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Imaginologists are 
audiologists and 
speech-language 
pathologists (or 
anyone else who is 
as awesome as we 
are) who use their 
creativity to drive 
our professions 
forward.





.

Every single innovation was once only 

the germ of an idea by someone who 
had the courage to ask, “what if?” 

Rather than clinging to 

what is comfortable 

and familiar, 

Imaginologists

endeavor to embrace 

new ideas, using their 

imaginations to create 

new possibilities – in 

professional, personal, 

and business pursuits



What is Blue Ocean Strategy?

• Developed by W. Chan Kim and Renee Mauborgne from Harvard 
Business School, Blue Ocean Strategy focuses on creativity and 
innovation to grow your business rather than relying on head to 
head competition. 

• In a nutshell, the goal of a Blue Ocean Strategy is for 
organizations to find and develop “blue oceans” (uncontested, 
growing markets) and avoid “red oceans” (overdeveloped, 
saturated markets). 



(Plus, we are going to give away some free stuff at the end.)  

Today’s seminar is going to blend Imaginology and Blue Ocean 
Strategy to provide you with both practical strategies and 
inspiration to help you innovate in ways that you may not have 
considered before.



Learning Outcomes

• Compare the Red Ocean (competitive) and 
Blue Ocean (innovative) approaches to 
building or re-imagining your business.

• Discuss the key principles and mindset of 
formulating a shift to a Blue Ocean Strategy.

• Create a personal action place to implement 
Blue Ocean creativity (and imaginology) in 
your business or organization.



Most of us have a natural 
inclination toward competition

• We like to win.

• And this same mindset is very typical of 
how we are traditionally encouraged 
(and maybe most comfortable) to run 
our businesses

• Trying to outpace our competitors

• Looking for ways to benchmark/compare 
ourselves/businesses with others

• And for ways to edge them out or beat them



But this isn’t necessarily a 
good strategy for success

Especially is you aren’t a BIG player 
in your industry



• Businesses within a 
particular industry are 
fighting over the same 
customers with the general 
same basic strategy and 
the same basic products.

• They mainly seek to 
capture and redistribute 
wealth instead of creating 
wealth.

• To grow, they will typically 
try - one or a combination-
of these strategies:

The  Red Ocean of 

Competition

Swimming with the sharks



Outpace the 

Competition

“I can sell more 
services or stuff.”



Capture 

Existing 

Demand

Try to grab more 
of the customer 
“pie”

“I win by taking 
your customers.”



Offer Value
“We have better 
products.” 

“We have great 
customer 
service.”

“We give your 
more for less.”



Look for 

ways to 

Reduce 

costs

• Reduce quality of 
products or service

• Do more with less

• Lay off good people

• (Lower morale while 
you are at it)



“Cut-throat competition results in nothing but 
a bloody red ocean of rivals fighting over a 
shrinking profit pool.”

• Doesn’t necessarily create new 

interesting and innovative value for 

customers OR for businesses.

Kim & Mauborgne



What is a Blue Ocean?

A Blue Ocean is the space you 
create, find, or develop that is 
unique (uncontested market space)

.You set yourself apart, not by 
trying to grab a larger piece of 
a particular customer base, but 
by finding new ways to attract 
customers outside of the 
defined industry.

Goal is to redraw industry 
boundaries and operate within 
that new space



Blue Ocean Opportunities are 

Everywhere!

Can be applied to:

• established businesses and 
start-ups

• small businesses (even sole 
proprietors) or large mega-
businesses

• Product-based or service-based 
companies



In your Blue Ocean, you:

• Beat the competition by making them irrelevant

• Open up new (uncontested) market spaces to create new 
demands for your business

• Create new customers from untapped customer pools

• Build your business through innovation rather than 
competition.

• Operate without fear of being eaten by sharks

• HAVE FUN!





Where would you rather swim?



RED OCEAN STRATEGY 
Competition Mindset

Compete in existing market space

Beat the competition

Exploit existing demand

Compete for the same customers

Maintain Status Quo or create a 
cookie-cutter business

“For me to win, someone has to lose.”

BLUE OCEAN STRATEGY
Competition is Irrelevant

Create uncontested market space

Make the competition irrelevant

Create and capture new demand

Engage non-customers

Engage creativity

“I don’t really care what you are doing, I’m not 
swimming with the sharks.”



