i icH 5 [HEREZED Y — B R ] WITE

[ NI S

E B

BAET S, WeksgE I 2 AuEN QUEEN) T, MHEREo ¥ —
EXRE] S T2/ 25K 0] a 23K b ] oxtlbolE clO0E2ED
DOH B, —H. PFIIEIRAVER OV ERIC X b BEZAKREHENT
WA KD ITH B A, “Transition to service” € 7 )b, ¥ — B X F i By i &
TN ERRT V=L T —7 BIKABRIES W Z O EGICIEE - TR O,
20104ERUL LI, F—EZMLDOERLEH T, ¥ O « X=X TORHEL®
EITL TS, ARTE, BANGRE UsED [#EMEOY — B2k
E WFEIZ 20T, 20004 LU O IR 1 75 iR FE B 0 8 2 TR & 7 iF e
REAEHFLE LTUE 2 — 270, KRIGIZIEED 720 O AR A 72,

F—O—F BEREDOY —EXKE (Service-led growth in product
firms). Transition to service € 7 ) (Transition to service
Model), SSP (service supporting the supplier’s product)
SSC (service supporting the client’s action in relation with the
supplier’s product). V) = — < a3 » (Solution)

I [RC®HIC

1. HW

[BEREOY — 2 E] PP (Serviceled growth in product firms)
3. BILEREDY - BEZED AL B LITHE U T, BT OB - B
1 e Woer 5% — EXDOBASE « Mot SEIZY 7 P LT B HE (e.g. Oliva
and Kallenberg 2003; Tukker 2004; Ulaga and Reinartz 2011) ZH O # 5 &
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DT, P BIRSIEOMENT., BEME ETA YU T4 —DOWRIZK 211
VeTHEREe T vy TICKBREKREEHNET S L3NS (Eggert et al.
2014),

[BEREOY — B X R R PRI SEBRAYS TS TH 5 Vandermerwe
and Rada (1988) i2fii- TH—E ¥ 1 ¥ — 3 » (“Servitization”) D7 T
EN 5 2 ENZ0H, 2000001 [BUERIED Y — B XK | DHENTEIRK
£ 9 % # 7 T, “transition from product to service” (Oliva and Kallenberg
2003), “product service system (PSS)” (Tukker 2004), “service infusion”
(Brax 2005), “hybrid offering” (Ulaga and Reinartz 2011), “integrated solu-
tion” (Evanschizky, Eangenheim and Woisetchliger 2011) 7% &, ¥ D WFJE
BHIRR—=Tr T4 07 ARV =Y a v, REEE, 1/ N—2 3 VEOHIK
B, ST To—F L, AL TER,

Ihsi3undnsd, ®BEMEICLs, REKELZHME L, B .onr
5% —EZHILADE Y x ZJER (“the transformational process of shifting
from a product-centric business model and logic to a service-centric ap-
proach”) (Kowalkowski, Gebauer and Oliva 2017) ZH O > D TH b,
Vandermerwe and Rada (1988) O JH \»7z “Servitization” D& & 0 &
“Service-led growth in product firms” D #EIZ & O WFIEEE$E - 72 52, WF
FEKPHIETHNBSHEES D, 2 LT, HiEHNO T Tl s
LRURICNI O ABE LG 35700 ARTR THENED Y — ERKE ]
FEEMSEZEETBY,

[BEREOY — ERKE | PFIEI319804E LI, Bk 2 o T kI
KB ZERIEE LTEHZEDIED T LD D, ORI “Go
downstream” % € v b — & 9 % Wise and Baumgartner (1999) LoD Z &
TH O, 20004ERITHIEZT A 74 7 LTCREBKEEZFSF, 4HICE-T

D [H—t%A€—a ] (“Servitization”) 135 & [EEMRED Y — B2 KE]
(“Service-led growth in product firms”) #F72iZ % T [T EH & (“an overarching
concept”) DOHifiZE 5% (Kowalkowski et al. 2017),
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Wh, 2Ly BEAVEROMAEERIC LD 5 I PR 5 51 LoD
RSB U TR 122 U < (Brax and Visintin 2017; Kowalkowski et al.
2017) WIRZE BB 7 LV — L0 — 7 2 G Lg%, [EICHRPIEIC
WO Fita 7477 LimafumAcEic@Eizus, FEE Ly
fRf212 S T3 (Raddats et al. 2019)

ok, [BEREDY —EXWE ] PHEE [ vol ] REICHE -
THEO., QO THIRMDKRILE ., FHIWFILITNA TERMIIC & 5 HEENK
WHNTW D, KFETIE. Kowalkowski et al. (2017) 1Z5EW, 19804 LLRE
DATHIFE D Fe i A FE 0] (19804E~20004E /i #8) . BKEEM] (20004F i t%~
201040 R4 ] (20104EAREIRE) 12431 THEBL L. ZHOmE Nk
BHLEEN SR 2 ETA T T 2R E L TSIHEREC TV S, PIED [
ANV | RIBIZ—o D [HIK | ZH#EEL 720,

2. ik e K
1 FHik

ARETIE. £9°, 19884 1 H~2019F12HicflfTs e [HEMRED Y —
EZE | CBET A E, =T 4 v, BREL BRENEER Y AT 4
At SRS LS B Y R AW A S N—F B T — & X — Z Business
Source Premier % J{ > T, Raddats et al. (2019) ZHizfiiu . [BSERFEO ¥ —
EZE] CBE L THO SN 5 EEAGE (‘servitization’, ‘product-related
services’, ‘product-service system’, ‘service infusion’, ‘integrated solutions’,
‘transition from product to services’, ‘industrial services’) 12k D#%E L7z,

Z ® kT, Academic Journal Guide (AJG) 12 & O, WA A W20 LD
T v 7 A Ui s sl s e SRR SR b E LT X MEL,
Abstract Z K5 # L THIEAEOY — ERRE E BT —<HicE O TSR
HMThBEHWSNIGHEY 2 N XV, X 512, Google Scholar 12 &
D, AIG T v 7 2P LOMNFGEEY v —FLicigfishicy ) a—va v
B S A O DD, RKIIZY X MIZE S M98 E—D D5t
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ET, TREREOY — E XK WHFRICE T 2 RS, BT L — 24
7 — 7 HO R EREIE L 7,

(2) HERK

UTF. TSR0y —EXRE] FRIC>0T, £9° I TH%EHEIL %
WO - 7t TT20004E LU O 1R T 12 DF7E O Wiz 2 BBl 56

MTI, B RDOFEART L —247—7 & X1 5 Oliva and Kallenberg
(2003) @ “Transition to Service” & 7 ) & Mathieu (2001b) iZ & % SSP *
SSC A3 EAEM O |y €D LT, EBROFWIFHC b 5T, [HE
DY — E XK ] BIEPEPEENIEFICT T RO RE b6 S0
FEi3 (Service Paradox). FEBHK L 0 FHE ohic [H#EMEIMFNIZY—E
ZREEZFEFENED] LOMOWITEZLZET, FEEN LD X 1T,
“Transition to Service” €7 IV EEZFAT L OO, ¥ — E R KE IR 5 MK D
I O HLA E I & TS B,

B, Mot — B2 k] UFJE 3. Wise and Baumgartner
(1999) @ Havard Business Review 88 %22 & U Tl LG 7- 2 &ic
BMINb L5, EFBEROBLIIGZA XD EBNLTETED, BELED
P — b 2R EICHEEL S N 7cifE (Organization) 3, ¥ — E R EIC
K5 BREEH (Resource) KU A /XE Y 5 4 (Capability) (2 &ED
IR LEDODN—DOMEDOHLEL > T B, T, [HEREOY—EX
R WIEoRhM S, SOV ) 2 — Y a VIfEOEEEZ oD, Bk
BEOF—E2MtE [V a—varv] OBSEDSRAETE) & METHT
HO. ARTH, VU a—¥ a3 VEEPRO EHE BT 5,

MTRT &5, THERED Y — 2R FRIIBRIRE %% 72
bOD, MEFEBH LT — < PFEITRO D = HHIPFFEHIT X 5 B E 4
WMTHEND & U, BITFEERGEL THERN 7 L — L7 — 7 Z /53 5
HLUTBL TS - 7oA R, 20104E AR LIRE . DHFED RIE L O LENIEZ S h
5595120, mBHEERZ T0B, 22Ty VTHEL 201045 R LIBE D BF
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FORBELIZOWWTHIET 5,

o0 [8EaEoy—E2E] PrHIeme
M [8EREOY — EXE] OlREN
.l
“Transition to Service” €7 )V
Mathieu 12 & % SSP « SSC 434
P —ERKEDORR &V — B AR ERIK 124 5 0
. AR, REEE. 738 74 R
6. B P—EXOMARIIRDZ VY 2 —> a V%K
IV 2z e ["EREoY — X kE] 9
1. #—EXLOFHKDO RE L
2. “Transition to service” €7 /LD RE L
3. K - T SA VDI EINIET DS R Y FT—F « EF
UZaYOY iR

