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BUS 400 Module Two Blue Ocean Strategy Canvas Template
Company Name: Starbucks Corporation.
Mission Statement: Starbucks aim is to expand the business by restring the coffeehouse, boosting efficiency, and reclaiming the customers’ status of the third place between home and work. Starbucks is seeking to engage customers and boost revenue by focusing on connection and quality.
The Intended Customer: Busy coffee drinkers, from students to working professionals that includes all those who have made coffee a part of routine. The target coffee drinker values convenience, and consistency. Furthermore, customers rely on mobile ordering and rewards and still expect a warm in-store experience.
Opportunities in the Market: GlobalData Plc (2026) states that Starbucks’ recent joint venture with Boyu Capital saw the company keep a 40% stake in its China retail operations. The organization is converting company-operated stores to licensed locations. This cuts capital exposure abroad while still capturing brand royalties in addition to freeing up capacity for U.S. turnaround.
Financial Opportunity: Total net revenues amounted to 9.53 billion dollars for the quarter ended March 29, 2026, up from 8.76 billion dollars in the same quarter the prior year. Moreover, operating income rose to 828.1 million dollars (Yahoo Finance, 2026). The $3.1 billion China transaction will help pay down debt and reinvest. Furthermore, it will help cash flow in advance of its overall profit effect. It is similar to a type of investment that yields benefits over years instead of months (Starbucks Corporation, n.d.).
Through the ERRC Framework, strategies that are capable of offering differentiated value at low cost can be identified (Ganguly, 2020).
Directions
To identify innovative strategies that may have the ability to drive business opportunities for your chosen company, complete the ERRC Framework by providing 2‒3 clear statements for each section using bullets:
1. Eliminate
· Low-performing coffeehouses that lack a clear path to a brand-consistent environment and profitability.
· Service slows down during peak hours due to manual cash-heavy transactions. 
2. Reduce
· Use licensing partnerships to create direct capital exposure to overseas assets rather than ownership (GlobalData Plc., 2026).
· Eliminating unnecessary support-office functions through restructuring to Nashville.
3. Raise
· Creating a third place will require investing in-store environment and staffing (Ganguly, 2020).
· Reliability and quickness of mobile and digital ordering.
4. Create
· Integration of loyalty that links Starbucks rewards with China footprint
· Store formats redesigned for efficiency lessons.
Key Value Proposition
Starbucks blends a more elevated and community-centered experience with disciplined capital allocation. Internal partnership and restructuring actions fund its turnaround without distracting from long-term brand worth.
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