
Copyright© RPBrown Be the B.O.S.S. Page 1 

Be the B.O.S.S. and Dominate Your Market 

“Real Estate Brokerages that Innovate, Differentiate, and Capture Unique Market 
Share with Blue Ocean Strategy® Success” 

Course Outline 
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NOTE:  Blue Ocean Strategy® is copyrighted and licensed from Kim & Mauborgne. 

Summary 

The real estate sales industry becomes "shark eat shark" as an over-abundance of real 
estate agents compete head-to-head for the few clients available.  Instead of 
competing directly on price or service, sail your boat away from the red ocean full of 
bloodied competitors.  Navigate your boat from rough, choppy waters out to clear 
blue oceans.  Steer clear of competitors, and build your own new market.  In this 
clever presentation, we reveal the concept of "Blue Ocean Strategy" as developed by 
forward-thinking business strategists Kim & Mauborgne. 

Learning Objectives 

Upon completing this course, participants will: 

• Understand the Blue Ocean Strategy® (B.O.S.) concept 

• Learn how to conduct consumer surveys to determine client needs 

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

Introduction 

As a real estate brokerage owner or manager, discover who your customers really are 
and what they want.  Everyone can learn to create and innovate by developing a new 
business model.  Fascinating concepts include the Value Innovation® Pyramid, the 
Strategy Canvas®, and the Four Actions Framework®.  Lively discussion punctuated by 
interesting case studies (both blue and red oceans) drive home the key points.  Carve 
out your blue ocean niche and sail away to success under the sun. 
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Course 

1. B.O.S.S. Concept 

• Blue ocean strategy vs. Red ocean strategy 

• Value Innovation® Pyramid 

• Case Studies (blue & red) 

2. Creating Value 

• Who are your customers?  Brokerage business model 

• What do they want?  Customer fulfillment wheel 

• Conduct consumer surveys to determine client needs 

• Case Studies (blue & red) 

3. Action Tools 

• Four Actions Framework® 

• Strategy Canvas®  

• Profit Margin – where is value created? 

• Case Studies (blue & red) 

4. Innovative by Design 

• The innovative process 

• Six Paths® example 

• Finding non-customers 

• Prototypes 

• Case Studies (blue & red) 

5. Don’t Drown! 

• Why the casualties 

• Case studies – 3 non-blue business models 

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

• Resources – BOS, art of innovation, understanding Michael Porter 
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Conclusion 

• Review Take-Aways 

• Formulate Action Plan 

• Thank you 

• Prize Drawing 
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