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In 1991 Geoffrey Moore, a Silicon Valley-based high-
technology consultant, authored a book on how to 
market high technology products. In his book, “Cross-
ing the Chasm,” Moore theorizes that there exists a 
deep divide (a “chasm”) between the early adopters 
of technology products (the “technology enthusiasts” 
and the “visionaries”) and those who seek to adopt 
technologies only after they have been proven (the 
“pragmatists”). Moore believes the visionaries and 
pragmatists have very different expectations, and he 
attempts to explore those differences and suggest the 
ways firms can successfully cross the “chasm,” includ-
ing choosing a target market, understanding the whole 
product concept, positioning the product, building a 
marketing strategy and choosing the most appropriate 
distribution channel and pricing.

According to Moore, the marketer should focus on 
one group of customers at a time, using each group 
as a base for marketing to the next group. The most 
difficult step, he explains, is making the transition 
between visionaries (early adopters) and pragma-

tists (the majority of adopters). If a successful firm 
can create a bandwagon effect in which enough 
momentum builds, then the product becomes a de 
facto standard, he says. However, Moore’s theories 
are only applicable for disruptive or discontinuous 
innovations. The adopting of continuous innovations 
(those that do not force a significant change of 
behavior by the customer) represents the average 
technology adoption lifecycle. Confusion between 
continuous and discontinuous innovation is a lead-
ing cause of failure for high tech products, says 
Moore.

On May 8, 2012, Network Products Guide, industry’s 
leading technology research and advisory guide, 
named SYSPRO “Innovative Company of the Year” in 
the category of “Information Technology.” Why was 
SYSPRO selected for this major technology award, 
when until recently, the company positioned itself 
as a provider of “pragmatic” solutions, i.e., software 
solutions for companies wanting “proven” technol-
ogy?
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The naming of SYSPRO as a technological innova-
tor is not only a reflection of the company’s continu-
ous product innovation of its ERP offering, but also 
is due to the judicious introduction of a new SYSPRO 
architecture at a time when the mindset of manu-
facturers and distributors is being heavily influenced 
by new technology enabling trends. In effect, these 
trends are forcing many executives responsible for 
the selection of ERP systems to consider updating 
or replacing their systems, i.e., with technologically 
advanced solutions that will immediately give them 
a competitive edge. 

Why do these firms want to jump the chasm? Very 
simply, the economic downturn has forced many 
companies to postpone ERP investments, creat-
ing a pent up demand. Now, the firms are seek-
ing technologically advanced solutions, i.e., solu-
tions that will enable them to enhance operational 
efficiencies and best their competitors, in effect, 
bridging the chasm that they have created by their 
failures to make any moves during the lengthy eco-
nomic recession. Rather than adopting “proven” 
solutions, today manufacturers and distributors not 
only want to adopt proven solutions, but ones that 
have been technologically advanced to the point 
where they can “erase the chasm” and immedi-
ately gain the benefits of leading technology, i.e., 
the ability to gain the operational efficiencies and  
marketing acumen that will enable them to leap 
frog over the competition. 

The naming of SYSPRO as a technological leader 
is, therefore, not only attributable to the perfectly 
timed market introduction of SYSPRO “Quantum  
Architecture,” but also to the fact that SYSPRO ERP 
is a product that has been technically advanced 
continuously over time. Moore would say that  
SYSPRO “Quantum Architecture,” SYSPRO’s powerful 

breakthrough framework, has successfully crossed 
the “chasm,” by creating a bridge comprised of a 
history of continuous innovation that does not force a 
significant change of behavior by the customer, but 
rather that enables the easy adoption of technology 
that will be continually advanced.

Because Quantum Architecture offers the “most 
powerful business capabilities available today for 
small- and mid-sized business (SMB) manufacturers 
and distributors,” SYSPRO is advancing the pragmatic 
concept of ERP solutions from the traditional to the 
collaborative, real-time management of multiple 
business, information and IT assets. Introduced at a 
time when businesses are seeking to improve world 
trade, when interest rates are low and bank financing 
is readily available, SYSPRO Quantum Architecture is 
serving to separate SYSPRO ERP from the competi-
tive landscape by offering the advanced technol-
ogy now sought by manufacturing and distributors 
of all sizes. 
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