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Abstract 

The paper describes the effect of forming business networks and collaborations for the purpose of 
developing an Integrated Product-Service Offering (IPSO) using the Product/Service Systems (PSS). The 
research method is an in-depth case study of a joint venture formed by four companies developing a new 
technology for chemical extraction from water sludge waste within the pulp and paper industry. Combining 
literature from PSS, network theories and collaborative product development, this paper puts forward the 
benefits for SMEs to collaborate in business networks and produce IPSOs when introducing a new 
technology in an emerging market. The case study shows that working towards the new market would not 
have been possible if each party acted individually or maintained their traditional buyer-supplier-operator 
roles, and that IPSOs can reduce the business risk. 
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1 INTRODUCTION 

There is a great potential for Sweden and Swedish 
companies in the area of environmental technologies4. 
Especially, there is a large need for clean-tech solutions in 
developing countries where numerous ongoing 
infrastructure projects in industry and public sectors 
require technical solutions in order to encourage a 
sustainable society. The challenge is that full-scale 
demonstration plants are required to show proof-of-
concept, preferably on-site in the developing country. 
Developing such total solutions that encompasses a whole 
production system – from suppliers, to producers, to 
customers and users – requires both financial strength 
and capabilities to manage business relations of many 
parties. Since many of the Swedish clean-tech companies 
are small, this is usually overwhelming challenges, and 
therefore export of Swedish environmental technology to 
developing countries where the need is vast is still quite 
weak [1], [2]. Nonetheless, previous research has shown 
that business networks can be an efficient way for SMEs 
to deliver complete offerings [3]. Moreover, technology-
based SMEs need support for growth [4], [5]. 

2 OBJECTIVE 

The objective of this paper is to analyse the creation and 
development of business-driven networks for the purpose 
of developing an integrated product-service offering 
(IPSO), in response to a need and opportunity spotted in 
an emerging market.  

 

3 METHODOLOGY 

In this study, the business network was chosen as the unit 
of analysis [6]. This finds support in, e.g. Mont [8], 
claiming for PSS that “(t)he challenge with the new 

                                                           
4 Definition of Environmental Technology (or CleanTech used 
synonymously) according to EU Environmental Technology 
Action Plan (ETAP).  

approach lies in developing system solutions, where bits 
and pieces fit together, integrated into a system of people 
satisfaction” [7].  

The case study was conducted as part of the LIAN5 
research project (2008-2010) focusing on the 
development of the innovation process in small 
environmental technology companies. The main goal of 
the project is to realise a systems solution through 
collaboration with other parties in business-driven 
networks. The research is performed as a joint-effort 
between KTH, LIU and a risk capitalist with interests in 
emerging markets. 

A total of eight interviews were performed with 
respondents from five different companies and 
organisations. Due to the study being anonymous, the 
identities of the companies and respondents cannot be 
revealed. The roles of the companies, however, are 
detailed in the case description. 

The case study is based on 

1 a retrospective study where the innovation processes 
in terms of the technology development process and 
the business development process are the main foci, 
and  

2 an ongoing study of the same case where the 
launching and testing of the full-scale pilot plant and 
implementation of their business model is being 
followed. Since both technical problems are currently 
being dealt with on site at the emerging market, and 
business issues are likewise currently undergoing 
negotiations, the respondents and the companies 
need to stay anonymous in this case description.  

A semi-open interview guide was prepared based on 
topics central to the research project, i.e. on collaborative 
product development, PSS offerings, and business-driven 
networks. Questions were open-ended to allow 

                                                           
5 LIAN in English translates as “Management of Innovation 
Processes for Business-driven Networks”. 

CIRP IPS2 Conference 2010 
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interviewees the opportunity and freedom to elaborate on 
key areas. The objectives of the interview sessions were 
to learn more about the individuals’ and the companies’ 
skills, capabilities, collaborations and contributions to the 
technology development and the business development 
processes.  

Based on the interviews conducted by the authors, the 
paper describes the impact of forming collaborations and 
networks for the purpose of developing an integrated 
product-service offering (IPSO).  

