Agent/System Behavior:
· Marketing is now a gradient, with each square having no more than one shade difference than is neighbors
· Every 100,000 ticks, customers re-make their phone choice.
· Each upgrade for each corporation has a cost, and each corporation per tick accumulates the money based on how many customers they have.

Rationale for Agent Rules:
· It is difficult to find an area that only has marketing for one particular technology. Usually, there is a predominant technology, but never just one. It is also rare to find stark contrast in technology being advertised between different areas.
· Based on the contract system that most carriers enforce in the States, all customers make a new decision between cellphones every 100,000 ticks.
· Corporations make decisions on how they wish to spend their profits. Both corporations have income, because they both have customers. This makes it possible to see which factors have the greatest affect in customer retention.

Model Output:
· Output is still the same: a graph of iphone versus blackberry customers
· The patches now give a more accurate representation of what marketing would be

Questions:
· Competing mobile technologies may not be the best for this model. Perhaps competing carriers. Mobile currently gets funding from a lot more things than just how many customers they have. For example Apple, Google both do not just have phones to do research in. Should I switch to modeling between carriers instead?
· It’s hard to model how preferences work with the customers. How can I make marketing have a more substantial affect without hard coding it in? How do I make the behavior emergent?

Next Steps:
· Explore user preference more. How to model a more realistic decision making process.
· Look into actual market share over the past 10 years to have a more accurate and realistic model
· [bookmark: _GoBack]Explore the possibility of modeling competing carriers, rather than competing technologies 
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