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1. PS Offering ORIENTATION: Ownership, Decision making power, Use
2. PS Offering FOCUS: Relationship Intensity, Level of customisation
3. Nature of INTERACTION: Risk, Price

Source: Giardelli, Resta, Martinez, Pinto & Albores (2014)



PS Offering ORIENTATION

\

Customer <

Result-oriented

Used-oriented

Product-oriented

A classification model for P-S offerings 7S PROVIDER

pomm TS - A
.-~~~ Pay-perresult ~~~.
/ M )
______ \ , 0
e . LTI -7 3
- >~ { Outsourcing "~~~ Tc--o________---- -7 <)
-~ Pay-per-use VoL N a
/ ,’ \\\ \I
I ’ ~o ’1
|\ /,’ el . .
“'Renting ™ < pooling e
. g S Sharmg , ( Pooling N
\ SR \ 3
\\\ , / \\ RN /’ Tl . -7 (Vp)]
IaRE L 'n\ s T 8
l‘ easi g \I o
\\ ,’ L
N S oo
S . o
- ':
----------------------------------------------- [}
JECEL Advice and consultancy @ TT-- . :'C:)
et -._ .-~ Help Desk — Hot line Process-oriented training & consulting BN 4
,-*" Product-based /"~ h
I p 0 . Business-oriented training & J
. Installation AN N j ’
, . . ) . consultin .
; ., Documentation Product-oriented training g PP
, _ S . et
! Home dellvery Spafes & ‘: ________________________ Product-process
. ~ancyymablec Tt e e e e === === =TT T . .
v consumables —  ______ToiizIz=ss S jointly development
\ Recycling ST Maintenance = TTTTte--l_ | -
\ _.-="7"Inspection & diagnosis  Repairs Preventive Full T -
. . s O
Yy Unarad Refurb/sng, : maintenance maintenance E
p QILES/ pgraaes c/eanLng, e e -7 E
——_ B —— v
Transaction- Based Relationship-based
NATURE OF INTERACTION BETWEEN P S

"

CUSTOMER & PS PROVIDER

Source: Giardelli, Resta, Martinez, Pinto & Albores (2014)



Transaction- Based NATURE OF INTERACTION BETWEEN

Customer <

Relationship-based

CUSTOMER & PS PROVIDER

N
P

[ J
A classification for P-S offerings ==
A 2211 I - R e - — A
- .-~~~ Pay-perresult ~~~.
=2 1 § Orica . 2
—————————— . LT R . Q
‘§ T .. [ Outsourcing ~-. -~..Thales Training . o
P -~ Pay-per-use HEN N o
5 y ; ~._ ABB )
2 :\ Rolls-Royce, Rlcoh, el _/,/
.. Canon et T
Z -——
@) /I’?’ TSs. e mmm e .
[ " Renting * . : ~..
E B 9 ,’ Sharmg ™ ( Pooling
= § " Pegeot{t/f \--ZIPCar | e Turbine Apache L "
E g \\\~ //,’,/ \\\ AN ,/ ————————————————— :)
o . -5- . \\:‘__—— . O
o 3 ' LeaSIfrg ; S
w 2 “_Norbain SD / -
c .. L a0
= o - £
Q — —
S i T S g
O e Advice and consultancy - - o
w -7 . B
o eI ~._ .--7"  Help Desk — Hot line Process-oriented training & consulting .. 4
-"" Product-based " ~. Cisco, Audi, Samsung, Ducati, Maserati, Carpigiani ] ' o N
- p o '\\ . Iveco, BMW Siemens Business-oriented training & ;
3 Insta”at’on ) Consu/ﬁng e
c |  HP, Microsoft, Cisco, Ingersol ,  Documentation Product-oriented training : el
2 3. ---Necta, Yamaha Trico, Komatsu, et
ol | / HI?me delivery ~ Spares & ‘: Tl Xerox .-----""" " Product-process
9 i Ikea consumables o llTmImmmmsmsssssssssoziiziiiITTTO jointly development
3 |\ Recycling Volvo, DAF, B°5Ch """"" Maintenance T - Ericson
o ‘Candy, Motorola Volkswagen’ 7 Inspection & diagnosis  Repairs Preventive Full Tl -
. . . N 8]
Refurb/sng, Audi, GE, Azimut Philips maintenance maintenance . E
Upc({Aa{esA Upgrzdes Cleanlng’ \\NNYsachts Toyota MAN Truck TOShiba, ABB "’,f’/ E
\l, oy Ap-Anriabella  "TTe---o_ Mercedes BobstGroup  ____-----""7"
Microsoft--------—_ T TTmmee-— Y LIt v

Source: Giardelli, Resta, Martinez, Pinto & Albores (2014)



Benefits

The classification for product-service offerings is used to:
* map current service offerings -l.e. wide range in a single picture
* highlight the most profitable services

* highlight the supporting services to more profitable service
propositions- i.e. strategic service mapping

* map the future service offerings and

e as astrategic tool- to analyse and eliminate unprofitable and/or
similar services.

This is an easy tool to use and remember, it is generally used in service
strategy and service design & innovation.
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