All interviews were transcribed and a case report is 
currently being written. Since the respondents are still in a 
phase of active work, the case report has not yet been 
shared with them, and therefore the data has not yet been 
validated. Even though the research work conducted is 
still a work-in-progress, some interesting preliminary 
conclusions can be drawn. 

4 LITERATURE REVIEW 

4.1 Product/Service Systems 

Product/Service Systems (PSS) owes some origin to the 
emerging Service Economy in which both physical 
products and technology are means of providing functions. 
Instead of adding value through revamping or improving 
production processes, value is added by “servitising” 
products—in other words, integrating services with 
physical products. Some examples of such integrations 
include user training, technological improvements such as 
new software versions, aesthetic design, etc. (all 
intangibles) [8]. The main idea in PSS is that function and 
utility are key to customers’ satisfaction, instead of the 
physical product itself. Thus, it can be considered that the 
concept of PSS depicts a shift from selling products to 
selling services. 

The development of this concept addresses two important 
aspects of how the provider company’s strategies should 
be designed—the business aspect, and the environmental 
aspect. Considering that today’s customers demand more 
and more services, companies should realise that 
substantial revenue can be earned when a product life 
cycle is extended, not by selling more pieces, but by 
providing more services that are of value to the customer. 
Business developers can make use of environmental 
concepts (such as eco-design or EMS/environmental 
management systems) as corporate strategies, thus 
affecting business strategies and decisions in a more 
substantial manner [7]. From the business/economic point 
of view:  

 The company should have a holistic perception of the 
whole production system (from product development, 
to customer use, and management of the used 
products) [7]; 

 Production of an offering focuses on value creation 
and utilisation of the offering, instead of producing a 
physical product; and

 Company activities that can contribute to this concept 
include service and repair, recycling, upgrading, re-
manufacturing, and refurbishment [7]. 

From an environmental point of view, PSS has the 
potential to alter production and consumption patterns that 
might lead to more sustainable practices and societies [8]. 
It considers sustainability and the impact production has 
on the environment, by addressing efficient utilisation of 
resources. Specifically, PSS attempts to prolong the total 
life cycle of the product, with the least possible use (and/or 
re-use) of resources 

Proponents of PSS argue that adding services to products 
can extend the product life cycle [9], and that companies 
can earn substantial revenue when the product life cycle is 

extended. However, there are hurdles to overcome with 
regards to adopting PSS: 

 The readiness of companies to adopt the PSS 
concept, i.e. operating costs might increase as 
companies are now the owners of the products; and 

 The readiness of consumers to accept the PSS 
concept, i.e. consumers might not be enthusiastic 
about ownerless consumption 

Even at the strategic level, it is not clear what the extent of 
the service offer should be, or what factors to consider 
when deciding on a product-service mix [9]. 

It cannot be denied that it will require different societal 
infrastructure, human structures and organisational 
layouts in order for suppliers to realise the full potential of 
PSS in minimising environmental impacts of both 
production and consumption. In short, the complexity of 
the development process increases. One way of changing 
production, product usage and consumption patterns is to 
create business solutions that present a different 
relationship to the consumer than that offered by the 
traditional sale of products [7].  

For example, to be able to deliver “new” services, 
companies need to continually develop their value chains 
and the competence of their staff, especially the ability to 
manage a new relationship with the customer [8]. This is 
because the added services requires of a company 
bureaucratic changes, structural changes and processes 
new to the producers [9]. The transition to Product/Service 
Systems also places new and demanding requirements on 
development and production of the product and service, 
along with new requirements for companies in the way 
they relate to and build relationships with their customers. 

The PSS concept has the potential to offer a new way of 
understanding and influencing stakeholder relationships 
and viewing product networks, which may facilitate 
development of more efficient policies [8].  

