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A Case Study of Chasm Marketing in a New-Product Launching

Taek-June Kim”, Ki-Woong Kim”
ABSTRACT

In order to distribute new-products, how to persuade customers whom have no experience in our products the
introduction strategy through distribution channel is most important. But in this process, many companies will
experience the ‘Chasm’ and whether they can successfully across the chasm or will disappear; otherwise they will
have difficulties due to delaying over the break even point. Therefore launching and successfully across ‘the
Chasm’ is the ultimate stage for the new product. On this paper, we applied Chasm marketing skills on the
Samsung SPI (Samsung Plasma Ionizer) product and set forecasting, have run the Bowling Alley strategy.
Eventually we have obtained leverage effects by the reference groups.

Key Words : Chasm Marketing, placebo effect, Leverage, Bowling Alley, Tornado Strategy

* =g B9t
- M1XRHFirst Author) : ZIE#Z= - WAIX XK Correspondent Author) @ ZIEHZ
- H42 (2009 128 222)), £HA(17F: 20104 18 292), AR & A(20104 22 32)

=
o



HENREHEME S WiGE

A5A A1E 20103 2¥

.M 2

A WH7 Yo 2719, V1Y 5 B 719
Eo] vj&) HAYE Fohf i st AR WF
I 3iTk B ol H 3 AAFE S AFAES HAsf A
BEAVE ANste] grgsta Bofg A7 &S
FAG AFEoIT 2Y LR, F2 5 AFY
gk 24E AFAS B AFY 4Z wet oju G
5o omE A 7R3 Al AP A7t
o fejxe AAHA A77t F58HAL, CEO9] 9
A vHAE HEAe] el oEsted gt 1 25
AF LS 3] Fhou AAHA AF] w4
2317t A A= E A ROI(Return On Investment, F2}
el 23} FA 2 AFo] Al L& FA T A ARF
e Z97h Btk olfd AF AHEY A=
stole| A Fl e A7 AHI7F B3tou A3 e
2 gt A7) Az AFY Bl A £ =2
Me AR LFAAAFE AR AAF 1Y
(Launching)el] glotA I <t A@sHA X8 H2E
59 29 R AE(Chasm) S5 HH & S kLA
FHei1].

AZE ANEe AFL T3] vlmrdo] gAY
SHIAZE AF A4 A% AF Loy A5 4H
S 93l T o) AT B AR & T
gk Aol B a3ttt o] g AFS AAF tsl &
olF ol YA A &3z ol delolHHENA A3}
o 1 AAES FZ(Reference)2 3o W HAZ
(Leverage) &4HDiffusion) Al7]= “FNEvIAE" 7]
WS T8 A W] AfFoln. Yo g Ve
o] 7 FA ) #8H4 =)4) (Scientific Knowledge), 71
BAQ Research, *HInvention), 5§ TIAX
(Applied  Research), EX(Innovation), 7§
(Development), /3¢ 3H{Commercialization), B3 &
2HDiffusion), =8&(Adoption), ZZ(Implementation)
£ A £ =EAE A AYS A% 443,

BF AT AZHARY 4L 59 1FH0R
ez Bk

=29 FHL A 29 AE A2 52 AFo
o 718 A, AES 54, A% A9 A A8 EE
TEARES AHBT A 3FIAE AZTATS o
£3} 58 422 A 4PAAE AZIEL 48T 4
A 596)%, A%, AH) el o) Ao
A 54e AE A% A LA} 2 1 sgow
she A7l ol 2k AR,

rx
02

A 7|z o

>

AAE 84 Fnle dubzoz gen 2L
A ZHlEH Bk 1) AEY AadE, 2
B 34s Ay AFY  ZAMY
(Positioning)S BA & AUl 2) A $8
d2g s, 2R3 dv AL driy Al A
7k 3) BEET AY SRS A% /F 44, AF
o] g (Sales Forces) 75 o|9A & AU/}
4) mpAEoE AF E A Mk AP AR
AFUAlA Agsga FAd AR A
et FA thA o g FEo] A 23]

