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ABSTRACT 

Purpose – The purpose of this study is to increase knowledge regarding sustainable 

product-service systems (SPSS) barriers and solutions for non-assembled products. To 

answer this purpose, we developed the following research questions: (1) what barriers do 

providers face when utilizing SPSS in a non-assembled product context and (2) what 

solutions can be used to overcome these barriers? 

Method – This study was conducted as an abductive case study within SPSS in the 

renewable energy industry. We interviewed a total of 20 respondents from 16 different 

companies operating in China, Cyprus, and Sweden. Each respondent was chosen based 

on their experience and knowledge within the area. 

Findings – The findings are summarized in a framework that links the identified barriers 

with specific solutions. In brief, finding stakeholders for large and long-term investments 

was identified as a major barrier while educating stakeholders was suggested as a common 

solution. 

Theoretical and practical implications – The results disqualify two of the barriers in the 

existing literature while suggesting that varying market conditions is a new barrier. 

Furthermore, the study provides new insights to the existing literature and presents a 

framework that managers can use to matchmake SPSS-barriers with solutions. 

Limitations and future research – The study is limited to a case study focused on barriers 

and solutions for SPSS-providers. As a result, future research is suggested to validate the 

findings in another context and among other stakeholders. 

Keywords: Sustainable Product-Service Systems, SPSS, Barriers, Solutions, Non-

assembled products 
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1. INTRODUCTION 

Sustainable Product-Service Systems (SPSS) has been argued to reduce companies’ 

environmental impact without compromising their economic prosperity. Hence, the 

business model is highly attractive for many firms today, but also highly challenging 

(Reim, Lenka, Frishammar & Parida, 2017). For example, firms struggle to understand 

what strategies and pathways that are the most appropriate to use to succeed with SPSS 

(Ceschin, 2013). As the previous research regarding SPSS for non-assembled products is 

limited, this study aims to increase that literature by studying barriers and solutions. 

SPSS can be defined as a business model that combines the three pillars of sustainability 

by seeking economic, environmental and socially beneficial solutions (Barquet et al., 

2016). SPSS has emerged from the Product-Service System (PSS) literature and has lately 

become an increasingly popular subject (Boehm & Thomas, 2013). PSS can be defined 

as a “marketable set of products and services capable of jointly fulfilling a user’s needs” 

(Goedkoop, Van Halen, Te Riele, & Rommens, 1999, p.3). The PSS concept was 

introduced as an environmentally friendly business model by combining sustainability 

and business (de Jesus Pacheco et al., 2019) and is often referred to as a “sustainable 

business model” in the literature (Bocken, Short, Rana & Evans, 2014). 

However, the benefits with PSS has recently been questioned. More specifically, the 

environmental aspects no longer seem prioritized (de Jesus Pacheco et al., 2019) as many 

recent studies do not actually mention the relation between PSS and sustainability 

(Barquet et al., 2016). Although there are a few studies that discuss the positive 

relationship between PSS and sustainability, for example Reim et al. (2017), there are 

many scholars that argue that PSS can have a negative environmental impact due to a 

strong focus on economic success (Barquet et al., 2016; de Jesus Pacheco et al., 2019; 

Tukker, 2015). Environmental issues such as global climate change, overconsumption, 

and increased ecological footprint have increased the pressure on companies to reduce 

their environmental impact (Roy, 2000). While PSS was introduced as having 

environmental benefits, it seems like companies have primarily been focused on its 

economic benefits. As a result, the literature argues that SPSS is a promising alternative 
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to recall the environmental dimension (Vezzoli et al., 2018; Armstrong, Niinimäki, 

Kujala, Karell & Lang, 2015). SPSS is suggested to have the potential to drastically reduce 

the negative environmental impact without compromising people's well-being or 

satisfaction (Vezzoli, Ceschin, Diehl, & Kohtala, 2015). We argue that, differently from 

PSS, SPSS does not only focus on the economic gain; it is also seeking new 

environmentally and socially beneficial solutions (Barquet et al., 2016), through either 

increased resource utilization or innovation (Reim, Parida, & Örtqvist, 2015). As a result, 

we argue that the difference between PSS and SPSS is that SPSS always incorporate the 

environmental dimension while PSS does not.  

If SPSS is utilized successfully, it has the opportunity to create a win-win opportunity by 

combining all three pillars of sustainability: the economic, environmental and social 

(Vezzoli et al., 2018). Besides the more general triple bottom line benefits, SPSS is also 

suggested to increase the company's competitiveness (de Jesus Pacheco et al., 2019), 

generate cost savings, and increase customer satisfaction (Barquet et al., 2016). However, 

the literature indicates that companies are struggling with offering SPSS (de Jesus Pacheco 

et al., 2019; Vezzoli et al., 2015; Reim et al., 2017).  

Companies are struggling with, for example, change in mindset (de Jesus Pacheco et al., 

2019; Reim et al., 2017), lack of acceptance by customers (de Jesus Pacheco et al., 2019), 

rebound effects (Petrulaityte, Ceschin, Pei, & Harrison, 2017; Reim et al., 2017), 

inappropriate methods and tools (de Jesus Pacheco et al., 2019) and lack of understanding 

of what strategies and pathways that are the most appropriate (Ceschin, 2013). As a result, 

offering SPSS comes with several barriers; we define barriers as factors hindering the 

utilization of SPSS for the provider (Yaqoot, Diwan & Kandpal, 2016). 

Previous studies have suggested several barriers associated with SPSS. However, the vast 

majority of the studies found have been conducted within assembled products, such as 

the manufacturing industry (Petrulaityte et al., 2017; Chierici & Copani, 2016; Reim et 

al., 2017). Assembled products can be defined as products that are made up by a smaller 

number of subcomponents that through assembly becomes a product (Tatikonda & 

Rosenthal, 2000), for example, a car or a computer.  
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However, there are a limited number of studies focusing on SPSS for non-assembled 

products. Non-assembled products are defined as products manufactured by using raw 

materials, excluding all types of industries that assemble components, for example, the 

energy industry (Lager, 2010). Vezzoli et al., (2018) studied how SPSS can be used within 

the energy sector, primarily in a low income and business-to-customer context. The 

authors found that SPSS is a promising alternative to speed up the diffusion of energy 

systems since it reduces the initial investment costs and unexpected life-cycle costs. 

Important to note however is that it does not eliminate the initial investments costs but 

rather transfers them from the customer to another actor. Another example is Ceschin 

(2013) that jointly studied assembled and non-assembled products by analyzing six 

different cases in order to find critical factors for utilizing SPSS. Although one of the cases 

was within non-assembled products, we are critical to researching SPSS by jointly 

studying assembled and non-assembled products. It implies that the two business areas 

have the same conditions and challenges, which contradicts other authors who argue 

their differences. Frishammar, Lichtenthaler, and Kurkkio (2012) highlight the 

differences between assembled products and non-assembled and argue that researchers 

should carefully adopt knowledge about assembled to non-assembled products. More 

specifically, they argue that researchers should avoid directly transferring knowledge 

about assembled products to non-assembled products. As a result, this study will use the 

current literature about SPSS barriers and solutions for assembled products to validate and 

build upon these in a non-assembled product context. 

The current literature suggests that SPSS-barriers for assembled products are typically 

financial, regulatory (Hernandez-Pardo, Bhamra & Bhamra, 2012a; Ceschin, 2013), or 

corporate (Vezzoli et al., 2015). Frequently mentioned barriers are for example high up-

front investments (Chierici & Copani, 2016;  Petrulaityte et al., 2017; Mont, 2002; 

Hernandez-Pardo, Bhamra & Bhamra, 2012b), lack of knowledge among stakeholders 

(UNEP, 2002; Mont & Lindhqvist, 2003; Reim et al., 2017), and lack of appropriate 

governmental policies (Hobson, Lynch, Lilley & Smalley, 2018; Ceschin, 2013).  
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However, there are few solutions mentioned in the literature connected to these barriers 

for assembled products. For example, Chierici and Copani (2016) suggest that large and 

long-term and investments can be managed by developing an understanding of the 

underlying assets long-term performance. Furthermore, Reim et al. (2017) argue that a 

digital interface or a platform could help to control distributed networks. Another general 

solution to these barriers is developing an understanding for the customer´s continuous 

needs and behaviors (Vezzoli et al., 2015; Chierici & Copani, 2016). In sum, the current 

literature suggests several barriers and a few solutions in a assembled product context but 

is yet to be determined in a non-assembled product context. 

Besides the lack of literature in the area, companies are also struggling to successfully 

utilize SPSS. Ceschin (2013) argue that companies lack understanding of what strategies 

and pathways that are the most appropriate. De Jesus Pacheco et al. (2019) adds to that 

and argues that companies lack appropriate methods and tools. Additionally, we argue 

that without a clear understanding of SPSS barriers and solutions, companies risk their 

competitiveness and customer satisfaction as customer demand more environmentally 

friendly value propositions (Reim et al., 2017).  

With this background, the purpose of our study is to increase the knowledge about SPSS 

for non-assembled products. To address this purpose, the following research questions 

have been developed:  

RQ1: What barriers do providers face when utilizing SPSS in a non-assembled product 

context? 

RQ2: What solutions can be used to overcome these barriers? 

We will answer these research questions by conducting a case study among actors in the 

network of SPSS within the renewable energy industry. This study will contribute to the 

literature by increasing the knowledge about SPSS barriers and solutions for non-

assembled products. Furthermore, by addressing the two research questions, this study 

will contribute with a framework that managers can use to link barriers with solutions 

when utilizing SPSS for non-assembled products. 
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2. LITERATURE REVIEW 

The literature review provides an understanding of the leading research within the field 

of sustainable product-service systems (SPSS). The first section focuses on defining SPSS 

and its different forms while the second and third sections focus on barriers and solutions 

relating to the utilization of SPSS. This serves as a foundation for the study within the 

renewable energy industry in order to increase the knowledge about SPSS for non-

assembled products. 

