
DECADE OF 
SERVITIZATION

Customer experience is becoming 
more and more important to companies.

Forrester predictions 2020 states: “ We expect innovative,

customer-delighting experiences to come to market that combine technology, creativity, 

and deep customer understanding.” More and more products will be part of customizable 

services and service ecosystems are formed to serve customers better.

Tech Trends 2019: Across industries, we are seeing how macro forces, working in 

concert, are driving digital transformation and giving rise to new strategic and 

operational opportunities. It also applies to customer-driven services.

CUSTOMER-DRIVEN SERVICES



According to The Myths and Realities of Business Ecosystems article at MIT Sloane review: 
“Ecosystems are attractive partly because of the new possibilities they create for products and 
services spanning traditional boundaries — often using digital platforms, APIs, internet of things 
technology, and new tools for data gathering and analysis. 
The growing interest is also driven by necessity: Business environments are evolving more rapidly, 
requiring the rapid acquisition and coordination of diverse, novel capabilities.”

Recurring revenue, from service subscriptions and 
pay-per-use, is attractive to businesses across industries 
and in cross-industry ecosystems.

A paradigm shift in business model requires also a 
paradigm shift in processes and systems. Speed, flexibility 
and transparency will be embedded in the business 
models and business systems.
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Products will be part of customizable services. Value will be created in service ecosystems, 
which offer great customer experience by connecting services and products.
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Good Sign Software helps modern service businesses automate pricing, billing, and monetization as-
suring no lost revenue unlike mere ERP suites or plain subscription billing systems. Our customers are 
international service businesses such as Fujitsu, Fortum, and Technopolis.
Stop the usual 5-10% service revenue leakage. Eliminate 90% of manual work. Strike 100% flexibility 
for new revenue models and pricing.

Old Way New Way

According to a World Economic Forum prediction, all products will have become services by 2030.
“I don’t own anything. I don’t own a car. I don’t own a house. I don’t own any appliances or any clothes,”

https://go.forrester.com/predictions/

https://www.weforum.org/agenda/2016…at-that-is

http://www.walkerinfo.com/knowledge-center/webcasts/docs/Walker-Insights-Webcast-Customers-2020.pdf

http://www.pwc.com/us/en/press-releases/2016/pwc-2016-global-innovation-1000-study-press-release.html

https://sloanreview.mit.edu/article/the-myths-and-realities-of-business-ecosystems/?utm_medium=Email&utm_source=201903ECOSYSTEMS&utm

_campaign=201902_ECOSYSTEMS_IANDI_NONE_GLOBAL&utm_usertoken=CRM_e1b9e366a4131bc2610eaab9b4c2f1a15bd450ef
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All products will have become services. The customer experience will be more important 

for the customers than the product or service itself.

IN THE DIGITAL ERA

For more information visit: www.goodsignsolutions.com
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