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If any of the securities being registered on this Form are to be offered on a
delayed or continuous basis pursuant to Rule 415 under the Securities Act of
1933, other than securities offered only in connection with dividend or interest
reinvestment plans, please check the following box. [X]

If this Form is filed to register additional securities for an offering pursuant
to Rule 462 (b) under the Securities Act, please check the following box and list
the Securities Act registration statement number of the earlier effective
registration statement for the same offering. [ ]

If this Form is a post-effective amendment filed pursuant to Rule 462 (c) under
the Securities Act, check the following box and list the Securities Act
registration statement number of the earlier effective registration statement
for the same offering. [ ]

If delivery of the prospectus is expected to be made pursuant to Rule 434,
please check the following box. [ ]

CALCULATION OF REGISTRATION FEE

TITLE OF EACH CLASS OF AMOUNT TO BE PROPOSED MAXIMUM OFFERING PROPOSED MAXIMUM
SECURITIES TO BE REGISTERED REGISTERED (1) (2) PRICE PER SHARE (3) OFFERING PRIC
Common Stock, $0.01 par value 689, 656 shares $11.05 $7,620,698
(1) Each share of common stock has attached thereto a preferred stock purchase
right.
(2) In the event of a stock split, stock dividend, or similar transaction

involving the common stock, in order to prevent dilution, the number of
shares registered shall be automatically increased to cover additional
shares in accordance with Rule 416 (a) under the Securities Act.

(3) Estimated solely for the purpose of calculating the registration fee
pursuant to Rule 457 (c) under the Securities Act of 1933, based on the
average of the high and low sale prices of the common stock as reported on
the NASDAQ National Market System on April 5, 2005, which date was within
five business days of the date of this filing. The value attributable to
the preferred stock purchase rights is reflected in the price of the common
stock.

(4) Previously paid.

THE REGISTRANT HEREBY AMENDS THIS REGISTRATION STATEMENT ON SUCH DATE OR
DATES AS MAY BE NECESSARY TO DELAY ITS EFFECTIVE DATE UNTIL THE REGISTRANT SHALL
FILE A FURTHER AMENDMENT WHICH SPECIFICALLY STATES THAT THIS REGISTRATION
STATEMENT SHALL THEREAFTER BECOME EFFECTIVE IN ACCORDANCE WITH SECTION 8 (a) OF
THE SECURITIES ACT OF 1933 OR UNTIL THIS REGISTRATION STATEMENT SHALL BECOME
EFFECTIVE ON SUCH DATE AS THE COMMISSION, ACTING PURSUANT TO SAID SECTION 8 (a),
MAY DETERMINE.
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The information in this prospectus is not complete and may be changed. We may
not sell these securities until the registration statement filed with the
Securities and Exchange Commission is effective. This prospectus 1is not an offer
to sell these securities and it is not soliciting an offer to buy these
securities in any state where this offer or sale is not permitted.

Subject to Completion - , 2005
639,656 SHARES

TECHTEAM GLOBAL, INC.

COMMON STOCK

We are registering these shares of our common stock for resale by the
selling shareholder named in this prospectus, or its successors or permitted
transferees. These shares constitute shares acquired or to be acquired by the
selling shareholder upon the conversion of shares of our Series A Convertible
Preferred Stock acquired directly from us in a private placement completed on
April 8, 2003. We will not receive any proceeds from the sale of these shares,
although we have paid the expenses of preparing this prospectus and the related
registration statement.

The shares are being registered to permit the selling shareholder to sell
the shares from time to time in the public market. The selling shareholder may
sell this common stock through ordinary brokerage transactions, directly to
market makers of our shares or through any other means described in the section
entitled "Plan of Distribution" beginning on page 19.

Shares of our common stock are traded on the NASDAQ National Market System
under the symbol "TEAM." The last sale price of our common stock reported on the
NASDAQ National Market System on May 10, 2005 was $13.04 per share.

INVESTING IN OUR COMMON STOCK INVOLVES RISKS. SEE "RISK FACTORS" BEGINNING
ON PAGE 2 FOR A DISCUSSION OF THESE RISKS.

NEITHER THE SECURITIES AND EXCHANGE COMMISSION NOR ANY STATE SECURITIES
COMMISSION HAS APPROVED OR DISAPPROVED OF THESE SECURITIES OR DETERMINED IF THIS
PROSPECTUS IS TRUTHFUL OR COMPLETE. ANY REPRESENTATION TO THE CONTRARY IS A
CRIMINAL OFFENSE.

