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Fig. 6.1. The technology transfer strategies applied to the
fully-commercialized innovations. (Note: neither industrial consortia
nor licensing strategies are used in the 12 case studies.)

market refrigeration compressor system, DOE sought to generate interest

by providing supermarket chains with credible performance data. For the
flame retention head oil burner, consumer demand was stimulated through the
distribution of fact sheets. In several other cases, this "market pull" strategy
was employed as a supplement to other approaches.

Trade, professional, and regulatory organizations have been involved as
major players in six of the case studies. In two instances, a single trade
association played an instrumental role - RIMA in the case of radiant barriers,
and the Food Marketing Institute for the supermarket refrigeration

compressor system.