4.2 Network-building 

From the study of business organisation, we can trace two 
related fields which hold two contradicting ideas: 
organisational theory and strategy management. 
Organisational theory studies state that the organisation is 
often embedded in its environment. Thus its actions and 
behaviours are greatly constrained by its environment. 
Strategy management theories, on the other hand, 
suggest that the opportunities exist for the organisation to 
control its own behaviour and assume that the 
organisation possesses the freedom to make its own 
choice [10]. 

Strategy management scholars make three assumptions 
of the organisation: 

1 Organisations are affected by external factors; 

2 Organisations have to use their internal capabilities to 
counter these external factors; thus  

3 When environmental conditions change continuously, 
organisations need to adapt continuously to these 
changing conditions. 

Networking and forming collaborations are just some of 
the sub-disciplines within strategy management.  

The network model originated in the mid-1970s at the 
University of Uppsala. A network is defined as “...a set of 
high-trust relationships which either directly or indirectly 
link together everyone in a social group” [11]. The 
fundamental components of a network are the nodes and 
the connections. The nodes in a network are represented 
by actors or players. These actors (or players) can consist 
of individuals, organisations and institutions. The 
connections are usually the social ties and relations that 
connect the various actors in the network [12]. The 
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network construct basically provides a picture of the inter-
organisational relations that are maintained between 
various actors in its environment. 

The network model puts forward three observations: 

 Business organisations often operate in environments 
which include only a limited number of identifiable 
organisational actors; 

 These actors are involved in continuous exchange 
relationships with the organisation; and  

 In such cases each individual party exerts 
considerable influence on the organisation. 

Pöyhönen and Smedlund [13] identified three types of 
networks, placing special emphasis on knowledge-
creation with respect to the three: 

 a production network assumes a hierarchical structure, 
where the leader of the network finds his place at the 
top of the network structure, and knowledge flows only 
one way, i.e. top-down (e.g. a bureaucracy); 

 a development network is pictured as being rather flat 
and proposes all network actors to be empowered. 
Thus knowledge sharing can move in any direction, 
but always in a horizontal fashion (e.g. in task forces); 
and 

 in an innovation network, information moves in a 
chaotic and sporadic fashion and connections are 
established between as many members as possible. 
For the innovation network, personal networking skills 
are given preference over individual power of the 
respective actors (e.g. new venture creation). 

They conclude that in a knowledge-producing 
organisation, all three networks are utilised. 

The relationships (linkages) between the actors are 
generally continuous over time, rather than being 
composed of discrete transactions. Routines strengthen 
the interdependencies between the two parties. Through 
these relationships, either party can gain access to the 
other’s resources. To some degree, actors can therefore 
mobilise and use resources possessed or controlled by 
other actors in the network. Actors can use the existence 
of “complementarity” or competitiveness in their 
relationship in different ways, as they interact with one 
another. The establishment and development of an inter-
organisational relationship requires a “mutual orientation” 
[10].  

Leiserson states that actors having the same ideology 
have a higher possibility of forming a more successful 
network, as these actors possess similar attitudes and 
characteristics [14]. Within this opinion, communication is 
essential in order to allow network actors to identify 
partners who are most compatible and likely to contribute 
to the success of the network. However, Karathanos 
brings forward the idea of coalition as a “means-oriented 
alliance among (actors) who differ in goals” [14]. This 
opinion is appreciated especially when most research 
indicates that partner selection is always based on a pre-
supposed “fit”. 

By the 1990’s, the network approach has become the 
basis for new organisational forms [15]. In today’s 
economy, networking has become the rule, rather than the 
exception, and reflects the appropriate way of 
communicating and organising resources for today’s 
companies. It demonstrates how individual actors create 
and manage alliances among themselves as strategic 
responses to counter competitive forces and innovative 
uncertainties [13]. This is especially applicable to small 
and medium-sized organisations that lack resources and 
skills critical for them to develop and expand. 

 

5 CASE STUDY 

5.1 The Integrated Product and Service Offering 
(IPSO) 

The IPSO in this case is based on: 

 The Build-Own-Operate (BOO) concept, where the 
joint venture (JV) company takes responsibility for the 
design, builds and operates the water treatment plant 
at the customer’s facility.  

