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Figure 1 Strategy canvas for Nintendo Wii's original introduction in 2006
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Value curve — Wii vs Xbox and SP3
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~+- Sony Playstation 3
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Factors of Competition
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RED OCEAN VS. BLUE OCEAN STRATEGY

Red Ocean Strategy

Beat the competition.

Exploit existing demand.

Compete in existing market space.

Make the value-cost trade-off.

Create uncontested market space.

Align the whole system of a firm’s activities with its strategic choice
of differentiation or low cost.

Blue Ocean Strategy

Make the competition irrelevant.

Create and capture new demand.

Break the value-cost trade-off.

Align the whole system of a firm’s activities in pursuit of
differentiation and low cost.
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No Job Too Big or Too Small
Why not give us a call for a free quote

Garden Care
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