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USING THE BLUE OCEAN STRATEGY BY UKRAINIAN CINEMA NETWORKS IN
UNCERTAIN ENVIRONMENT

The subject matter of the article is ukrainian film distribution market. In today's world, the movie rental market is a sector of the
economy that has recently shown a trend of stable growth. This process in most European countries is associated with the introduction
of the latest digital cinema technology, increasing the level of wealth of the population and the high popularity of multi-screen
cinemas. Film distribution is a mechanism to support the development, promotion of national cinema, one of the main forms of leisure
and intercultural dialogue. The goal of the article is to determine the feasibility of applying the blue ocean strategy by Ukrainian
cinema networks to support the trend of dynamic development of the industry. After all, an effective concept of management in
uncertain conditions can be a strategy of "blue ocean”, the principles of which are considered in the article on the example of market
participants in market cinemas of Ukraine. The following tasks were solved: construction of a new strategic canvas for state cinemas
of Ukraine; search for new value for cinema visitors; analysis of the foreign market of cinemas. The following methods used are:
methods of analysis and synthesis, systemic, structural method in the article were summarized approaches to choosing a methodology
for strategic enterprise management, taking into account the contemporary challenges of economic change in the world. The following
results were obtained — the directions and possibilities of application of the "blue ocean" strategy by Ukrainian cinema networks as a
tool of strategic success in the field of cinema were developed; the paper proposes a new strategic outline of cinema networks of
Ukraine on the basis of a survey of 160 cinema spectators; a strategic plan for state and municipal cinemas has been developed, based
on an updated four-action model; benchmarking of the world's leading cinemas was conducted, on the basis of which practical
recommendations for the development of Ukrainian cinemas of various forms of ownership were formed; proposals for the creation of
a "blue ocean" for companies engaged in the provision of services for the demonstration film products in Ukraine were presented.
Conclusion: studies of the use of the "Blue Ocean" strategy have shown that this process is impossible without creating a new value

for the consumer.
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Introduction

The turbulence of the modern macroenvironment in
the 21st century creates many new challenges for the
management of Ukrainian cinema networks. In the
scientific literature, the concept of "VUCA environment"
is increasingly used, which is associated with instability,
uncertainty, complexity and ambiguity of the environment
in which organizations operate. In such circumstances, the
need for organizations to implement new management
tools and, accordingly, "VUCA-solutions" becomes
relevant.

The introduction of quarantine in the first quarter of
2020 in many countries triggered the onset of the global
financial and economic crisis. The main feature of the
quarantine crisis is that people sit at home and many
establishments are forcibly closed. Therefore, all costs
associated with moving and contacting people are
minimized. The crisis phenomena of enterprises providing
entertainment services to the population are felt
especially.

Obviously, during the quarantine, one should expect
a decrease in the income of most entertainment
companies, including the cinema market actors. However,
as soon as quarantine is lifted, some experts also predict a
decline in demand for cinema services [1], as consumers
will be curtailed by economic uncertainty to cut costs,
even if they have sufficient funds. At the same time,
according to other experts [1], many consumers who do
not receive quarantined services will form a pent-up
demand that is realized later.

As today the cinema market has more features of
oligopoly, the question of development of state,

communal and separate private cinemas which are not
competitive is actualized. Problems of low efficiency of
economic activity of such cinemas are caused not only by
the lack of modern technologies that provide quality
demonstration of film product, but also at the expense of
internal factors, first of all, low level of management.

Absence of specific guidelines, mission and target
development of national state, communal cinemas, as well
as the possibility of recognizing the influence of its
external environment and the correct reaction to it. This
complicates the ability to adapt or actively influence the
environment, creating in today's environment the situation
that most movie theaters are closed.

In this regard, there is a need for a detailed study and
analysis of foreign experience regarding the methods of
cinema management, the formation of strategic
management in order to adapt it to the current conditions
of leading ukrainian networks. Among the modern
management approaches proposed by scientists at the
beginning of the 21st century is the "Blue Oceans"
strategy. This tool enables managers to respond quickly to
changes in the market and generate new creative solutions.

Literature review

Back in 1994, scientist Henry Mintzberg, in his work
"Rise and Fall of Strategic Planning" [2] argued that the
process by which strategies are created must be
reconceive - by emphasizing informal learning and
personal vision - and the roles that can be played by
planners. A quarter of a century has passed since the
publication of this monograph, and the role of G.
Mintzberg's conclusions on changing approaches to
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strategic management of a modern enterprise has become
even more relevant.

As for the activities of enterprises in an uncertain
environment, the book "Singularity Management: from
linear to exponential” poses a pressing question: "lIs the
company ready for an unprecedented acceleration of
scientific and technical developments? Innovation and
scientific breakthroughs face each other. The most
important thing is not that the company has a plan, but
only its adaptation to the developing circumstances" [3].