 The new technology process extracts chemicals from 
the water sludge waste. The water sludge waste 
(which is actually the facility’s waste product) is free for 
the JV company. 

 The chemicals extracted become raw material and is 
re-sold to the customer facility for use in their 
production process. The cost is regulated by the 
contract to be a certain percentage of the market price 
of the chemical. The facility is obligated to purchase 
the chemical from the JV company.  

 The main motivation for the facility to be interested in 
the IPSO includes disposal of the sludge and the 
reduced costs for handling sludge waste. Other factors 
include environmental laws, costs for storing of the 
water sludge waste and lower raw material costs. 

5.2 The Inventor 

The Inventor is the initiator and inventor of the technology 
used in the chemical extraction process in this case. 
Currently, the Inventor holds two patents for this 
technology. The patents were taken over by Company 2 in 
exchange for financial backing in order to further develop 
the technology. At the same time the patent was acquired 
by Company 2, the Inventor was also employed as an 
independent technology consultant for Company 2. 

5.3 The participating companies  

The following summarizes some information regarding the 
companies and their motivations for participating in the 
joint venture: 

Company 1  

Company 1 is an engineering company and the appointed 
supplier to the JV company. Their main business is 
providing consultancy services within the energy industry. 
Their role in the JV company is to develop and deliver the 
technology, thus Company 1 is known as controlling the 
“heart” of the applied technology. Company 1 holds a 
critical role in the development project, and works 
extensively with Company 2 to develop and test the 
technology during its development phase  

Company 1 owns the least amount of shares in the JV 
company. 

Company 2  

Company 2 is in essence, a chemical supplier. They own 
the technology used for the chemical extraction process. 
They acquired the technology from the Inventor (of the 
technology, and who was the one who originally filed the 
patent on the technology) in exchange for financial 
assistance. Following the acquisition of the technology, 
the Inventor was also hired as an external consultant in 
Company 2 in order to continue working on the 
technology. 

Company 2 later became the major shareholder in the 
established JV company, and thus assumes most of the 
project leader role. 

Company 3 

Company 3 is physically located in the emerging market, 
in which the newly established JV company aims to offer 
its newly developed IPSO. It was Company 3 that 
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originally spotted the opportunity and potential in bringing 
the extraction technology to the emerging market. 
Company 3’s main role in the collaborative development 
project and later the JV company is their presence and 
knowledge of the emerging market. More precisely, 
Company 3 acts as the agent between the JV company 
and the clients, as they are the ones with the direct 
connection to the clients. 

Ironically, Companies 1, 2 and 3 previously found their 
connections through key actors, who at different points of 
their lives were acquaintances and colleagues. 

Company 4  

Company 4 is a venture capitalist that joined the JV 
company at a later stage. At that stage, the technology 
development was nearly completed, and the other three 
companies were looking to build a full-scale plant. 
Keeping in mind the business side of the development, 
Companies 1, 2 and 3 agreed to seek assistance from 
Company 4. The main role of Company 4 here was 
threefold: (1) to assume some of the financial risks 
associated with new venture creation, as well as (2) to 
provide legal guidance in the establishment of the JV 
company and (3) to give support in entering the emerging 
market. 

Local partner 

There is also a local partner from the emerging market 
who has been actively involved in the business 
development process. The partner has local knowledge of 
the customers and their needs, knowledge of the local 
culture and how to perform business in that market.  

5.4 Testing the technology 

During the development of the technology, preliminary 
tests were conducted locally in Sweden. These tests 
plants were small and portable, which means they were 
transferable from one location to another. Most 
importantly, the tests produced encouraging results. The 
early-stage development tasks and tests were personally 
funded by the Inventor. 

Once the patent was bought over by Company 2, a pilot 
facility was built and another test was conducted at a 
larger scale. This test was funded 50/50 by the Inventor 
and Company 2 and took place in the emerging market. 