The date of this prospectus is , 2005.
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In this prospectus, "TechTeam," "company," "we," "us," and "our" refer to

TECHTEAM GLOBAL, INC. and its subsidiaries, except where the context otherwise
requires or as otherwise indicated.

This prospectus is part of a registration statement that we have filed with
the Securities and Exchange Commission. The selling shareholder named in this
prospectus may from time to time sell the securities described in the
prospectus.

YOU SHOULD RELY ONLY ON THE INFORMATION CONTAINED OR INCORPORATED BY
REFERENCE IN THIS PROSPECTUS AND ANY APPLICABLE PROSPECTUS SUPPLEMENT. WE HAVE
NOT AUTHORIZED ANY OTHER PERSON TO PROVIDE YOU WITH DIFFERENT INFORMATION. IF
ANYONE PROVIDES YOU WITH DIFFERENT OR INCONSISTENT INFORMATION, YOU SHOULD NOT
RELY ON IT. YOU SHOULD ASSUME THAT THE INFORMATION APPEARING IN THIS PROSPECTUS
AND ANY APPLICABLE PROSPECTUS SUPPLEMENT IS ACCURATE AS OF THE DATES ON THEIR
RESPECTIVE COVERS, REGARDLESS OF TIME OF DELIVERY OF THIS PROSPECTUS AND ANY
APPLICABLE PROSPECTUS SUPPLEMENT OR ANY SALE OF SECURITIES. OUR BUSINESS,
FINANCIAL CONDITION, RESULTS OF OPERATIONS AND PROSPECTS MAY HAVE CHANGED SINCE
THOSE DATES.

THE COMPANY
GENERAL OVERVIEW

We are a global provider of information technology ("IT") and business
process outsourcing ("BPO") support services to Fortune 1000 companies,
multinational companies, product providers, small and mid-size companies and
government entities. Our client base includes Ford Motor Company, Canon Europe
NV, Deere & Company, MICROS, Inc., United Parcel Service, American Community
Mutual Insurance Company, DaimlerChrysler AG, and Schering-Plough Research
Institute, as well as federal government agencies and local government entities,
such as the United States Department of Defense.

Our subsidiaries are: TechTeam Global NV/SA (Brussels, Belgium), with its
subsidiary TechTeam A.N.E. NV/SA (Gent, Belgium); TechTeam Global Ltd. (United
Kingdom); TechTeam Global GmbH (Germany); TechTeam Global AB (Sweden); S.C.
TechTeam Global SRL (Romania); TechTeam Asia Pacific (Private) Ltd. (India);
Digital Support Corporation ("DSC," Chantilly, Virginia), with its subsidiary
Sytel, Inc., acquired on January 3, 2005, ("Sytel," Bethesda, Maryland);
TechTeam Cyntergy, L.L.C., and TechTeam Capital Group, L.L.C. (Southfield,
Michigan) .

Over the past 15 months, we have acquired three of those companies -- DSC,
TechTeam A.N.E., and Sytel. As a result of these acquisitions, we have
strategically added governmental technology services to our long-standing core
businesses of corporate helpdesk, professional services/systems integration,



Edgar Filing: TECHTEAM GLOBAL INC - Form S-3/A

technical staffing, and training services. Consequently, our business is
currently comprised of five reporting segments —-- Diversified IT Outsourcing
Services (comprised primarily of our former corporate helpdesk services
segment), Government Technology Services (comprised of all services provided to
government-based customers primarily through our DSC and Sytel subsidiaries), IT
Consulting and Systems Integration (comprised primarily of our former
Professional Services/Systems Integration segment), Technical Staffing, and
Learning Services (formerly our training programs segment).

CORPORATE INFORMATION

TechTeam was incorporated under the laws of the State of Delaware in 1987.
Our principal executive offices are located at 27335 West 11 Mile Road,
Southfield, Michigan 48034, and our telephone number is (248) 357-2866. Our
website address is www.techteam.com. However, the information contained on our
website is not part of this prospectus or any prospectus supplement.