U1 = W DD

<
Eﬁ
aul
oH

0 [#ELEOY—EXKE] HEFIE

BE. BAEICBOWTH £/ 30 ] & [ab+b3Lp] Loxtlhick
0. [EEMREDY — EZRE] BFCREEMRZEITG LT [ 2 HEN] (8
2048 N) THHmS N TW B, [H— EXKEREE | (“Service growth strat-
egy’) 3. RLTTATFTTHKEIH L D TIE <, 18004Efic#lih %

TO [BEMEOY — B2 | PRI A D Z 72 D 131980~20004E D
Z&ETHY, FEERIIE T dH % Vandermerwe and Rada (1988) LI, ©F7E
DRI W REME DR IR E 5,

Vandermerwe and Rada (1988) 3 AXKFICHAT L biEHEZ T b IF T
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1 TEECEDY—EXRE] IROEERE
Established, yet still

Number of articles per year theoretically nascent
200
Phase 2: Emergence of the
180 conceptual foundation A
(How _should product firms /\ /
160 . bp V
140 achieve service growth?)
120 /A\/
100 /
80
60 Phase 1: lefﬁng the boundaries /
40 (Why should product firms focus A /
on service growth?) —
0 L = (o2 i o [Te) = [=2] — (2] [Te) [ [=2] — o 0
[ee) oo} xQ [=2] D D (=2} (=2 o (=3 f= (o=l o — — —
Z 2 222222 RS & S8 S S S8 S

Source: Scopus database
(AT Kowalkowski et al. (2017)
(7#) Gebauer and Saul (2014) & b 5|4

A, B &Y — B XMV R E U TXIT 5 2 SIIRMREN T
Ho, BEEY—EXOHENH A (integrated bundles) X Z#HE M~
Z 7 I (integrated systems) f&fit& 7' o —/N)UHTHHIC 81 2 B kg & L
THER. WHFEE by Wil 2k L7c, R I %t [REED Y — B x1L]
(“servitization of business”) &MU (EHEICIZEER IR S F2EEO Y —
B2 LA GEHICE O, T &Y — E X0 A1 & 2 BEMifE o528
(“the addition of service to core product offerings to create additional cus-
tomer value”) NEIEMRIED MMM E 725 & Ui,

Vandermerwe and Rada (1988) J#&K . [MEMEDO Y — E XK W
BEBIEAZED2DIFTRAL, —HOMEZFICLD, HLENS b,
BHREEWESED SN D T EER D, FENFEBRK « HEE» 5 REBHEH
%D BITE 5 72 DIE, “Go downstream” % € v b — &9 % Wise and Baum-
gartner (1999) MEBETH | [AliH XA Harvard Business Review 12/ % &
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N5 &, 20004ERIC [BEREOY —EXRE ] ERETFA 747 L, [
B EHRELIE B REEZET T,

Wise and Baumgartner (1999) (¥, T F THRIGEMZENBL TR « 52
BlOE T + — A AU AEBRIC L 281 ) N— 5 v EREMAICED
KEAFE « 32 MERICEL L TE 22 SICBRHELBA, O &5
BUE A =7 — L DB Uy Wl TR SBE T A7 « F 4 7 LIl
Lich—EX g, BEOZ 2HE I L TR EY—EXDHARIC
X3V 2=V s VIMEFICEERER T v T4 TEKRD B NE & LT
Wik, IBM. GE. Xerox. Honeywell 5234 — E 2 b1 & O A ZE 400 1 Bk LD
LTED., ¥ —ERREIEDIELNEBROMOLEED T Ehb,
[BEMNEOY —E AR FREREEABITLahs & &7,

m [(RELEOY—EXKE] HEOKEL

1. Hil

2000 LARE, [HEMRED Y — EZRE] HERERIREE XS — F L,
I THER UKD IT, K& DS “Transition from product to service” (Oliva
and Kallenberg 2003), “Product-service system (PSS)” (Mont 2002 ; Tukker
2004), “Service infusion” (Brax 2005), “Hybrid offering” (Ulaga and Reinartz
2011), “Integrated solution” (Davies 2004 ; Evanschizky, Eangenheim and
Woisetchliger 2011) HORE&#4EIEd 270 &, HRFEORBE L - 72,

INSOMER. LWIh b EERECEGETLON S —EXFLADEY
X ZEHY AT —< &L, WEREDOF —EXKEEZR O K S H T, Van-
dermerwe and Rada (1988) AEERE &4 % [#EMEDO Y — EZRE|
FOHBRIZAD DO TH - 7eh8, FWFHEEHEOHL D HARILD . TS
WA R B ME LRI - o/, — Ry DTzl s <,
R E LT, WIS O 2 0 ISR RO 2R T i

2) “the transformational process of shifting from a product-centric business model and
logic to a service-centric approach” (Kowalkowski, Gebauer and Oliva 2017)
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T B EER ST,

fefZ U TGRS0 — EX K] I e, HEF IR A hk
FARBE &AL U8 A » 7o 1) T 78 <L 20004EF%, Mathieu (2001b) i &
% SSP (service supporting product) & SSC (service supporting the client)
DY — E X434, Oliva and Kallenberg (2003) iZ & % “Transition to service”
ETNIE, ZOHBOPIILICE W THR A &7 2 BN S hi,
“Transition to service” € 7 IV IZBEZED ¥ — & 2 LD KL/ T D 72 D 1T #E
BEEELUTERINLD, BROMIETE, [HEREOY —EXHE] D
HAREFINELTZEINS Z L &M -7, F 7, Mathieu ® SSP « SSC 43
B, BEMSZEDSUTIC “Transition to service” ik 5 0> ITBH 4 2 HEIE HF
FILBOT, < M) v 7 Z3HO—20ifiE LTHRAS O, FIc L 28k
RBEEEZET B,

B LD MESE S FEBIC, BlEOMEREITE LT, MEMRED
Y- ERRRRBERES TR, BHOY — © R FEMRZENISITUEGERD
WA $ 76 X700 “Service paradox” (Gebauer, Fleisch and Friedli 2005) 753
Feh, Chickin LT, [8EREo Y —ExgE] TR, —E XK
REMNCERT 270, 27 « EVXZZNMNICBEEGEN SV ) a—2 3
YRENCY T M A BE - XEATICEE L T - E XIS S RN—
VarEbodhELEEREE LY, WERCEOY - AKEDOKY) -
RO LRI 2 REICELNEINS LD I27 5,

2. “Transition to Service” € 7 )V

INFETIRGFIAIN/IHM L TH %? Oliva and Kallenberg (2003) &, T.
PEREMR « PESEREMR A — 77 — 114 A RS E Lic 7 4 — )V KRS &, #19
THEREDY —EZREEF—EZX « 7ung FNOERK 70t X% “an

unidirectional transition from a pure product manufacturer to a pure service

3) Kowalkowski, Gebauer and Oliva (2017)
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2 The product-service continuum

Current Target
position position
Relative @
,, ‘= | importance of Relative 2 :g
] _g tangible goods Zl importance :f’-:j
Z= of services | 2 ®
& 5 8
N E—— ]
‘What do you offer Why do you want to expand Why don’t you want
today? your service offering? to go ever further?
realized plans

(147 Oliva and Kallenberg (2003)

provider along a product-service continuum” & U TE 7 Uk L7z,

Wise and Baumgartner (1999) »%, #EMIEDO Y — B X{FHHT B UL TERIE
N —2Z (“Installed base”) % &3 2 EEHITHEIR L 72D %513 T, Oliva and
Kallenberg (2003) (3. TAEBEM A — /7 — S0 E R ICHGE « RE L 728
e Bl 2 705 BV X BRI O E LT, RIS 2T im0
P—ERICILE ST, BENEGBEHDOT A7 « ¥4 7 VAL TERIET
BT 2HEEMRT 2V 2 — ¥ a VIR TREREOY —EX
BEl OF v v RETEHEERE LI,

REN—ZERTEVUTEG T A 7 « 14 7IVICAIU 7o — B 23t %17
ITIE, BEAEER, BES T a v X TUIITEMW « BRIEE2EH T 5 0
ERfFELI LT, BE=—RXXARI A ALY Y a—va v A2 RHELE
FIE7E S0 A, Oliva and Kallenberg (2003) 3. £ D 72012 I3 8LE %
MHY—ER « TaNA FTNOEEDPINETH D, “disruptive developments
of new capabilities as response to strategic threats and opportunities” 55 2K
shs &L,