Chairman at Saatchi & Saatchi Worldwide (1997-
2014) and Publicis Groupe Head Coach Kevin Roberts
published book "64 Shots: Leadership in a Crazy World".
In this book easily can find a term for crazy time - VUCA,
which means Volatile, Uncertain, Complex, and
Ambiguous. VUCA is an acronym used by the US
Military. It was the response of the US Army War College
to the collapse of the USSR in the early 1990s. Suddenly,
there was no longer the only enemy, resulting in new ways
of seeing and reacting [4]. According to K. Roberts, the
traditional idea of leadership where leaders simply
strategize, give orders, and try not to make mistakes is
dead. But the eternal optimist, Roberts is not worried. On
the contrary, he likes feeling super-VUCA - vibrant,
unreal, crazy, and astounding.

In order to win in the VUCA world, it is necessary to
focus not so much on the new, but on creating new value
for consumers [4]. That is why the Blue Ocean Strategy is
an effective tool to support the successful operation of
businesses in a VUCA environment. This new VUCA
environment, as Friedman notes, is taxing even the most
able of leaders who may find their skills growing obsolete
as quickly as their organizations change in this volatile,
unpredictable landscape.

Leadership agility and adaptability are now required
skills if organizations are to succeed in this VUCA world.
As Horney, Pasmore, and O’Shea, authors of "Leadership
Agility: A Business Imperative for a VUCA World" note,
to succeed, "leaders must make continuous shifts in
people, process, technology, and structure. This requires
flexibility and quickness in decision making." [5]. Nathan
Bennetta and G. James Lemoine (2014) showed how
leaders can appreciate the differences among each of these
challenging situations in order to properly allocate scarce
resources to preserve and enhance organizational
performance [6].

HR and talent management professionals must
reframe  leadership  development  activities to
accommodate the faster-paced VUCA world and to focus
less on behavioral competencies and more on complex
thinking abilities and mindsets. Leadership development
should be focused on learning agility, self-awareness,
comfort with ambiguity, and strategic thinking [7].

The book "Blue Ocean Strategy: How to Create an
Indisputable Market Space and Make Competition
Irrelevant” presents an analytical framework and tools to
promote the organization's ability to systematically create
and capture "blue oceans" - exploring new market areas.
The methodology and algorithm for applying this strategy
in practice in modern conditions are clearly described: "As
the need to create blue oceans increases, several driving

forces are hidden. Technological development has
significantly increased production productivity, which
allows suppliers to produce unprecedented volumes of
products and services. Thus, supply is increasingly
exceeding demand in various industries. The situation is
complicated by globalization trends. As trade barriers are
being erased between countries and regions, and
information about products and prices is spreading around
the world, niche markets and monopolies are constantly
disappearing [9, p. 19]".

The Blue Ocean Strategy is a simultaneous pursuit of
differentiation and low cost in order to open up new
market space and create new demand. This can be
achieved by creating a "value innovation". It is created
through a series of strategic moves resulting in a product
or service substantially different from any other offering.
These strategic moves also function to lower costs to the
producer of the product or service, creating value for both
the buyer, the company, and its employees, thus, opening
up new and uncontested market space. The goal of value
innovation is not to compete, but to make the competition
irrelevant by changing the playing field of strategy.

According to experts, the tool "blue ocean™ can be
used in all industries from typical consumer goods to
B2B. Kim Chan offers an alternative approach to the
existing strategic planning process, based not on drawing
up a spreadsheet document, but on drawing a strategic
canvas [8].

Aithal, P. S. describes that blue ocean strategy
supports to create uncontested market space, make the
competition irrelevant, create and capture new demand,
break the value/cost trade-off, align the whole system of a
company's activities in pursuit of differentiation and low
cost [9].

Highlight of the earlier unresolved parts of the general
problem. Aim of the study.

The turbulence of the modern macroenvironment,
which is observed in the XXI century, generates many
new challenges for business management. In the scientific
literature, the term "VUCA environment" is increasingly
used, which is associated with instability, uncertainty,
complexity and ambiguity of the environment in which
organizations operate. Under such conditions, the need to
introduce new management tools and, accordingly,
"WVUCA solutions" into the activities of organizations
becomes relevant.

The turbulence of the macroenvironment is
exacerbated by new modern challenges - the quarantine
crisis. The introduction of quarantine in the first quarter of
2020 in many countries caused the beginning of the global
financial and economic crisis. The main feature of the
quarantine crisis is that people are sitting at home, and
many institutions are forcibly closed. Therefore, all costs
associated with moving and contacting people are
minimized. The enterprises that provide entertainment
services to the population are especially affected by the
crisis. Obviously, the crisis will consist of two stages:
quarantine and typical, which will begin after the end of
quarantine. Each of them can be expected to fall in
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consumption, investment, exports and possibly budget
expenditures — traditional components of aggregate
demand.