RISK FACTORS

You should carefully read the following factors and other information
contained or incorporated by reference in this prospectus before investing in
our common stock. Any of these risks could have a material adverse effect on our
business, financial condition, results of operations and prospects, which could
in turn have a material adverse effect on the price of our common stock. In this
case, you may lose all or part of your investment.

RISKS RELATED TO US AND OUR BUSINESS:

WE ARE DEPENDENT UPON A LIMITED NUMBER OF MAJOR CUSTOMERS FOR A SUBSTANTIAL
PORTION OF OUR REVENUE.

We depend upon Ford Motor Company and its subsidiaries for a substantial
portion of our revenue. For the three months ended March 31, 2005 and the three
years ended December 31, 2004, 2003 and 2002, Ford accounted for 28.5%, 37.4%,
52.9% and 55.9%, respectively, of our total revenues. The past three years have
been difficult financially for this client, and further deterioration of its
financial condition could have a material adverse impact on our business, as
Ford may seek further price concessions or the termination of existing projects.
Our largest contract, the Ford Global Helpdesk contract (currently scheduled to
expire on July 31, 2005), is up for renewal during 2005. While we believe that
we are positioned to obtain renewal of this contract, there can be no assurances
in this regard.

We also conduct business under multiple contracts with various entities of
the United States Government. For the three months ended March 31, 2005 and the
year ended December 31, 2004, the United States Government accounted for 29.9%
and 10.5%, respectively, of the Company's total revenue, with no single agency
or department of the United States Government comprising 10% or greater of the
Company's total revenue for these periods. For the years ended December 31, 2003
and 2002, the United States Government comprised less than 10% of the Company's
total revenue. The loss of, or a significant reduction in, business from Ford,
the United States Government or any other significant customer would have a
material adverse effect on our business, financial condition and results of
operations.

INTENSE COMPETITION COULD ADVERSELY AFFECT OUR RESULTS OF OPERATIONS.
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We face intense competition in all of our markets and for all of our
services. Many competitors have substantially greater resources, including more
locations, greater financial resources, a larger client base, and greater name
and brand recognition. These competitors may be willing to provide the same
services that we do at a loss in order to attain other, more lucrative business
from our customers. Due to this competition, it may be difficult for us to
retain our current customers or grow our revenue outside of our current customer
base.

The intense competition may result in our customers being able to demand
reduced pricing in order for us to remain a preferred vendor. These pressures
will likely increase due to the trend to move outsourcing services offshore to
countries with lower labor costs, such as India, Malaysia, and the Philippines.
Our inability to continue to execute upon our strategy to address the
globalization of the support services market could have a material adverse
impact on our ability to maintain and grow our customer base. Further, we may
have to continue to lower the prices of our services to stay competitive, while
at the same time trying to maintain or improve revenue and gross margin. If we
cannot proportionately decrease our cost structure on a timely basis in response
to competitive price pressures, our gross margin and therefore our profitability
could be adversely affected. Any of these circumstances could have a material
adverse effect on our business, financial condition, and results of operations.

Moreover, the process to win new business tends to be long. Our diversified
IT outsourcing services business models require significant changes to our
customers' business processes and each customer has significant internal
political difficulties with local environments giving up decentralized control
of the support function. The decision makers are rarely involved in the early
details of the selection process so there are multiple sales efforts —-- to the
team charged with selection and then to the Chief Information

Officer/Chief Executive Officer/Board —-- that have to occur. Our results are
dependent on our ability to successfully manage the sales process and strong
competition in these markets.

WE ARE SUBJECT TO CONTRACT RISKS INHERENT IN OUR BUSINESS.

The great majority of our contracts, including our Ford Global Helpdesk
contract, may be terminated without cause on short notice, often upon as little
as 90 days' notice. Terminations and non-renewals of major contracts could have
a material adverse impact upon our business, financial condition, and results of
operations.

A portion of our diversified IT outsourcing services business is billed on
a managed service basis (where the fee is fixed to perform specified services)
as opposed to time and materials. The onset of problems in our customers'
infrastructure, such as computer viruses, may require us to deploy additional
resources to solve these problems. In many instances, we would not receive any
additional revenue for the work performed, thereby adversely impacting our
profitability.