BERFELY—E R« 7oA FTIRITHEEE « LA R 2 A3, Oliva
and Kallenberg (2003) OfET B H —E X « T 034 FNDEXKBIETIZ
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BEMNEIMFOERERAAL I E D, HA T HNIHILO ERRICIE S
N3 EEi3, ZDL, Oliva and Kallenberg (2003) 13, #&EREIER
BREOFINT Y — EREMMT AR T 5 EMNY—E X « T o1 7T
Mg EBITICER TH 5 LIEM L. [HEEMRE0 Y — Bl E ] TR
BN THEEGMA &2 B kRO LT &5 - 7,

HEHIZai~72 & 912, Oliva and Kallenberg (2003) 3. &0 —t
ZAL.D 43413 iE & LT “Transition to service” ET IV EHHTT HF A » L,
ZOROWFITE T, BERES MNP OERNICT —EX « Tong s
CEFEL T Tt Rid, WRBREZRMDY THEREDO Y — B 2K
MEDHAT V—LT7—7 &L THRS NS0, Hé HE T “such evolution
is not expected and, indeed, did not find evidence for it” £iB-XTHE D | “Tran-
sition to service” £ 7V iddH  F THIRFICH X 3 HLAEDFIEIC X 2 HER « &
EBBRETH -2l b b od | g OB EFIco ks LTI <
(AR 3 ST AN A

3. Mathieu iZ & % SSP » SSC 43#H

20004F4%, Oliva and Kallenberg (2003) iZ & % “Transition to services” ®
E 7 IV E 31T T PSS (Mont 2002; Tukker 2004), “Service infusion” (Brax
2005), “Hybrid offering” (Ulaga and Reinartz 2011) 5D % — E X kE €7
VBRI N5, WIN & BEMENEG &Y — EX DM A I X D BEMN
A SEEL U TR AL « PERM L « 1y = TUREEZZKT 52 DT, BE
LY —EZOMARITEOTY — B ZU 7S 2 il 2 R It d 2 O b,
#4 ¥ 13 “Good dominant logic” # % (% Service dominant logic” @ x4 41
CXBDONIE Y —EXDREAE & D K 5 ITILIR « BT 2 v &
-7,

Mathieu (2001b) &, 7V v 7#HfIcE &, WHEEHHEL 72—
E 2T H B SSP (“service supporting the supplier’s product”) & B,
PR=—IDPOMT LU THE ot RO THEDOEFEZY K- b5 3
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SSC (“service supporting the client’s action in relation with the supplier’s prod-
uct”) D221 H —ERESHT B & ARSE, Mathieu O FEE . W
WEARFEDUANIC SSC DFFE « #kI2 & 0 25 b ERERE ZERT 5 »ic
H Y. SSP IIHEME M DIRSF « BB « BHHERZ & BRAICEE AR
ARSI —E R E LTHREEL TE e B WD THBDIT
XU, SSC iE. Woe i 7 » 4 + v 2, HRMNE BT 2 B
O bV —= 27 BWMERIEOHEMFIET2a T4 vl 8
EREPBEOFET o RIS ET 24 —EXTH 5 Lt
RABRFEGD TR L 72,

Z @ Mathieu (2001b) O ¥ —E X3 HF [REREO Y — B X kk ] DF
FIZBOTHEICHIH - 2N 20980 —>Tdh b, Oliva and Kallenberg
(2003) & “Transition to service” €7V ZHHTL T, BEMEOH —E X -
TONA FANOHITE IRTET L — L7 — 7 504 LBz, —> oMl &
L THWTW %, “Transition to service” € 7 JU % $iL ik U 72 Tukker (2004)
K U Neely (2008). Raddats and Easingwood (2010). Ulaga and Reinartz
(2011, Windahl and Lakemond (2010) i3> T &, Mathieu IZ & % SSP *
SSC/HMIF “IRILT V— LT =7 53t O—D2DHEHEL LTHRME N T 5,

1 Z 1, Ulaga and Reinartz (2011) (3, #&MELFHEERMLET 20 —E
Z (Industrial services) % 4% L. “Transition to service” @ &) 12 > 73 3
5 EREGR, 228FDO Y =T « v =V v — AR LT EZEFWHTE, S
BENEOY —E 2R D IRCT V—L T =7 EBR LI, ZOTL—
LT =7 IZBOT, HHEE, Y—EABEBICHT o hicbon, BET o
22 57 b DDA, Mathieu 12 & % SSP » SSC 430144 3 5 A&
A —DDHNZERH L. ¥ — E XD [FE DT (“perform a deed”) | %
¥4 2 DD (inputbased). H % Wi [HEE D KR (“achieve per-
formance”) | ZfIK 3 % & Dh (outputbased) ZM G OEIIHAEDE S
ZET, BEEOY—-EXMLOHlE < v E VT, FEERED Y — E 2 LA
EDXHITEML T I, Tak XEGHT LT,
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2%, Eggert et al. (2014) &, &HHEM A — 7 —513¢LD BT — &
T SSC T I A ZEUNAS 1 HI 2N A% & E B 75 BAR 338 51 5 DIkt
U~ SSP i3 A3E o I # 92t & 13 I 75 BI AR L iR S s (BB
B3 ARZEINAR O 838 E ARG U 7o BLEIC B3 288 « fRFASRY — E X
FaEEP TN, 2OoFOHBIER) T EEHSMT LN, —E XL
EARZENAS & D AHBIBIAR 1B 3 2 0T Y2 T &1 Mathieu (2001b) @ 4 —
EZSBIRILSIEHA S TE I,

4. H—EZREDOHR &Y — & 2RI I 4% 5 BF5E
(1) “Service paradox”

Wise and Baumgartner (1999) 2Zf & LT [HEMRFEOV — B X k&
WMEET A 7 4 7 LAl EREE & T 7o, BFEOMRERE BT,
BEREOY — EARMERFEHE LS TRE L, BHOY — B BB MBI
WILKER R A & 72 5 & 78 “Service paradox” (Gebauer, Fleisch and
Friedli 2005) 2s#Ef &, FEBRE» S, [BEREOY — EXKE] Olith
IR 2 kI & L CoFMIcBREN R T AT oh b,

Z iz %t U, Gebauer, Fleisch and Friedli (2005) (. “service paradox”
AR E N ELE A2 D “Good-dominant logic” 12N 41, Bk M2ED ¥ —
EZREATATI RIS, M « SUED “Service-dominant” ~ D HEHICT-%
HNTHBONERNTH 5 &G, BEENY —F—2 v TEED BEA
DAfERMEIC B N TH —ERIZT7 + —H X L, tERICB L TiligGEm Ao
Y—ERR T o REMENL Lz LT, BE EOMBIC XD —EXBEIS -
BT RETH B EFR L7,

(2) ¥ —ERKEDMEEF T 5

HOI TR A SN 5 TREREO Y — EXRE] FRICE 0T,
Y — ERREDOMFEEMICHA 3BT O TR, BB ERITIENER
INtc, Y—EZREOFHMAEREE LT, ©FEI2E (revenue) (Antioco et
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al. 2008). {=ZEAfifii (Firm value) (Fang, Palmatier and Steenkamp 2008).
2N 2§ R (profitability) (Eggert, Thiesbrummel and Deutscher 2015) %
PHREIN, BEREORMT 24 — 20 MEII VLTI, ¥—EX
EARZELR, —EROHHDILKIZ X OB EMa 3T A4 7 7 H3FEig
&h7zh (Visnjic, Kastalli and Van Looy 2013). Eggert et al. (2014) A3 H&4
TE5EI1T. VThOFMEE G ATBETH O, WERBEEREDOY —EX
BIFNT 5 —< V ZADERMDOPELAMEF - T,

7272 U AR EIC & 5 < FZE S & L T3, Benedettini, Neely and
Swink (2015) 3\ Fr7c 2 &P, seSi. MARSCEIOR® SN 2 FIN B IC B
WTEERED Y — EZ{LD /8T 4 —< v 23K < . Kohtamiki et al. (2013)
F RGBS S M T 7 23R E 7253 £ 5127 5103 — E RIS
B—EOBMEABA 320 ENH 5 Z &4 50T L7z, Fang, Palmatier and
Steenkamp (2008) (. 477423 D1990~20054ED 7 — ¥ % fitr. H— R UL
WPRZENEE D20~30% 2 Z 5 % T, ¥ — EZLDO RIS IS 2 588
FBIZIEE D, HoTRAFRERBZIELH LN, COMEEMZ 5 &
[ ZEMAE ) 2SR ICEER T 5 Z & 2946 L 7,

(3) H— & R E kN

“Service paradox” IZIE A L7 FEH R ORIV [HEAIEE RN L TY —
ERREZZEKT A ENMTELDMN] TH-7eh, BEREOHY —E 2L
DN GZ 2R RE R T E 0 (FEN B EARE T X7
W) L B — B R E QWIS ITIE 3 LT 5