During the last 10 years before the pandemic caused
by COVID-19, the cinema market of Ukraine was actively
developing due to the opening of multi-screen cinemas.
As today the cinema market has rather features of
oligopoly, the issue of development of state, municipal
and separate private cinemas which are not competitive is
actualized. The problems of low efficiency of economic
activity of such cinemas are caused not only by the lack of
modern technologies that provide quality demonstration of
the film product, but also due to internal factors, primarily
low level of management.

Prior to the quarantine crisis, there was a constant
dynamics of the industry, which manifested itself in the
emergence of newer technologies, increasing the
efficiency of individual cinema networks and expansion of
markets. Today in world practice one of the generally
accepted approaches to ensuring the efficiency and
competitiveness of management enterprises in the long
run in an unstable aggressive market environment
advocates strategic management. Lack of specific
guidelines, mission and target development of domestic
state and municipal cinemas, as well as the ability to
recognize the influence of its external environment and
the correct reaction to it. This complicates the ability to
adapt or actively influence the environment, creates in
today's conditions, the situation is that most cinemas are
closed.

In this regard, there is a need for detailed study and
analysis of foreign experience in cinema management
methods, the formation of strategic management with in
order to adapt it to modern conditions of leading domestic
networks. Among the modern management approaches
proposed by scientists at the beginning of the XXI
century, there is a strategy of "blue oceans ". This tool
allows managers to respond quickly to market changes
and generate new creative solutions. It is a well-developed
development strategy and its effective implementation is
the key to the success of Ukrainian cinemas.

The purpose of the article is to form
recommendations on the use of the blue ocean strategy by
domestic cinema networks as a tool to achieve their
strategic success.

Materials and methods

The VUCA world has replaced the SPOD world.
SPOD is an acronym in the first letters of the following
words: Steady, Predictable, Ordinary, Definite [10]. In the
SPOD world, SPOD strategies were used, and by
effectively selecting a strategy from the arsenal, the most
correct goal was achieved with a high level of efficiency
under certain conditions.

Neither an organization's leadership nor its strategies
are spared in today's VUCA world. Experiences, dogmas
and paradigms must all come under scrutiny; it is no
longer a case of finding the one way or the management
tool: standards give way to individuality. The increase in
volatility, uncertainty, complexity, and ambiguity means

that managers must seek new orientations and take a fresh
approach to management. Only then managers can
guarantee positive results in changed circumstances.

Rapid changes taking place in political, economic,
social and technological fronts are making the
organizational world increasingly VUCA. Critical factors
for success in this world depend on practicing: sound
business fundamentals; innovation; fast-paced response;
flexibility; change management; managing diversity — at
both local and global level; market intelligence; and
strong collaboration with all relevant stakeholders —
employees, customers, suppliers, shareholders and the
broader society [11]. Leaders leading Millennials face
challenges with specific textures: convergence of traits,
processes and outcomes with a leadership enriched by
schools and theories immersed in a VUCA world where
resiliency is a scarce commodity. Raising, building, taking
advantage of the dynamism that each individual possesses,
educating from the positive and toward the positive, is a
benefit of a "Cloud Leader" in a VUCA world where
Millennials have a strong presence [12].

The VUCA world challenges managers to find their
own way, in particular through the construction of the
"blue ocean”. The "Blue Ocean" is all industries that do
not exist now, an unknown market space that is free from
competition. Here, demand is created and not the subject
of a fierce struggle [8]. Formation and implementation of
the "blue ocean™ strategy should be the main task of
strategic management of the organization, which involves
the choice of strategic conception and implementation
according to its strategic planning, focused on a new
market niche. Blue Company offers a unique product or
service, using a large number of growth opportunities that
are both profitable and fast. There are two ways to create
"blue oceans” [13]:

1) creation of a completely new industry;

2) creation of "blue space™ inside the "red ocean”

With the SPOD environment, key strategic thinking
efforts have been made to compete with the Red Ocean
strategy - when the market is pre-determined and
businesses have to compete within the established
framework. The main indicator of a "red" environment is
a fierce competition, and the higher it is, the lower the
potential profit and higher costs [4]. The Blue Ocean
Strategy assumes that you do not need to beat the
competition. Value innovation is created instead.
Compared to simple innovations, which are usually
accompanied by high costs and no guarantees that the
updated product or service will be in demand among
consumers, "value innovation" indicates the need for a
synthesis of novelty, practicality and low costs. The
potential value created by a new product or service
provided by a firm is determined by the difference
between its (monetary) benefit, in view of the firm's
customers, and the production cost of the unit of
production for the firm. How much this potential value
can be used as a market opportunity depends on the firm's
success in gaining competitive advantage over other firms
in the market.