2.1 Sustainable Product-Service Systems  

Barquet et al. (2016) define SPSS as a business model that will ensure social, economic 

and environmental benefits. This is supported by Reim et al. (2017) who describe SPSS 

as an integrated mix of products and services that fulfill customer needs in an economical 

and sustainable manner. Differently from Barquet et al. (2016) and Reim et al. (2017), 

Vezzoli et al. (2018, p.41) provide a more detailed SPSS definition and argues that it is 

able to fulfill customers´ demand through interaction among stakeholders. Though they 

are similar, we argue that the interaction of the stakeholders is of great importance for 

successful SPSS. As mentioned by Vezzoli et al. (2015): “S.PSS is the result of a value co-

production process” (p.6). We have therefore chosen to use the following SPSS definition 

for this thesis: 

offer model providing an integrated mix of products and services that are together able to fulfil a 
particular customer demand (to deliver a “unit of satisfaction”), based on innovative interactions 
between the stakeholders of the value production system (satisfaction system), where the 
ownership of the product/s and/or its life cycle responsibilities remain by the provider/s, so that 
the economic interest of the providers continuously seek new environmentally and/or 
socioethically beneficial solutions. - (Vezzoli et al., 2018) 

 

Roy (2000) argue that SPSS is designed to “provide customers with a particular result or 

function—clean clothes, mobility, warmth, etc.—without them necessarily having to 

own or buy physical products, such as a washing machine” (p.293). Furthermore, Reim 

et al. (2015) describe that sustainability within SPSS can be reached through either 

increased resource utilization or by innovations that enable the operation to be more 

environmentally friendly. Based on the literature discussion, we argue that the SPSS setup 
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enables customers to buy solutions that are beneficial in an economical and sustainable 

manner since they can avoid high upfront investments, perform installation, maintenance, 

etc.  

SPSS is described as a paradigm shift from offering traditional products to a value 

proposition consisting of a combination of products and services (Vezzoli et al., 2018). 

Figure 1 describes the shift from a Selling, Innovation and Customer value perspective. 

The author describes the shift from selling products to selling a unit of satisfaction, which 

is defined as the combination of products and services that jointly fulfill customer 

satisfaction. The innovation perspective has changed from focusing on technology 

towards focusing on the interaction between stakeholders. Finally, the customer value 

perspective has changed from individual ownership to the access of products and services. 

We argue that this paradigm shift creates the foundation for SPSS which enables 

companies to pursue socially, environmentally, and economically sustainable business 

opportunities. 

 

Figure 1: The paradigm shift by Vezzoli et al. (2018) 

Vezoli et al. (2018) argue that there are three different types of SPSS: Product-oriented, 

Use-oriented, and Result-oriented, see table 1. On the other hand, Roy (2000) argues 

that there are four different types of SPSS: Result services, Shared utilization services, 

Product-life extension services, and Demand-side management. Result services, Shared 

utilization services, and Product-life extension services are equivalent to Vezoli et al.´s 

(2018) SPSS types. Demand side management, also referred to as least-cost planning or 

integrated resource management, is described by Roy (2000) as calculating the least-cost 

method to supply customers end-use service. We argue that Demand side management 



 

 

7 

is more of a method to achieve sustainable operations and not a SPSS type itself since the 

setup is, as the author states, similar to Result services. We have therefore chosen to use 

Vezoli et al. (2018) types of definitions that are presented in table 1. We have chosen to 

divide the rows into three categories: Setup, Delivery and Customer responsibility but 

the content in the table is based on Vezoli et al. (2018) definitions. We describe setup as 

how the company is providing the SPSS offering to customers. Delivery is described as 

how the company delivers the SPSS offering to the customer and finally, customer 

responsibility determines the degree of customer involvement within the SPSS setup.   

Table 1: Types of SPSS based on Vezoli et al. (2018) definitions  

 PRODUCT-
ORIENTED 

USE- 
ORIENTED 

RESULT-
ORIENTED 

SETUP 

The company provides 

additional services to 

ensure the maximum 

life cycle performance 

of the product. 

The provider offers 

products and tools to 

enable the customer to 

meet their needs. 

The company provides 

a mix of services that 

operate as an integrated 

solution to meet 

customer needs. 

DELIVERY 

Include maintenance, 

repair, upgrading, 

substitution, and 

product take-back 

services. 

Include products that 

can be used one or 

several times such as 

leasing, pooling or 

sharing. 

The customer does not 

own or operate the 

products, the client 

pays for the result 

delivered. 

CUSTOMER 
RESPONSIBILITY 

 
High 

 

 
Medium 

 
Low 

 

In order to deliver a successful SPSS offering, companies need to understand the 

contextual conditions and find appropriate strategies (Ceschin, 2013). More specifically, 

Barquet et al. (2016) argue that each specific company case needs to be examined 

separately to ensure sustainability benefits. The sustainability benefits are, as mentioned 

before, achieved by increased resource utilization or innovations that are more 

environmentally friendly. Furthermore, Vezzoli et al. (2015) argue that SPSS offers higher 

customer value as it enables more customization and higher quality. Vezzoli et al. (2018) 

add to that by highlighting that SPSS creates longer and stronger relationships with 

customers, it opens up new business opportunities and empowering strategic positioning. 
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Hence, based on the literature we argue that SPSS is a highly attractive setup for 

companies, especially since it enables customers to utilize solutions that combines the 

three pillars of sustainability: the economic, environmental and social.  

Apart from the benefits with SPSS, there are some negative aspects. For example, 

Gebauer, Fleisch and Friedli (2005) describe the service paradox as an issue with service 

businesses in general. The paradox arises whn companies extend their current service 

offerings without gaining corresponding returns. Furthermore, Kowalkowski, Gebauer, 

Kamp, and Parry (2017) argue that the increasing interest in servitization could lead to 

deservitization, which is described as the process when companies have overextended 

their service offerings and therefore withdraw certain service initiatives. Additionally, 

utilizing SPSS can be highly challenging and is argued to come with several barriers.  

2.2 Barriers to SPSS 

Previous literature has highlighted a number of barriers associated with the utilization of 

SPSS. A total of 49 barriers were found in the previous literature, see appendix 1. 

However, as many authors discussed the same barrier or similar barriers from different 

perspectives, the identified barriers have been summarized into eight larger barriers in 

table 2 below. The barriers often originate from UNEP (2002) and Mont (2002) whose 

theoretical understanding of the barriers later have been confirmed by studies within 

assembled products. More specifically, often within the manufacturing industry 

(Hernández-Pardo, Bhamra & Bhamra, 2012b; Reim et al., 2017). Large and long-term 

investments and customers´ readiness towards ownerless consumption are frequently 

mentioned as barriers in the literature while for example balance between environmental 

and economic goals is less frequently mentioned. In table 2 below, each barrier is listed 

together with an explanation and implication of the barrier. 
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Table 2: Barriers to SPSS 

BARRIER EXPLANATION  IMPLICATION REFERENCE 

Finding 
stakeholders for 
large and long-
term investments 

SPSS often require 
large initial 
investments and 
long-term contracts 
in order to be 
economically 
viable. 

It can be difficult 
to predict future 
revenues and costs 
in long-term 
investments and 
difficult finding 
interested partners. 

Hernandez-Pardo et al. (2012a); 
Chierici & Copani (2016); Petrulaityte 
et al. (2017); Mont & Lindhqvist 
(2003); Mont (2002); Mont (2004); 
Vezzoli et al. (2015); Ceschin (2013); 
Reim et al. (2017) 

Difficulty 
quantifying 
economic and 
environmental 
savings 

As the SPSS 
concept is new in 
many industries, 
there is often a lack 
of previous cases. 

The lack of 
historic results 
makes it difficult 
to market the 
concept to various 
stakeholders. 

Reim et al. (2017); Gebauer et al. 
(2005); Ceschin (2013); UNEP 
(2002); Vezzoli et al. (2015)   

Lack of balance 
between 
environmental 
and economic 
goals  

SPSS requires 
companies to 
balance 
environmental, 
social and 
economic 
prosperity. 

The economic 
interests are often 
more prioritized 
and can erode the 
potential 
environmental and 
social benefits. 

Hernandez-Pardo et al. (2012a); 
Hernández-Pardo et al. (2012b) 

 

 

 

Immature 
governmental 
policies and 
regulations 

SPSS often require 
clear and long-term 
support from 
governments to 
develop 
successfully. 

New SPSS 
concepts 
experience 
immature 
regulations and 
policies due to a 
lack of knowledge 
and opposition to 
change. 

Petrulaityte et al. (2017); Mont (2002); 
Ceshin & Vezolli (2010); Ceschin 
(2013); Hobson et al. (2018) 

Complex to 
manage the 
interaction 
among multiple 
stakeholders 

SPSS rely on value 
co-production with 
a number of 
stakeholders. 

Difficult to 
manage the 
information flow 
among 
stakeholders and 
potential conflicts 
of interests. 

Hernandez-Pardo et al. (2012a); 
Ceschin (2013); Vezzoli et al. (2015); 
Reim et al. (2017); UNEP (2002); 
Mont (2002) 

Fear of sharing 
sensitive 
information 
among 
stakeholders 

SPSS rely on co-
production among 
stakeholders with 
different 
competencies 
working closely 
together. 

 

It takes a longtime 
to build strong 
relationships 
among the 
stakeholders. 