21 ®MZE2| ds H HMZF =AM

AFY T8 75L& AV2 Ee2v} o]2S A4
st 37) Foll EAshe vhol) s, EA 9 EF
AA L Foll FalF A4A 5 FAEEE S
7)€ 715 7H 7134 F71AE 7)o 27 A
7HAL 25 R vnE u7tE AAE FAA
F49] AEAE =4S 718 o] LA FI
AEE 3 FAME 37 FY vlolg2E AASE
A 715€ 71 AFLE Solg MFE 7|E
o AA7} FF3E ‘& & de R 2L 2ol
BEo FE AR dE A GENFY AFLE X

- 60 -



AEoAR Ake 883 AAF dA A A7

A kAL 7153 TR AR S =3

S

8 1, A SPI
Fig. 1. Samsung Samsung Plasma lonizer

22 95 Hg

HARA} £ A 55 F I H9E
o, IAREAAS dH HES A B
59 Qu §502 LT 22 i Ee 574
WA N2 5 AR Wil 4002 29
B2 A AR 99 S B AE
o tha e} SHAl0] o 99 kA B E B
dRREAE ABB) GHol A¥THE 4oz,
oleig A%e WY BIHE TR B,
AT PeaRiskt 48 ekl §50] vmd o)
490993 1Y BolgiT) Mt BH WYL B
o)z EAS] ) Yot L2k £, A% Bl
55 dAE T &8t

23 R i, =of M

NZZHgA AFES B AAFL A g 2
B o Zo] vl APt =& FAFL W 987
71 BAE Ad 2% Bx 717)19) B4 w2 Z7H3
Ao 5% A AAFAY ARG ALY A
£ EHFOEAN AFS Brlsiof sk AFAY
H U EYIY A E HEOE & K5 H3e A
FYAAE 7 ot wehA] 27] AARE Fo)7]
A it E FEAE = 7 g AR
GSHAT gEbA oS AE A E A% EEY

ol A¥SE D N2 {59 A4, 71EHE T
w29 e Heko] A B 3] HAh
FARE 27] Bl S A A5 wl, 5 Y B
2 A 8 5 2 V1B AV S 75 A
TE A3 22GFE RN AFE 5T oA
73(Out sourcing)S ZAA3L oF104] 7} A A E
F4Ho2 B2B #AE S8 dlo]dE(Agent) 4]
AFE AE A =4k

24 Md|g YDEE oA

B BEY A M & AFo] ¥ 5717] A
FLE AFY AR QIS Bt ope} a3 A1
< AdME B T aATY HEAT ] e
ot metA TV 5 2719] Faul &2 EA ol A %
3 237} wm|Etohe 52 dd mjio] A, &
2Rl FH, 29T E 5 Y4aE 2FHE S
3t 3= AFOE, AP (Experience)dt #HHPX
(Reference) S TtE= AL 14 2R 2 3lo] 27] A%

AYE A gt

. F4Z opFEe 14

NE HABS A A Foj7t FHE o]0 R
golH I AAFE EUHARAA AGA AEE =
B33 @717kl B4AQ vl Ex o) =2A7EA
£ AAI o] Eojch 7R A o2 AAF] TIHY
HEE AT I3t 7] o3 A2 (Reference)
S FAsA 1 JEE g A (Leverage) 2 3t &
& EiHDiffusion) A A X #21 Al AYA7) 2
T Agolt}. o] 3t ARAZOE E0j7t B A
AR Gt BN EdE
(Bowling Alley), w1 Aol ] v 2ul A e FAL
2 3 AL FEde BEYlo]=AHZHTornado
Strategy) 2 & 4= 3ith

