value
What factors that the <:| What factors should be

industry has long competed Curve created that the industry
on should be eliminated? has never offered?

What factors should be
reduced well below the
industry’s standard?

Maximize Profit Margin

4 Lower Operational Costs

€ Decrease Variable Costs
(COS—Cost of Sales)

€ Decrease Fixed Expenses
(overhead)

@ Leads to Increased Profitability

€ Raise Net Profit

4 Raise Profit Margin

€ Income Statement SAMPLE

Be The B.0.S.S.
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Element 4: Innovate by Design ]

4 Creating something new

4 Myth: Creativity randomly “just happens”

4 Creativity is a process that can be learned

Zik

The Art
@ .
INnNovation

Tom Kelley

win Jonathan Littman

Six Paths Framework

Industry

Strategic Group

Buyer Group

Scope of Product or
Service Offering

Functional-emotional

Head-to-Head Competition

Focus on rivals within its industry

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

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 performance within the functional orientation of its industry
emotional orientation of its industry
Time Focuses on adapting to external Participates in shape external
trends as the they occur trends over time
Be The B.0.S.S. Copyright © MBA Broker Consultants



ACTIVITY: @
Dare to Dive Off the Plank

Six Paths Framework

1) Look across alternative industries

2) Look across strategic groups

3) Redefine the customer groups

4) Look across complementary services

5) Rethink functional-emotional orientation

6) Shape external trends over time

Discover New Non=-Customers

TIER 3

“Unexplored”

TIER 2

“Refusing”

3 Tiers of " Current
Market
Non-Customers

- Customers of your industry 2 “Refusing” non-customers who
consciously choose against your market.

1 “Soon-to-be” non-customers who are on the 3 “Unexplored” non-customers who are
hedge of your market waiting to jump ship in markets distant from yours.

(o)
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Element 5: Don’t Drown! ]

4 No sustainable plan
4 Sailed too far away from shore
4 Unprepared for the long journey

NEW YORK TIMES BESTSELLER

................

BLUE OCEAN STRATEGY

BLUE OCEAN

S‘ﬁil‘;T

BEYOND COMPETING

PROVEN STEPS TO INSPIRE CONFIDENCE
AND SEIZE NEW GROWTH

Hidden Icebergs below the Surface?

Swim Back
to Safety

Be The B.0.S.S.
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ACTIVITY: Beacon of Light &

What is your action plan? How will you execute it?

,34

e B

Books & Resources
Recommended

Blue Ocean Strategy: Making the Competition Irrelevant presentation on YouTube by
Dr. Zunaira Munir, published by USD School of Business on July 21,2010

Blue Ocean Strategy: How to Create Uncontested Market Space and Make the

Competition Irrelevant by W. Chan Kim, Renée Mauborgne

Blue Ocean Shift: Beyond Competing - Proven Steps to Inspire Confidence and Seize

New Growth by W. Chan Kim, Renée Mauborgne

The Art of Innovation: Lessons in Creativity from IDEO, America's Leading Design Firm by

Tom Kelley

Change by Design: How Design Thinking Transforms Organizations and Inspires
Innovation by Tim Brown

)
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Appendix: Buyer Experience Cycle
Uncovering the Roadblocks to Buyer Utility

Utility Levers: | 1. Purchase 2. Delivery 3. Use 4. Supplements | 5. Maintenance | 6. Disposal
CUSTOMER How long does [ Do buyers Does the Do you need Does the Does use of
PRODUCTIVITY it take to find | have to product or other products to | product require |the product
In which stage are the product arrange seryice make this extgrnal Create waste
the biggest you need? delivery? If deliver more | product work? maintenance? |items?
roadblocks? so, how costly | power or

: and difficult? |options than
required by
the average
user? Oris it
overcharged
with bells and
whistles?
SIMPLICITY Is the place of |How difficult |Does the If so, how costly |How easy is it How easy is it
In which stage are purchase is it to unpack | product are they? to maintain & | to dispose of
the biggest attractive and | and install the | require upgrade the the product?
roadblocks? accessible? new product? |training or product?
’ expert
assistance?
CONVENIENCE How rapidly How long does |Is the product |How much time |How costly is How costly is