Vezzoli et al. (2015); Petrulaityte et al. 
(2017); UNEP (2002); Mont & 
Lindhqvist (2003); Armstrong et al. 
(2015); Mont (2004) 
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Immature 
customers 
towards 
ownerless 
consumption 

Customers are used 
to owning products 
and not buying 
them as a service. 

Customers 
associate ownerless 
consumption with 
hidden costs and 
product ownership 
with social status 
and independence. 

Mont (2002); Vezzoli et al. (2015); 
UNEP (2002); Ceschin (2013); Mont 
& Lindhqvist (2003); Reim et al. 
(2017); Petrulaityte et al. (2017); 
Hobson et al. (2018); Mont (2004); 
Armstrong et al. (2015) 

Lack of 
knowledge 
among 
stakeholders 

Successful SPSS 
requires extensive 
knowledge of the 
whole value chain, 
including 
knowledge about 
its customers and 
customers´ 
knowledge. 

The SPSS provider 
needs broad 
knowledge 
capabilities while 
the customers do 
not know what to 
expect and 
perceive the prices 
as excessively high. 

UNEP (2002); Petrulaityte et al. 
(2017); Reim et al. (2017); Mont & 
Lindhqvist (2003); Hernández-Pardo 
et al. (2012b); Vezzoli et al. (2015); 

 

The previous literature frequently highlights a number of barriers, for example, large and 

long-term financial investments (Petrulaityte et al., 2017; Mont & Lindhqvist, 2003; 

Vezzoli et al., 2015). Chierici and Copani (2016) argue that the fundamental cause of the 

barrier is the difficulty of agreeing to a predetermined price for a long period of time as 

it requires the provider to have a forecasting capability of the underlying assets long-term 

performance. On the other hand, Petrulaityte et al. (2017) argue that the longevity of the 

projects to be a barrier due to the difficulty of finding financial institutions that are 

interested in investing in 20+ year projects. In sum, the different perspectives highlight 

the complexity of SPSS while showing a divided understanding of the SPSS barriers in 

the literature. 

The identified barriers also vary in terms of being a company internal or external. Barriers 

such as immature governmental policies and regulations and immature customers towards 

ownerless consumption are implied to be caused by external actors while complex to 

manage the interaction among multiple stakeholders and balance between environmental 

and economic goals are implied to be internal or cross-boundary barriers. This further 

highlights the complexity of SPSS as few barriers are seemingly company internal. 

Instead, the barriers are often interrelated with several external stakeholders, which 

increases the complexity. 
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2.3 Potential solutions to SPSS barriers 

Although the SPSS-literature presents a number of barriers hindering the utilization of 

SPSS, the understanding of potential solutions is limited. For example, as finding 

stakeholders for large and long-term investments is a frequently mentioned barrier in the 

literature, it is argued that companies should handle this barrier by developing an 

understanding for the underlying assets long-term performance (Chierici & Copani, 

2016). Although it is a reasonable assumption, the authors do not provide any clear 

suggestions or ideas as to how this could be achieved. Similarly, developing an 

understanding for the customer´s continuous needs and behaviors is argued to be a general 

solution for the utilization of SPSS (Vezzoli et al., 2015; Chierici & Copani, 2016) but 

without any further explanation to how this could be achieved or what specific barrier it 

could solve. A solution that could help understand the customers need and the use of 

SPSS is to develop close relationships with the customers (Armstrong et al., 2015; 

Petrulaityte et al., 2017). Additionally, a more specific and tangible solution is suggested 

to be the Development of a digital interface or platform. It is described in the literature 

as a solution for managing and controlling for example distribution networks and argued 

to be useful as it can ensure that correct inputs are used in processes (Reim et al., 2017). 

In sum, it is clear that the existing literature regarding solutions to SPSS barriers is limited. 

The solutions are often generic and argued to solve the utilization of SPSS as a whole, 

without any clear connection to specific barriers or issues. Although this literature review 

highlights a number of barriers and a few potential solutions, it is important to note that 

these are from the existing literature in a assembled product context (e.g. Hernandez-

Pardo et al., 2012a; Reim et al., 2017; Petrulaityte et al., 2017). As the transferability of 

knowledge between assembled and non-assembled products should be done carefully 

(Frishammar, Lichtenthaler & Kurkkio, 2012), we argue that there is a clear need to 

understand what SPSS barriers and solutions that are apparent in a non-assembled product 

context. As a result, we will use the identified barriers and solutions in a assembled 

product context as the foundation for an abductive study in a non-assembled product 

context. 
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3. METHOD 

This study was conducted with an abductive approach in order to continuously move 

between empirical and theoretical observations (Dubois & Gadde, 2002). We conducted 

the study with three waves of interviews, and between each wave, we reviewed our 

insights in relation to the existing literature. This process enabled us to reorient the 

research issues and analysis during the collection of empirical data. 

3.1 Case selection 

As this is one of few studies focusing on SPSS barriers within non-assembled products, 

the study focused on collecting data from multiple companies with different roles within 

the network of SPSS. The case involved companies utilizing SPSS within the renewable 

energy industry. Hence, a case study approach was used to answer the questions. The 

participating companies were chosen based on two criteria: either a company utilizing a 

sustainable product-service system (SPSS provider) within the renewable energy industry 

or companies that work closely together with the SPSS provider, for example, 

governmental institutions, subcontractors, and consultants. We define the renewable 

energy industry as an industry converting natural phenomena into useful energy forms 

through renewable energy technologies (Hartley, 1990). The renewable energy 

technologies can use different sources to produce energy such as the sun, wind, 

gravitational forces (the tides) and heat from the earth's core (geothermal). The case 

companies were found through personal connections in the industry, through our 

supervisor at one of the case companies, and through online research. Once we had 

gained contact within a company, we gained additional contacts through snowball 

sampling. Snowball sampling is argued to be a suitable method for sampling when it can 

be difficult to identify individual cases (Saunders, Lewis, & Thornhill, 2009), as it was in 

our study. The selected actors are presented in table 3 below.  
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Table 3: Participating actors 

COM-
PANY 

INDUS-
TRY 

TURN-
OVER 
(mSEK) 

NO. OF 
EMPL-
OYEES 

SPSS-
TYPE 

DESCRIPTION 

C1 Finance 50-100 1-10 
Result-
oriented 

Swedish investment entity within Heat 
Power. They build, own and operate plants 
globally, primarily within geothermal energy. 

C2 
Solar 
energy 

50-100 10-50 
Result-
oriented 

Swedish solar manufacturer that offers energy 
solutions in China through a joint venture. 

C3 
Energy 
storage 

50-100 1-10 
Result-
oriented 

A leading company within energy storage 
through electric boilers. 

C4 
Consul-
ting 

Unknown 10-50 - 
A consulting firm helping Swedish companies 
do business and finding partners in China. 

C5  
Energy 
storage 

10-50 10-50 
Product-
oriented 

Swedish company offering a sustainable 
storage solution for energy utilities, industrial 
and commercial customers. 

C6 
Govern-
mental 
institution 

Unknown 
100- 

1 000 
- 

An institution that work as a facilitator 
between Swedish companies and the Chinese 
government. 

C7  
Sub-
contractor 

50-100 10-50 - 
An agency within power and energy 
distribution that represents ten large European 
manufacturers in northern Europe. 

C8  
Solar 
energy 

Unknown 1-10 
Result-
oriented 

A power producer that develops, owns and 
operates solar power plants in Cyprus. 

C9  
Sub-
contractor 

1 000+ 10 000+ - 
A leading company within the technology 
areas of heat transfer, separation, and fluid 
handling. 

C10  
Consul-
ting 

1-10 1-10 - 
Providing management and engineering 
consulting services to international energy 
companies with a focus on China.  

C11  
Solar 
energy 

10-50 1-10 
Product-
oriented 

Market leading within solar energy solutions 
for companies in Sweden. They manage 
installation, service, maintenance, and 
operations. 

C12 
Solar 
energy 

1-10 10-50 
Product-
oriented 

A company that develops, manufactures and 
sell solar energy systems that generate 
renewable energy. 

C13 
Solar 
energy 

50-100 50-100 
Product-
oriented 

Swedish company specialized in distributed 
and dispatchable solar electricity. 

C14 
Heat 
Power 

10-50 10-50 
Result-
oriented 

Market leading technology provider that 
converts low-temperature industrial waste 
heat and geothermal heat into electricity.  

C15 
Research 
Institute  

100- 

1 000 

100- 

1 000 
- 

Independent research and consulting institute 
focusing on environment and sustainability.   

C16 
Solar 
energy 

Unknown 
100- 

1 000 
Product-
oriented 

Chinese company that develops, manufactures 
and sell solar energy systems. 



 

 

14 

3.2 Data collection 

The data was primarily collected through semi-structured interviews. The semi-

structured interviews enabled us to gain a deeper understanding of the subject as it 

enabled us to ask follow-up questions and add depth to the data (Saunders et al., 2009). 

It further enabled us to adapt the focus of the interview depending on the respondent’s 

answers. To complement the data from the interviews, documents were used to gain an 

additional understanding for the case companies and the respondent’s answers. See figure 

2 below for an overview of the methodology; it illustrates our abductive approach as we 

continuously iterated between theory and empirical data. 

 
Figure 2: Methodology 

3.2.1 Interviews  

We interviewed a total of 20 respondents from 16 different companies and each interview 

lasted between 25 to 80 minutes. The interviews were primarily held by both authors to 

get a mutual understanding of the data. However, during two of the occasions, the 

interviews were held by one of the authors. To gain a mutual understanding of the data 

from these interviews, the interviews were recorded, and the non-present author 
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transcribed the interviews. On 11 occasions, the interviews were held through the online 

meeting platform Skype due to different geographical locations. As a whole, the 

interviews were held in three different waves: wave 1 focused on exploratory interviews, 

wave 2 on in-depth interviews, and wave 3 on confirmation interviews. 

