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Servitization: creating the market by understanding
price, cost, contracts and financing
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How to wok with Price, Cost, Contract, and Financing when offering service solutions?



Why is it important?
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Price/
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Key elements should be considered at the design stage

of service solution to ensure the commercial success:

* Cost management at early stage
* Profitable solutions introduced
e Risk and reward balance

* Linking of scale, profitability and financing

An improved competitiveness to establish long
term collaboration with component suppliers
and customers



What can be done?
— Research questions
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Project roadmap

7 thematic seminars -

Theoretical
conclusion/
guidance

1. Get industry insights

2. Identify relevant cases

Participant | (@0 S
list ' Industrial
practices and
Open Bilateral ;\:ulll’rent 3. Specify key issues in
[ Presentation } seminars industry 4 ¢ é enges the case
| dialogues 4. Keep regular
:' discussion/updates on current
thinking
/ 5. Provide detailed
Thematic analysis/approach
studies ' w4
| Thematic studies for
practical inspiration http://www.cbs.dk/en/knowledge-society/business-
in-society/cbs-maritime/research/research-projects

Final conference ‘/


http://www.cbs.dk/en/knowledge-society/business-in-society/cbs-maritime/research/research-projects
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Target costing as a strategic tool to

commercialize the product and o i T

Project Seminar

TARGET COSTING AS A STRATEGIC

se I"Vi ce i nn ovati on TOOL TO COMMERCIALIZE THE

PRODUCT AND SERVICE INNOVATION

October 3, 2016

[ |
Copenhagen Business School i |

Venue: Augustinus Fonden Meeting Room (D4)
Solbjerg Plads 3, 2000 Frederiksberg

Date: October 3%, 2016

Time: 845am-1L15am

Participation: Free

Registration: i.omé@ cbs.dk (Liping Jiang)
Registration deadline: September 26%, 2016