To gain a competitive edge, a firm must outperform
its competitors in value creation [14]. Analyzing the state
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of ukrainian competition, we can see that the main focus
of ukrainian cinema networks is mainly on one of the
three existing value innovations for the consumer. The key
to the success of the "Blue Ocean" strategy is the
combination of these three components. But not always
using one of the three possible values provides the
company with the expected results. The question arises as
to how such a management system is capable of providing
businesses with increased chances of survival, commercial
success and sustainable development.

The effectiveness of implementing the "Blue
Oceans" strategy is explained by Maslow's hierarchy of
needs [15]: physiological - fully provided in developed
countries, and are not a priority in the emergence of this
concept; security needs - depending on the person's
environment, environment, or social factors that may
appear suddenly; cognitive needs - in fact, they are
predetermined by a new market orientation in marketing,
because today people are interested in learning something
new through the glut of monochrome products and
services; the needs for love, aesthetics, social community,
respect, self-realization, creativity, transfer of experience
to generations are not priorities. In these circumstances, it
is advisable to consider several behaviors: firstly, to focus
all efforts on the secondary consumer properties of the
service, transforming them into a new "added value";
secondly, to meet the needs of consumers with a more
successful technology that will be unmatched and create a
new market space. The implementation of the "Blue
Ocean" strategy creates the significant economic and
cognitive barriers that prevent other competitors from
repeating the same path for at least the next 5-10 years.
This is due to the fact that imitation requires them to
radically change the entire system of their activities, and

organizational policy in general can prevent a potential
competitor to switch to another business model, which is
determined by the strategy of the "blue ocean".

The following research methods became the
methodological basis of the research: methods of analysis
and synthesis, systemic, structural method - to study the
theoretical foundations of the implementation of the blue
ocean strategy for the development of cinemas in an
unstable environment; graphic modeling - to display the
results of the study. The information base of the study was
scientific works of Ukrainian and foreign economists,
which highlighted the basics of enterprise strategy
development and evaluations of its effectiveness, as well
as official electronic sources of statistical data.

Study results and their discussion

The main tool for the diagnosis and construction of
the "blue ocean" strategy is a strategic outline, which
reflects the current state of affairs in a known market
space [8]. Strategy canvas is both a tool to diagnose and
build an exciting "blue ocean" strategy. It has two tasks.
Firstly, it reflects the current state of affairs in a known
market space. This allows us to understand where the
competitors are investing, what are the characteristics of
products that are the subject of competition within the
industry, which is service, delivery, and what competing
offers customers receive in the market [16]. Fig. 1 shows a
strategic outline for Ukrainian movie market actors
providing movie screening services. Horizontally, there
are factors that compete for and where investments in
cinema networks go.
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Fig. 1. Strategic canva of Ukrainian cinema networks
* developed by the authors

In order to determine the direction in which changes
should be made to cinema networks, was conducted a test
survey of movie theaters using Google Forms. In
developing the questionnaire, were aimed at answering the

following key questions: Who are the main visitors to
cinemas?; What additional services do they wish to
receive?; What factors affect them when choosing a movie
theater network to visit?. The survey was conducted to
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improve the service of movie viewers in today's
environment. Cinema visitors were offered a questionnaire
consisting of 14 closed-ended questions. The survey was
attended by 160 respondents. The sample size is 113
people, given that the confidence probability ("accuracy")
is 95% and the confidence interval (“error") is 5%.

The survey was conducted from October 23, 2019 to
November 24, 2019 via an online survey. As a result of
the marketing research, it turned out that the main factors
for the choice of cinema for visitors is the affordable price
and repertoire.

The factors that underpin the strategies of most
cinema networks, such as contemporary interiors,
technology and high levels of service, have proven to be
the least important for the consumer. Once the key factors

consumer must be developed, taking into account the
following questions: what factors should be eliminated;
what factors need to be reduced compared to existing
industry standards; what factors need to be raised; what
factors you need to create. Ukrainian cinema networks are
invited not to address the traditional competition factors
and to enhance only those that are relevant to the
audience. You need to create a strategic profile that is out
of competition. Therefore, according to practical research,
ukrainian cinemas are encouraged to focus on individual,
consumer-relevant factors such as affordable price and
interesting repertoire, which means ease of choice, and
refuse to purchase the latest equipment that complicates
the choice of cinema visitor. The new strategic canvas
offered to Ukrainian film market businesses is shown in

have been identified, a new "value curve" for the fig. 3.
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Fig. 3. The updated strategic canva of domestic cinema network
* developed by the authors