Wave 1: Exploratory  

The first wave of interviews aimed at getting a better understanding of the subject. They 

were not recorded to enable a more open and less formal conversation. Consequently, 

detailed notes were taken during the interviews and summarized directly afterwards. For 

example, the first interview was held with a respondent that was deemed highly 

knowledgeable within the area. The interview was unstructured as it enabled us to gain 

a better understanding of the subject through an open dialog with an experienced 

professional in the field. Following the first interview, a first semi-structured interview 

guide was developed, see appendix 2. It enabled us to have more focused subsequent 

exploratory interviews as it helped ensure that the interviews stayed relevant for the 

subject while still leaving room to adapt the interview based on the respondent’s 

knowledge and experience.  

Wave 2: In-depth  

The general insights from the first wave of interviews, together with insights from the 

literature review, was used to develop a second semi-structured interview guide. The 

second interview guide was focused on gaining in-depth knowledge about the SPSS 

barriers, see appendix 3 for the final version. More specifically, the interviews focused on 

barriers to SPSS and potential solutions in relation to each respondent’s experience within 

the field. The interviews in the second wave were conducted with 13 respondents from 

12 different companies and with respondents from various positions (e.g. COO, Business 

Developer, Regional Business Manager, etc.). All of the interviews in wave 2 were 

recorded and transcribed shortly afterwards. 

One of the interviews was held as a group interview with three respondents (R7, R8, 

R9). As the respondents were deemed very knowledgeable within the area and seen as a 

unique opportunity to gain information from all respondents, it was chosen as a suitable 
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methodology (Saunders et al., 2009). According to Saunders et al. (2009), a group 

interview risk being dominated by one or two people and could, due to for example 

status differences, inhibit the individuals´ contributions. Consequently, we asked 

clarifying questions to ensure that each respondent understood each other’s contributions 

and directed questions to specific respondents when deemed appropriate (Saunders et al., 

2009). To handle the more complex interview situation, one of the authors focused on 

guiding the conversation and asking the general questions while the other focused on 

interpreting the answers in order to ask more specific follow-up questions. The interview 

was also longer (80 min) to enable more in-depth discussions and to ensure that each 

respondent had time to share their thoughts. On the contrary to Stokes and Bergin 

(2006), we viewed that the group interview was able to provide depth and detail to 

specific issues.  

Wave 3: Validating interviews 

The third wave of interviews focused on validating and refining the findings from wave 

1 and 2. The data from the first and second wave was analyzed and presented to three 

respondents. For example, the identified barriers were presented together with proposed 

solutions. All of the respondents in the third wave were chosen based on experience 

within the area. Based on the third wave of interviews, the solutions were confirmed and 

modified. For example, the framework was refined based on the feedback to ensure that 

it was easy to understand. The frameworks phrasing was also reviewed based on the 

validating interviews.  
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Table 4: Respondents 

WAVE RESPON-
DENT  

DATE COMPANY TITLE TYPE LENGTH 

One 

R1 22/1 C1 CEO F2F 45 min 

R2 30/1 C2 CEO F2F 45 min 

R3 1/2 C3 CEO F2F 40 min 

R4 6/2 C4 CEO F2F 30 min 

Two 

R5 13/2 C5 Vice President China F2F 45 min 

R6 21/2 C6 Energy Counsellor F2F 60 min 

R7 

25/2 

C7 CFO 

F2F  80 min R8 C7 COO 

R9 C7/C8 Board member/CEO 

R10 4/3 C9  Business Developer Skype 55 min 

R11 11/3 C10 CEO Skype 55 min 

R12 11/3 C11 
Regional Business 
Manager 

Skype 40 min 

R14 12/3 C12 CEO Skype 40 min 

R15 13/3 C13 
Regional Business 
Manager 

Skype 45 min 

R16 14/3 C14 
Regional Business 
Developer 

Skype 40 min 

R17 18/3 C15 
Regional Business 
Manager 

Skype 25 min 

R18 20/3 C16 Sales representative Skype 25 min 

Three 

R19 16/4 C1 COO Skype 30 min 

R1 17/4 C1 CEO Skype 30 min 

R20  18/4 C14 CRO/CMO Skype 30 min 
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3.2.2 Documents 

To complement the data from the interviews, complementary information was gathered 

from relevant documents. The documents were in two cases provided by the 

interviewees and in one case obtained through a company website. The information was 

primarily used to gain a deeper understanding of the respondent’s answers. For example, 

one of the respondents mentioned the importance of getting “cheap capital” as a major 

barrier, and by analyzing complementary documentation, we gained a deeper 

understanding of how this could be achieved. 

3.3 Data analysis 

We analyzed our collected data by using Braun and Clarke (2006) step-by-step guide for 

thematic analysis. Braun and Clarke (2006) argue that this enables authors to summarize 

the key features of a large set of data and highlight similarities and differences in a flexible 

way. We adopted five steps from the author’s thematic analysis: 

 Familiarize with the data  

 Create first-order codes 

 Identify second-order themes 

 Review themes 

 Thematic map creation 

We moved iteratively between step 1 to step 4 to ensure that important information was 

not missing and to continuously learn about our collected data. We based the majority 

of our analysis on the interviews in wave 2 since wave 1 aimed at getting a better 

understanding of the subject and wave 3 aimed at validating our findings. Some important 

highlights from wave 1 were included though in the analysis; for example, R2 mentioned 

that a barrier was finding stakeholders for large and long-term investments, which 

corresponded to several interviews in wave 2.  
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3.3.1 Familiarize with the data 

To familiarize ourselves with the data, each of us read through all the transcribed 

interviews and the gathered documents. During the first step, we continuously 

underlined interesting thoughts in different colors as we read the transcribed interviews. 

This enabled us to get a better overview of each interview.  

3.3.2 Create first-order codes 

In the second step, codes were created by again looking at the transcribed interviews and 

the gathered documents. Quotes from the interviews were then transferred into an excel 

sheet and categorized based on the respondent and the color marking. This enabled us to 

gain a holistic perspective on the data material. RQ1 and RQ2 were analyzed at the same 

time but was kept separate in different columns. The first-order codes were then 

generated by analyzing the quotes. For example, “customers are reluctant to share 

information” and “Lack of knowledge about financial structures” was created as first-

order codes for RQ1 and “build relationships on different levels” and “work locally to 

influence stakeholders” for RQ2. 

3.3.3 Identify second-order themes 

We used the existing literature about SPSS barriers as guidance when creating second-

order themes for RQ1. For example, finding stakeholders for large and long-term 

investments were found in the literature and the empirical material and was therefore 

chosen as a second-order theme. However, an example of a second-order theme that 

emerged and did not exist in the previous literature was varying market conditions. 

As the literature was limited regarding solutions for SPSS barriers, the second-order 

themes for RQ2 were developed based on the empirical data. For example, the second-

order theme establish a relevant network of contacts was chosen based on first-order 

codes such as use local partners to get market access, insight and knowledge and build 

relationships on different levels. The third step resulted in an initial thematic map. 
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3.3.4 Review second-order themes 

The second-order themes for each research question were evaluated and reviewed. In 

this fourth step, we ensured that the second-order themes were mutually exclusive and 

collectively exhaustive (MECE). Additionally, we evaluated that the first-order codes 

reflected the second-order themes and made necessary adjustments. For example, 

conflicting incentives was removed and added to immature policies and regulations.  

3.3.5 Thematic map creation 

The final step involved creating the thematic map from the refined dataset. We created 

two different maps depending on the theme, one for barriers and another for solutions, 

see figure 3 and 4 in chapter 4. This resulted in two thematic maps with a theme, second-

order themes and first-order codes based on the empirical material and the previous 

literature.

3.4 Quality enhancement methods 

We used several methods to enhance the quality of our study. We held the majority of 

the interviews together and transcribed each other’s interviews if one of us were unable 

to participate, which enabled us to get a mutual understanding of the collected data. 

Furthermore, to improve the quality of our collected data, we chose respondents with 

experience within the research topic, actors in different geographical markets (e.g., 

China, Cyprus, and Sweden) and spoke to different management levels (e.g. CEO, 

Business Developer, and Sales Representative). All of the respondents were informed that 

they would be anonymous in the report, which we argue made the respondents answer 

in a transparent and authentic way. To gain more nuanced perspectives, we also 

interviewed different actors, such as providers, governmental institutes and consulting 

partners. The majority of the interviews were recorded and transcribed, which enabled 

us to iteratively analyze the data. 
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4. RESULTS AND ANALYSIS 

The collected data was divided into two themes based on the research questions: (1) SPSS 

barriers for non-assembled products, and (2) solutions to these barriers, see figure 3 and 

4. The first-order codes are based on quotes from the interviews, in figure 3 and 4. These 

codes have then been clustered into second-order themes based on the first-order codes. 

Each thematic map was then used to develop the final framework found in section 4.3.  

 

Figure 3: Barriers for SPSS 

 

Figure 4: Solutions to SPSS-barriers 
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4.1 Barriers for SPSS 

We found a total of seven different barriers for the utilization of SPSS. Six of the barriers 

found in the previous literature were confirmed in this study. Varying market conditions 

was identified as a new barrier; additionally, we found new insights regarding the barriers 

that originated from the previous literature. Two of the barriers from the literature 

review, difficulty quantifying economic and environmental savings and lack of balance 

between environmental and economic goals, were disqualified as barriers. As respondent 

10 stated, “it goes hand in hand, it is linked to the amount of energy used. It triggers 

both CO2 reduction and economic savings”. Additionally, respondent 16 said, “It is 

generally very easy to calculate the environmental savings. I do not agree to that at all.” 