This was the JV company’s first step towards entering the 
emerging market, i.e., a natural progression was to test 
the technology on site, at the customer’s facility in the 
emerging market. This also resulted positively, and a plan 
was devised to build a full-scale plant and begin 
implementing the technology (in the emerging market). 

Currently, the technology is at a stage where the 
technology is to be implemented for actual use in the 
process industry. 

6 DISCUSSION AND ANALYSIS 

The main purpose of this paper is to analyse and learn 
more about the two networks that developed in the 
process of developing the new technology and the IPSO, 

followed by the process of bringing the new technology to 
the emerging market. Some issues that were addressed 
include:  

 partner selection and how the companies initiated the 
first contact; 

 what kind of relationship existed in the beginning, and 
how has this relationship developed over the months; 
and 

 what kind of communication were used in their 
dealings (was it open communication or closed 
communication); and 

 what is the nature of these relationships now, in light of 
the challenges that the JV company is facing now. 

For this case study, two types of networks were detected 
in the innovation process: a technology development 
network and a business development network.  

6.1 Technology Development Process 

The technology development process is illustrated in 
Figure 1. The formation of the JV company began several 
years before (even before the JV company existed), as 
long-time friends and acquaintances who share common 
history, backgrounds and interests try to assist each other 
with developing a new technology. These relations were 
informal, and assistance came in the form of ideas and 
discussions (between the Inventor and his former 
colleague who currently works in Company 1), references 
and recommendations (as in the Inventor recommending 
Company 1 to Company 2 as the supplier) and lending of 
equipment (again between the Inventor and the Individual 
in Company 1) and so on; but never financial assistance. 
Most of the work and much effort occurred at the personal 
level, and relations and ties were based on friendship and 
trust built over long years before. 

The JV company first assumed formal ties and shape after 
the technology was nearly fully developed. Contracts were 
created and signed by the respective companies involved 
in the JV. The first formal agreement was between the 
Inventor and Company 2, where the Inventor sold the 
patent to Company 2 in exchange for financial assistance 
in order to carry on his work on the technology. At the 
same time, the Inventor began official employment as a 
consultant within Company 2 so as to continue his 
development work on the chemical extraction technology. 

As a consequence of this, Company 1 was appointed the 
dedicated supplier (as they had the “heart”) to build the 
pilot plant. Coincidentally, Company 3 was scouting for 
this precise technology for implementation in the emerging 
market, and based on references and old-time friendship, 
landed at Company 2. Together, the three companies 
came together to formalise their agreement in order to 
develop the technology and bring it into a new market. 

In the beginning, personal relationships played more 
important roles. But once the relationships were 
formalised, inter-organisational networks were of more 
importance. 
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It cannot be denied that the iterative work process 
between all the companies for developing the technology 
innovation went much smoother than expected. This is 
because all parties relied on long-time friendships and 
trust that they had built from past years. However, it 
should also be noted that the technology development is 
currently still an ongoing process, as the JV company has 
recently launched the first full-scaled pilot plant and is 
awaiting its results. As Leiserson and Karathanos states 
that common ideology plays a significant role—coalition 
formation is predicted to be more successful if members 
possess similar attitudes, even though respective parties 
differ in goals [14].  

And that actors have the tendency to select and partner 
with other actors who are most compatible and likely to 
“grow” the network/company. 

6.2 Business Development Process 

The business development process is illustrated in Figure 
2. The first business transaction was initiated when 
Company 2 purchased the patent from the Inventor. With 
this, followed a succession of business agreements and 
economic transactions that occurred between the 
companies in their efforts to develop the technology. 

After acquiring the patent, the next step for Company 2 
was to appoint a dedicated supplier (i.e. Company 1) to 
develop and build the facility in which the technology will 
be tested. What is interesting is that, Company 1 was 
contracted because of their assistance to the Inventor 
while he was developing the technology (prior to the sale 
of the patent to Company 2). 