To the extent we provide service on a per-incident or per-minute basis, our
financial performance 1is dependent upon the volume of service requests that we
receive on the project. Some of our contracts do not contain minimum guaranteed
volume, so we may not always receive enough volume to pay for our costs relating
to a specific contract. Also, many of our contracts contain financial penalties
for our failure to meet the contractual performance service levels. If the
volume is too high, we may not be able to meet the service levels. In the United
States, we are able to manage this risk through changes in our staffing, but due
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to labor laws, our European entities do not have as much flexibility in
staffing. Our inability to estimate accurately the resources and related
expenses required for the managed service project or our failure to complete our
contractual obligations in a manner consistent with their terms could materially
and adversely affect the business.

WE ARE SUBJECT TO RISKS INHERENT IN THE PROVISION OF TECHNOLOGY SERVICES TO
GOVERNMENTAL ENTITIES.

We derive an increasing amount of our revenues from government contracts
that typically are awarded through competitive processes and span a one-year
base period and one or more option years. The unexpected termination or
non-renewal of one or more of our significant contracts could result in
significant revenue shortfalls. Our clients generally have the right not to
exercise the option periods. In addition, our contracts typically contain
provisions permitting an agency to terminate the contract on short notice, with
or without cause. Following the expiration of the contract term, if the client
requires further services of the type provided in the contract, there is
frequently a competitive re-bidding process. We may not win any particular
re-bid or be able to successfully bid on new contracts to replace those that
have been terminated.

Many of the systems we support involve managing and protecting information
involved in the Department of Defense and other sensitive government functions.
A security breach in one of these systems could cause serious harm to our
business, could result in negative publicity and could prevent us from having
further access to such critically sensitive systems or other similarly sensitive
areas for other governmental clients. Losses that we could incur from such a
security breach could exceed the policy limits that we have for "errors and
omissions" insurance.

Some of our government contracts require us, and some of our employees, to
maintain security clearances. If we lose or are unable to obtain security
clearances, the client can terminate the contract or decide not to renew it upon
its expiration. As a result, to the extent we cannot obtain the required
security clearances for our employees working on a particular engagement, we may
not derive the revenue anticipated from the engagement, which, if not replaced
with revenue from other engagements, could negatively impact our operating
results.

Federal government agencies routinely audit government contracts. These
agencies review a contractor's performance on its contract, pricing practices,
cost structure and compliance with applicable laws, regulations and standards.
An audit could result in an adjustment to our revenues because any costs found
to be improperly allocated to a specific contract will not be reimbursed, while
improper costs already reimbursed must be refunded. If a government audit
uncovers improper or illegal activities, we may be subject to civil and criminal
penalties and administrative sanctions, including termination of contracts,
forfeiture of profits, suspension of payments, fines and suspension or debarment
from doing business with federal government agencies. In addition, we could
suffer harm to our reputation if allegations of impropriety were made against
us.

We must comply with and are affected by federal government regulations
relating to the formation, administration, and performance of government
contracts. These regulations affect how we do business with our clients and may
impose added costs on our business. Any failure to comply with applicable laws
and regulations could result in contract termination, price or fee reductions or
suspension or debarment from contracting with the federal government. Further,
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the federal government may reform its procurement practices or adopt new
contracting methods relating to the General Services Administration ("GSA")
schedule or other government-wide contract vehicles. To the extent that we are
unable to successfully comply with these regulations, our government technology
services business could be negatively impacted.

IF WE LOSE KEY PERSONNEL OR ARE UNABLE TO RECRUIT ADDITIONAL QUALIFIED
PERSONNEL, OUR BUSINESS AND RESULTS OF OPERATIONS COULD BE ADVERSELY AFFECTED.

Our success is highly dependent upon the efforts, direction, and guidance
of its senior management. The only employment agreements that we currently have
with our executive officers are with our President and Chief Executive Officer,
the Vice President Sales and Marketing, EMEA, the President and Chief Executive
Officer of Digital Support Corporation, and the President and Chief Executive
Officer of Sytel, Inc. Except for Employment Agreements Relating to a Change of
Control, which only apply to a change in the control of the company, we do not
have any other employment agreements with other members of our executive officer
team. The loss of any of these senior executives or our inability to attract,
retain, or replace key management personnel in the future, could have a material
adverse effect on our business, financial condition, and results of operations.

OUR INABILITY TO ATTRACT AND RETAIN QUALIFIED EMPLOYEES COULD HAVE A MATERIAL
ADVERSE EFFECT ON OUR BUSINESS AND RESULTS OF OPERATIONS.

