
INSEAD Blue  
Ocean Strategy

Powering  
Growth

Managing Partnerships  
and Strategic Alliances

M&As and Corporate  
Strategy
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heads of strategy, or mid- and upper-
level executives directly involved in 
the development of new products and 
services

—  Specifically, those seeking to break out of 
the traditional ‘red’ ocean of competition 
and create strong, profitable growth for 
their organisations in both existing and 
new markets

—  Proactive managers concerned with any 
aspect of the business related to strategies 
for top performance or profitable growth 
– including those working with internal 
customers

—  Typically highly experienced 
executives with responsibilities such 
as: general management, strategic 
planning, marketing and sales, product 
development and R&D, human resources 
or public relations

—  Senior executives and line managers with 
direct responsibility for collaborative 
alliances and partnerships 

—  Executives involved in cross-company 
collaborations on a day-to-day basis and 
accountable for their outcome

—  CEOs, general managers, senior 
executives, board members and those 
responsible for corporate strategy 

—  Corporate development officers, heads of 
M&As and those responsible for corporate 
partnerships

—  Company advisors, such as lawyers and 
investment bankers, or private equity 
executives concerned with M&A deals
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—  Review and critique of competitive 
strategies leading to ‘How blue is your 
strategy?’ – an individual assessment and 
plan of action

—  Rendering rivals obsolete and unleashing 
new demand through strategic moves or 
Value Innovation

—  How tomorrow’s leading companies will 
succeed by creating ‘blue oceans’ of 
uncontested market space

—  Rethinking your whole approach to growth 
by focusing on the customer, rather than 
internal issues and competitors

—  Developing a ‘power offer’ that really does 
offer customers what they want (even if 
they did not know it)

—  Engaging your customers so that they 
become the best advocates for your 
product or service

—  Putting these ideas into practice through 
the INSEAD-developed DiG simulation

—  The strategic purpose and value of 
partnerships and alliances

—  Selection of partners using analysis of 
complementary skills and capabilities, 
and how to structure successful alliances, 
including continuation and exit terms

—  Adapting and adjusting collaboration 
over time through effective conflict 
management, fostering cross-cultural 
awareness and building trust

—  Composing the right portfolio of 
businesses in order to provide the set of 
resources and capabilities a company 
needs to create value

—  Choosing the best mode of corporate 
development using the ‘Build, Borrow or 
Buy’ framework

—  Executing M&A deals: strategic 
assessment, financial evaluation, 
deal structuring, LBOs, post-merger 
integration, cross-cultural management 
and sequential engagement through 
alliances
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s —  In-depth understanding of Blue Ocean 
Strategy tools and concepts developed at 
INSEAD

—  Learn to engage colleagues in a Blue 
Ocean Strategy process

—  Develop a Blue Ocean Strategy to break 
away from the competition through Value 
Innovation

—  Discover and adopt a completely new way 
forward to achieve growth

—  Gain new tools and practise them so that 
principles become second nature

—  Develop and lead the momentum for your 
organisation upon your return to work

—  Acquire specific frameworks in partner 
selection, network development and 
alliance design

—  Build skills to help effectively address 
cultural issues and capture value

—  Develop management approaches for 
anticipating and resolving tensions 
and conflicts at every stage in the 
collaborative process

—  Define an optimal portfolio of businesses, 
as well as the right mix of internal and 
external growth

—  Enhance M&A capabilities through the 
development of a disciplined and holistic 
process for acquiring and integrating new 
resources and skills

—  Design a post-M&A integration approach 
that fits strategic objectives, while also 
taking into account organisational, cultural 
and human constraints
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http://insead.edu/executive-education/strategy/blue-ocean-strategy
http://insead.edu/executive-education/strategy/blue-ocean-strategy
http://insead.edu/executive-education/strategy/powering-growth
http://insead.edu/executive-education/strategy/powering-growth
http://insead.edu/executive-education/strategy/managing-partnerships-strategic-alliances
http://insead.edu/executive-education/strategy/managing-partnerships-strategic-alliances
http://insead.edu/executive-education/strategy/merger-acquisition-corporate-strategy
http://insead.edu/executive-education/strategy/merger-acquisition-corporate-strategy