The Four Actions Framework is based on the ERRC
Grid model to create a new value curve. Using this tool,
the company can better understand which factor to focus,
which to eliminate, which to create and which use to
reduce [17]. To change the elements of value for the
consumer when working on a new value curve, we will
create a model of four actions for cinema networks (fig.
4). In fact, the implementation of the "Four Actions
Framework" and the "Strategy Canvas" is complementary
to the third alternative strategic tool called "Eliminate-
Reduce-RaiseCreate Grid". Through this matrix, the
companies try to answer the key questions of the "Four
Actions Framework" and draw a new value curve. As it
has already been explained, the value curve is related to
the focus of the company on certain value creating factors
and helps distinguish them from the general profile of the
competitors in the industry. The distinction is namely
achieved through four steps: eliminate, reduce, enhance
and create value. The cost curve also contributes to the
creation of company’s mission indicating as basic
elements those related to value growth [18].

Another analytical model applicable to SMEs for
developing a "Blue Ocean" strategy is the "Six Paths
Framework". With its help, the SMEs should be able to
examine more closely the alternative businesses
(industries), the strategic groups and the customer groups,
the proposals for additional products and services, the
functional-emotional orientation of the industry and even
the temporal development. This will give a clearer view of
how businesses can break up market boundaries and find
"Blue Oceans" [19].

As shown in fig. 4, in order to eliminate the
problems between differentiation and low costs and create
a new value curve, it is necessary to answer four main
questions concerning the strategic logic and business
model inherent in this area: What industry-specific factors
should be addressed?; What factors should be significantly
reduced compared to typical industry standards?; What
factors should be significantly improved compared to
typical industry standards?; What factors that have never
been proposed in the industry should be created?

The first question makes you realize the need to
abandon the factors that have long been the subject of
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competition in industry. The second question forces only complicate the struggle for victory over competitors.
us to determine which products or services

Change the interior
of a movie theater

Create loyalty

Cancel cooperation program;

with small

o New value
distributors

Create additional
vacation options

Location of cinemas
should be closer to the
city center

Fig. 4. A four-act model for cinema
* developed by the authors

1. Choosing methods for implementing the Blue Ocean Strategy
Creating a new product or service by combining it with existing offerings in another industry

"

2. Analyzing the elements of the blue ocean strategy
Building a strategic outline; forming a table of four actions

L2

3. Assessment of risks from the implementation of the Blue Ocean Strategy
SWOT analysis

U

4. Calculation of required indicators:

.2 .2

Net present value; Absolute liquidity ratio;
Internal rate of return; Total coverage ratio;
Profitability Index; Autonomy coefficient;
The payback period of investments Ratio of attracted and own funds;
{'—‘} The coefficient of maneuverability of own funds
Is strategy implementation effective? @

Ability to resist to change and profit

No Yes

If the internal rate of return If the internal rate of return is °
is> the discount rate, then <the discount rate, then the net

the net present value is> 0 present value is <0

Entrance to an already

@ @ Yes existing market space;

strategy review

Entrance to an already
existing market space;

strategy review @

Implementation of the Blue Ocean Strategy

Providing the company with competitiveness

Fig. 5. The decision-making algorithm regarding the expediency of implementing the Blue Ocean strategy
* developed by the authors on the basis of [23-26]
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The third question makes us see the trade-offs that the
industry is forcing consumers to make and get rid of them.
The fourth question helps to identify completely new
sources of value for buyers, create new demand and change
the system of strategic pricing adopted in the industry
[8]. According to the strategy canvas, you can catch the
known market competition situation intuitively. This
allows you to understand where the competition is
investing and which factors are the focuses of this industry
currently. The horizontal axis captures the elements in the
process of production [20]. Social infrastructure is a
collection of industries and businesses that ensure a normal
human life. These are social and cultural sites, housing and
communal infrastructure, businesses and organizations
related to health care systems, education, pre-school

education, businesses and organizations involved in
recreation and leisure, retail, catering, sports and wellness
facilities, etc. [21]. The location and development of social
infrastructure is influenced by a large set of factors that,
depending on the origin and socio-economic content, form
the following groups: economic, demographic, social,
urban, natural and climatic and others [22]. The rational
location of social infrastructure contributes to improving
the socio-economic development of the country.

Benchmarking results of the leading foreign cinemas
are summarized in the table 1. The examples in the table
show that the "Blue Ocean" strategy is not aimed at
limiting the provision of services at higher prices, but at
generating new demand by increasing value for the
consumer at an affordable price.

