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Crossing The Chasm Marketing And Selling High Tech Products To Mainstream Customers:

Crossing the Chasm Geoffrey A. Moore,2009-03-17 Here is the bestselling guide that created a new game plan for
marketing in high tech industries Crossing the Chasm has become the bible for bringing cutting edge products to
progressively larger markets This edition provides new insights into the realities of high tech marketing with special
emphasis on the Internet It s essential reading for anyone with a stake in the world s most exciting marketplace Crossing
the Chasm Geoffrey A. Moore,1999-07-07 Here is the bestselling guide that created a new game plan for marketing in high
tech industries Crossing the Chasm has become the bible for brining cutting edge products to progressively larger markets
This revised and updated edition provides new insights into the realities of high tech marketing with special emphasis on the
Internet It s essential reading for anyone with a stake in the world s most exciting marketplace Crossing the Chasm
Geoffrey A. Moore, 1995 Quicklet on Geoffrey A. Moore's Crossing the Chasm: Marketing and Selling High Tech
Products to Mainstream Customers Richard Childers,2012-04-04 ABOUT THE BOOK Since its first publication in 1991
Geoffrey Moores Crossing the Chasm Marketing and Selling High Tech Products to Mainstream Customers has set the
standard for tech business moguls In fact it has become the standard for all of us trying to make our way in the confusing
world of technology business Moore argues that there is a chasm that exists between early adopters of a potentially
disruptive technology product and what he calls the early majority or the market segment that takes such a product to the
upper ranges of success Moore believes that early adopters and visionaries have very different expectations than the
pragmatists that follow In this book he explores those differences and suggests specific techniques to successfully cross the
chasm These include choosing a target market understanding the whole product concept positioning the product building a
successful marketing strategy and choosing the most appropriate distribution channel and pricing MEET THE AUTHOR
Richard Childers is an experienced writer and a member of the Hyperink Team which works hard to bring you high quality
engaging fun content Happy reading EXCERPT FROM THE BOOK Moores major thesis is that there is something wrong with
the High Tech Marketing Model There are gaps separating the major groups described in the Technology Adoption Life Cycle
These gaps represent the fact that any group will have a hard time accepting a new product if it is marketed to them in the
same manner it was marketed to the group that preceded them Each of these gaps is an opportunity for marketing to lose
momentum and miss the transition to the next group Two of these gaps are relatively small what Moore calls cracks in the
bell curve The gap between innovators and early adopters occurs when a hot new technology product cannot be transitioned
into a major new benefit The enthusiast loves it for its architecture but nobody can even figure out how to start using it There
is a second crack of similar size that exists between the early majority and the late majority It comes at a time in the product
life cycle when the market is well developed and the technology product is in the mainstream While the early majority was
quite willing and able to achieve the level of technical competence required to gain benefit from the product the late majority



user is much less so In order to continue developing their market by moving into the late majority segment the product
marketers must make the product easier to use and implement If they fail to do so they may fail in their attempts to transition
to this next segment CHAPTER OUTLINE Quicklet on Geoffrey A Moore s Crossing the Chasm Marketing and Selling High
Tech Products to Mainstream Customers Geoffrey A Moore s Crossing the Chasm Marketing and Selling High Tech Products
to Mainstream Customers The High Tech Marketer s Bible About the Author About the Book Overall Summary and much
more Crossing the Chasm, 3rd Edition Geoffrey A. Moore,2014-01-28 The bible for bringing cutting edge products to
larger markets now revised and updated with new insights into the realities of high tech marketing In Crossing the Chasm
Geoffrey A Moore shows that in the Technology Adoption Life Cycle which begins with innovators and moves to early
adopters early majority late majority and laggards there is a vast chasm between the early adopters and the early majority
While early adopters are willing to sacrifice for the advantage of being first the early majority waits until they know that the
technology actually offers improvements in productivity The challenge for innovators and marketers is to narrow this chasm
and ultimately accelerate adoption across every segment This third edition brings Moore s classic work up to date with
dozens of new examples of successes and failures new strategies for marketing in the digital world and Moore s most current
insights and findings He also includes two new appendices the first connecting the ideas in Crossing the Chasm to work
subsequently published in his Inside the Tornado and the second presenting his recent groundbreaking work for technology
adoption models for high tech consumer markets Crossing the Chasm Geoffrey A. Moore, 1991 SUMMARY -
Crossing The Chasm: Marketing And Selling High-Tech Products To Mainstream Clients By Geoffrey A. Moore
Shortcut Edition,2021-06-17 Our summary is short simple and pragmatic It allows you to have the essential ideas of a big
book in less than 30 minutes As you read this summary you will discover that new technologies are having a disconcerting
effect on the markets You will also discover that the Internet age has changed the market and the role of companies
innovation goes through defined stages of acceptance the competitive advantage leads to focus on its core market by
concentrating on key success factors specific to the company the company can develop its competitive advantage the
financial value is also a function of competitive advantage internal priority management and a good corporate culture are
essential The fault line is reminiscent of plate tectonics and above all that even within Silicon Valley no company is immune
to a rupture or upheaval in the market in which it operates whether technological or social Before the Internet phenomenon
a company made itself known thanks to what it owned its assets or what it knew its skills Since its appearance assets are not
necessarily key success factors and skills can be reviewed overnight Learn how to protect yourself from disaster with this
book Buy now the summary of this book for the modest price of a cup of coffee SUMMARY Edition Shortcut
(author),1901 Summary of Crossing the Chasm, 3rd Edition SellWave Audio,2025-11-14 Crossing the Chasm explains
why marketing high tech products requires a fundamentally different approach from other industries Geoffrey Moore argues