As the study was conducted within the renewable energy industry, it became clear that 

the economic and environmental savings correlate as the studied SPSS-solutions offer 

both a cleaner and cheaper energy alternative to for example coal or oil. Furthermore, 

the companies in this study viewed it as rudimentary to monitor the amount of electricity 

produced, making it easy to calculate the savings. As a result, the two barriers were not 

applicable among the studied case companies. 

A seemingly major barrier was finding stakeholders for large and long-term investments. 

It was argued to be a barrier by all respondent but in slightly different ways. Some of the 

respondents argued that it was difficult to find investors if you had little previous 

experience in the field as argued by R6: “if you are new, absolutely”, others argued that 

the challenge was finding capital at low cost. R7 stated “you want to have as low interest 

rates as possible” and R16 provided additional insight by saying, “the lower the capital 

cost, the more projects you can do”. However, it is important to note that both R7 and 

R16 offered result-oriented SPSS and therefore had to secure financing for each project 

themselves. The companies that offered product-oriented SPSS, on the other hand, faced 

the issue of finding customers that had sufficient financial resources to purchase the 

technology. R18 stated, “Because these renewable energy products and the technology 

is new. And so the prices are high. Is quite expensive”. In general, finding stakeholders 

for large and long-term investments was viewed as a common barrier. As mentioned by 

R15, “it is the nature of the industry”. 
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Immature policies and regulations were a common barrier among the respondents. It was 

argued to be an issue due to two primary reasons. Firstly, a lack of guidelines and insecure 

policies. R15 stated, “Yes, it has been our biggest challenge. (...) uncertainty about what 

applies to our type of energy” and “paralysis in the bureaucracy in China when no policy 

came (...) For example, electricity price and so. Which meant that the entire industry 

stopped for about three years”. The insecurity regarding policies, and more specifically 

how policies could change in the future, was frequently mentioned by the respondents. 

As respondent R9 said, “Taxation, no continuity, etc. it is a pure mess sometimes. Those 

who might invest in a solar park or wind power for 20 years want to have clear guidelines 

for 20 years.” The second issue was related to improper incentives, as stated by R11: 

“They subsidize the production of coal, which makes it very cheap. It makes it impossible 

to compete with anything else”. The results show that immature policies and regulations 

creates unfavorable market conditions and can, for example, lead to difficulties with 

understanding what technologies that are eligible for subsidies or how these will be taxed 

in the future. In sum, immature policies and regulations can be challenging for SPSS-

providers in several different ways and seem to vary significantly in different markets. 

Complex to manage the interaction among multiple stakeholders was argued to be a 

barrier by several respondents. R16 stated, “Well, the more stakeholders the more 

complex it becomes. It is in the nature of the matter that it is complex with many 

players”. Other respondents added to this and mentioned issues with coordination. R17 

stated, “And also (...) view of the different stakeholders. And also with the coordination. 

It's not working so well.” Similarly, R8 explained that there are difficulties referred to 

goal alignment between stakeholders: “The grid owner reduces our electrical output to 

avoid large fluctuations. But that reduces our profits”. However, R10, who worked for 

a company with long-term experience within the field, did not agree. He stated, “I don't 

think it's really complex. (...) We have set up, worked with few suppliers for a long time, 

who work with this and they are professionals at it”. In sum, the results suggest that the 

barrier complex to manage the interaction among multiple stakeholders is more prevalent 

among less experienced companies. 
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Fear of sharing sensitive information among stakeholders is a barrier mentioned by several 

respondents. R11 stated that, “Sometimes, it has been incredibly difficult in some projects 

to get access to information”. He further explained that it had significantly obstructed his 

work as a consultant as he could not access critical information. R16 also agreed and said, 

“I have come across people who want to sign an NDA before telling me what 

temperature they have in a freaking cooling circuit”. In large, the barrier seems to vary 

significantly among companies and individuals and can therefore be difficult to anticipate. 

The results suggest that immature customers towards ownerless consumption is a barrier 

for several reasons. R11 said, “The customers just want what they know. They are 

terrified of taking in anything that they think is new technology or different in any way”. 

It is similar to R10 who stated, “We deliver solutions that are almost complete. But they 

are not always comfortable with that. They are used to thread pipes, cut pipes or to fix a 

pump by themselves”. However, this does not appear to always be the case as R16 stated, 

“One can say that there are customers who are mature, but far from all customers are”. 

Additionally, customers are not only immature towards ownerless consumption, they are 

also inexperienced in the way the financial investments are calculated. As stated by R12 

who said, “And then we get into an industrial segment where one is used to seeing 

calculations with relatively short payback times”. Additionally, R10 said, “Many people 

get stuck on having to pay a service fee”. As SPSS provides new forms of value, customers 

traditional investment calculations lack the ability to provide a fair and comparable 

financial perspective for sustainable product-service systems. Hence, it can be difficult to 

convince customers to choose a SPSS offering instead of a traditional solution. 

Lack of knowledge among stakeholders was referred to as a barrier, both generally and 

specifically. R7 stated, “The biggest problem was that those we work against have no 

knowledge. For example, local regulators, the Energy Minister, etc.”. However, other 

respondents argued that there was a lack of more specific knowledge. For example, R16 

argued that there is a lack of understanding about financial structures. He stated, “One 

final comment regarding the financial. Among finance people, everyone understands it. 

But on the industry side, not nearly as many people understand it. The finance people 

knew how to access capital long before we did”. It was further mentioned by R14 who 
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stated, “One should have respect for how difficult it is to organize the financial 

structures”. The results also presented a seemingly new dimension to the barrier. As 

mentioned by R14, customers not only lack knowledge in general as the previous 

literature has highlighted (UNEP, 2002; Petrulaityte et al., 2017; Reim et al., 2017), they 

also lack knowledge about their own operations. He stated “this information is often 

lacking. (...) This means that when you ask how much energy a particular consumer 

consumes; they have no idea”. The results suggest that specific knowledge regarding the 

financial structures of SPSS and customers knowledge about their own operations are 

new insights to the existing literature. In sum, the lack of knowledge among stakeholders 

seems to be a barrier regarding different types of knowledge and among various 

stakeholders. 

Varying market conditions was described as a barrier from several perspectives. For 

example, R16 stated, “Then each market has its special conditions. In Japan, for example, 

the main challenge is that the grid is exhausted” and R14 said, “It depends on how much 

solar radiation it is and how much fossil fuel it costs. Both of them are factors that may 

differ in the same country”. A third and slightly different perspective was mentioned by 

R15 who said, “One example is that Chinese people often expect shorter life cycles. If 

we have the quality that suits us, we think we have a technical lifetime of 25 years, but 

they are only willing to calculate on it for 20 years”. While the quotes show a broad 

range of perspectives, the market conditions can also vary from smaller regional market 

incentives to national structures. R5 said, “In China, depending on which municipality 

you are looking for, the incentives can look completely different”. The local differences 

were further emphasized by R2 who stated, “The electricity grid owner can one day use 

100% of the electricity you produce while the next day only needs 30% of what you have 

to offer". In addition, there is no national electricity grid in China, there are several 

regional networks”. In sum, although varying market conditions can vary significantly, 

the conditions seem difficult to predict and identify without a local presence. 
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Connection to previous literature 

These results provide three implications to the existing literature regarding SPSS-barriers. 

Firstly, our study shows that two of the barriers found in the literature review, difficulty 

quantifying economic and environmental savings (Reim et al., 2017; Ceschin, 2013; 

Vezzoli et al., 2015) and lack of balance between environmental and economic goals 

(Hernandez-Pardo et al., 2012a), are not apparent in a non-assembled product context. 

As pointed out by one of the respondents, the environmental and economic goals are 

aligned as the electricity sold comes from renewable energy sources. Thus, increased sales 

also lead to increased environmental benefits. Additionally, monitoring the amount of 

electricity that is produced and sold is both essential for the business and easy as it only 

requires an electricity meter. As a result, both barriers were disqualified in a non-

assembled product context. 

Secondly, the results provide three valuable insights to the existing SPSS theory. (1) 

Though the previous literature argues that fear of sharing sensitive information among 

stakeholders is a barrier, it is often focused on the customers fear of sharing information 

(Mont & Lindhqvist, 2003; Vezzoli, Ceschin, Diehl & Kohtala, 2015; Petrulaityte, 

Ceschin, Pei & Harrison, 2017). However, our study showed that providers fear sharing 

information due to the risk of being copied. (2) Previous studies have broadly argued that 

a lack of knowledge among stakeholders is a barrier for SPSS. For example, the literature 

argues that customers (Reim et al., 2017) and companies (Petrulaityte et al., 2017) lack 

knowledge about SPSS. Our findings add to this literature by highlighting specific 

knowledge areas, customers not only lack knowledge about SPSS in general, they also 

lack knowledge about their own operations. Additionally, specific knowledge regarding 

the financial structures was often lacking among stakeholders. (3) Vezzoli et al. (2015) 

have, in line with other authors, argued that cash flow uncertainty is a barrier without 

providing any further explanation. The results from this study show that cash flow 

uncertainty within non-assembled products can arise due to uncertainty in electricity 

production caused by technological issues or intermittent energy resources. 
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Thirdly, varying market conditions was identified as a new barrier. It highlights that 

although most of the identified barriers seem applicable in most markets, there are often 

specific barriers that arise depending on the market. The current literature is strongly 

focused on discussing specific barriers in such a way that they are present in all markets 

(Vezzoli et al., 2015; Hobson et al., 2018). For example, the previous literature 

(Petrulaityte et al., 2017; Ceshin & Vezolli, 2010) discuss governmental policies and 

regulations as a general barrier that companies experience. However, our study shows 

that there are several market-specific conditions that companies face that hinders the 

development of SPSS. For example, one respondent argued that restrictions in the 

electrical grid were a market condition that varied significantly. In sum, the results 

provide an increased understanding of SPSS in a non-assembled product context by 

suggesting that varying market conditions is a barrier. 