_61_



HEREREEE W

158 A1z 201003 2¢

Qs TR XY A= wek A A5
M)e] F2.5 Fojulo] FA7|E 2z 27] 74
AEe] 8 golE o] YA 2281 2 % 3k

;

foox oo >

AN Ak oA
(Critical Mass)

==

38 2 Bass ZH S HEslo] AF #of o5

Fig. 2. Bass model by applying the market, sales forecasts

A& L=p+q*(Xt/M)

Lt:t AR A ERAEFE 7S &5

p : Innovation3}-2] A#A| 4=

q : imitator 9] FAAGHF, ol FHldle 2e
B3 Fujste Jd)

Xt: AR Ao

M: ZA AR

32 7|z £85I

Rogers o] 29| me} 5714 MIHEE HAAIE
(Innovator Group, 2.5%), €&} ]9l (Early Adaptor,
135%), A7] TH(Early Majority, 34%), 37] T
(Late Majority, 34%), X7} 4~8-A}(Laggards, 16%)Z
UE & I3, A4 43 WA (Venturesome),
71l ok &7 (Respectable), AAt& 11 (Deliberate),
3} 94 (Skeptical), 715 2}(Traditional) 3] 54 7}
o ol 8 F7]0| &4l wet d 271%H BAR

(Targeting) B 1174 ¢] 54 BHA £/ Hol Ak
g s ojof f.

33 Z7|NF EFe A (FHE FHoiddv])
Hx A A Fesjor & Bl 1A tie g4
Aot ARggAF 2F otk o] AAEL Arled o
& A 74 A& GA Sk wapA A ROE
o] TujFE AIUERE o] JHITH thdor
s Aol Basitt. o] F aFH A7 vrréAt
IF Atojel] AT FiF F3to) EAYSHH o]
ZHll A 29 AAFo] APE e 257 Be,
o] T+ ol 9l Al E01717] $13) oo &
AZo] HIE A7|Gr82H34%) 0l HH 2 9
A AFE w7l A Az AYPTe
g Aok AUt FEAELS ARFAAEEA
E}ol9] AL & FZ(Reference)dh= A 3Fo] st 71

L3 FAAE R FAShs Ao] ¢ T3

I
2% 13.5°/!| ‘ W%

B HULEL miCasg FN044 pasen
finnovatar) ~ (Ealy b 24
Aapters)  Eqrty Meariy) (e

Majority)

a2 3. 7J|Z0|2 EAE

Fig. 3. Kagjeum theory of schemes

% |

34 22|, Eio|E M

Aze FuAD W AR 1Y A BANE
Fgo] Bedt. = AZE Yol ArUssen
a8 BRe de Bde) AL PASed &
A ¥58 24 d¥dasl Arldessd 18

- 62 -



ANEuAE

AeEFs 48 AAF

9% A a7

S IFe nFE 988 A Ao wEA A
A% i (Product Leadership)t 17 FAA
(Customer Intimacy)o] 83 94 3t}

s 9AZ2 Edlo|%(Tornado Strategy)deFS
TFAHA Hed, MAAge] A JAE T+
5 3] 9 AFoE AN EFS Yo7
7] 13 B ManAY A FARRT olE
Edjojx Hgo|ztn dn AF udH £39
g4 AJ(Operational Excellence)o] F23 I
g2

. A4 SPlojl HZ o2 HE

41 AY 0% Y BE M

S8 d5S B9Y 2RARE
F9, B9zl woEth 3 X 9 A3ad
o W BEAAY Wg o, 27, BARAT
o Hx AA o)} Atk AgAel o} BE
A A REReR o B A3 o) 9
o] slofof 33 Ago] BEPIHT HLARiSK)
7} aga Be A 4% B gedes W
A Bhgshe Azl PAETE GUHOE AF B
Wl AP Dot AFLHL A ux
717 ol MER 8FHAL, UFE vAY Hg
& Bgses Dt g2 e A% AR
o] RIS A2 R BaF A
5 A%0] ofele A% Folok