that new technologies tend to gain early traction with tech savvy customers enthusiasts and early adopters who enjoy
experimenting with innovations But once that small group is saturated sales often stall Between these early adopters and the
broader mainstream market lies the chasm a difficult and often misunderstood gap where many high tech products fail
Moore makes the case that this challenge is unique to technology and overcoming it demands a deliberate strategic shift in
how products are positioned and marketed To bridge this gulf Moore advises companies to avoid rushing into the mainstream
and instead move carefully by targeting highly specific customer segments He explains how creating clear customer profiles
and focusing on niche markets helps build credibility and momentum Through vivid examples from Apple Oracle Tandem Sun
and others he shows how successful companies crossed the chasm by narrowing their focus solving a specific problem
exceptionally well and then using that foothold to expand outward These case studies demonstrate what works what doesn t
and why certain strategies succeed while others collapse Moore also emphasizes that the responsibility for success extends
beyond marketing Developers and engineers must design a whole product solution one that bundles everything the
mainstream customer needs into a single integrated package Because everyday buyers don t want to piece together complex
systems companies must make their product complete intuitive and simple to adopt Moore outlines how to evaluate
competitors choose the right distribution channels and structure product offerings that appeal to pragmatic mainstream
users Written in a direct engaging style Crossing the Chasm provides essential guidance for anyone involved in launching or
growing a tech product It offers a practical framework that helps businesses understand where they stand in the adoption
cycle and how to navigate the critical leap into the mainstream market Managing Technology and Innovation Robert
Verburg,]. Roland Ortt,Willemijn M. Dicke,2006-06-19 Modern technology and innovation are vital to the success of all
companies be they hi tech firms or companies seemingly unaffected by technology and innovation whether established firms
or business start ups This book focuses on understanding technology as a corporate resource covering product development
design of systems and the managerial aspects of new and high technology Topics investigated include the internal
organization of high technology firms the management of technology in society managing innovation dilemmas and strategies
The wide ranging experience of the teachers and experts contributing to this book has resulted in an integrated multi
disciplinary textbook that provides an introductory overview to managing technology and innovation in the twenty first
century This text is essential reading for students of business and engineering concerned with technology and innovation
management Managing Technology from Laboratory to Marketplace Sanford L. Moskowitz,Chris Erickson,2024-03-26
Managing Technology from Laboratory to Marketplace outlines the process of getting innovative research out of the
laboratory and into the market a path which is often fraught with challenges Many research projects meet their end as they
attempt to cross this so called valley of death the period between the research phase of a project and the point when the new
product or process emerging from that research becomes commercialized and enters the market Firstly this book aims to



