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High stakes for service (opportunities)

Additive

New competitors ,
manufacturing

Commoditising

SORlEE Changing eco-system

Commaoditising Why service Emerging business
SEIVICES transformation o

Eroding revenues and Adoption of digital
margins technology

New growth Changing customer
opportunities needs
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Company Vision

Innovation

Company Core Values
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Company Vision

Innovation
Customer-centricity
Technology & Solutions
Digitalisation
Services
Monetisation

Company Core Values
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Launching and growing new service
offerings can be a bumpy road

Do we have a desirable offering?

Do customers recognise and prioritise the
problem/opportunity?

Do customers see the offering as a good
solution?

Is it a viable offering?

Is the addressable market large enough?
Are customers willing to pay for it?

Will it help differentiating from competition?

Can we deliver it?

Do we have the capabilities and skills?
Do we have the capacity?

Are all teams & departments aligned?

Can we promote and sell it?
Do we have compelling marketing collateral?

Do the sales teams have the knowledge &
insights?

Do the sales teams have the selling skills?
Are incentive schemes aligned?
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This raises the questions

How to have the right focus in different phases?

How to operationalise new services?

How to commercialise new services?
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moreMomentum Service Community

We empower service leadership and innovation teams with vital knowledge, insights

and information they need to accelerate their service transformation and growth.

MQre
hiéfw'()mfuvn

As community, we develop, share and apply emerging models, practices
Service Transformation

and strategies about service business and business innovation. oG

Life Cycle Services
2021

Activities are:

« Community meetings and events

» Service Transformation Benchmark
» Service Academy

Service Transformation Summits
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The Executive
Service Roundtable

Every month

Short and to the point

Participants choose topics

Practitioners only
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Milestone: full year of monthly
Executive Service Roundtable

Total sessions

Service Leaders:

Companies

Joined multiple meetings
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M n’{gnfum SERVICE TRANSFORMATION SUMMIT

Service Community for Manufacturers

HOW TO MONETISE
ADVANCED SERVICES

By generating or maintaining revenue streams

Q Amsterdam VEVAISE!
e |he Netherlands

GET MY EARLY-BIRD TICKETS

Practitioners only



Agenda

1. Presentation to catalyse the discussion
2. Insights from the Service Transformation Benchmark

3. Discussion

®OE®
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Each phase of introducing new services requires

Goal
Establish product-
market-fit

Volume

Focus
Adapting offering to new
insights (from market)

Product-Solution-Fit

* Clear defined customer problem and
solution.

» Minimal viable product — the smallest
solution to land customers.

» Core group of happy and referenceable
customers.

different focus

Goal
Sustain market share

Goal
Expand reach and scale

Focus
Evolve offering & value,
retain customers

Focus
Optimize to accelerate

growth (commercial and
delivery)

Product-market-fit

« Clear definition of target customer.

» Core group of happy and referenceable
customers in your target market segment.

« Validation that a sales person can convert
consistently and efficiently to qualified
prospects.

Gpal
Extend end-of-life

Focus
Strategically review

pivoting, resurrecting or
phasing out T~

Introduction Maturity
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Each phase of introducing new services requires

different focus

(DT[] o 10 =101 Sl Establish PoC —
Lean Start-up

Business Co-design & -
integration development

Initial development

Delivery By development

team

By development
team

Establish MVP
(base offering) —
Lean Start-up

Co-development
and -piloting

Continuing
development

By development
team + extended
team from delivery

None, or light
awareness

By development
team + extended
team from sales

Mature and expand Diversify and drive  Phase out weak

offering - Agile efficiency elements, extension
strategies

Roll out to all

relevant functions

and entities

Scaling marketing,
organisation and
capabilities

(New) delivery
teams

Awareness, Competitive, target
generate demand switchers

(New) Sales team
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Each phase of introducing new services requires
different focus

Sprint Planning

ldeate

Product Sprint
Backlog  Execution

Try Experiments

Sprint Shippable

Increment

Empathize

DESIGN THINKING LEAN STARTUP AGILE
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From the Service
Transformation Benchmark

Summarised




Multi-level capability model as backbone

Capabilities
(Level 1 of 3) & Solutions

. Manage
Develop Services Generate . 9
Deliver Customer
Revenue
Accounts

Innovate the Manage the Strategic
Business Business Management

\

Spare & Wear
Parts

Product Lifecycle
Services

> Service Business Models
Operational

Solutions

Integrated
Solutions
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Comparing performance and maturity

Benchmark of Performance Levels for 'Commercial Success'

Comparison of Sample Company 3 against the benchmark

100 %
‘ @ Sample Company 3‘
80 % - Mean ‘
4 Top 25%
S 60%
wv
= M-ddl. 50%
£
g 40%
3 Bottom 25%
20 %
0% This graph is an example,

displaying random dummy data.