4.2 Solutions to SPSS Barriers 

We found five solutions to the SPSS-barriers. While the solutions are on a general level, 

we provide specific recommendations for SPSS-providers. The solutions are: establish a 

relevant network of contacts, educate stakeholders, choose appropriate service level, be 

agile and build trust among stakeholders. 

Network 

A frequently mentioned solution was to establish a relevant network of contacts. As R15 

described it, “the most important thing to do is to build relationships with industry 

experts, again often academics”. Additionally, R6 said, “if you are not here and have the 

right contacts then you will not see this transparency”. The respondent referred to 

contacts as local partners in specific markets, such as industry experts or academics. There 

are several things to consider when building a network of contacts, for example, the 

respondents explained that it is important to focus on core-competence and find 

complementary partners. R5 explained it as “There are people in China who make it so 

much better than we at a lower cost. It is not our core competence”. Furthermore, the 

respondents mentioned that providers could perform a market analysis to establish a 

relevant network of contacts. R6 explained that he has seen a lot of companies arrive to 
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China without preparation, more specifically he said, “Do the homework. A market 

analysis of one's technology and where one should invest. If someone is interested at a 

conference, you have to be prepared, (...) have a team in place and a local like-minded 

partner”. Hence, performing a market analysis is crucial to be prepared.  

In general, several respondents that mentioned that it is important to establish a network 

of contacts within different hierarchical levels. This could solve different types of 

problems, for example when we were discussing customers resistance to share 

information, R16 described it as, “The higher you end up in the organization, the less 

afraid they are to share”. Additionally, the respondent mentioned that “You want to get 

in touch with the CFO as soon as possible or with someone who reports to the CFO 

who understands the financial aspects”. As a result, establishing a relevant network of 

contacts can be pursued in different ways, such as finding complementary partners, 

performing a market analysis, and building relationships with different levels in the 

hierarchy. 

Education 

Another frequently mentioned solution was to educate stakeholders. The providers 

educate the stakeholders in different ways, for example, when we were discussing 

customers resistance to ownerless consumption, R10 described it as “What we have 

worked with a lot is trying to clarify (...) instead of talking about investment costs, you 

are talking about some form of total cost or life-cycle cost”. Additionally, when discussing 

how companies can influence governmental institutions and politics, R16 described it as, 

“You can't really influence the political decision other than that there is a strong lobby 

group in an industry in that country”. He further explained that the lobby groups work 

as a link between companies and governmental institutions to provide expert knowledge. 

Another way to educate stakeholders is to demonstrate in small scale. For example, when 

we were discussing customers lack of knowledge about their own operations, R14 

described it as “Get in and make a small installation first.” Additionally, when we were 

discussing customers readiness towards ownerless consumption, R16 said that “when you 

have not done anything before you are uncertain and then you want to try”. As a result, 
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educating stakeholders can be done in various ways such as clarifying the value 

proposition, using lobby groups and performing pilot projects with the customer.  

Organization 

Furthermore, a few respondents mentioned that one solution is to be agile; this refers to 

the organization and its value proposition. For example, when we were discussing 

immature policies and regulations, R15 described that they waited three years for certain 

policies to be released to make sure their technology was approved. R15 explained that 

“...after that policy came, we had to modify our technology and today it looks very 

different to what it looked like then”. Hence, companies need to be agile to respond to 

new policies and regulations. During the discussion about immature policies and 

regulations, R6 mentioned that trend spotting can be used to identify future 

governmental decisions. He explained it as “Since the turn of the year I have been assisted 

by a local employee who can help me (...) she keeps track of news and so on”. 

Furthermore, he said that “we get assistance from various consultants (...) it can be a help 

to discuss thoughts but also to find out what type of standards that are coming”. As a 

result, it is crucial for companies to be agile and trend spotting can be a useful tool. 

Strategy 

When we were discussing large and long-term investments, a lot of respondents 

mentioned that a solution is to choose the appropriate service level. More specifically, 

the respondents mentioned two different service levels, result-oriented SPSS with co-

investors and product-oriented SPSS. These solutions correspond to the SPSS types 

described in the literature review, see table 1. R7 explained that, “Our business model is 

quite simple. We build with our own money. Then when the plant is ready and you 

have cash flow, then you borrow”, which refers to result-oriented SPSS. R12 described 

the product-oriented solution as, “Today, it is still the customer who makes the 

investment in the plant and pays for operation on an ongoing basis. There are some who 

lease facilities or account for the entire investment cost. We are investigating whether 

this is something for us”. As mentioned by the respondent, they are currently evaluating 
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their strategy and considering changing the service level towards leasing, which is referred 

to use-oriented SPSS in the literature.  

One fundamental insight mentioned by several respondents was to secure resources and 

be persistent. For example, R6, that has a background as an energy counselor explained 

that there are a lot of companies that come to China with short-term expectations, he 

said that “There must be a long-term perspective as well. And then they need some form 

of capital”. R12 added to this with a broader perspective on the energy market by arguing 

that “If you are going to take part of this journey, with this market that explodes, then 

you need capital...”. In sum, it is important for companies to choose the appropriate 

service level and to secure resources and be persistent.  

There are several additional insights relating to result-oriented SPSS. For example, R16 

described “It's about finding financial solutions. There is a huge spread (...) but the way 

around it if you have enough resources and stamina, is to apply the portfolio thinking”. 

The respondent explained that when applying the portfolio thinking, providers have a 

diversified portfolio of customers, both high and low-risk customers. That enables 

companies to sign contracts with high-risk customers that may not be profitable in the 

future. Another method R8 explained was that “In general, you need to split into parts. 

There will be corporate bonds, loans, investments etc.”. Another insight is that remote 

monitoring was mentioned as a way to manage the variance in production. R2 explained 

that “If it goes down, we must be able to see it and fix it as soon as possible. We have a 

control panel that monitors all panels and can indicate if there are any problems. (...) It's 

incredibly important!”. This enables providers to show that their investments are 

trustworthy by presenting historic data when offering result-oriented SPSS. A lot of 

respondents mentioned that evaluating customers is important when offering result-

oriented SPSS; R2 described one way of doing that as “we have developed a good 

method for evaluating customers to ensure that they can pay. (...) We have a matrix for 

evaluating our customers to ensure that they have a good credit rating”. R12 adds to this 

by describing that it is important to “Choose the right customers who are not dependent 

on subsidies”. In large, our results provide several valuable insights relating to result-
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oriented SPSS, for example, seeking alternative financial solutions, using remote 

monitoring and evaluating customers.  

Trust 

The final solution that we have found is to build trust among stakeholders. More 

specifically, R11 argued that, “It takes many many years to build relationships and get 

them involved in a first project. They will not do anything if they do not trust you 

personally”. Several respondents mentioned that building trust is crucial to develop long-

term relationships with proven partners. R2 described it as, “The right suppliers. It is one 

of our most important success factors. We do not need personnel who install and 

maintain, we rather have long-term contracts with a supplier”. Another way to build 

trust is to ensure continuous communication with all stakeholders. R7 explained that, 

“you must tell the government exactly what will happen, it is important with 

communication”. Furthermore, a digital platform can be used to build trust. The solution 

is based on complementary documents provided by C1. The documents described the 

plans for the development of a mobile application for its investors. The application will 

provide information regarding different SPSS projects and display information such as: 

progress during the building of the project, general project information (e.g. size and 

location), and provide continuous information once the project is complete. In sum, the 

application will help the company provide consistent and easily accessible information to 

its investors, thus reduce the complexity of interaction between stakeholders. As a result, 

build trust among stakeholders can be done by building long-term relationships, ensuring 

continuous communication and developing a digital platform. 

Connection to previous literature  

As the previous literature is limited regarding solutions to SPSS-barriers, our results 

provide several new contributions. In general, we found that the solutions in the previous 

literature were specific, for example, Reim et al. (2017) argued that the development of 

a digital interface or platform plays a vital role in providing SPSS and was seen as a 

potential solution for SPSS barriers. Though Reim et al. (2017) argued it was useful to 

manage and control distribution and supplier networks, the development of a digital 
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platform was in this study rather seen a method for building trust among stakeholders by 

displaying and monitoring performance. In sum, we have extended the knowledge about 

solutions for SPSS barriers by contributing with general solutions and specific methods. 

While the suggested solution developing an understanding for the underlying assets long-

term performance (Chierici & Copani, 2016) was not identified in our results, we believe 

that this relates to stage that the company and the corresponding technology is in. As 

most of the respondents in this study either used or worked with technologies that had a 

proven track record, it was not seen as a particular solution but rather a result based on 

their experience. Furthermore, developing an understanding for the customer´s 

continuous needs and behaviors was not apparent, which was argued to be a solution by 

Vezzoli et al. (2015) and Chierici and Copani (2016). Though it was not mentioned 

explicitly, we believe that it resembles our identified solution of being agile as both 

solutions aim at understanding and adapting to changing market conditions. Similarly, 

we argue that the solution develop close relationships with the customers (Armstrong et 

al., 2015; Petrulaityte et al., 2017) correspond to both of the identified solutions building 

trust among stakeholders and being agile. 
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4.3 Towards a framework for matchmaking SPSS-barriers with solutions 

Towards the end of the data analysis, we gained an increased understanding of the 

identified barriers, solutions and their relationships. We identified clear connections based 

on the respondents´ answers regarding solutions to specific barriers. Additionally, it 

became apparent that some solutions and barriers had stronger connections than others. 