Gebauer (2008) 13, B RZEPBEICHRMT 2 — EXORHITIE U T,
BGRGEHROT 75—« F—ERICHLT S [T7 5 — -« F—EXRHEH
(After-sales service provider) ], Bi%& D R&D ZH% R— 193 [fAF/ <— b
7 — (Development partner) | 75 & 4 DO 4 — & 2 (LHkME 288, F /o, Lof
berg, Witell and Gustafsson (2010) (3. [HEMRE D H — 2K E | Mk %
EATAEEZEELELT, #7514 Y —Th 2HELEOMEEMK, BiE=——X,
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BAEREOFERD., SN H 0, BIERETERICAhZ & L
ARHIFFRICKOIER#L T 5,

X 512, Dachs, Biege, Borowiecki, Lay, Jiager and Schartinger (2014) i3
JES EU REEMR E LT, BITHHEESR US> O>REIERT — 5 % iR
Brilfc& 2 A, ¥ — EXBRERBK IS = v 7 HEIE 2 £% 2 /NI 25 & B 2251
(LHREE 2 8% 5 RMZEITITE AN TH 508, HE « d/NELEN ST T AR TR
WA 7> g VI DR OAREEES D 2 Z EAR N SMTT B L ¥ —EXK
EHIEHIETld, —iIciEH IR &EEFMB R o nitih g - 7,

(4) “Transition to Service” T TS - 2fb< v 7

AR, WERENMERICRMLET 2, W —EXDMEEHRO, vV
Va—¥arR0id, ThBUICEHNE & D ThhN, B ERIRELICIN
1 F AR R D — RS> AR T I E 9T, MZERIRIC B 1 B ALIE DT 2
AL T 2 0FNH B, L LS, [HEMREOY — RN ] TFFETHE,
WIEMAETS 0 NS0, RERELZWNZIFEE2RE TS FBRMIZEF
BURERICHE S SRR IS RS & BARL T & - 72,

(D“Transition to service” €7 IVIZHS L —E x4k

ZI T, B, [REREOY —EARE] FRETIE, —E 2K
E OB« k%KD 2EBREORDICK LT, 313, “Transition to
service” € 7 /U (“an unidirectional transition from a pure product manufac-
turer to a pure service provider along a product-service continuum”) 12 %3
&, BUERZEDQANIC PFTE D DMEIIC Y — E X« TaAS FIZEFLTY
{InZm Ui

Wise and Baumgartner (1999). Oliva and Kallenberg (2003) (. %1% 2
DY —EZbEME - THEBR LB TRA, BEEARITB LT, W
B &Y — EXOMLEEIT & 0 R ICliEsE it g B RO, iR ko
BLOBEEN S —ERIZY 7 bT 38R %28 R% (pure manufacturer)
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MHH—EZ e 7oA % (pure service provider) ~OEKELTETI

1t (FifEX 2 &), £ o kT, Oliva and Kallenberg (2003) 1%, #r& {2

MEFORERX—XT, WS 17« %4 7 IVITH > THEA (acquisition) .
#iE (installation). ##iz (operation). R (upgrade). FEZF (decommis-

sion) FITHEBZ Y —EX AR U, BRSO EZ T 42T EKBL T

5EOMIET 5 EABEMREDOY — L 2{LE U THRIR L7,

@Y — B R AR iR

Z O Oliva and Kallenberg (2003) @ & F )L Tid H — & Z (b D 8 F4 A3 B bk
TdH - 7ciz. Tukker (2004), Neely (2008) 1%, #EMEM S —E X -
T aNA T OGNSR MR A R & T 5 Y — B R EBR I & T
Tukker (2004) (¥, BEEWRIE « < —2 7 1 v 772 EOREAEME O R A2 B+
Z« Oliva and Kallenberg (2003) MWEMILTE A cd—EZX{LT B E X
B U T8 ER (Product-oriented) [ & (Use-oriented) |\ [#55
&l (Result-oriented) | @ 3 BeRgRE#MA TR Lz (K3 BHD",

Fi, BaEREE TR, REFRAGHICEAEE S, t-EXER
SRFEIT AN (add-on) U THMEL, ¥—ERMEHMIBE Y —EZTH 514
SFER e SRR BRI T8 lAA S o B BE Y — E X (Product-
related service) . #mORKEHLMITHEL a0 IVT—2 a ViTihE 3
(Kowalkowski et al. 2015), # — E 2 (3 HE# b S MBI G | ToERS L. H—
EZDOFER TR SR AKX DA % “input-based” D& D TH %
(Ulaga and Reinartz 2011),

FAT, e K BAEM B T, BRI 5] & ke S REMREOREE RN % %
ATHERT 20, HEIBEIESZO b0 TIEE L, BN OMEE KD 512

4) Tukker (¥, #EMFEOY — EZMLIZB LT, Fifnfes BRIFIEH O O HEIHE -
AT xI)VF— ¥ 27 L (Goedkoop, Van Halen, Te Riele and Rommens 1999) @ i
HhST7 To—F L, BB o83 27 4725 PSS (Product Service Sys-
tem) &3P EPR, TBIALPHRE A — /7 — L DBHTE~D [fE] &L T
DBIEMRED T — EZREARERIEOBAN SR L CTEIcbiF Tldiah -7,
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3 Tukker (2004) @ Product-Service System

Product-Service System
Value . Value
Mainly in Service Mainly in
Product content service
content Product content
content
Pure Product Use Result Pure
Product Orientated Orientated Orientated Service
1. Product . Product lease . Activity Mgmt
Related . Product . Pay per
2. Advice and renting service unit
consultancy . Product . Functional
Pooling result

(1A Tukker (2004)

WXL, BAGOBA -2k L5 EF 5 (Mont 2002), #
FIEBAEHOTAET L b B oL LB TENIE 4
TH %I EM S, Tukker (2004) 13, BEERIEBEZ O LIS LU THE
DY —2, BE. Y27V 7O — B RIRHEAE T E R BRE TIAT S X
L& L7,

BT B ORS R B TR, MG EEE IO UTHR - B %
¥ — 2t 3 5 (Cook, Bhamra and Lemon 2006), T TH % D ITHEE -
fE/ITH D, BEMNEIBEIRD 2FERPCENIZFITE /WM ERE L
T, P —ERRME BB IR TS 5 b0, B0 MY
e BRI OO TIIMEBRE T, HoBMAMH LU TlifEitftd 2, —&
ZANORHHE, BEERBR &R, Y-t cEd gl -2
e FEFIT LT b b, “output-based” D& D & 75 % & L7 (Ulaga
and Reinartz 2011),
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4 Tukker (2004) EF IV DIEE

Value mainly in product

73 L.
- >

Pure Pure
product Value mainly in service | Service
Integration Product Service Use Result
oriented oriented oriented oriented oriented

(Hi77) Neely (2008)

YD & 512 Tukker (2004) (3. B u&kim), A& m, KR Em & BR
LIz T, BESEORMET % Product Service System ¥4 X ¥ < A
ZOREENEEA L, BE - 7510 Y —lFd X BEM L, BEhtEo
P—EZARENREE LB & L,

Z 72, Neely (2008) (¥, Tukker (2004) @ &7 U 7o 85L& m, &,
mREMO 3BT T [HAEM (Integration-oriented) | [ ¥ — E 2 &
i (Service-oriented) | B¢ & B M, #MAEN & i, MENTEEMA I
BEANY 2—« F 2 — VOJINFITEEH. BEMEY — EXZHEITW DA S,
BRI Y — B 2 O ARKE NI 7 728G AT 5 BeRE & Utc, BLShERmM B
e & BEMBREOMICHEA SN Y — EXBEMBREIZ DU T, Neely
(2008) (¥, BEE B CIRE MY —E XM (add-on) S5 DI
WEBOLDITH L, - EREMRE TR, BmEd—Expkiamunl—
LS N THERME AT 5 & L GERE=% ) v 7 Eii&2iER Lcf
WL 2T L0 N— N &V T b OFEEIT K 2 A R i o R 8 1k g o dx
IMESE R (K4 S8,

BE, P—EXMELEDF, SOV —EXLOMHET, BE - EAX
V=Y a VICHd 2 AEEER L. BEICUO K 7 ot X288 - #ig
3 % (managing/operating customer processes) HE JJ & JE &K U T\ &
(Helander and Méller (2007)). #5REMEKE TR, REZ T+ -3V X
DAERIAT BV ) a—Y gy TuNf5bd5E07K7,
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(5) “Transition to Service” ETFIMIZIKM LIz ZIRITCT L — LT — 7