better understand how and why projects succeed in entering the market while others falter Second it uses these insights to
guide researchers to optimize their chances of successfully making that transition and finding their place in the market The
book primarily uses case studies from the field of advanced materials but can be used by any researcher making the
transition from laboratory to marketplace Strategic Marketing Management Dane Butler,2019-06-08 The economic
liberalization and globalization initiated a few decades ago has played a key role in bringing drastic transformation in
business scenario There has been a paradigm shift in the role played by top managers to keep their business rolling smoothly
The existing and prospective managers are required to think strategically by carefully analyzing the business environment
both external and internal while extrapolating the trends before taking crucial decisions The book Strategic Marketing
Management has been written keeping in view the needs of Business Schools covering courses Various models and theories
have been explained with examples from appropriate corporate scenario Strategic Marketing Management is a field of
management which provides strategic approaches to the challenges of marketing This book studies the concept of strategic
marketing in a succinct manner so that even a beginner will be able to understand the idea of strategic marketing easily It
will be highly useful to the students and teachers of Marketing Management This book offers useful information for students
of management and for marketers from companies of all sizes Supply Chain Management Arlo Stark,2019-06-05 An
increasingly global business landscape means that even the smallest of companies must contend with a growing base of
international suppliers and customers With that comes myriad technical organizational and cultural changes that challenge
traditional management practices Regardless of the means taken to address these challenges all companies will eventually
have to synchronize the flow of their products information and funds This book focuses on concepts principles and real life
experiences which improve understanding of the Supply Chain Management SCM Available information has been analyzed
and synthesized across many disciplines The book is designed to contribute to the existing body of literature available on
supply chain management This work which is replete with new concepts and practices will commend itself to all categories of
readers particularly academicians researchers and students of management economics and commerce Collaboration 2.0
David Coleman,Stewart Levine,2008 The Design of Sites van Duyne (Douglas K.),James A. Landay,Jason I. Hong,2003
Creating a Web site is easy Creating a well crafted Web site that provides a winning experience for your audience and
enhances your profitability is another matter It takes research skill experience and careful thought to build a site that
maximizes retention and repeat visits From Idea to Success: The Dartmouth Entrepreneurial Network Guide for
Start-Ups Gregg Fairbrothers,Tessa M. Winter,2011-08-19 Turn Your Great Idea into a Thriving Business A guide that sets
first time entrepreneurs feet in the right direction Geoffrey Moore author Crossing the Chasm There are many books on
entrepreneurship but this is one of the few that will convert individuals to entrepreneurs Desh Deshpande founder
Deshpande Center for Technological Innovation MIT chairman A123 Systems cochair National Council for Innovation and



Entrepreneurship About the Book Are you among the many Americans who dream of starting a business but think you don t
know how Help has arrived For generations Dartmouth College and the Tuck School of Business have influenced and driven
global entrepreneurship Dartmouth firsts include the world petroleum industry technological breakthroughs like artificial
intelligence and BASIC computer language as well as popular products such as the Nerf football and the game Crainium
Today a key resource for the Dartmouth Community is the Dartmouth Entrepreneurial Network DEN which helps anyone
from undergraduates to faculty to alumni get their ideas off the ground and into the marketplace In From Idea to Success
entrepreneur professor and DEN founder Gregg Fairbrothers takes you step by proven step through the DEN approach
showing you how to apply the same principles to make your vision a reality If you have an idea any idea from major
technology innovations to consumer products or services to social enterprises From Idea to Success shows you how to bring
it to fruition This A to Z guide based on the startup experiences of literally hundreds of entrepreneurs makes the process
simple as possible by breaking it down into three distinct parts Step 1 Focusing and Refining Your Idea Define your goals
pinpoint your market protect your idea manage the risks in your undertaking Step 2 Business Planning Best Practices Create
a business plan build your team learn about the competition raise finances get the important legal issues right the first time
Step 3 Managing Your Company Build your negotiating selling and decision making skills manage your finances correct your
course manage the transition to a healthy growing business Building a vibrant company based on your own creativity and
hard work is one of the most fulfilling human enterprises there is With this book and your own experience you can think and
act like a successful entrepreneur from the very start Sams Teach Yourself Extreme Programming in 24 Hours Stewart
Baird,2003 Provides information about the new lightweight software development methodology Building Brands in the
Indian Market Tapan Kumar Panda,2004 How are brands built Is an advertising campaign capable enough to build a brand
What are the criteria for making a brand successful Is building and managing a brand in India different than elsewhere How
Customer Relationship Management shapes a branding paradigm Do extensions dilute the master brand Many more
intriguing questions answered in this book by researchers academicians CEOs brand gurus and consultants Wireless
Mobility: The Why of Wireless Neil P. Reid,2010-01-05 Comprehensive Answers to the Why of Wireless Mobility In this
unique guide Cisco wireless expert Neil Reid incorporates best practices from some of the most complex and challenging
wireless deployments in the industry and provides an insider s view of the why of wireless mobility The book discusses the
critical need for today s wireless networks and how these systems are integral to education healthcare manufacturing and
other industries Wireless Mobility looks beyond the technology and costs of wireless implementations focusing on the long
term strategic advantages enabled by wireless mobile networks Coverage includes How wireless networks are used to derive
maximum value from business operations Insights on the value of mobility from a CIO s perspective The essential role of
wireless mobility in enabling virtualization Value propositions of wireless mobility in education and healthcare How wireless



