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A LATE EXAM WILL RECEIVE A 20 PERCENT REDUCTION.
Exam II is worth 20 total points (with 90 actual points).  This exam covers material from Part Two:  Formulating Blue Ocean Strategy.  Part II in addressing the four guiding principles, teaches you how to build a successful blue ocean company—this is the heart of the book.  There are four chapters included in this exam.  Answer the following questions beginning with Chapter Three in your book.  You can interact with your fellow classmates, but you must submit your own work.  Your exam must be emailed to the instructor by the due date Sunday (3/29/09).  If you are unsure about what a question is asking, please contact the instructor.  Check your paper for correct spelling and English.  Your answers must follow the appropriate question.  All the best!

Write on the following four questions
1.  Chapter Three:  Reconstruct Market Boundaries  (20 points)
     a)  Define and discuss Path Two:  Look Across Strategic Groups Within Industries. 
     b)  Analyze the Strategy Canvas of Curves (Figure 3-2, page 59), i.e., what do you 
     learn from this strategy canvas and the value curves.  Be thorough in your explanation.  
OR

(c)  Define and Discuss Path Four:  Look Across Complementary Product and Service Offerings.  
 d)  Analyze the Strategy Canvas of NABI (Figure 3-3, page 67). 

Answer:

2.  Chapter 4:  Focus on the Big Picture, Not the Numbers 
     a)  Explain the purpose and importance of Chapter 4.  Be thorough in your answer.  
     (10 points)
     b)  Take any one step you see in Figure 4-1 on page 84, and describe how this step 
     is intended to work, and the results you expect to receive from completing this step.  
     (10 points) 

     c)  How do steps two and three from Figure 4-1 relate with each other.  (Note:  I am not

     asking you to explain the two steps, BUT HOW THEY RELATE.)  (10 points)

Answer:
a)

b)

c)

3.  Chapter Five:  Reach Beyond Existing Demand:  (10 points each) 

a) Explain the purpose of Chapter Five, the relevant risk, and the Three Tiers of Noncustomers.  

b) Explain how Pret A Manger has expanded its blue ocean by tapping into the huge latent demand of first-tier noncustomers?   OR   How did JCDecaux pull the mass of refusing noncustomers into its market? 

(Note:  Be specific and explain the reasons for noncustomers refusing to use the 

products, look for the commonalities, and what the breakthrough in value was for 

either tier, etc.) 

Answer:

a)

b)

4.  Chapter Six: Get the Strategic Sequence Right:  (10 points each)

a) “Is there exceptional buyer utility in your business idea” is a very important question in the Sequence of Blue Ocean Strategy.  Explain the process of testing for exceptional utility.  (Note:  define terms and models and how they work for assessment.)

b) “Is your price easily accessible to the mass of buyers” is another important question in the Sequence of Blue Ocean Strategy.  Explain the process of deriving the right strategic price.  (Note:  Define terms and tools or frameworks used.)

Answer:
a)

b)

THE END