As such, it not represent
Service Coverage Contract Penetration Initial Attach Rate End of Warranty § such, . d?es ot represe
Conversion any actual insights.
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Suggesting your priority matrix

(W,
\od T . .
5@109 Priorities for Acquire New Clients
2 : @ Recommended priority
Capability-B. 9 . o .
@ Address if capacity is sufficient
€ Capability - A ° Capability - D Maintain maturity level
1 € Capability - C—

°

5]

[&]

9 Capability - E

g0

> 0O 25% 50% 78% 10p%

§ Capability - F

-1
This graph is an example,
displaying random dummy data.
2 | As such, it does not represent
mportance

any actual insights.
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Suggesting projects for your Road to
Success

\S

5@(“9 B A'ready consistent practice
Maturity Maturity Maturity B Recommended initiatives for the short-term
Level 2 Level 3 Level 4 B Rccommended initiatives for the longer-term

Practice

Practice Practice

Practice Practice Practice

Practice Practice Practice

Practice Practice
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Little capacity for service & market development

From the Service Transformation Benchmark

10%

5%

0%

Headcount for Service Headcount for Service
Marketing / Development /
Total Service Headcount Total Service Headcount
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Limited capabilities to develop desirable
services

From the Service Transformation Benchmark
80%

60%

40%

Maturity level

20%

0%
Understand Markets Develop New
and Buyers Services & Solutions
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Too little capacity for service marketing (& sales)

From the Service Transformation Benchmark

10%
5%
0%
Headcount for Service Marketing / Headcount for Service Sales /
Total Service Headcount Total Service Headcount
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In
smaller
groups
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Suggested topics for discussion

l,’” How do you do initial launch of new services?
|»*  How do you scale the delivery operations?

& How do you scale the commercial operations?
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Go to www.menti.com and use the code 4993 9123

\What do you want to discuss today?

how to leverage the current service
offerings to new service product
introduction

Which types of service products are
generally offered?

Launch of services

how to price new services at the

beginning

Services are being built from thing we
give away free. how people have got
around the push back from
customers and sales

How to align with commercial sales

teams?

How to benchmark price increase

Press enter 10 pouse scrol

o Mentimeter

Validation of new services

Lauching services efficiently, fora

profitable long run

How to launch new services

How to develop front line
compétences for complex new

services

»B

Executive Service Roundtable - Launching new services successfully ©moreMomentum - 2023




Quick intro

Name
Position

Company name

Industry
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Next Executive Service Roundtables

How to anticipate digital market disruption in service
March 21st 16:00-17:30 CET / 11:00-12:30 ET
March 22 10:00-11:30 CET / 16:00-17:30 SGT

How to successfully execute your service strategy
April 26th 16:00-17:30 CET / 10:00-11:30 ET

April 27th 09:30-11:00 CET / 16:30-18:00 SGT

How to develop deep customer insights
May 24th 16:00-17:30 CET / 10:00-11:30 ET

May 25th 09:30-11:00 CET / 16:30-18:00 SGT
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M n’{gnfum SERVICE TRANSFORMATION SUMMIT

Service Community for Manufacturers

HOW TO MONETISE
ADVANCED SERVICES

By generating or maintaining revenue streams

Q Amsterdam
The Netherlands

GET MY EARLY-BIRD TICKETS

Practitioners only



Choosing next topics
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You will receive

« Slides and recording of the presentation
« Invitation for next Executive Service Roundtable

* Information about the:
Service Transformation Benchmark
Service Community Peer Groups
Service Transformation Summit (coming soon)
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re
menfum Community Meetings v Benchmark Academy Membership

Service Community for Manufacturers

HOME ABOUT CONTACT SUPPORT CONTACT SALES

Resources v Q Schedule discovery call

Get up-to-date knowledge, insights
and information

and empower your service leadership and innovation teams

to accelerate your (digital) service transformation and boost growth.

Schedule my discovery call

v v v

Lead the service transformation Drive growth of your service Have services on the strategic
business agenda

v

Build critical mass in your teams

)
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MOMmentum

Service Community for Manufacturers

www.moreMomentum.eu

Maliebaan 54, 3581 CT Utrecht, The Netherlands +31 30 3200860 — info@moreMomentum.eu