network assessments and IT mobility investments resolve critical business operational issues Using Optimal Project
Sequencing to maximize value and reduce network deployments and maintenance costs Implementing finance strategies that
maximize cash flow System integrator growth and mobility practice resilience Best practices for today s wireless
deployments that enable next generation mobility deployments Wireless mobility and intelligent buildings Ten key future
trends in the wireless mobility industry Teaming for Efficiency: Market transformation ,2002
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Crossing The Chasm Marketing And Selling High Tech Products To Mainstream Customers Introduction

In the digital age, access to information has become easier than ever before. The ability to download Crossing The Chasm
Marketing And Selling High Tech Products To Mainstream Customers has revolutionized the way we consume written
content. Whether you are a student looking for course material, an avid reader searching for your next favorite book, or a
professional seeking research papers, the option to download Crossing The Chasm Marketing And Selling High Tech
Products To Mainstream Customers has opened up a world of possibilities. Downloading Crossing The Chasm Marketing And
Selling High Tech Products To Mainstream Customers provides numerous advantages over physical copies of books and
documents. Firstly, it is incredibly convenient. Gone are the days of carrying around heavy textbooks or bulky folders filled
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with papers. With the click of a button, you can gain immediate access to valuable resources on any device. This convenience
allows for efficient studying, researching, and reading on the go. Moreover, the cost-effective nature of downloading
Crossing The Chasm Marketing And Selling High Tech Products To Mainstream Customers has democratized knowledge.
Traditional books and academic journals can be expensive, making it difficult for individuals with limited financial resources
to access information. By offering free PDF downloads, publishers and authors are enabling a wider audience to benefit from
their work. This inclusivity promotes equal opportunities for learning and personal growth. There are numerous websites and
platforms where individuals can download Crossing The Chasm Marketing And Selling High Tech Products To Mainstream
Customers. These websites range from academic databases offering research papers and journals to online libraries with an
expansive collection of books from various genres. Many authors and publishers also upload their work to specific websites,
granting readers access to their content without any charge. These platforms not only provide access to existing literature
but also serve as an excellent platform for undiscovered authors to share their work with the world. However, it is essential
to be cautious while downloading Crossing The Chasm Marketing And Selling High Tech Products To Mainstream Customers.
Some websites may offer pirated or illegally obtained copies of copyrighted material. Engaging in such activities not only
violates copyright laws but also undermines the efforts of authors, publishers, and researchers. To ensure ethical
downloading, it is advisable to utilize reputable websites that prioritize the legal distribution of content. When downloading
Crossing The Chasm Marketing And Selling High Tech Products To Mainstream Customers, users should also consider the
potential security risks associated with online platforms. Malicious actors may exploit vulnerabilities in unprotected websites
to distribute malware or steal personal information. To protect themselves, individuals should ensure their devices have
reliable antivirus software installed and validate the legitimacy of the websites they are downloading from. In conclusion, the
ability to download Crossing The Chasm Marketing And Selling High Tech Products To Mainstream Customers has
transformed the way we access information. With the convenience, cost-effectiveness, and accessibility it offers, free PDF
downloads have become a popular choice for students, researchers, and book lovers worldwide. However, it is crucial to
engage in ethical downloading practices and prioritize personal security when utilizing online platforms. By doing so,
individuals can make the most of the vast array of free PDF resources available and embark on a journey of continuous
learning and intellectual growth.
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1. Where can I buy Crossing The Chasm Marketing And Selling High Tech Products To Mainstream Customers books?
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10.