Our business involves the delivery of professional services and is very
labor intensive. Our success depends in large part upon our ability to attract,
develop, motivate, and retain highly skilled technical, clerical, and
administrative employees. Qualified personnel, especially in Washington, D.C.,
are in high demand. Accordingly, we expect to experience increased compensation
costs that may not be offset through either increased productivity or higher
customer pricing. Moreover, no assurances can be given that we will be able to
attract and retain sufficient numbers of qualified employees in the future,
especially when we need to expand our services in a short time period. We
attempt to implement a career path model where our helpdesks are located,
thereby enabling our employees to move to new jobs that require higher skill
levels and pay more money. Our inability to effectively implement this business
model in these locations could negatively affect our employee retention rates.
Our failure to attract and retain employees could have a material adverse effect
on our business, financial condition, and results of operations.

IMPLEMENTATION OF OUR STRATEGY TO GROW THROUGH COMPLEMENTARY BUSINESS
ACQUISITIONS IS SUBJECT TO NUMEROUS RISKS AND DIFFICULTIES.

Our business strategy includes seeking to make complementary business
acquisitions. In order to pursue a growth by acquisition strategy successfully,
we must identify suitable candidates for these transactions, complete these
transactions, and manage post-closing issues such as the integration of acquired
companies or their employees. Integration issues are complex, time-consuming and
expensive and, without proper planning and implementation, could significantly
disrupt our business, including, but not limited to, the diversion of
management's attention, the loss of key business and/or personnel from the
acquired company, unanticipated events, legal liabilities, dilutive effect of
the issuance of additional securities, and amortization of intangibles.
Moreover, the financial risks continue after the integration of the company. If
the business becomes impaired, there could be a non-cash partial or full
write-off of the goodwill attributed to the acquisition. Transactions may result
in significant costs and expenses and charges to earnings, including those
related to severance pay, early retirement costs, employee benefit costs, asset
impairment charges, charges from the elimination of duplicative facilities and
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contracts, in-process research and development charges, inventory adjustments,
legal, accounting and financial advisory fees, and required payments to
executive officers and key employees under retention plans. Any of these
possible difficulties could have a material adverse effect on our business,
financial condition, and results of operations.

WE ARE SUBJECT TO NUMEROUS RISKS RELATING TO OUR INTERNATIONAL OPERATIONS.

We operate businesses in many countries outside the United States, all of
which are currently located throughout Europe. As part of our business strategy,
we plan to further expand our global reach to be able to deliver services from
Asia and South America. As a result, we expect to continue expansion through
start-up operations and acquisitions in additional countries. Expansion of our
existing international operations and entry into additional countries will
require management attention and financial resources. Our future revenue, Jgross
margin, expenses, and financial condition also could suffer due to a variety of
international factors, including the following:

- changes in a country's or region's economic or political conditions,
including inflation, recession, interest rate fluctuations, and
unanticipated military conflicts;

- currency fluctuations, particularly in the euro, which contribute to
variations in sales of services in impacted jurisdictions and also

affect our reported results expressed in U.S. dollars;

- longer accounts receivable cycles and financial instability among
customers;

- local labor conditions and regulations;

- differences in cultures and languages, which impair our ability to
work as an effective global team;

- differing political and social systems;
- changes in the regulatory or legal environment;

- differing technology standards or customer requirements;

- difficulties associated with repatriating cash generated or held
abroad in a tax-efficient manner and changes in tax laws;

- natural and medical disasters.

To the extent that we do not manage our international operations
successfully, our business could be adversely affected and our revenues or
earnings could be reduced.

In addition, there has been an increasing amount of political discussion
and debate related to worldwide outsourcing, particularly from the United States
to offshore locations. While there is federal and state legislation currently
pending related to this issue, it 1is too early to determine whether such
legislation, if enacted, would have an adverse effect on our results of
operations and financial condition.

THERE ARE SUBSTANTIAL RISKS ASSOCIATED WITH EXPANDING OUR BUSINESS INTO OFFSHORE
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MARKETS.