Key Components of Blue Ocean Strategy
that we will explore today

Redefining 
Customers

Break 
Market 

Boundaries

Value 
Innovation

Creative 
Development



Fighting for Customers 

is a Red Ocean Strategy

• But how do we find new 
customers?



Re-think the concept of 
Customers

• Blue Ocean strategists argue that 
it’s noncustomers - not customers 
- who are the key to unlocking new 
demand.

• We can find ways to creatively 
swim TOWARD customers outside 
your industry’s current customer 
pool.



Current
Customers

Soon-to be
Non-
Customers

Refusing
Non-
Customers

Unexplored 
Non-
Customers

0

2

1

3

Current customers 
of  your industry

“Soon-be be” non-customers 
who are on the edge of your 
market waiting to jump ship

“Refusing noncustomers” who find 

your products/ offerings 
unacceptable or beyond their 
means

“Unexplored noncustomers” 
who are in markets distant 
from  yours

0
1 2 3

Chan Kim and Renee Mauborgne 

Red Ocean 

BLUE Ocean 



Value Innovation

Cost savings are made by 

eliminating and reducing the 

factors an industry competes on.

Buyer value is lifted by raising and 

creating elements the industry 

has never offered.



Value 

Innovation

Businesses that are competing 
head-to-head are typically either 
trying to add value or reduce costs

Value Innovation is pursuing 
both of those things at the same 
time.  

How can you add value and 
reduce costs simultaneously to 
make a leap of value for buyers?



ERRC Grid 
(creating Value Innovation)

Eliminate Raise

Which factors do buyers care most 
about?  How can they be raised?

Reduce Create

Which factors does the industry 
over-provide?  Do customers care 
that much about them?  Could you 
reduce them?

Which factors could be created that   
the industry has never offered that 

could increase buyer value, increase 
profits, or attract non-customers?

Which of the factors  that the 
industry takes for granted add 
no value to buyers.  Could you 
eliminate them ?



Classic Case Example

Creating Value Innovation





ERRC Grid for Cirque De Soleil

Eliminate Raise

Price
Sophisticated Thrills
Story Line
Theme

Reduce Create

Overhead costs
Thrills
Slapstick Comedy

New experience that caters to 
adults and professionals.

BIG BLUE OCEAN

Animals
Star Performers
3 Rings
Aisle Concessions



Strategy Canvas



BLUE OCEAN



What other 
businesses can 
you think of that 
created a BIG 
blue ocean?

Prizes involved



You may be 
thinking right now…

Common Concerns/Questions



I/We have a 

Business to run.  

I/We can’t just 

change 

everything

• You’re bound to feel 
some anxiety at the 
thought of making 
changes to your 
organization.

• But, you don’t have to 
change everything 
right away.

• It’s okay to think tiny!



I/We don’t have 
the time or 
creativity to 

come up with 
such a strategy

• This is perhaps the most 

commonly-heard excuse – that 

defining a strategy will cost you too 

much time and that you’re not up to 

the task.

• But chances are the competition 

and new market entrants are 

already threatening your future 

growth and profitability. 

(PLUS, WE GUARANTEE YOU ARE CREATIVE 

ENOUGH)



This might 
look good on 
paper, but it’s 

not 
practically 
feasible –

especially for 
my business."

• Entrepreneurs in our professions are just 
as capable and creative as others 
(MORE!)

• Blue ocean creativity is applicable to all 
kinds of businesses – private practice, 
consulting, product developing, social 
media influence.

• There are countless examples where 
companies big and small took the blue 
ocean approach and stood apart from 
the competition.



Find YOUR Blue Ocean and THRIVE

Strategies to Foster Innovation and 

growth



The #1 Way to 
create a blue 

ocean?

Ignore the 

Status Quo



Because nothing amazing ever 
started with:

“But, we’ve always done it that way.”



Look broader, beyond the industry, for ideas



Examples

• Henry Ford – assembly line from meat 
processing

• Proctor and Gamble – found anti-wrinkle 
solution from a polymer developed by a 
computer chip expert at a European 
University

• Whirlpool redesigned their dishwasher 
by envisioning it as a compilation of 
animal parts (monkey paws, lion’s tails, 
parrot beaks)



Tap into your 
Inner Creative 
Child



Everyone* starts off as a 
creative



But our creativity diminishes 
as we mature

• As we enter into education and the 
workforce we begin to censor our 
own creativity.  

• We begin systematically quash our 
innate curiosity and creativity for 
fear of being judged by others (social 
conformity, fear of not fitting in)

• (There is an inverse relationship between creativity and 
age)



Get out of your own way

• You are the biggest obstacle to 
your creativity. 