Bookstores: Physical bookstores like Barnes & Noble, Waterstones, and independent local stores. Online Retailers:
Amazon, Book Depository, and various online bookstores offer a wide range of books in physical and digital formats.

. What are the different book formats available? Hardcover: Sturdy and durable, usually more expensive. Paperback:

Cheaper, lighter, and more portable than hardcovers. E-books: Digital books available for e-readers like Kindle or
software like Apple Books, Kindle, and Google Play Books.

How do I choose a Crossing The Chasm Marketing And Selling High Tech Products To Mainstream Customers book to
read? Genres: Consider the genre you enjoy (fiction, non-fiction, mystery, sci-fi, etc.). Recommendations: Ask friends,
join book clubs, or explore online reviews and recommendations. Author: If you like a particular author, you might
enjoy more of their work.

How do I take care of Crossing The Chasm Marketing And Selling High Tech Products To Mainstream Customers
books? Storage: Keep them away from direct sunlight and in a dry environment. Handling: Avoid folding pages, use
bookmarks, and handle them with clean hands. Cleaning: Gently dust the covers and pages occasionally.

Can [ borrow books without buying them? Public Libraries: Local libraries offer a wide range of books for borrowing.
Book Swaps: Community book exchanges or online platforms where people exchange books.

How can I track my reading progress or manage my book collection? Book Tracking Apps: Goodreads, LibraryThing,
and Book Catalogue are popular apps for tracking your reading progress and managing book collections. Spreadsheets:
You can create your own spreadsheet to track books read, ratings, and other details.

What are Crossing The Chasm Marketing And Selling High Tech Products To Mainstream Customers audiobooks, and
where can I find them? Audiobooks: Audio recordings of books, perfect for listening while commuting or multitasking.
Platforms: Audible, LibriVox, and Google Play Books offer a wide selection of audiobooks.

How do I support authors or the book industry? Buy Books: Purchase books from authors or independent bookstores.
Reviews: Leave reviews on platforms like Goodreads or Amazon. Promotion: Share your favorite books on social media
or recommend them to friends.