Table 1. Creation of blue oceans by movie theaters / separate foreign cinemas (benchmarking results)

The name of the cinema

The blue ocean
created a new one
player or already

present in the market?

The driving force
the blue ocean was
creating new ones
technologies or new ones
values?

Was there an industry
attractive at times
creation of blue
the ocean?

"'Sci-Fi Dine-In"

cinema restaurant located in Los Angeles,
USA concept: retro cafe and movie theater
located at Disney Hollywood Studios,
instead of chairs - cars, viewers serve
traditional American dishes - burger and
milkshake

New

New values * Attractive

""Cinema City" Present
the cinema contains 26 cinemas, each of
which is unique and designed for a specific

genre of film.

New values Attractive

Boat movie theater in Paris New
the pool is used in the daytime for its
intended purpose, and in the evening - as a

place for the demonstration of films

New values Attractive

"OLYMPIA"

the main idea of this cinema is to create a
sense of home comfort by using double
beds instead of standard chairs

New

New values Attractive

""Secret Cinema"" New
the cinema does not simply show the film,
but literally immerses the audience in the
course of events, for example, by showing

" Shawshank Redemption™ from the lattice
or inviting viewers to take part in the ghost
tampering in "Ghost Hunters", all cinema
events are known only to the selected circle,
have registered on the website Secret
Cinema

New values Attractive

""Cinémathéque Francaise" Present
In addition to the cinema, the world's largest
movie archives, which have been storing
works since the Lumiere brothers and the
birth of cinema, and that are constantly
being updated with new tapes, the museum

also stores memorabilia from cult films.

New values Attractive

"Planeta Kino" Present
Cinema bars allow you to buy pop-corn

with more than 18 different flavors

New values Attractive

* The fact that the driving force is new values does not mean the lack of technology. Rather, it means that the technologies involved

have previously been applied in this or that industry
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As can be seen from the results of the article, the
blue ocean strategy is well suited for use by cinema
networks. It is advisable to highlight its main advantages
or the key benefits and rules of applying the "Blue Ocean"
strategy:

1) move away from competition, creating new value
for customers;

2) searching for the "blue ocean", it is necessary to
carry out in detail the analysis of all players of the
industry, knowing their main strategic priorities and
building their business completely different from their
priorities;

3) take the best of each sector in the market and
minimize unnecessary;

4) the strategy developed must have a focus on
something specific, centered and to which maximum
efforts are made, which already entail everything
else;

5) successful implementation of the strategy is
possible only when it is understood, when everything is as
transparent as possible and everyone knows where the
enterprise is going, what its goals are;

6) visualization of the strategy, so that at any given
time it is possible to compare whether resources are
properly spent. You can use the strategic outline
curve;

7) large volumes resulting from value innovation
lead to the rapid cost reductions;

8) creating value innovation ensures the high profile
of your brand.

It is advisable to suggest the following ideas for the
realization of the "blue oceans" by the ukrainian state /
communal cinemas:

- "Pet friendly" concept;

- opening a branded restaurant on the territory
of the cinema in which to prepare dishes from cult f
ilms;

- the possibility of celebrating birthdays;

- reorganization of existing one- and two-room
cinemas into thematic ones (translation of films only in
the language of the original, black and white films,
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BUKOPUCTAHHSA CTPATETITL "BJJAKUTHOI'O OKEAHY" YKPATHCbKUMH
KIHOMEPEXAMMU Y HEBUBHAYEHOMY CEPEJOBHUIII