The industry trend to move business towards offshore markets could result
in excess operating capacity in the United States, thereby increasing
competition for customers. Moreover, there are no assurances that we will be
able to successfully expand into and conduct business in offshore markets. The
success of any offshore operation is subject to numerous contingencies, some of
which are beyond management control, including general and regional economic
conditions, prices for our services, competition, changes in regulation, and
other risks. Any failure in our strategy could have a material adverse effect on
our business, financial condition, and results of operations. See "Risks
Associated with International Operations."

Our customers are primarily attracted to a reduction in cost of our
services as a result of delivery from an offshore location, and they are looking
to enter into long-term contracts to provide monthly services with a price that
does not adjust significantly with inflation. When a number of service providers
enter these offshore locations, the competition for employees increases, causing
turnover and increasing labor costs. In these circumstances, we bear the risk of
inflation, which could result in our costs increasing faster than we can improve
technician productivity.

WE ARE SUBJECT TO CURRENCY RISKS AS A RESULT OF OUR EUROPEAN OPERATIONS.

We serve an increasing number of our U.S.-based customers using helpdesks
in Europe. Some of these contracts are priced in U.S. dollars, while a
substantial portion of our costs are incurred in Romanian lei or the euro. Thus,
we are subject to a foreign currency exchange risk. Although we enter into
contracts to limit potential foreign currency exposure, we do not fully hedge
this exposure. As a result, our gross profit may be reduced on these contracts.

OUR INABILITY TO PROPERLY MANAGE PROJECTS AND CAPACITY COULD HAVE A MATERIAL
ADVERSE EFFECT ON OUR BUSINESS AND RESULTS OF OPERATIONS.

Our ability to profit from the global trend toward outsourcing depends in
part on how effectively it manages its helpdesk capacity. There are several
factors and trends that have intensified the challenge of resource management.
In order to create the additional capacity necessary to accommodate new or
expanded outsourcing projects, we must consider opening new helpdesk facilities.
The opening or expansion of a helpdesk facility may result, at least in the
short term, in idle capacity until any new or expanded program is implemented
fully. We periodically assess the expected long-term capacity utilization of its

helpdesk facilities. As a result, it may, if deemed necessary, consolidate,
close or partially close under-performing helpdesk facilities in order to
maintain or improve targeted utilization and margins. There can be no assurance
that we will be able to achieve or maintain optimal utilization of its helpdesk
capacity. If we do not effectively manage our capacity, our results of
operations could be adversely affected.

With the inclusion of our Romanian helpdesk facility, we have significantly
increased the amount of business that we are performing for the same customers
from more than one location. Multi-site delivery increases the complexity of the
service provided, including but not limited to managing call volume and
resources. Our inability to manage the different cultures and personnel to
deliver consistent quality from different sites could reduce our profitability
and results of operation.

10
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WE ARE HIGHLY DEPENDENT UPON TECHNOLOGY, AND OUR INABILITY TO KEEP UP WITH
TECHNOLOGICAL ADVANCES IN OUR INDUSTRY, OR OUR FAILURE OR INABILITY TO PROTECT
AND MAINTAIN OUR EXISTING SYSTEMS, COULD HAVE A MATERIAL ADVERSE EFFECT ON OUR
BUSINESS AND RESULTS OF OPERATIONS.

Our success depends in part on our ability to develop IT solutions that
keep pace with continuing changes in the IT industry, evolving industry
standards, and changing client preferences. There can be no assurance that we
will be successful in adequately addressing these developments on a timely basis
or that, if these developments are addressed, we will be successful in the
marketplace. For example, our Support Portal offering is comprised of our
proprietary incident management tool and software developed and sold by software
companies. We have integrated this software into the Support Portal. During this
time, there have been other tools developed by other competitors and software
vendors that can match the functionality of the Support Portal. If these other
tools can provide similar or better functionality at a lower effective cost, or
if our software vendors go out of business, we could have a product and service
offering that will lose its marketability. The cost to update our incident
management tool and change the third party software comprising the Support
Portal could be significant. Our inability to effectively keep pace with
continuing changes in the IT industry could have a material adverse effect on
our business, financial condition, and results of operations.

Moreover, experienced computer programmers and hackers may be able to
penetrate our network security, or that of our customers, and misappropriate our
confidential information, create system disruptions, or cause shutdowns. As a
result, we could incur significant expenses in addressing problems created by
security breaches of our network. Moreover, we could lose existing or potential
customers for information technology outsourcing services or other information
technology solutions, or incur significant expenses in connection with our
customers' sy