Eito¥ —E 2 b= v TRFEBEN, S5 O Y — B 2Lk O BAKLE L1506}
T HEBILHMTH - 7o, 1B &7 % “Transition to service” € 7 )V (%
“product-service continuum” ETOEGEMEN S —EX « TN 1 5D
HRRBBITZET MELLIC D TH 0 I EERZEDE PN T IRDL % B
A, HE=—RITIBZ D ETY— B2 LU ED B RENEEET S
23, PP —HicEE 7,

OO RITHEIE, BEMEOY — E XL EHBMITILIET L,
“Transition to service” 2 RIL7 V—L T —Z7 2K O#AE L, IRITL7
V=L =7 B EREDOY —EXMbE < v BV 7 LT, RIREICAIL 72,
KD RERY — EZLERIE A2 E KT 5 ML (Ferreira et al. 2013;
Mathieu 2001a; Oliva and Kallenberg 2003; Penttinen and Palmer 2007 ; Mat-
thyssens and Vandenbempt 2008, 2010; Raddats and Easingwood 2010; Ulaga
and Reinartz 2011),

% 9", Matthyssens and Vandenbempt (2008), (2010) %, “product-service
continuum” k. TOMERALIZH T 285 « —EXBOELD v 7 MRBL
A ORIGICHRE Ly Zhisxt UT, REE = — X2t Ui, B e
P—EXOHBABON A <A XEEE S —HokmE LTHAAEDLE, O
L E R ENEER T2 [ 775 — et —Ex ], O Le -
AEMEEMRT S [H—ER = hF— ], @HRF <A XENBEGE
D [V)a—YaryeX=rF—]  @HhRI<A XINicY—EZXEN
DN 2— e RX=F F— | O —EZLFARIAZER, CO2X2< M)y
72 B0 —EXMLE<T v EV 7 LT, RIS U, &0
S — E XL 1T £ 5 2 5 & LA IRE LT

5 HlZIE. TV vy —BENENEIC T vy — 2R L (A e A S IR
St F), FUHIRESESDIETFERICX OIS Y vy — 2R fE7 IR
THIEEBEICHIEL. SIS LT, BIEETY vy —DffHIELTT Y v
5 —BEREICEEE D OB REM B O — B 24t TH . Macdonald,
Kleinaltenkamp and Wilson (2016) ¥ Z 1% “value in use” D&k & A 72,
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5 Hybrid Offering of Products and Services

Service Recipient
Service Orientated Service Orientated
towards the supplier’s towards the customer’s
goods process
Product Life Cycle Process Support
., Services Services
Supplier’s
romise to . .. . .
g promise Services to facilitate the Services to assist
= perform a , .. . .
7 deed customer’s access to the customers in improving their
=} . .
= supplier’s goods and ensure own business processes
& . proper functioning during all
o | (input-based)
5 stages of the product
< lifecycle
[}
< . . .
= Suppliers Asset Effecincy Process Delegation
© promise to Services Services
= .
é Achieve
Z. Performance Services to acheive Services to perform
productivity gains from processes on behalf of the
(output- assets invested by customers
based) customers

() Ulaga and Reinartz (2011)

Z 72, Raddats and Easingwood (2010) ¥, Mathieu (2001b) @ SSP * SSC
SHERE Z TR - Y- EXOMAEENEEYR— Mmoo bon
GEAR), BIE 7ot ZICERL THEEOMEEBLZ YR — g5 b0h
W) OXBIE—HORIGIZERD . AR, B y—EX0HAERITBNT
B e - EXETXTHET 20, SHBHESRD 2% 65 —JTDRIT
IR, ZO 2L, OPSS 4% HARMITIRE T 2 AT — X
kg, QPSS M T IR bbb T B AR — B R HRHE, GPPS fE 5
A FAELE IS IRE S 2 58 Y — E AR, @PSS HEEEIZ 5 W T HAENELC Y
Je U — B XMIE D 49— 2(bHR A ELR, 2D [2X2< b
Uy 7 A ICBEREOY -2 ey E VT U, PRI U BAT
Yk & E8d B T EARE L,
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X 5T, Ulaga and Reinartz (2011) (%, Raddats and Easingwood (2010)
ERERIC, A« P —EXOMAEENEGY R — MTHF ohic b DM,
#7002 ZIER LU THEDOMIEEBZ Y R — bd 25 bDhOXHI%Z—FHD
RITICER D | MR IZ, 3 — EXREOITTABERMNEHN TS 52 DH (Deed)
P—EXDEERNHNTH %D (Performance) % & 5 — 5 DIRIGITHE
L. OQBEES AT A7 e —EZX, @Fotx K= F—EZX,
@EEMNRMY —ER, @T ot 2AHF—EXDO4HMEZZ, [2 X2
< b))y 2] ICEESEOY—EXbET vy EV T LT, ANEEOBTT
HRME A5 4 5 A RE L (M5 3R),

(6) WM& WL O K 3 =

(B2 Y — B 2k | BUFJE T, Service paradox @ F K % ] T
X, P EZMEMBEENRFICGL 2R OB TE b -7 b b
D, WER, EBR KW TE 5, FEINSY — E 2L Z BiRfLTE T
75U, Baines and Lightfoot (2014) &, ¥ — E R ENEEMSSEO A E
NHELO I DDEELA T ¥ 2 v TH O, ¥ — &R O Wik D
FVEAGRA o, = v EV 7 A O THIKIFIE KB ITEFH & 755,

Z 9 L7, Josephson et al. (2016) 1%, 16843 D FHIPFFE I I D &,
BRI R NSRS X 0¥ — E R B IR EEESKE L. BN
Y — B LRI IE IR T 5 L b MRS A S b LWL O & A TE, B
DY — EZEEO KT, W72 5% — EXE2@ERICRMET 207210 T
FRF ST, REULP ANEREMOUEORBFICEAELGEI NS D
(Homburg, Fassnacht and Guenther 2003). [#l& 2 @ % — B 2L anff
D B NED] EOFEBROMITH L, BIEOAEZRO ML TELS C
L2322 ERAMNH - 72,
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5. Hfk. REEE. 7158 7 4 5
(D BEREO Y — B XML b S /o llBk OBk

BENEOY — EREZ. WIS T T RESUED AN G JHE IS
DO EEMNE Bt %5, Z @ . Oliva and Kallenberg (2003) (., #
WRFEEY—ER « T F ORI TOTEFEH « UL HEZEZ D, B
EHEEFY — EZLOBETHRHE QLR LA A, HiA § NI fERIC
I X 370w, “Transition to service” #FE O FIUNIT ¥ — & 2 T M 4 3%
MTAHIENEETHS &L,

BUEREDY — B XM RSP UGE I DB S O Z O R - 72
Gebauer, Fleisch and Friedli (2005) &. “Service paradox” 13 1i 3 % & %
# 5 A 3 D “Good-dominant logic” 12 [N b 41, Ak « XL D “Service-
dominant” ~DOEHIZFE PN T2 ONEKTH 5 L5HE, BEZMN Y —
=y TERD, BENOMEREICE O TY —EXIZE L, didn
BMOY— 2T o REMHL LI ETHEEOWMBIC X b ¥ — X
P« 09 5 MEMMEME T RS & L,

Gebauer, Fleisch and Friedli (2005) iZfR2>F Tb 7 <, ¥ —E ZKEIZ
B9 2 BRIE I 3 LA 7 o 1 L Bis#E 9 5, Raddats and Burton (2011) 3
FHIWFFEIC D & THERIHERIG ICHE S | & LT [HIBRSOE I /e B RIS SR e
TARE| LA, T A L QR EICEEERIZTOLEETH D,
BUEMRIERIANL U — E XM 20 MR E T < &, BEHM & —EX
M ERE LIEFIT L TBLARENEZIRT 20505 %5, Neu and Brown
(2005) 13 IT A2 4 th O FHIPFFEIC I D & H— B REM & B O
71 B O BEAL D 72 D W ER M D A % #) o % A3, Oliva and Kallenberg
(2003) LK, B & 4 — B Mo 8N 8 E S £ 75 5> T 3 (Oliva,
Gebauer and Brann 2012),

Y —EZHMOSEMNID A Y v NI, BT, BBAR - Bl - RFEi
ff s hiznd — EZRRENEL D5, Bl Y- EXEHMAHCO%E
FICHIEEEAS S LT — EIEEn Ric>aab, f¥bs XD
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P —EREABICETX % 5HI12H B (Oliva, Gebauer and Brann 2012)
7272 U+ Auguste, Harmon, and Pandit (2006) &, #— E Z{LAAREATH
By = EZ BEFORSFEO WY Y = THEFFED [Hifg] 2HMM &
T AEEICE. = XM OS5 EMNLIE AT U b IkEHEE T Y 1 TR
WELTOLAHICBIEREAET 5,