In which st can you make |[it take to get [easy to store [do they take? maintenance? |disposal?
t?]g“b?C esstage are 1a purchase? the product when not in
roa dblﬁogcks7 delivered? use?
RISK How secure is How much pain
In which stage are the do they cause?
the biggest transaction
roa dbigogcks7 environment?
FUN & IMAGE How effective |How easy are
In which stage are are the they to obtain?
. product’s
the biggest
roadblocks? features &
functions?
ENVIRONMENTAL Are there
FRIENDLINESS legal or
In which stage are ;—:'Sr;zler;)?:\ental
the biggest : :
roadb]?ogcks7 disposing of
: the product
safely?
Blue Ocean Strategy® is copyrighted and licensed from Kim & Mauborgne
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Appendix: Sequence of Blue Ocean Strategy

The Right Strategic Sequence

Buyer Utility

Is there exceptional buyer utility

in your business idea? No — Rethink

Yes

v

Price

Is your price easily accessible

to the mass of clients? No — Rethink

Yes

v

Cost

Can you attain your cost target

to profit at your strategic price? No — Rethink

Yes

v

Adoption

What are the adoption hurdles in
actualizing your business idea?

Are you addressing them up front? No — Rethink

Yes

A Commercially
Viable
Blue Ocean Idea

Blue Ocean Strategy® is copyrighted and licensed from Kim & Mauborgne
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My Action Plan







Broker

Consultants

Presented by:

MBA Broker Consultants

www.MBABrokerConsultants.com
BAB WB

Rev. 11/18




<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles true
  /AutoRotatePages /None
  /Binding /Left
  /CalGrayProfile (Dot Gain 20%)
  /CalRGBProfile (sRGB IEC61966-2.1)
  /CalCMYKProfile (U.S. Web Coated \050SWOP\051 v2)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Error
  /CompatibilityLevel 1.4
  /CompressObjects /Tags
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJobTicket false
  /DefaultRenderingIntent /Default
  /DetectBlends true
  /DetectCurves 0.0000
  /ColorConversionStrategy /CMYK
  /DoThumbnails false
  /EmbedAllFonts true
  /EmbedOpenType false
  /ParseICCProfilesInComments true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 1048576
  /LockDistillerParams false
  /MaxSubsetPct 100
  /Optimize true
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo true
  /PreserveCopyPage true
  /PreserveDICMYKValues true
  /PreserveEPSInfo true
  /PreserveFlatness true
  /PreserveHalftoneInfo false
  /PreserveOPIComments true
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts true
  /TransferFunctionInfo /Apply
  /UCRandBGInfo /Preserve
  /UsePrologue false
  /ColorSettingsFile ()
  /AlwaysEmbed [ true
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /CropColorImages true
  /ColorImageMinResolution 300
  /ColorImageMinResolutionPolicy /OK
  /DownsampleColorImages true
  /ColorImageDownsampleType /Bicubic
  /ColorImageResolution 300
  /ColorImageDepth -1
  /ColorImageMinDownsampleDepth 1
  /ColorImageDownsampleThreshold 1.50000
  /EncodeColorImages true
  /ColorImageFilter /DCTEncode
  /AutoFilterColorImages true
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /ColorImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasGrayImages false
  /CropGrayImages true
  /GrayImageMinResolution 300
  /GrayImageMinResolutionPolicy /OK
  /DownsampleGrayImages true
  /GrayImageDownsampleType /Bicubic
  /GrayImageResolution 300
  /GrayImageDepth -1
  /GrayImageMinDownsampleDepth 2
  /GrayImageDownsampleThreshold 1.50000
  /EncodeGrayImages true
  /GrayImageFilter /DCTEncode
  /AutoFilterGrayImages true
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /GrayImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasMonoImages false
  /CropMonoImages true
  /MonoImageMinResolution 1200
  /MonoImageMinResolutionPolicy /OK
  /DownsampleMonoImages true
  /MonoImageDownsampleType /Bicubic
  /MonoImageResolution 1200
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages true
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /CheckCompliance [
    /None
  ]
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly false
  /PDFXNoTrimBoxError true
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile ()
  /PDFXOutputConditionIdentifier ()
  /PDFXOutputCondition ()
  /PDFXRegistryName ()
  /PDFXTrapped /False

  /CreateJDFFile false
  /Description <<

    /BGR <>
    /CHS <FEFF4f7f75288fd94e9b8bbe5b9a521b5efa7684002000410064006f006200650020005000440046002065876863900275284e8e9ad88d2891cf76845370524d53705237300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c676562535f00521b5efa768400200050004400460020658768633002>
    /CHT <FEFF4f7f752890194e9b8a2d7f6e5efa7acb7684002000410064006f006200650020005000440046002065874ef69069752865bc9ad854c18cea76845370524d5370523786557406300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c4f86958b555f5df25efa7acb76840020005000440046002065874ef63002>
    /CZE <>
    /DAN <>
    /DEU <>
    /ESP <>
    /ETI <>
    /FRA <>
    /GRE <>