After drawing an initial matrix highlighting their interconnectivity, a more visually 

compelling and holistic framework emerged, see figure 5.  

The framework connects the identified SPSS barriers with the solutions to provide a 

holistic view of the results. The triangular slices represent barriers while the circles 

represent solutions. The dots inside each circle connects the barriers with corresponding 

solutions; the larger the dot the better the fit. Each connection was analyzed separately; 

A strong connection was identified when a large number of respondents mentioned a 

solution to a barrier. However, it is important to note that although for example 

educating stakeholders is suggested to solve several barriers, it is not a superior solution 

in comparison to the others as it depends on what barriers the provider face. The 

framework should be viewed as a guideline to help managers handle SPSS-barriers by 

suggesting appropriate solutions. Additional and more specific information regarding the 

solutions can be found in chapter 4.2, Solutions to SPSS Barriers.
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Figure 5: An emerging framework matchmaking SPSS-barriers with solutions
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5. DISCUSSION AND CONCLUSIONS 

This study has increased the understanding of SPSS barriers and solutions within non-

assembled products. We present a framework that connects the identified SPSS-barriers 

with corresponding solutions. This understanding is important for companies as SPSS is 

viewed as a highly attractive opportunity that can benefit the triple bottom line (Vezzoli 

et al., 2018; Armstrong, Niinimäki, Kujala, Karell & Lang, 2015). However, in line with 

previous literature, our results suggest that utilizing SPSS can be challenging as our study 

highlights the complex relationships between SPSS-barriers and solutions. As a result, our 

study has important implications for the SPSS literature as well as practically for managers. 

5.1 Theoretical contribution 

The current literature often discusses SPSS barriers and solutions within assembled 

products, for example within the manufacturing industry (Hernández-Pardo, Bhamra & 

Bhamra, 2012b; Reim et al., 2017). We extend this knowledge by studying SPSS barriers 

and solutions in a non-assembled product context. Our study provides four theoretical 

contributions. Firstly, our results contrast the existing literature by disqualifying two 

barriers from the existing theory in a assembled product context (Reim et al., 2017; 

Hernandez-Pardo et al., 2012a). This implies that barriers in the prior literature may not 

be applicable in all industries which is important to consider for researchers in the future. 

Secondly, we extend the prior literature by suggesting that varying market conditions is 

a new barrier. While the prior literature can provide an initial understanding for SPSS-

barriers, the literature often generalizes barriers. However, we argue that it can 

misrepresent the barriers that providers face as our results suggest that these can be very 

market specific. As a result, we argue that it is important for future researchers to 

acknowledge the importance of varying market conditions. 

Thirdly, we provide a deeper understanding about the SPSS-barriers mentioned in 

previous literature (Petrulaityte et al., 2017; Chierici & Copani, 2016; Mont & 

Lindhqvist, 2003). For example, while the literature argues that customers (Reim et al., 

2017) and companies (Petrulaityte et al., 2017) lack knowledge about SPSS in general, 

our findings more specifically show that these actors lack knowledge about the financial 
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structures in SPSS. As a result, we advance the knowledge and discussion about SPSS 

barriers for non-assembled products. 

Finally, as the prior literature is limited regarding solutions to SPSS barriers (Chierici & 

Copani, 2016; Vezzoli et al., 2015; Armstrong et al., 2015; Reim et al., 2017), we extend 

this knowledge by suggesting five general solutions: be agile, educate stakeholders, choose 

appropriate service level, establish a relevant network of contacts and build trust among 

stakeholers. We view this as an important step in understanding SPSS in a non-assembled 

product context. These results should be studied in other contexts and built upon in 

future research. 

5.2 Practical contribution 

Our findings from this study have several practical implications. As argued by de Jesus 

Pacheco et al. (2019), there is a lack of appropriate methods and tools for managers to 

handle SPSS barriers. Additionally, Ceschin (2013) argue that there is a lack of 

understanding of what strategies and pathways that are the most appropriate. Hence, 

managers are in need of guidance when utilizing SPSS offerings for non-assembled 

products. We have contributed practically with a framework that managers can use as 

guidance to manage barriers when utilizing SPSS for non-assembled products. 

Additionally, we provide managers with specific suggestions for how each solution can 

be achieved. For example, we suggest that companies can use trend-spotting as a method 

to prepare for upcoming policies and regulations. In general, our result suggests that 

providers should for example, establish a relevant network of contacts, be agile and 

educate stakeholders. This will potentially solve barriers such as varying local policies and 

regulations, customers fear of sharing information, customers readiness towards ownerless 

consumption and stakeholders lack of knowledge. 

The practical contribution is primarily aimed to be valuable for SPSS providers but could 

also be valuable for governmental institutions, consulting firms, research institutes or 

subcontractors. For example, governmental institutions could draw learnings from the 

insights when developing governmental policies and regulations. Furthermore, 

consulting firms could, for example, use this to increase the understanding of barriers and 
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solutions when helping providers improve the utilization of SPSS offerings for non-

assembled.  

 5.3 Limitations and future research 

The study has several limitations; firstly, we have conducted a case study in a specific 

context, and it is, therefore, important to consider the generalizability of the study. 

Hence, further studies in a non-assembled product context are recommended. 

Additionally, we suggest that further studies should be conducted among different roles, 

as our study collected data from a large number of companies and primarily with 

respondents in managerial roles. 

Secondly, the interviews held in Swedish were translated into English; consequently, the 

quotes are not identical to the respondent's answer. To reduce this issue, we used 

translating tools and discussed the translations together to make it as identical as possible.  

Thirdly, further studies are suggested among other stakeholders within the network of 

SPSS, for example, governments or subcontractors, since our study has focused on the 

provider’s perspective. Additionally, further studies are suggested among companies that 

offer use-oriented SPSS as our study only interviewed companies that offer product-

oriented and result-oriented SPSS.  

SPSS is seen as a promising alternative to create a win-win situation by combining all 

three pillars of sustainability: the economic, environmental and social (Vezzoli et al., 

2018), if it utilized successfully. We believe that our theoretical contributions can support 

academia for further research while our practical contributions can help companies to 

utilize SPSS successfully. In sum, we hope our contributions will enable more companies 

to successfully utilize SPSS and generate positive results for the triple bottom line.   
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APPENDIX 

A. Identified barriers in the literature 

NUMBER BARRIER REFERENCE 

 Finding stakeholders for large and  

long-term investments 

 

Hernandez-Pardo, Bhamra and Bhamra 
(2012a); Chierici and Copani (2016); 
Petrulaityte, Ceschin, Pei and Harrison 
(2017); Mont and Lindhqvist (2003); Mont 
(2001); Vezzoli, Ceschin, Diehl and 
Kohtala (2015); Ceschin (2013); Mont 
(2004); Reim, Lenka, Frishammar and 
Parida (2017) 

1 Large investments Hernandez-Pardo, Bhamra and Bhamra 
(2012a) 

2 Financial uncertainty Hernandez-Pardo, Bhamra and Bhamra 
(2012a) 

3 Difficulty in accessing financial capital Hernandez-Pardo, Bhamra and Bhamra 
(2012a) 

4 Initial capital investment Chierici and Copani (2016) 

5 Initial operational investments Chierici and Copani (2016) 

6 Economic viability (e.g. making a profit) Chierici and Copani (2016) 

7 Lack of financial resources of SMEs to 
implement and run PSS business models 

Petrulaityte, Ceschin, Pei and Harrison 
(2017) 

8 Lack of capital investments Mont and Lindhqvist (2003); Mont (2001) 

9 Difficult to finance S.PSS business 
models 

Vezzoli, Ceschin, Diehl and Kohtala 
(2015) 

10 SPSS requiring medium to long-term 
investments 

Ceschin (2013); Mont (2004) 

11 Uncertainties about cash flow Ceschin (2013); Mont (2004); Reim, 
Lenka, Frishammar and Parida (2017); 
Vezzoli, Ceschin, Diehl, and Kohtala 
(2015) 
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12 Low savings rate Hernandez-Pardo, Bhamra and Bhamra 
(2012a) 

13 Lack of knowledge about life-cycle costs 
and revenue 

Chierici and Copani (2016) 

14 Lack of knowledge about life-cycle costs Ceschin (2013) 

15 Forecast capability over assets 
performances 

Chierici and Copani (2016) 

 Difficulty quantifying economic  

and environmental savings 

Reim, Lenka, Frishammar and Parida 
(2017); Gebauer, Fleisch and Friedli 
(2005); Ceschin (2013); UNEP (2002); 
Vezzoli, Ceschin, Diehl and Kohtala 
(2015);   

16 Difficulty quantifying savings Reim, Lenka, Frishammar and Parida 
(2017); Gebauer, Fleisch and Friedli (2005) 

17 Difficulty of quantifying the savings, 
both economic and environmental 

Ceschin (2013); UNEP (2002); Vezzoli, 
Ceschin, Diehl, and Kohtala (2015) 

 Lack of balance between environmental  

and economic goals  

Hernandez-Pardo, Bhamra and Bhamra 
(2012a); Hernández Pardo, Bhamra and 
Bhamra (2012b) 

18 Balance between sustainable business 
principles 

Hernandez-Pardo, Bhamra and Bhamra 
(2012a) 

19 Balance environmental goals with 
customer satisfaction 

Hernández Pardo, Bhamra and Bhamra 
(2012b) 

 Immature governmental policies  

and regulations 

 

Petrulaityte, Ceschin, Pei, and Harrison 
(2017); Mont (2001); Ceshin and Vezolli 
(2010); Ceschin (2013); Mont (2002); 
Hobson, Lynch, Lilley and Smalley (2018)  