73 8. Davies, Brady and Hobday (2007), Gebauer and Kowalkowski (2012)
¥, Oliva and Kallenberg (2003) »FEd 5, ¥ —EZLFABBEICEB T 5
Y — BRI D5 BN O BRI R LoD b, My T, M —EX
ERHEA FEBRBE TR, R EE A OHE = — X210 2 kA2 35 L.
AEIHRMET 2 PSSPV U 2 — ¥ 3 v OREHE(L D 72 1B« - &
Z#MAETI—FT 4 F— PIEEZLENH S E LT, £ LT, EMHBKICEH
T, BELMESGVWIGE « ¥ —EXEZHYT 570 b e 22 FHlfkE, B
e — EZDOBHRE - Wik - MU A YT 5Ny 7 o T FHLERAE W
g 20E280, REHEIC OO THERTDONT,

#iad 5 &S5z (I 52 M)., Tuli, Kohli and Bharadwaj (2007) 1%, #li&
REMFE T O RTBOTHE LD Y S 7 MR D EEZEE L, BT
NIEHE S U CRHE I H b ) 2 — Y a >~ (solution) & LT
MBS —E 2] ZHZET EE2ER, 0%, [HEREDO Y —
EZE TR, BE &l 7 o+ 2 (“a customer-supplier relational
process”) DRENNIZZ KIEZ N biicn, HE E OB LT, B
FELEHEIZMERS 7o v b« v FENy T« =0 FOMGHLEEZ W1 8
SELZPMEICHE SN B ICE - 70 (RFERKRD Y — B ZALHENE % A V5
UM A 920t d 2 T AL O 3L AR gE & 0 #2506

(2) BEGHEKROTr A58 7 1

Eloranta and Turunen (2015) OEATHIEL £ 2 —DfEfiZR>E TH I
L\ B#EAZED Y — E 24 Tid Resource-based view Dl 0> 5 W FE A3 &
HRLoNTE T,
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OREREOY —EZLEREEW « 7 (/3B 7 4

BENENY —E (LD 72D ICET 2REEPE E LT, () committed sen-
ior managers (Alghisi and Saccani 2015), (ii) the development of key per-
formance indicators to assess customer value and financial resources
(Barquet, De Oliveira, Amigo, Cunha and Rozenfeld 2013). (iii) digital tech-
nologies (Baines and Lightfoot 2013). (iv) ‘people’, the ability to train and
motivate them and their ability to act as a conduit for customer information
(Santamaria, Nieto and Miles 2012). (v ) a critical mass/economies of scale
in service deployment (Visnjic Kastalli and Van Looy 2013) % s 55 4 #f 5¢ &
NTE7,

rerZ Uy FHIREDZ C 3, BEREN ST —EX « o1 F~OBIT
METHEEBIREEREZTXTMOHKS DI TiEda ., BEhZER
=zt UHiL O RA VAL TE TS 2RERROA ZNR &
L T. “good-dominant logic” /T ICHIE L T& 7, TOMIE. 74 /3E Y
TAMETHRETH O, LT, BERENY —EXITE L THE
OO REE G IR & #IEICHE (configuration) LU 5E% (deployment) 4%
DITPHFEER LAY 7 4 B0 %E%EP LU (Ulaga and Reinartz 2011).
“good-dominant logic” Z3#TiICiE 195, BREME D &7 - T 5,

M E LTI, Storbacka (2011) 13 AREHE BMIHERIZ £ O “solution busi-
ness model framework” % 4, BEMEN Y — B Z(LBEFETHRENILOK
HEHO M « MO 72012 ET 57 1 SEY T 4 2457 Lo Ronnberg
Sjodin, Parida and Kohtamiki (2016) (. A7 =z —7F V#lERED T — 5 »
oy MEBIT L. REULOHERHE A ) R—Y a3 VTR ENE (/88
T 4 %W 5, L, Salonen and Jaakkola (2015) ZZFMHIFEIC L D —E X
RN a—YarDEYa—IUUIZHEERE A4 NE ) T 4 Zia Ui,

@Y —EZLIC S fo 2 EREE - 7 A REY T4
Matthyssens and Vandenbempt (2008) (. #E&MZEAH — 2T E T
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B A/REN) T 4 2T XTHEBARE « WETESROEGE, REEESSEE
75 Bl REME A R, T M %A% 1) T, Saccani, Visintin and Rapaccini (2014)
S, B - EZOMARIRMEICENTY —EZD Y o A MAEE BT
S, REEEENKIE LGS 5 2 L ARG TR U

o, MEMED Y — EXEE] UFEDORERE(E T H 5 Baines and
Lightfoot (2013) 1%, B ¥+ — E 2{bick i 5 Rl ERICEER
HTHD, M—. ¥ —EXDOBERUERFICMHRIEBZRDO YR VA v Mig1EH
3% & L7, Eggert, Boshm and Cramer (2017), Kindstrém (2010) (¥, 1&
SEHE ISR O T — B RIRHIT IR 5 9. MG A M Ic S —
EXZRFET 5 LTHMIEEBEIIERL Y - TH O MIEEEIRE 7 A
NREVTF 4 bEETH B EDONBERY . BIENS NI,

73 . Forkmann, Ramos and Naudé (2017). Story, Raddats, Burton
Zolkiewski and Bains (2017) &, ¥ —E ZBH% - Rt Tix, BiZ 7ok 2~
DG LK EOMBNAR R EE D Lo, BERED AT S TR
HITBOWTH, VY774V —LEEHET L7 A /SEY T 4 LUK TH B
Z EERRHIPIE TR LI,

@R E G IR D HH EAH5E
[BEAEOY —E2EE | FRETE. ¥ 7514 Y—ThrHEREDON

T + = A ADBYTONTE D, 4 —EZBF « SHENHE 7 o & 2~
O EHEEOMBELES Lo, BEMAERMTEA L, BENE-
BT CEBEKIC X AMEAIE 7o X E LT —EX(LERZ B RE &
D WL 2010 LIRS % 5

Spring and Araujo (2013) 3. ENOHEFMEIZ LD, BEAENREED
Vel 2 CRESIZIEAK - G327 188 ) 7 1 28 5512 L. Paiola, Sac-
cani, Perona, and Gebauer (2013) (3. #EMRFE DV — E X1 % WIS BH .
MR, FeRIBAFE 1243 8, “Transition to service” €7 L ® “a product-serv-
ice continuum” EFlAELE, ot MU v 7 212K D — E ZLERIE & 5
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(G278

BE, BEREOY—EXicBY 5, B MEHOr 158
T 4 OHEMTEIXZEWFFE (Eloranta & Turunen 2015; Salonen and Jaakkola
2015; Story et al. 2017) THEE SN TV B H, WiHZF O KE DY — E Z DB
F o PIEE ETFEFICEE SNIIETOMMITH O, WZEMNY — EZBFET
BB I LA I T 2 %R I3 Z Ly (Kreye 2017),

6. B« ¥ —EXOMARIIRDE Y Y a—¥ a VI
(D) #EEEOY —EZLHFELE V) 2 — ¥ a VDB
[BEREOY —EXRE ] 0T, MEMEIEN EY —EXDME

IZ & O BRI ERR 21T 5 1872 0. Bt O B A~ ORBRERE L
Ty CHhIZ—HOWKEZETH B —EXEHARDESL I EMBEESIT
W5, 7272 L. “Transition to service” € 7 /LT3, BEREL Y —E X -
TanAg FIBTT Y 513 SEREEIC RO 50 5T = 4 MIETF L,
F. SSCHHE T o RICB Y HHEY A — PORE(LEHNET 57
SiF, B e ¥ —EZXOMABITE O TEEIZ AL bk SA b3 iR
BbDEMHTNEILEL S,

TRbL, BENOMIERMICE LT, — B iz &, 8
EAFE (AERSONGERERXHNET 2) BiE Y —EXOMAEICH
BT BLERELEY E—FTRIELED), HHE S ORFEREZ L
BT FEOMRITELT S & L5, Mamd i, B E Mm%
CH—EXDATHEINA2MMERME LS VHE &R0, [RHERED
F—EZRE] B THERICRE S S b0, B - Y- EXOMAE
PPSS LD E) TREL, BEORAZHEOMRE, $8bLVY 2 —
varvELTRAET I ENHEYER S,

o MHEREOY —EXRE] RNV Y 2 — ¥ 5 VIFRICERT S
R E N 5, 20004E 10T, Galbraith (2002) (% “integrated solutions”
APEY, Bl Y — B LT & EEN 2 BEEAE T O L D S
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B A SRR BE LB S A POENTHBRSOE Uy AL AR
FENEMDTEG S —E2E2HAAEDE THEMMBEORIEK S