Bl % e

A B8 A

Lt=p+q* (/M o)
28 4743 WP A5 AAAEL NF0E
# 287} T AR AROE ABY 2

AFRMASNYS AZT B SaA%Qe 8%

oz vk 27) 34Y AEFS a) AER
% @ F b) S/PAIF A, Solutxon Provider)
7F 423 75 o 28l 11Jg‘-/*d) 7)E}
3 § =90l A58 #£59 & Wik

421 lE5x% 4N Y RSN

AEAY o8& F&std X7 8§ TF=
e 3A 2749 wEeR o 1Y ok AR
= A 155 E83% B2C 75 AY, EAEE
BBfrEoR %7] AR HHULE FHE}H Al
BolX 255 4o77] A%, AF S5Y AFE
£ R3] % f-F R

ANTAGRO R, AV AFE S/PAF B
W, Solution Provider)?} Edte] elAnAL

F THFE ANste s B4 F 1~371E Ul
= B2C7} AA vj&& Hxslx 3~57] Y= B2B
7t dEEaT 1, ols HHIAZE &8t
g A7 Aot F AN TF3 FA
3t xS B2CAREAA diF o9 AAE 75
e Aotk oA 9R 678 Welle A B2C
oA HEAQ dF AE EXZ SHGih

422 T, REY &
AV BREA B #lgge oS
Bt sidsr|2 st eHlaAdTe] Ayt

‘—’—ﬂl%k A= ¢F g} dSolution Provider) 107 A}

o AF A ALS A2 L&}

423 21|91z, A|ZCommunication M2k
AF 93 A F 2435 93 29U
= A48 o 1d o diof AFS TJ =
7t AFE FOEAM AYS T A& 9_-4
YAZEEAA AHA oA Xﬂﬁ‘°ﬂ g 3

T
[oz]
o

- 63 -



HEREREEE W

158 A1z 201003 2¢

A g Fofshke Aojnh

FE AL AL 1, TN HlelE A fY
A FRE AZHe YT A 5 s
o] AE7t Aver T she 1FE A4S A
TR AF 252 % Avjd 2 S/P 5 ¢
d 94 D A% 88U, BBAF AL
4% B4k R&D 3 FPLHe] Adste F=
A9 Ak

LIRIE £21 B, AF AP
o A4 AR 278 299 EA

=
o

e AR O A7 & A= 54
AE 49e YIS T3] uE AT
Aok EF AA, 424 5, wgo] A4

WP 52 Ba AF =3¢ Fig
Ak

424 dnt 24 H iR st

B2 Agdu AdqER @40 AdHIeY
B2C wjZo] 83 Hd Ade AWMAY FF2
23 e 43L HYozA wdAFe EAH
d AF 2 vHIE FAE AR HU ol
17 AAE A 4oz dilda AdHY
o Eoltt.

F8 AETLULEE /4E Aol i AGAE
3 W-olen AU AFste 3t AlF
< FEIEAM AFol B -odd tFer =2
AT o] YT} dHHAR FEste T
B2C 39 w7t F43H dsdle a9E o
ATk
44 74 B F Fole I8 394 FolE
Stk 27] 93 ARH SAL ApAE AR
FeHAE Holh 6/4E olFd= #3
o 2
P

2
=
X_‘]I
k<

o

-

“

$7Fe Rola 3t o& HAl%Atsl B2B
Fol TEHAUAM W g AFY =]

571 ANFF7] otk

30000 [

10000

1. 2 83 4 5 6 7 8 9 101

T8 4, 2XH £ o
Fig. 4. Monthly cumulative sales

a9 59 A= B2BE-Fol 2|3 Reference &3}2
o 157498 AT 2 Bk FTHEE00I
T 348 By} 2718 A%5d4L Holn gl
o}. ol Reference &3} UEPRS-S & 4 9ok