Coincidentally, Company 3 came into the picture when 
they were in search for this precise technology to be used 
within the process industry in the emerging market. 
Company 3’s main intention was to purchase the patent 
from Company 2, and become owner of the technology. 
However, Company 2 did not agree to sell the patent; and 
a loose partnership was formed, in which the three 
companies agreed to work together in order to bring the 
technology to the emerging market. 

Once the technology development process was 
approaching the market launch phase, the three 
companies realised that they needed to formalise their 
existence, before entering the emerging market. For this, 

they approached Company 4, whose specialty was in new 
venture creation in emerging markets. 

Company 4’s main contribution was to provide legal 
advice and financial capital to the JV company. With the 
new addition, the formation of the JV company was 
formalised. 

In the business development process a local partner was 
also active. Due to legal reasons the local partner could 
not (at this moment) be included in the JV. The local 
partner has an important role as he has local knowledge, 
both in terms of customer connections, as well as knowing 
required business procedures.  

Due to legal reasons, a corresponding JV company was 
also established in the emerging market. However, this JV 
company is fully owned by the JV company which was 
formed in Sweden.  

The way the business development process evolved was 
very different from the technology development process. 
Each step taken was discussed by all the companies and 
decisions were made based on a need that was beneficial 
to the partnerships. This is concurred by Håkansson and 
Snehota when they observed that the establishment and 
development of inter-organisational relationships requires 
“mutual orientation” [10]. Each addition to the JV-company 
was an asset and also a way for the JV company to create 
and to build alliances in order to counter competition and 
uncertainties [13]. Though many initial discussions began 
with informal relationships, these relations were formalised 
rather quickly. This reflects the quality of the relationships 
that have taken long years to build and develop [13], and 
played an important role in expediting the formation of the 
JV-company. 

6.3 Network-building within PSS 

Within the JV initiative, certain features of the PSS 
concept can clearly be observed. 

The main objective of the JV company is to develop an 
integrated product-service offering (IPSO) using the PSS 
concept. In doing so, both parties (the JV company and 
the customer) address some obvious environmental 
issues, that is (1) to dispose of the water sludge waste, (2) 
in the most cost efficient method, (3) using techniques that 
are environmental-friendly. All these three features can be 
found within the water treatment technology which utilises 
the water sludge waste as its raw material in its water 

 

Figure 1: The Technology Development Process 
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treatment process—the by-product of which is a mineral 
that will be sold back to the facility at lower-than-market 
price. This has obvious implications for the facility. Since 
the water treatment plant is built on the facility itself, the 
facility is now able to “nearly” eliminate the transportation 
cost that is incurred when disposing the water sludge 
waste. In addition, the plant now enables the facility to 
“generate” the needed mineral on-site, making the facility 
self-sufficient. 

The pilot facility is to run for a test-duration of five years. 
At the end of this duration, the facility can choose whether 
to keep the water treatment plant running on its facilities, 
or discontinue the service obtained from the pilot plant 
and JV company. Should this option be chosen, the water 
treatment plant can easily be dismantled by the owners 
(the JV company) and transferred to another facility where 
it can again be re-constructed and operated in the same 
manner—thus taking care of the disposal costs of the 
water treatment plant. 

It cannot be denied that the PSS concept compels us to 
view networks with a slightly different angle. This is 
because PSS has the potential to offer a new way of 
understanding and influencing relationships between 
actors.  

The JV company was formed in order to exploit an 
opportunity of being first on the market using a completely 
new method in the industry. A decision was made to have 
an IPSO instead of selling the equipment and technology. 
By doing this, the JV company is able to shorten the time-
to-market, as well as spread the risk amongst all partners 
involved. Furthermore, the process knowledge and 
technology knowledge would stay with the JV company. 
As described earlier a BOO approach has been taken. 

The benefits for the customer include having to avoid 
dealing with the disposal of the water sludge, and the 
opportunity to purchase the needed chemical at a lower 
price than the market price. By doing this, the customer 

 internalises some costs (especially depot costs for 
storing the water sludge waste); 

 eliminates the cost of disposing of the water sludge 
waste; and  

 reduces the delivery time and cost of purchasing 
aluminium by having the water treatment plant on site. 