• Stop listening to that little  (or 
not so little) voice that tells you 
that you are not creative.

• Instead of thinking “if only,” 
think “what if?”

• Stop criticizing yourself and test 
out those new ideas!



Generate LOTS of 
ideas!

Let’s talk about Thomas Edison



• Thomas Edison 
THOUSANDS of ideas.

• Some were really bad.

• But some were amazing! 

• He understood that you 
needed a LOT of ideas in 
the pool in order to have 
good ideas to act onAn important key to unlocking creativity is to 

use your imagination to come up with lots of 
ideas without worrying if they are good or bad 

(tame your perfectionism demon)



Build your Creativity

Generate TEN IDEAS…(day, week, 
hour….)

• Vacation spots

• Words with “bb” in them

• Cool book titles

• Other jobs I would love to do

• Therapy materials I wish existed

• Businesses I would love to start

• WAYS TO CREATE A BLUE OCEAN

Try it in your handouts!



Ask your 
customers • Learn about their pain points

• What do they like?

• What could they live without?

• What do they WISH for?

• BE GENUINE

• DON’T JUST LOOK FOR 

VALIDATION OF CURRENT 

PRACTICES



Toe in the Water is a 
Legitimate Start

• You don’t have to do 
everything at once or do a 
full body plunge into a 
new blue ocean.

• Go ahead and just stick in 
an innovative toe.

• See how it goes. 
• And then keep adding 

toes……



EMBRACE DISRUPTIONS

• When businesses and/or industries 
are disrupted, opportunities to create 
or re-design your company are 
especially rich.

• We have all experienced a collective 
major disruptor – but businesses 
often experience disruptors that are 
unique to them as well.

• Rather than viewing these as 
setbacks, frame them as opportunities 
to reimagine your company and swim 
toward blue oceans.



Case Study





“Materials written by 
SLPs for SLPs”
• Original Blue Ocean:

• Publishing companies that focuses 
only on SLPs were sold to larger 
publishers leaving a vacuum.

• Children’s books  and clinical 
materials that target various 
language, literacy, speech targets

• All are built on an evidence base.

• All must have an SLP or audiologist as 
an author or consultant

TIME TO FIND SOME BLUE OCEAN SPACE!



Value Innovation Discussions

• Eliminate or Reduce
• Stand-Alone Clinical Materials

• Raise and Create
• Build Clinical materials around children’s 

books

• Swim toward non-customers 

• Encourage Imagination and Whimsy

• Opportunities for SLPs and Audiologists 
to showcase their creativity



NEW CUSTOMERS

•Mindfulness
•Emotion 
Regulation





Emphasis on Language 
and Literacy keeps our 

current customers 
happy…

• Rich vocabulary (e.g., fluttery, 
heartfelt, crafty, foolish, 
sneaky, dreadful)

• Alliteration (e.g., fancy fillies, 
colorful creatures, 
tremendous trophies)

• Figurative Language (e.g., fly 
like a butterfly, mad as a 
hornet, ran like the wind).

• Prediction

• Context Cues

• LOTS MORE!



www.rudysbarn.com

http://www.rudysbarn.com/


Tier 3 Non 

Customers

Tack Shops
Horse Shows



Clearing house for imagination and creativity across multiple disciplines

“Amazon” for SLPs and other Imaginologists

Blogs, webinars, podcasts, books, materials, to encourage innovation

BIG BLUE OCEAN!

Full Body PLUNGE!



Think:
How might some of these ideas 
apply this to my business (or 
business idea)? 

What can be reduced, eliminated, 
elevated and created?

How can I reach across market 
boundaries, reach non-customers, 
and create a blue ocean?



Find this Blue Ocean 
Creativity THINK 
sheet in your 
handouts



Use these tools (in your handout) to help you 

start to create your Blue Ocean.



Take Away Big Ideas

• Stop Swimming with the Sharks

• Create Value Innovation

• Swim toward New (Non) Customers

• Make Competition Irrelevant

• Release your Inner Imaginologist

• HAVE FUN!



Don’t keep swimming in the same bloody red ocean



FIND YOUR BLUE OCEAN AND THRIVE!

Release your Inner Imaginologist!



TRIVIA QUIZTHE END

Shari Robertson, Ph.D. CCC-SLP

Brianna Robertson, Au.D, CCC-A

Now, go find your BLUE OCEAN