ITpeameToM CTaTTi € — YKpalHCBKHI PUHOK KiHOTIPOKaTy. Y Cy4acHOMY CBIiTi pHHOK MPOKAaTy (ibMIB — ILie CEKTOp SKOHOMIKH, KU
OCTaHHIM YacoM JEMOHCTPYE TEHICHIII0 CTa0UIbHOTO 3pocTaHHsA. Llel mporec y OLIBIIOCTI €BPOMEHCHKUX KpaiH MOB’s3aHUH 13
BIIPOBA/DKEHHSIM HOBITHIX TEXHOJIOTiH IU(POBOro KiHO, MiIBUIICHHAM piBHS OaraTtcTBa HAcEJCHHS Ta BUCOKOK IOMYJIIPHICTIO
OaraToekpaHHUX KiHOTeaTpiB. KiHOmpokar € MeXaHi3MOM MIATPUMKHA PO3BUTKY, TPOCYBaHHS HAI[IOHAIFHOTO  KiHO,
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OJIHI€I0 3 OCHOBHHUX (hOpM JO3BULIA Ta MDKKYJIBTYpHOro Iiamory. MeTa cTaTTi — BU3HAYUTH AOLIIBHICTH 3aCTOCYBaHHS CTpaTerii
"OIaKUTHOTO OKeaHy" YKpaiHCHbKMMHU KiHOMepe)KaMH AJIs MiATPUMKU TEHAEHILIi AMHAMIYHOTO PO3BUTKY Taiysi. Amxe eeKTHBHOIO
KOHIICMIII€I0 YHpPaBIiHHSI B HEBU3HAUCHHX yMOBAaxX MoOXe OyTH cTparerisi "OJAKUTHOTO OKeaHy", NPUHIMIHN SKOI PO3TILIHYTI
B CTarTi Ha TpPHKIANl YYacHUKIB pPHHKY KiHOTeaTpiB VYkpainu. OCHOBHMMH 3aBJAaHHSIMH CTaTTi € 1oOyZoBa HOBOTO
CTPATeTiYHOTO IIOJIOTHA Ui JEp)KaBHUX KiHOTeaTpiB YKpaiHH; ITONIyK HOBOTO 3HAYEHHS IUIS BiJBiXyBadiB KiHOTEaTpiB; aHaui3
30BHIIIHBOTO PHHKY KiHOTeaTpiB. MeToan, IO BHUKOPHCTOBYIOTHCS: METOAM aHaJli3y Ta CHHTE3y, CHUCTEMHHH, CTPYKTYpHHUH
Meron. Y craTTi OyiM y3aranpHEHi HMiIXOIu A0 BHOOPY METOJOJIOTii CTpaTeridyHOro YNpaBNiHHS IIANPHEMCTBOM 3 ypaxyBaHHIM
CyyacHHX HpoOJIeM €eKOHOMIUYHMX 3MiH y cBiTl. OTpuMaHi HacTymHi pe3yJbTaTH — PO3POOJIEHO HAmpsIMKU Ta
MOJKJIMBOCT] 3aCTOCYBaHHs cTpaTerii "OJakUTHOTO OKeaHy" YKpaiHCHKMMHU KIHOMEpEKaMH SK iHCTPYMEHTY CTPATeriyHOro yCmiXy B
raimysi KiHO; Yy CTaTTi IpONOHYEThCS HOBHH CTpaTeriyHuil IJIaH KiHOMepe)k YKpaiHM Ha OCHOBI omuTyBaHHS 160 rismadis
KiHOTeaTpiB; po3po0IEHO CTpaTeriyHuii IUIaH Jep>KaBHOT'O Ta MYHIIHUNAIPHUX KIHOTEaTpiB Ha OCHOBI OHOBICHOI MOJENI YOTHPHOX
Iiif; TpoBeneHo OeHYMapKiHT TPOBITHHUX CBITOBUX KIHOTEAaTpiB, HA OCHOBI SIKOTO C(OPMOBAHI MPAKTUYHI PEKOMEHJAI] II0J0
PO3BUTKY YKPAiHCHKHX KiHOTEaTpiB pi3HUX (OpM BIaCHOCTI; OyiHM MpecTaBiIeH] MPOIO3HIIT 00 CTBOPEHHS "OIaKUTHOTO OKeaHy"
UL KOMIIaHif, IO 3aiiMaroThCS HAJAHHAM MOCIYT 3 JEeMOHCTPAIiHOI KiHOMpoAyKmii B VYkpaiHi. BHCHOBOK: mocmimKeHHS
BUKOPUCTAHHS cTpaTerii "ONakUTHOro OKeaHy" IOKa3ajgd, IIO L€l Npolec HEMOXIMBHH 0e3 CTBOPEHHS HOBOI WIHHOCTI UL
CIIOXKHUBAYA.

KnrouoBi ciioBa: cTparteris 01akUTHOTO OKeaHy; PHHOK KiHONPOKATY; JA0/aHa BapTiCTh; CTpaTeriyHa KaHBa; MOJEIb YOTHPHOX
Nili; TOpiBHAUIBHUI aHAI3; yIPaBIiHHA KIHOTEaTpOM; KOHKYPEHIIis.