It should however be mentioned at this point that, the PSS 
concept does have some limitations. Firstly, the PSS 
concept is relatively new, and there is insufficient work 
carried out to capture and present successful PSS 
applications. Thus, there is no evaluation guide to 
examine whether a PSS is “successful” or not [21],[8]. 
Secondly, because companies do not have sophisticated 
theories and practices on maintenance and re-
manufacturing model within the PSS, this poses many 
uncertainties and risks. Thirdly, a PSS evaluation tool is 
needed to guide customers in making decisions (what are 
their benefits, why should they decide for PSS, etc.) 

7 CONCLUSION 

It is clear that for small environmental technology 
companies developing and providing IPSO is a promising 
path for locating new business opportunities in new 
emerging markets. By approaching the customers with an 
IPSO and a total solution instead of offering part solutions 
or selling the technology many benefits can be achieved, 
among them: 
 being able to expand businesses and penetrate new 

markets; 

 get access to new customers by assuming more 
financial and technical risks; 

 shortened time-to-market; while 

 protecting the process and technology owner (as these 
valuable knowledge remains with the provider), i.e. the 
provider protects its know-how and technical core 
competence. 

Competitive and sustainable PSS solutions can rarely be 
provided by a single company [21]. As seen in the case 
described, networking with partners complement each 
others’ own knowledge. In the innovation process for 

 

Figure 2: The Business Development Process 
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developing and launching the IPSO the technology 
development process and the business development 
process have ran parallel to each other. In the two 
processes, different companies and different actors within 
the companies added their specific knowledge. An 
important indication of this is that, the companies need to 
learn how to promote their own skills, and at the same 
time, know where to find complementary knowledge. 
Besides this, the companies also need to learn how to act 
in and be part of a business-driven network.  

When forming business-driven networks, the 
environmental context in which the respective actors exist 
[12] should also be taken into account. The network 
analysis was used to analyse the JV company as: 
 it is seen as a form of co-ordinating asset-specific 

resources that were within the respective partners; 

 the network/personal relations was/were used as a 
means to create and exploit opportunities, using close 
interactions; plus 

 these relationships must be maintained in order to 
build social capital that is crucial for the success of 
future projects. 

A knowledge-producing company utilises all three types of 
networks (a production network, a development network 
and an innovation network) [10] and the success of the JV 
company depends upon the partners’ abilities to use the 
correct network construct depending on which stage of the 
development process. 

The preliminary conclusions that can be drawn based on 
the development that has progressed within the full-scale 
pilot plant are: 

 The concept of PSS facilitates innovation in multiple 
areas and various ways (i.e. in the technology and the 
business development); 

 PSS has the potential to produce financial benefits; 
and 

 By understanding integration of product and services 
AND being part of this network enabled the companies 
to identify new market opportunities and stay 
competitive at a global level. As a result, the JV 
company was able to produce a new technology in 
their field that could not have materialised, if done by 
only one party. 

It is evident that PSS places importance on customer 
involvement as more focus is placed on the transition to 
service. In this research project, in the beginning of the 
technology development process, the customer needs 
were expressed directly through the involvement of 
Company 3, which was also the company who spotted the 
opportunity for bringing the technology to the emerging 
market. During the testing phase which is currently 
ongoing, the customer is very much involved in the 
development process, interacting on a daily basis for 
troubleshooting and problem solving purposes. 

For future works, this project will focus on the results 
obtained from the full-scale pilot plant that has recently 
been launched.  

8 ACKNOWLEDGMENTS 

We extend our sincere thanks to Vinnova for providing us 
with the funding, our research group, as well as to all the 
companies and respondents involved in the interviews. 

9 REFERENCES 

[1] ITPS, 2007a, Svenskt näringsliv i en globaliserad 
värld - Effekter av internationaliseringen på 
produktivitet och sysselsättning. Rapport A2007:004 
av Hansson P., Karpaty P., Lindvert M., Lundberg L., 

Poldahl A., Yun L. för Institutet för Tillväxtpolitiska 
Studier (ITPS).  

