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Bold lettering represents the primary strategy(les).

Fig. 6.2. The technology transfer strategies applied to the
semi-commercialized innovations. (Note: neither industrial consortia
nor licensing strategies arec used in the 12 case studies.)

Efforts to influence key decision-makers have been used to promote eight
innovations. All three software packages have relied upon this strategy, by
placing the software in the hands of a key public agency or private firm to

develop a distribution system.