HNCHOJb30BAHUE CTPATET'UHU I'OJTYBOI'O OKEAHA YKPAUHCKUMHA
KNHOCETAMMU B HEOIIPEJAEJIEHHOU CPEJE

IIpeameT cTaThy - YKPaUHCKUH KHHOMPOKAaT. B cOBpeMEHHOM MHpe PBIHOK IpOKaTa (PHIBMOB — 3TO CEKTOP 3KOHOMUKH, KOTOPHIH B
MoCNIeTHee BpeMs AEMOHCTPHPYET TEHICHIMIO CTAaOMIBHOTO pocTa. DTOT Ipouecc B OOJBIIMHCTBE €BPONEHCKHX CTpaH CBS3aH C
BHEJ]PCHUEM HOBEHIIMX TEXHOJOTHMH NH(POBOrO KHHO, MOBBHILICHHEM YpPOBHS OJaroCOCTOSHMSI HACEJICHWS W BBICOKOU
TOMYJSIPHOCTBI0  MHOTOPKPAaHHBIX KHHOTEaTpoB. KHHONpPOKAT — 3TO MeXaHW3M MOJJCP)KKH Pa3sBHTHA, IOIYJSPH3ALIN
OTEUECTBEHHOTO KHMHO, OJIHA M3 OCHOBHBIX (hOpM J10Cyra M MeXKyIbTypHOro auanora. Lleas craTtbu — onpenenuts BO3MOXKHOCTD
NPUMEHEHNsS YKPauHCKUMH KHHOCETSIMH  CTpaTerWM ToilyOoro oOkeaHa I HOANCPKKH TEHACHIMH JUHAMHYHOTO
pasButHsa oTpacid. Benp >¢dexTuBHON KOHIeENIMeH yNpaBlIeHHsS B HEONPENEICHHBIX YCIOBHAX MOXET OBITh CTpaTerus
"romy6oro okeaHa", MPUHIUITEI KOTOPOH PaCCMOTPEHBI B CTAaThe HAa MPUMEPE YYAaCTHHKOB PhIHKAa KHHOTEAaTpOB YKpauHbL. B craThe
pelIeHs! CIeayIONHe 3aJa4): IOCTPOSHUE HOBOTO CTPATETHYECKOTr0O MOJIOTHA ISl TOCYJAPCTBEHHBIX KHHOTEATPOB Y KPAaWHBI; MOUCK
HOBOW IEHHOCTH JUIS MOCETUTENIeH KWHOTeaTpa; aHaliHu3 3apyOeXHOTO PBHIHKAa KHHOTEaTpoB. VICIIOIB30BaHBI CIEIYIOMINE METObI:
METOJbl aHaNM3a M CHHTE3a, CHCTEMHBIH, CTPYKTYpHBIH MeTon. B craTbe ObUIM 00OOIIEHBI MOIXOABI K BBIOOPY METOIOJIOTHH
CTPATerMYecKOro YIpaBJICHHS NPEIIPHATHEM C YYETOM COBPEMEHHBIX BBI30BOB OSKOHOMHYECKMX WM3MEHEHHH B MHUpeE.
IMonyueHs! cnenyronye pe3yabTaThl — pa3pabOTaHbl HANPABICHUS U BO3MOXKHOCTH NPUMEHEHHs CTpaTerHy '"ToiyOoro okeaHa"
YKPaMHCKUMH KHHOCETSIMM KaK WHCTPYMEHTa CTPaTerM4eckoro ycmexa B cdepe KHHO; B CTaTbe Ipeyiaraercss HOBBIN
CTpaTeTHUYeCcKuil TUIaH KMHOCETeH YKpawHBI Ha OCHOBE ompoca 160 mocerurenell KWHOTEATPOB; pa3padOTaH CTPATETHUECKUN TUIAH
TOCY/IapCTBEHHBIX M MYHHUIMITAIBHBIX KHHOTEATPOB, OCHOBAHHBIM Ha OOHOBIEHHOH MOJENM W3 YeThIpeX AEHCTBUA; MPOBEICH
OEHUYMApKUHT BEAYIINX KHHOTEATPOB MHpA, HA OCHOBE KOTOPOTO C(HOPMHPOBAHBI MPAKTHYECKHE PEKOMEHJAINH IO Pa3BUTHIO
YKPaWHCKHX KHHOTEATPOB Pa3IMYHBIX (OPM COOCTBEHHOCTH; HPEICTABIICHBI MPEIUIOKEHHS 110 CO3/IaHHI0 '"Toyboro okeana" st
KOMITaHWH, 3aHMMAIOUIMXCS OKa3aHWEM YCIyr [0 JIeMOHCTpallMM KHHOIPOAYKIMM B YKpawHe. BBIBOX: ucciemoBaHMs
ucrosip3oBanus crparerun "onmy6oif okeaH" mokasaiaM, YTO JTOT NPOLECC HEBO3MOXKEH 0€3 CO3JaHMs HOBOW IEHHOCTH JUIS
noTpeOuTeNs.

KiroueBbie cioBa: crparerust roiyOoro okeaHa; pHIHOK KHHOINPOKAaTa; 100aBIEHHas CTOMMOCTbB; CTpaTernyeckas KaHBa;
MOJIENb YeThIpeX AeHCTBHI; CPaBHUTEIBHBIN aHAIN3; MEHEXKMEHT KHHOTEeaTpa; KOHKYPEHIIHSI.
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