[2] Dagens Industri, 2007, published Aug 25, 2007. 

[3] Öhrwall Rönnbäck, A., 2002, Interorganisational IT 
Support for Collaborative Product Development, 
dissertation IMIE no 59, EKI no 54, Linköpings 
universitet.  

[4] VINNOVA, 2007, Innovativa små och medelstora 
företag – Sveriges framtid. Strategi från VINNOVA 
för ökad innovionskraft, VINNOVA Policy, Rapport 
VP 2007:01 av Jan Edling, Kenth Hermansson, Rolf 
Nilsson och Jenni Nordborg. 

[5] Lindholm Dahlstrand, Å., 1997, Growth and 
inventiveness in technology-based spin-off firms, 
Research Policy, 26: 331-344. 

[6] Yin, R. K, 1994, Case Study Research: Design and 
Methods (2nd ed.), Sage Publications, London, UK. 

[7] Ölundh, G., 2003, Environmental and Development 
Perspectives of Functional Sales, Licentiate Thesis, 
Royal Institute of Technology, KTH, Sweden. 

[8] Mont, O. K., 2002, Clarifying the concept of product-
service system, Journal of Cleaner Production, 10: 
237-245. 

[9] Oliva, R., Kallenberg, R., 2003, Managing the 
Transition from Products to Services, International 
Journal of Science Industry Management, 14(2): 
160-172. 

[10] Håkansson, H., Snehota, I., 1989, No Business is an 
Island: The Network Concept of Business Strategy, 
Scandinavian Journal Management, 5(3): 187-200. 

[11] McDonald, F., Vertova, G., 2001, Geographical 
Concentration and Competitiveness in the European 
Union. European Business Review, 13(3): 157-165. 

[12] O’Donnell, A. et al., 2001, The Network Construct in 
Entrepreneurship Research : A Review and Critique, 
Management Decision 39(9): 749-760. 

[13] Pöyhönen, A., Smedlund, A., 2004, Assessing 
Intellectual Capital Creation in Regional Clusters, 
Journal of Intellectual Capital, 5(3): 351-365. 

[14] Karathanos, P. H., 1994, Communication Network 
Analysis and Dysfunctional Organisational Coalition, 
Management Decision, 32(9): 15-19. 

[15] Nohria, N., & Eccles, R. G. (1992), (Eds.) “Networks 
and Organisations” (Boston, Mass.: Harvard 
Business School Press). (In) Child, J. and Faulkner, 
D. (1998), “Strategies of Cooperation: Managing 
Alliances, Networks and Joint Ventures”, (Oxford: 
Oxford University Press). 

[16] Maglio, P. P., Spohrer, J., 2008, Fundamentals of 
Service Science, Journal of the Academic Marketing 
Science, 36:18-20. 

[17] Vargo, S. L., Lusch, R. F., 2008, Service-dominant 
Logic: Continuing the Evolution, Journal of Academic 
Marketing Science, 36:1-10. 

[18] Lindahl, M., Sundin E., Öhrwall Rönnbäck A., Ölundh 
Sandström G. (2009), Integrated Product Service 
Engineering (IPSE) project – Final report. 2009, 
Department of Management and Engineering, 
Linköping University: Linköping. VINNOVA. 

[19] UNEP, 2002, Product Service Systems and 
Sustainability. Opportunities for Sustainable 
Solutions. UNEP-DTIE:Paris. 

[20] Sundin, E. et al., 2009, Conference: IPS2 - CIRP 
Industrial Product-Service Systems Conference 
2009, Cranfield, United Kingdom, April 1, 2009 - April 
2, 2009. 



 506 

[21] Baines, T. S. et al., 2007, State-of-art in Product-
Service System, J. Engineering Manufacture, 
221(B): 1543-1552. 

 

 

  

 

 


	Untitled
	Sadek