20 Lack of sufficient governmental 
interventions to encourage 
environmentally aware business 
development 

Petrulaityte, Ceschin, Pei, and Harrison 
(2017); Mont (2001); Ceshin and Vezolli 
(2010) 

21 Regulatory Ceschin (2013); Mont (2002); Hobson, 
Lynch, Lilley and Smalley (2018) 

22 Governmental policies Ceschin (2013) 
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 Complex to manage the interaction 

among multiple stakeholders 

 

 

Hernandez-Pardo, Bhamra and Bhamra 
(2012a); Ceschin (2013);Vezzoli, Ceschin, 
Diehl, and Kohtala (2015); Reim, Lenka, 
Frishammar and Parida, (2017); UNEP 
(2002); Mont (2002) 

23 Difficult relationship between 
stakeholders 

Hernandez-Pardo, Bhamra and Bhamra 
(2012a) 

24 Corporate Ceschin (2013) 

25 SPSS is complex to manage Vezzoli, Ceschin, Diehl, and Kohtala 
(2015); Reim, Lenka, Frishammar and 
Parida, (2017) 

26 Complexity Hernandez-Pardo, Bhamra and Bhamra 
(2012a) 

27 More complex to manage Ceschin (2013); UNEP (2002) 

28 Close cooperation with suppliers, service 
producers or final consumers 

Mont (2002) 

 Fear of sharing sensitive information 

among stakeholders 

Vezzoli, Ceschin, Diehl and Kohtala 
(2015); UNEP (2002); Petrulaityte, 
Ceschin, Pei and Harrison (2017); Mont 
(2004); Mont and Lindhqvist (2003); 
Armstrong, Niinimäki, Kujala, Karell and 
Lang (2015) 

29 Reduced control of core competencies 
and reduced influence on business 
decisions 

Vezzoli, Ceschin, Diehl and Kohtala 
(2015); UNEP (2002) 

30 Collaborating with a number of partners 
along the value chain, fears linked to 
reduction of core competencies and 
sharing of confidential information 

Petrulaityte, Ceschin, Pei and Harrison 
(2017); UNEP (2002); Vezzoli, Ceschin, 
Diehl and Kohtala (2015); Mont (2004) 

31 Reduced control of core competencies 
and reduced influence on business 
decisions 

Vezzoli, Ceschin, Diehl and Kohtala 
(2015); UNEP (2002) 

32 Fear of sharing sensitive information 
about company processes, products and 
technologies 

Vezzoli, Ceschin, Diehl and Kohtala 
(2015); Mont (2004) 

33 Customer: fear of providers gaining 
access to customers’ facilities and to 

Mont and Lindhqvist (2003) 
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sensitive information. 

34 Concerns of customers regarding their 
privacy caused by the requirement for 
PSS provider to access their personal data 
or even enter into their property. 

Petrulaityte, Ceschin, Pei and Harrison 
(2017) 

35 Variable trust in the provider Armstrong, Niinimäki, Kujala, Karell and 
Lang (2015) 

 Immature customers towards  

ownerless consumption 

Mont (2002); Vezzoli, Ceschin, Diehl and 
Kohtala (2015); Ceschin (2013); UNEP 
(2002); Mont and Lindhqvist (2003); 
Reim, Lenka, Frishammar and Parida 
(2017); Petrulaityte, Ceschin, Pei and 
Harrison (2017); Mont (2004); Hobson, 
Lynch, Lilley and Smalley (2018); 
Armstrong, Niinimäki, Kujala, Karell and 
Lang (2015) 

36 Customer readiness Mont (2002) 

37 Customer culture/shift, ownerless 
consumption   

Mont (2002); Vezzoli, Ceschin, Diehl and 
Kohtala (2015); Ceschin (2013); UNEP 
(2002) 

38 Customer difficulties accepting 
ownerless consumption  

Mont and Lindhqvist (2003) 

39 Customer, ownerless consumption 
behavior 

Reim, Lenka, Frishammar and Parida 
(2017) 

40 Service acceptance behavior and develop 
PSS for a specific local context and 
culture. 

 

Petrulaityte, Ceschin, Pei and Harrison 
(2017); Mont (2004) 

41 Customers willingness to use SPSS 
business model 

Hobson, Lynch, Lilley and Smalley (2018) 

42 Customer skepticism and resistance to 
recurring costs associated with a PSS 

Armstrong, Niinimäki, Kujala, Karell and 
Lang (2015) 

 Lack of knowledge among stakeholders UNEP (2002); Petrulaityte, Ceschin, Pei 
and Harrison (2017); Reim, Lenka, 
Frishammar and Parida (2017); Mont and 
Lindhqvist (2003); Hernández-Pardo, 
Bhamra and Bhamra (2012b); Vezzoli, 
Ceschin, Diehl and Kohtala (2015) 
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43 Lack of knowledge and experience in 
terms of service, methods, tools etc 

 UNEP (2002) 

44 Companies general lack of the 
knowledge to deliver competent PSS 

Petrulaityte, Ceschin, Pei and Harrison 
(2017)  

45 Knowledge about customers Reim, Lenka, Frishammar and Parida 
(2017) 

46 Customers knowledge about PSS Reim, Lenka, Frishammar and Parida 
(2017) 

47 Lack of understanding of the PSS 
concept and the life cycle costs of the 
products they buy 

Mont and Lindhqvist (2003) 

48 Lack of awareness about what a 
sustainable operation is  

Hernández-Pardo, Bhamra and Bhamra 
(2012b) 

49 Customers do not understand the 
economic potential  

Vezzoli, Ceschin, Diehl and Kohtala 
(2015) 
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B. Interview guide - Wave 1: Exploratory 

Bakgrund 

- Förklara syftet med studien  

- Berätta att som tack får de ta del av rapporten 

- Vad har du för roll? 

- Berätta kort om er verksamhet, vad gör ni? 

Barriärer 

- Vilka är de största problemen/hinder för er med att sälja el som en tjänst? Tex: Är 

kunderna “ovana” vid tjänstefiering? Stora risker? Finansiering? Komplexa strukturer?  

- Hur hanterar ni dessa? 

- Vilka är de största problemen för bolag i allmänhet som säljer avancerade tjänster inom 

förnyelsebar energi?  

Övrigt 

- Använder ni olika affärsmodeller för olika kunder? Vilka affärsmodeller har ni? 

- Vilka trender ser du inom energibranschen kopplat till tjänstefiering? 

- Vad är största skillnaden mellan kunder i Sverige och Kina?   

Avslutande 

- Vilka fler skulle vi kunna få prata med? 

- Går det bra om vi återkommer senare i studien för vidare diskussion? 
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C. Interview guide - Wave 2: In-depth 

Introduktion  

-      Presentera upplägg för intervjun 

-      Kort beskrivning av ämne och syfte för vår studie 

-      Förklara vad respondenten får ut av att ställa upp på intervjun  

Bakgrund 

Q1: Vad har du för formell position på företaget? 

Q2: Hur ser ert nuvarande tjänsteerbjudande ut? 

Q2a: Vad är eran framtida plan?  

Generella frågor kring barriärer 

Q3: Med ert nuvarande tjänsteerbjudande, vilka barriärer har ni stött på? Vi definierar barriär 

som en faktor som hindrar användningen av hållbara produkt-tjänste-erbjudanden (SPSS). 

Q3a: Hur överkommer ni dessa barriärer? 

Specifika frågor kring barriärer  

Finansiering 

Q4: SPSS innebär ofta stora och långsiktiga investeringar för leverantören. Vad är dina tankar 

kring det?  

Q4a: Hur överkommer ni dessa barriärer?  

Q5: Att arbeta med SPSS verkar innebära att det är svårt att beräkna den ekonomiska och 

miljömässiga besparingar. Vad är dina tankar kring det? 

Q5a: Hur överkommer ni dessa barriärer? 

Q6: Att arbeta med SPSS verkar innebära att det är svårt att balansera ekonomiska och 

miljömässiga mål. Vad är dina tankar kring det? 

Q6a: Hur överkommer ni dessa barriärer? 

Kunder och kunskap  

Q7: Utöver bristande kunskap om sina kunder verkar det vara brist kring SPSS generellt. Vad 

är dina tankar kring det? 

Q7a: Hur överkommer ni dessa barriärer?  
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Q8: Mer specifikt verkar företag ofta har bristande kunskap om sina kunder och att företag är 

känsliga mot att dela information med intressenter gällande processer, produkter och 

teknologier.  

Q8a: Hur överkommer ni dessa barriärer?  

Q9: Kundens mognad till ett SPSS erbjudande verkar ha stor betydelse. Vad är dina tankar 

kring det?  

Q9a: Hur överkommer ni dessa barriärer? 

Q10: Vi har förstått att kunden kan vara känslig mot att företag kommer åt dennes 

anläggningar och information. Vad är dina tankar kring det? 

Q10a: Hur överkommer ni dessa barriärer? 

Övrigt 

Q11: Vi har identifierat att SPSS kan vara komplext att hantera då det innehåller många olika 

aktörer.  

Q11a: Hur överkommer ni dessa barriärer?  

Q12: SPSS verkar påverkas i olika grad av politiskt engagemang, policys och regleringar. Vad 

är dina tankar kring det?  

Q12a: Hur överkommer ni dessa barriärer? 

Q13: Finns det några ytterligare barriärer du skulle vilja tillägga? 

Q13a: Hur överkommer ni dessa barriärer? 

Q14: Vi har uppfattat att du nämnde följande lösningar (ge exempel). Tror du dessa lösningar 

kan hjälpa flera barriärer?  

Avslutande frågor 

Q15: Finns det något du skulle vilja tillägga till intervjun?  

Q16: Finns det någon annan vi skulle kunna intervjua för att lära oss mer om barriärer och 

lösningar för tjänstefiering inom energibranschen? 


