Servitization: Selling "Performance" Instead of
‘Products’

Industrial manufacturers have long operated on a capital expenditure (Capex) model—selling equipment as
standalone products with limited post-sale engagement. But increasing competition, rising customer expectations,
and expanding digital capabilities are driving a fundamental shift. Leading companies are now transitioning toward
servitization, where value is no longer defined by the product itself, but by the performance it delivers over time.

A forward-looking industrial equipment manufacturer recognized that future growth would depend on evolving into a
performance-based service provider—one capable of offering guaranteed uptime, efficiency, and measurable
outcomes. The transformation is powered by INSIGHTEDGE™ and the 3D&S execution framework.
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Uptime Targets Customer Lifetime Value
Guaranteed performance SLAs for customers Higher retention through performance contracts
Recurring Revenue Unplanned Downtime
Subscription-based streams replacing one-time sales Target through predictive maintenance capabilities
From product ownership to performance assurance — the future of manufacturing is not about selling machines, it
is about guaranteeing the outcomes those machines deliver. A
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The Strategic Challenge

The organization faced a set of deeply structural challenges that prevented it from capturing the full value of its installed
equipment base. At its core, the business sold products—but did not own or guarantee their performance. This left
significant revenue, loyalty, and operational value on the table.

One-Time Revenue No Post-Sale Visibility Reactive Maintenance
Dependency Lack of real-time visibility into Culture

Dependence on one-time product performance after Reactive maintenance practices
equipment sales with no delivery meant the company was led to unplanned downtime,
recurring revenue model created blind to how its equipment customer dissatisfaction, and
vulnerability to market cycles and actually performed in customer costly emergency service
competitive pricing pressure. environments. interventions rather than

proactive resolution.

Siloed Operations Capability Gaps

Limited integration between The organization lacked the
product design, service delivery, internal capabilities, digital
and analytics created gaps that infrastructure, and business
prevented a unified, model architecture required to
performance-driven customer deliver performance-based

experience. service contracts at scale.



Transformation Powered by 3D&S +

INSICHTEDGE™

Fortis & Peak deployed its proprietary 3D&S framework—Define, Design, Deliver, Sustain—as the execution engine for
this transformation, with INSIGHTEDGE™ serving as the performance intelligence layer throughout every phase.
Together, they enabled a systematic shift from product-centric to performance-centric operations.

DEFINE

Mapped the full product-service lifecycle using
INSIGHTEDGE™. Analyzed downtime patterns, failure
modes, data gaps, and customer expectations for
uptime and reliability. Outcome: Clear visibility into
performance gaps and service opportunities.

3

DELIVER

Deployed loT sensors, real-time monitoring, predictive
alerting, and continuous feedback loops. Launched
performance-based contracts and integrated service
operations with engineering teams. Outcome: Real-
time, data-driven performance delivery.
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DESIGN

Engineered a Servitization Model with subscription-
based performance contracts, uptime KPIs, predictive
maintenance models, digital twins, and aligned
product-service-analytics architecture. Outcome:
Transition to a performance-centric business model.
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SUSTAIN

Enabled continuous Al-driven equipment optimization,
real-time SLA tracking, proactive maintenance,
automated issue resolution, and capability building in
digital services. Outcome: A scalable, high-margin
performance service ecosystem.



Core Platforms in Action

The transformation architecture rests on two proprietary Fortis & Peak assets working in concert: INSIGHTEDGE™, the
performance intelligence engine, and 3D&S, the execution methodology. Together they bridge the gap between raw
equipment data and guaranteed customer outcomes—replacing the traditional reactive model with a continuously self-

optimizing service ecosystem.

INSIGHTEDGE™ — Intelligence Engine

. Transforms equipment data into predictive and
prescriptive insights

. Enables real-time monitoring, optimization, and
failure prevention

. Powers digital twins for continuous performance
improvement

. Connects sensors, analytics, and prescriptive

action layers seamlessly

3D&S — Execution Framework

. Define: Identify performance gaps and service
opportunities

. Design: Architect performance-based business
models

. Deliver: Deploy monitoring and predictive systems

. Sustain: Optimize and scale service-driven
operations

High Performance Risk
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Traditional: Sell
Product, Customer
Uses

Low Service
Integration

Servitization:
Continuous
Monitoring + Data

]

Traditional: Reactive
Maintenance When
Failed
High Service

Integration

©

Servitization:
Predictive
Maintenance & SLA

Low Performance Risk

The architecture above illustrates the fundamental shift in value delivery—from a linear, transactional product saleto a
continuous, intelligence-driven performance loop that benefits both the manufacturer and the customer over the full

equipment lifecycle.



Measurable Impact & Strategic Positioning

The servitization transformation delivered measurable, structural improvements across revenue, operations, and
customer relationships. By embedding performance intelligence into every layer of the business, the organization moved
from a vulnerable, transaction-dependent model to a resilient, high-margin service enterprise.

Recurring Revenue Customer Retention

Creation of subscription-based revenue streams Increased customer lifetime value and retention
replacing one-time equipment sales, reducing cyclical through performance contracts that align manufacturer
revenue vulnerability. and customer incentives.

Downtime Reduction Improved Margins

Significant reduction in unplanned downtime through Higher service margins achieved through predictive
predictive maintenance, directly improving customer maintenance efficiency and stronger integration
satisfaction and SLA compliance. between product, service, and analytics functions.

The future of manufacturing is not about selling machines—it is about guaranteeing the outcomes those machines
deliver.

This engagement positions Fortis & Peak as the creator of INSIGHTEDGE™ performance intelligence platforms, the owner of
the 3D&S transformation methodology, and a recognized leader in enabling high-margin, data-driven business models.
Fortis & Peak transforms products into performance-driven service ecosystems that deliver lasting competitive advantage.

WWW.FORTISANDPEAK.COM Fortis & Peak
N

Shaping What's Next



	Slide 1
	Slide 2
	Slide 3
	Slide 4
	Slide 5