30000

20000

=5
——B2C(+22a}
22tel
B2B

re

)

10000

LA

- N ™M T OO~ O —

= 5 B2B Vs. B2Ce| HE
Fig. 5. The impact of B2B B2C

_64_



ANEuAE

S 283 AAF

A A a7

4.3 EH|0|= X2 (Tornado Strategy)

AE 7 dAnte avjgdl ot wg A
dr 3L doA BAHYL UF A AAE
Zv57] g dEAY £ g7t 23E 300 v
2 BRI F71 A" 85 gd 59 g &
F Aol FHHA

V.2 E

2 S AREY Alde 9
HHxs 9HEY I8 Elllﬂﬁix]i g&ato] it

S FARRE “IE wHARY A8ol A3l
31 Azt ASPIE Al BEAQ Y

AL AAR HHdxTo] AYR AFFHen

a Eﬂ#‘?—ji\—é 43 AR g Ak E
AZE AfdS € EF5ge 187 Jdd &
AMEFS BAstY 83 Fo43590, Foqd
Ex9 o] FR845S VYT BEHAH, B
AR H= 4 oite] HA otk

g FE3 wy FEAME F okxaie
ZatA g & Zolth AAEE 10| A
S BolEol] M AFY AAF BoT
AAFY A 1A W8 BAHAA AF
Fo] Bag olF 93 T D, SolE
S AEHY AHog 71 AE&ozd A
285 SUse Aotk iAo g AFY A
Z ¢ v 294U H(Opinion Leader)<]
T 4549 H¥ds €89, 33, I F
o &&o] FAPY. 53], AR WAH7IYHoIY &

TE A" HEo2 AAF SAE e F
7199 B A7t £ Al 2 AeE A%
gk

§% 37} 472 AgezE £2A7 ez
w7t Ao AAFA HiAe 2% #A4F Hed

"

ool Rl O e [

N
g

B} Solel AE oo olm A
1 w749 A7t Bas

it]

[

(1] A4 WL E, “AdE g o] 8N EAd=
24 (Chasm)E 78k BAZRD, s A7 A6
A A4z, pp.47-70, 2001

(2] o173¥,"3tolel 2 7199 " LGFH A, 8553 pp.
17-24, 2006.

(3] 2EE, “ efol |2 opA B A& Hr AL, 2006.

[4] Al =) A. F-ol, “ & p}A &Y Crossing the Chasm” : N &
A3,19%.

(5] AL A. Fol, “ Evjo[= nlARY
HEAH, 19%.

(6] ZAE, "FA ANAX AZ F
F7EF A, 2006.6.7

(7] ¥H8 8, WEx, olEl, &3 E, 37342002) 8L H
oNde A Vs Aol mzA, eyt Je Fusd
2002.01

(8] Hed, "FRARFATE] SR
", A1, 199.

[9] o1 9], “R&D AXF RS EE2 A Arl= gt &

T, @AY YRy =X A4l A3z,

inside the Tornado” :

BS 40 2, LG

Fol AR HF5AT

pp-1-6, 2009.
[10] Bass, EM., “A New Product Growth Model for Consumer
Durables”, ~ Management  Science, ~ Vol.15(5),
pp.215-227 (January,1969)

_65_



HERE SR e woGE A5 AlE 20109 2¢

Z{ENZ=(Taek-June Kim)

1986d FAM 3k L7l E et
(D

2007'd FEFHHSUNY) 4 FeHrt

2008 3~A7) S=m3FThetaL gt
()

1986~ 8] A3 AAL A A2 21 F(F3)

¥ BAER: JPEAE 99 2 AR, 8 wHIE,
$120, €430

27| 2(Ki-Woong Kim)
g 1983 A=5ggoista Feael At
S 93 Nedstmosd A9 A
“. 1998 A gThetmojstd A v}

19993~ QA B2 FNSFR AG%H w5
% ARk A9

- 66 -