Va—¥a vOEFREFEZR T LT, MM & A TE R HEM
AR TCHEIEER O 6. B « SHTIRED LR LB - - E X DA
FED ZIRITLT U — L7 — 710K D EMIRZPUE L. £ OKIKIZIG LT 7 |
YRy s Wy FNOMBEERETTS  EERE LI,

Galbraith (2002) IZ&X D VY 2a—¥ 2 Y~OBLBEBER « FFEENT
FE S & [HEREDY — EZARE I FEOATBIZBE TS, V) a—va
COBENSY—EZMLIZT 7o —F 9 S8 X MHEE L, Tuli, Kohli and
Bharadwaj (2007) 13, #EK0D [BERED Y — 2K | FRITES &4 —
EZDA ) R=F 4 THMERICT =AW ALBETH O, BESENEE
TokRIZEWTHEEDOIT L F 7 NI DBEATE L, BEEmE LT
SRR BBV ) a—Ya vyl LTT e —F LET I E2FELLY,

(@) "WEREDY —ERRE] RICBT 2V Y 2— 3 VIO R
Tuli, Kohli and Bharadwaj (2007) . YV a—Ya 3% 7534 v—¢&

HZ O 7 ot X (“a customer-supplier relational process”) & HE&4 <

XThHO, BT ot R [HEEROERE (customer requirements defini-

ton) [V VU a—Yardh Ay <A X EFEYE (customization and integration

6) 19804, MKTRA Y75« 7oy 7 MORRBBEKEh. FEENS 7 SEEK
720 TR IS S AT TS & 91278 5 &, BOT (build-operate-transfer) %
HLOMT “Integrated solutions” B 72 25— K¢ % Pk (Brady, Davies and Gann 2005), L
MU, B 7 — L c#b - Tz & 2 A, Galbraith (2002) %2k & U THFSE
H o« FEBRMITH 5 “integrated solutions” ~ DL EE 5,

7) “Transition to service” & 7V iZ, BERENRFEMICEIF —E X« 7oA FIIE
BETHIEAMELTOS, ETNE, VY a—V s VIIFEMGITIIEE - y—EX
OETICRESINT, M —EXTHRINE2606H 0155, LM LANS,
[BEREOY — EXWME] HEOBNT, V) 2a—¥ s VIR #lEH i, #
e Y—EZDMERICLE VY 2 —v 3 vEMRKRONRE LT, [HERE 0b
EHBICANIN T V— L7 — 7 ZRFE L, IREER L CE i, RBEaEEsE
¥ % “Transition to service” ETIVIZFIET 2 EETEDLHL Th, BEMEIIKRI S
A3 % D TIHIE U,
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of goods and/or services) | [ V'V 2 — =3 »Flifi (deployment) | [V V) 2 —
va YRMIEBOBE Y AR — b (post-deployment customer support) | @ 4 Bt
Aok #—ERfEE HIF T RERERI [V a—Ya O AI=
AREFEE] & TV Y a—va vEi] OAITHLT 2D 20, K
WK B 7 4 =)V FIUFRICHE S SR L O3 4 BREATTHEETS
5 E/E L,

Tuli, Kohli and Bharadwaj (2007) %53 T, #&ES¥ 0¥ — E 2L & 3.
BEEY—E 201 ) RN=7 4 THMERICL ZHEFMEOFITH S & d
BALEY AHEFF LoD, [HEAEDY —EXKE | TFEOBNIZE LTS
V) a—a YIESER SN 5 (e.g. Davies 2004; Davies, Brady and Hob-
day 2007 ; Nordin and Kowalkowski 2010 ; Windahl and Lakemond 2006) .
Brady, Davies and Gann (2005) (&, YV 2—Y 3 v 70V 7 FTIH,
WEROE g « ¥ —EXDHMEEDRMICHNXTRIOBE~Da I v P AV
NAsRe 545 & U, Tuli, Kohli and Bharadwaj (2007) @ 4 B¢l S 1 7 »
YA 7 IVENR, [HREROEZE ] TR BME ORI, FE, G
HAEAME L LT, W T e Y 27 bR T B EMEREESNETH B L1’
K, BRELEOMB T o 22 MDY ) 2 — a VIGNZBRER T, HEN
TEMBEKRERSE & E LT,

% 7z, Davies, Brady and Hobday (2007) 3. 19604EfCLIED 1 » ¥ X +
VT e =774 VIR ERE A, BERTICLD Y XT LEWMIKT 5
B EY —E R AT NTHEMHB L LS &35 “systems seller” &, AN
BUZH ST E LB « H—E X% A1 577 L — +d B “systems in-
tegrator” Z >tk U, Bk 2N 12 5 Wk SRR 29247 LV Y 2 —
VarvaARHELES ELTLAhERFNE L, BERED Y —EXRE

8) Galbraith (2002) MWEEMRFEZ T TR 2ERMOMHEE MG & LT “integrated solu-
tions” ZHELTVB LT, BHDOV Y 2 —Y a3 YIFRETHE, YV a—va 0O
MEFFBERECRSNT, V) a—Y s VIMEOGAT USRS, B -
ZOMERITDEZBEELFI LT, DM, [HERED Y — EZRE ]| %
DN TITbNIc ) ) 2 — ¥ a YIFFEE Galbraith (2002) 2 & %3 MDHHRTH 5,
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BT, MHE, “systems seller” & “systems integrator” @ ]I & 532
Rah, BEELQFHFFMBROY—ER « Ta( FRBlEaZEE o
FIZXOWEBAT 25 ST Ui,

B) VU a—a VT - RENT BT B

WEAEDY ) 2 —v a3 v TasN4 F{LIT DT, Penttinen and
Palmer (2007) (&, =—47 74 v 7HIEFEEEA L T, #RLy—EXD
MERITB T 2 BREROSNTHMEGEN (integrated-modular) & “buyer-
seller” BIf T O B D BE% (transactional-relational) ® —RIGT L — LT —
7 EER, A HOBEHIPIFEICED, BERED IRITTV—LT =7 ITB
RV Y a = v IBENCE T, AEBIHENETE “modular” (£Y 2 —)b)
m 5 “integrated” (BAE). WEIO % Tl “transactional” (X5 [Z2#IBI4R)
Mo “relational” (HAEIBALR) 1Cmi) 7B & 23, WEMREDO VY 2 —V 3
Ve TunNA FALRBIE - — RITB B EN S & AFEL T,

T, ME TR RICBYAHE - T 54 Y =D LT, Evan-
schitzky, Wangenheim and Woisetschlager (2011) (¥, V'V 2 —Y 3 VT E
JBRE « YT T A Y — DA % Wk, Storbacka (2011) (ZZ[H
BREIOFHMEEBL TI20 V) 2 — Y a VIKEE XA XEY T4 %
oMU, WEMEIEEORE 7o+ R ITMET 5 2 & THE L BE
FHICHESN T, BENEA 5 BIEEA OREZIEANIRIR T 5 2 ENE
WThHDHELI,

Friend and Malshe (2016) 1Z. 591117 % — Y + £ D 7 4 — )b NI
X0, T4V — HENGIT 2REEE R, VT Y, BEE
BLRYy PI—JOHRT, ¥ 774 Y7 BEREN V) 2 — v 5 V&
Ffifd 5 LTRSS ZEDTERVWEBEE LT [ZRE~DEIE (diversity
sensitivity) | & &3 & OB O H i (multipoint probing) | & /1 (or-
chestration) | [ZEMEHER /1 (stability preservation) | 20 S iz Lz,

738, Tuli, Kohli and Bharadwaj (2007) LI, Evanschitzky, Wangenheim
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and Woisetschldger (2011) 7% EEEFFRIE, ¥ T4 v — LK &0
BURIZ T + —HALTY Y 2—¥ 3 VORISR « HASEPE L TE2h, £
DM T, H—EXDUME TH 2 WiEMRE L ZIEETH B ICOA1HH
THRITRED S, BERE - HELALR Yy PT7—7IBLT, WM
VY a—Ya e = XWRA - ESN, Ry MU= 7RSI
WL T, "hE—EXEZMAEDLETY ) a—Ya V2R LEMT S
WO, V) a—va VARORTH S I EMPSNIZE -7, ZLT. Th
Mxoy b T — 7 HERE O ARSI 2 BB B R v b T — 7 R
DBEEHL T EEM 5T,

IV EG#ifElz fc T8EREOY—EXME] B

20004EFRLLRE, TBIE RO Y — B 2R E | HFITIE S 78 iz 2 & 7o s,
“Transition to service” €7 )b, SSC * SSP ® 4% —E 2534, K « T 51
Y — OMERA 7S EWFFE O FERE & 72 - 2 BESIT D0 T, 20104E ARG LR R
LIRSy —bLTED, FERERPAZMZ T3, £ LT, BifEEfTho
TR D BE RO Y — E XMITHT 28 2 2 RED S Jd 5 nlfE!
EMDHTIN S,

