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Footnotes: 

1 - Nail It Then Scale It, by S. Furr and P. Ahlstrom, Self-published, 2011, pp. 26. 

2 - Marketing Malpractice: The Cause and the Cure, by Christensen, Cook, and Hall, Harvard Business Review, 

December, 2005. 

3 - Ask us for the studies that document this. 

4 - Ideas-first or Needs-first: What Would Edison Say?, by Sarah Caldicott Miller, White Paper, 2009. Also see "Are You 

Making Something Usable? Does Anyone Care? (Part 3), an interview with Urko Wood in Forbes. (See interview and 

2nd comment entered by Sarah Miller Caldicott, January 21, 2013). 
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