    /HRV (Za stvaranje Adobe PDF dokumenata najpogodnijih za visokokvalitetni ispis prije tiskanja koristite ove postavke.  Stvoreni PDF dokumenti mogu se otvoriti Acrobat i Adobe Reader 5.0 i kasnijim verzijama.)
    /HUN <>
    /ITA <>
    /JPN <FEFF9ad854c18cea306a30d730ea30d730ec30b951fa529b7528002000410064006f0062006500200050004400460020658766f8306e4f5c6210306b4f7f75283057307e305930023053306e8a2d5b9a30674f5c62103055308c305f0020005000440046002030d530a130a430eb306f3001004100630072006f0062006100740020304a30883073002000410064006f00620065002000520065006100640065007200200035002e003000204ee5964d3067958b304f30533068304c3067304d307e305930023053306e8a2d5b9a306b306f30d530a930f330c8306e57cb30818fbc307f304c5fc59808306730593002>
    /KOR <FEFFc7740020c124c815c7440020c0acc6a9d558c5ec0020ace0d488c9c80020c2dcd5d80020c778c1c4c5d00020ac00c7a50020c801d569d55c002000410064006f0062006500200050004400460020bb38c11cb97c0020c791c131d569b2c8b2e4002e0020c774b807ac8c0020c791c131b41c00200050004400460020bb38c11cb2940020004100630072006f0062006100740020bc0f002000410064006f00620065002000520065006100640065007200200035002e00300020c774c0c1c5d0c11c0020c5f40020c2180020c788c2b5b2c8b2e4002e>
    /LTH <>
    /LVI <>
    /NLD (Gebruik deze instellingen om Adobe PDF-documenten te maken die zijn geoptimaliseerd voor prepress-afdrukken van hoge kwaliteit. De gemaakte PDF-documenten kunnen worden geopend met Acrobat en Adobe Reader 5.0 en hoger.)
    /NOR <>
    /POL <>
    /PTB <>
    /RUM <>
    /RUS <>
    /SKY <>
    /SLV <>
    /SUO <>
    /SVE <>
    /TUR <>
    /UKR <>
    /ENU (Use these settings to create Adobe PDF documents best suited for high-quality prepress printing.  Created PDF documents can be opened with Acrobat and Adobe Reader 5.0 and later.)
  >>
  /Namespace [
    (Adobe)
    (Common)
    (1.0)
  ]
  /OtherNamespaces [
    <<
      /AsReaderSpreads false
      /CropImagesToFrames true
      /ErrorControl /WarnAndContinue
      /FlattenerIgnoreSpreadOverrides false
      /IncludeGuidesGrids false
      /IncludeNonPrinting false
      /IncludeSlug false
      /Namespace [
        (Adobe)
        (InDesign)
        (4.0)
      ]
      /OmitPlacedBitmaps false
      /OmitPlacedEPS false
      /OmitPlacedPDF false
      /SimulateOverprint /Legacy
    >>
    <<
      /AddBleedMarks false
      /AddColorBars false
      /AddCropMarks false
      /AddPageInfo false
      /AddRegMarks false
      /ConvertColors /ConvertToCMYK
      /DestinationProfileName ()
      /DestinationProfileSelector /DocumentCMYK
      /Downsample16BitImages true
      /FlattenerPreset <<
        /PresetSelector /MediumResolution
      >>
      /FormElements false
      /GenerateStructure false
      /IncludeBookmarks false
      /IncludeHyperlinks false
      /IncludeInteractive false
      /IncludeLayers false
      /IncludeProfiles false
      /MultimediaHandling /UseObjectSettings
      /Namespace [
        (Adobe)
        (CreativeSuite)
        (2.0)
      ]
      /PDFXOutputIntentProfileSelector /DocumentCMYK
      /PreserveEditing true
      /UntaggedCMYKHandling /LeaveUntagged
      /UntaggedRGBHandling /UseDocumentProfile
      /UseDocumentBleed false
    >>
  ]
>> setdistillerparams
<<
  /HWResolution [2400 2400]
  /PageSize [612.000 792.000]
>> setpagedevice