Are there book clubs or reading communities I can join? Local Clubs: Check for local book clubs in libraries or
community centers. Online Communities: Platforms like Goodreads have virtual book clubs and discussion groups.
Can I read Crossing The Chasm Marketing And Selling High Tech Products To Mainstream Customers books for free?
Public Domain Books: Many classic books are available for free as theyre in the public domain. Free E-books: Some
websites offer free e-books legally, like Project Gutenberg or Open Library.
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Student resources for Stock and Watson's Introduction ... Selected Students Resources for Stock and Watson's Introduction
to Econometrics, 4th Edition (U.S.) ... Download datasets for empirical exercises (*.zip). Age and ... Stock Watson Solution to
empirical exercises Solutions to Empirical Exercises. 1. (a). Average Hourly Earnings, Nominal $'s. Mean SE(Mean) 95%
Confidence Interval. AHE1992 11.63 0.064. 11.50 11.75. Student Resources for Stock and Watson's Introduction ... Student
Resources for Stock and Watson's Introduction to Econometrics, 3rd Updated Edition. Data Sets for Empirical Exercises.
Age HourlyEarnings (E2.1). Econometrics Stock Watson Empirical Exercise Solutions Nov 26, 2023 — An Introduction to
Modern Econometrics. Using Stata, by Christopher F. Baum, successfully bridges the gap between learning econometrics
and ... Introduction to econometrics Stock and Watson Empirical ... I am very new in R and trying to solve all of the empirical
questions. However, it is hard without answers to make sure if I am getting it right ... Student Resources No information is
available for this page. Chapter 8 122 Stock/Watson - Introduction to Econometrics - Second Edition. (a) The ... Solutions to
Empirical Exercises in Chapter 8 123. The regression functions using ... Stock Watson 3U EE Solutions EE 9 1 Stock/Watson -
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Introduction to Econometrics - 3rd Updated Edition - Answers to Empirical Exercises. 4 Based on the 2012 data E81.2 (1)
concluded: Earnings for ... PART TWO Solutions to Empirical Exercises Chapter 14 Introduction to Time Series Regression
and Forecasting Solutions to Empirical Exercises 1. ... 160 Stock/Watson - Introduction to Econometrics - Second ... Stock
Watson 3U EE Solutions EE 12 1.docx Stock/Watson - Introduction to Econometrics - 3rdUpdated Edition - Answers to
Empirical Exercises. Empirical Exercise 12.1 Calculations for this exercise ... The fighting man;: An illustrated history... by
Coggins, Jack The fighting man;: An illustrated history of the world's greatest fighting forces through the ages ; Sold by
ThriftBooks-Phoenix ; 978-1131691053. See all details ... An Illustrated History of the World's Greatest Fighting Appraises
armies of the world, their equipment, leadership and battles, from antiquity to Vietnam. From inside the book ... The Fighting
Man An Illustrated History Of The Worlds Greatest ... The Fighting Man An Illustrated History Of The Worlds Greatest
Fighting Forces Through The Ages Pdf Pdf ... first African American armored unit to enter combat, ... Jack Coggins THE
FIGHTING MAN An Illustrated History ... Jack Coggins THE FIGHTING MAN : An Illustrated History of the World's Greatest
Fighting Forces through the Ages. 1st Edition 1st Printing. The fighting man an illustrated history of the world's ... Dec 4,
2016 — Read The fighting man an illustrated history of the world's greatest fighting forces through the ages by kiradiologija
kiradiologija on ... The fighting man;: An illustrated... book by Jack Coggins Cover for "The fighting man;: An illustrated
history of the world's greatest fighting ... By star and compass;: The story of navigation,. Jack Coggins. from ... The fighting
man an illustrated history of the worlds greatest ... May 9, 2023 — Thank you very much for reading the fighting man an
illustrated history of the worlds greatest fighting forces through the ages. an illustrated history of the world's greatest
fighting forces ... Sep 9, 2010 — The fighting man; an illustrated history of the world's greatest fighting forces through the
ages. by: Coggins, Jack. Publication date: 1966. The Fighting Man - An Illustrated History of the Worlds ... The Fighting Man -
An Illustrated History of the Worlds Greatest Fighting Forces Through the Ages (Coggins). The Fighting Man - An Illustrated
History of the ... The fighting man by Jack Coggins 1. Cover of: The fighting man. The fighting man: an illustrated history of
the world's greatest fighting forces through the ages. 1966, Doubleday. in English. Colgate-Palmolive Co.: The Precision
Toothbrush - HBR Store Colgate-Palmolive Co. is considering how to position its new technological toothbrush, Precision. The
case explores issues concerned with new product ... Colgate palmolive company the precision toothbrush case ... May 31,
2017 — 9. Objectives of this Case Understand the entry of Precision toothbrush into new geographic markets and How it
transformed from a “Sleepy & ... Colgate-Palmolive Co.: The Precision Toothbrush Colgate-Palmolive Co. is considering how
to position its new technological toothbrush, Precision. The case explores issues concerned with new product. Colgate-
Palmolive Co.: The Precision Toothbrush - Case Abstract. Colgate-Palmolive Co. is considering how to position its new
technological toothbrush, Precision. The case explores issues concerned with new product ... Colgate-Palmolive Company:
The Precision Toothbrush Precision's factory list price would be priced at $2.13. The super premium niche is growing. It
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accounts for 35% of unit volume and 46% of dollar sales. Baby ... Case Analysis: Colgate-Palmolive Precision Toothbrush ... ...
toothbrush with Colgate brand toothpaste. With the increase of in-store advertising, toothbrushes and toothpastes have been
found to sell 170% better when ... Colgate - Palmolive Case Study.pptx Colgate- Palmolive The Precision Toothbrush
HARVARD BUSINESS SCHOOL CASE STUDY. Year 1991 Quick Facts Global Leader for Household & Personal Care
Products ... Colgate Palmolive-The Precision Toothbrush | Case Study ... Along the way, they have built the U.S. oral care
market into a $2.9 billion industry, changed the brushing habits of millions and turned the lowly toothbrush ... Colgate-
Palmolive Co.: The Precision Toothbrush - Case ... The Colgate-Palmolive Co. case study is considering the positioning of
Precision, a new toothbrush. Colgate-Palmolive's main concern regarding the launch of ... Colgate palmolive the precision
toothbrush | PPT Jul 19, 2010 — Colgate palmolive company the precision toothbrush case studyYash B. 4.5K viewse54 slides.
Colgate palmolive case analysis by.