1. #—EXLOFEHKDO RE L

Bz, B o 4 — v 2{bid, Vandermerwe and Rada (1988) LIk,
175 « EEEDO AN B I 2 REIASOUEEICHE - ICEENH 5 LShTX
7o, BIEARZED Y — B AL & RIS I E B S AHBIBI R R L T & 2
FEASHIZES>TB O, 20104FERRLIRE, (372 LU TH — EXMbiZ IS
HINHINTH 5O, RENESN TS,

FBR » FEZF I LT TBEAEDOY — ERNE ] OEEM 4R S,
ZDH%DHH VIR DMK A Al b H U 72 Wise and Baumgartner (1999) 1.
Y — ERMBHT IR TS & 0 KR EBIERHES &S OIER RS T 5 &8
RUICH, BIEOREREITE T, BEREDY — ERRERFIFS T
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37240 BHO Y — EXBEPMRENER ICSEEIR % & 72 & S0 FHHl
ih L7zs T @ “service paradox” (Gebauer, Fleisch and Friedli 2005) 22>
T 1%, Oliva and Kallenberg (2003) & Malleret (2006) {3, T.{EBEHK - pE 2
BED « BEPEE A A — 7 — 1B 3 2 FHIFFEIC D & — E R
OISR R B G RTE X 0 bm ERGR U, BIRF S THEEAKITHI S
FREHAI L FEmiIF o THEb,

Potts (1988) ¥, =& Z bUUSHEN I —EXOEMIC KL D R B0 F, &
mil5E & — B RO INIE R & Bkl bk T X 7 & U728, Suarez, Cusu-
mano, and Kahl (2013) &V 7 b7 = 7 2O HMBPFIEIC £ U Potts (1988)
DIefE%E I, EHIRED ¥ — B XM OIEEHRIZ, Rishs ¥ —EXD
MR TR, U EEORENEAARIT D 20— ERPERD HARIZL D
MESNTEY, $—EZMZD L DONEEREDIISROKHE LIRS 3
bOTIERENE LT,

ZF 7z Suarez, Cusumano, and Kahl (2013) 125E37. 5. Gebauer, Gustafsson
and Witell (2010) (3, REREN DD Y — E X 29 288 2115 L.
BHMBHE = — RIETE 3 2 EBRERR I 2uns &L, [#ER
F0H—EZpE | OBFIEENTMEIIE~NOHKIZH 53, BEMhE
DR = — ZAXHNBEE NI DILRITH 5 2 E 2R LI, S DORBIZONTH
FEWFZE DS Suarez, Cusumano, and Kahl (2013) VIR EBI 2 1172 (Lay, Copani,
Jager and Biege 2010; Dachs, Borowiecki, Lay, Jdger and Schartinger 2014 ;
Raddats, Baines, Burton, Story and Zolkiewski 2016),

—7J7. Benedettini, Swink and Neely (2017) (¥, #& Mo ¥ — 2 b
WEPARITHZ MBI D0 T, A EEZ T, KEOEREA — 7 =744k &
LA —H — 19912 R & U TY — B 2E & AR R O FHBE R %
ARSI UicE 2 A, BERED Y — B2 LITIIBIRER IS R d £ D iR
BOoNTEId T, WHEEF, BERE,LSY—EX « Tu a5~ [k
ICRERNZ UL, BEa%EMN “Good-dominant logic” # EHffiL TH—E X
fLizfb v BEZ A2 LD, y—ERiZ20Th, BuZAtickD
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—B2 s TEL MY — B X (productrelated services) | % kT % 7235
B BIEMERMET T 5 2 E2R LT,

IhET, BEMEOY — B, BEROB LA S, () REIEED
B4 (Wise and Baumgartner 1999 ; Oliva and Kallenberg 2003) & % %€ 1L
(Malleret 2006), (ii) #5a€ 7 4 7 4 fLITHPL L 7225511k (Mundambi,
Doyle and Wong 1997). ~—# 7 4 v 7m0 Bl&EH o, (i) HEERZED R
#Z iz & 5 (Eggert, Hogreve, Ulaga and Muenkhoff 2014 ; Fischer, Gebauer
and Fleisch 2012) BAKIHAA SR ILKREFELZHMNET &3 NTE, L
DU A S, 19804 O BFFEIA D & FIA04ED 80 U 7cBIfE b, RO
Y — B2 L ERFENAE & OMHBIBIR A HIETE AL, kb X5,
20104 LIS, ChETERE SN TS EZ RETHE BB L
TW5a,

2. “Transition to service” €7 L O RLE L

% 12, Wise and Baumgartner (1999), Oliva and Kallenberg (2003)” LA
J. THERED Y — E2RE | I O TR A & Sh TE 72 “Transi-
tion to service” €T IVIZ b BT OE & dH 5,

(1) #WESEOY —E 2 bizE ) % BB ERN D 5%

Il THR7 &5 iz, Oliva and Kallenberg (2003) 2D s OWFFE . Bk
REDOY — B2 b2 BENENTIE A DERINIC —EX « Ta/No FICE
KL T 7ot 2 (“an unidirectional transition from a pure product manu-
facturer to a pure service provider along a product-service continuum”) & U
TRATE T, ¥ — BRI IR TR S « PR SRR « BEE O ¥ —
EXDS, BEDORED ¥ K= M OAREHOT Y bV — 2052 F 172
RIS — B T, BB (gradual) »2ikiiiZ (sequential) 124
b9 % ERE L TZ7 (Boshm, Eggert and Thiesbrummel 2017 ; Benedettini,
Swink and Neely 2017),



192 B oA B —

C OHBFEE T 7 IOVICE U Tid. BEIT20004E 48 12 Johnstone, Dainty and
Wilkinson (2008) %5, MtZéfiBM o 3 ¥ FHIICHESE, () ¥ —F
A IR O i S (TS BB A AR TN T A, (i) £ 0 EFE TRIERE
ITIME B SRR IS B DT TH, HBEMISKERREL T DI TS
I, (i) SROEHENG I, SIS R SEDR O EORD £ FITE) T/ S kAL
LT, AN SDOTHS I EA5HERML T, 1¥72 LT “a product-
service continuum” _|= % “an unidirectional transition from a pure product
manufacturer to a pure service provider” WHER TR Z D E B /XA 5 M &,
BB IC B A LT,

WEAIT, W78 2 — E XTI TIN5 0%, B RIENSEBRAYIC
HoTndERBZMS, ¥ — EZXLITH O MO MEITFITH R %28 UKkl
fRA AR Uy MBS IS il 78— B RMLITIRRICSU D B EE X 5 D28l
FKITHh %, Martinez et al. (2017) 13, T V=TV v 7 « f@uk %G M
SALDOHEFIWFIEICH S X, BERFED “service journey” XHHDOHET 5
&5 IS BRSS9, HMEZS RS 2l B 1R, oL —EX
ZDWT b, BHRINEA Y F A M) TV« —EZXh S EENY —ERITY
T T ELITREL, A—RETA VI A MY TV H—EZDSKEHDN
Y—ERCELZEY - EANRALET 2OM0HEETH 5 LML

(2) BEREDOF—ER « oA F{LADEEE

Martinez et al. (2017) i, “Transition to service” & 7 JL @ B 7 & 12
W BTvFTF—EEREFPIE TR U, FMT, BEAENMIMNY—E
AMORHENY —ERICE L 2T —EXERME L TO B H S hIT Ui,
I i3S (a pure product manufacturer) 2% —E X« 7o/ A ¥
(a pure service provider) IZZ %9 % & 9 % “Transition to service” € 7 )V
DRHANDT Vv FT—€TH 5,

Martinez et al. (2017) & [A/IRFII2 583 & 4172 Salonen, Saglam and Hacklin
2017) &, T#WERED Y — 2 kE | #FFEIZB 1 % “an unidirectional tran-
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sition from a pure product manufacturer to a pure service provider along a
product-service continuum” OIRE% N7 < Th b EW L, ¥ — 2 i3 8
EREPOSY—ER - Ta NS FANDOERFTIIAE L, BiEMAZEMN “Good-
dominant logic” 1223 W THEEHEZ L3 % (reinforcement) ¥ % 729
OTETHBELT, BEtEoy— 2 LT 230 HE L ERD 1,

% & % & “Transition to service” & FIVIZBLIL4M T D 72 0 DA IZ 8 X 97
Oliva and Kallenberg (2003) & “such evolution is not expected and, indeed,
did not find evidence for it” & U T, FfFROFEIEMIEIC L 2 MR « BIEZ W]
LT, Db od, 20k, METIVRIGEESND Z LREEERE
Fb U, BEA213 “a product-service continuum” ETH—E X « 7o/ o
FUTINF TR IZER U, KRS 0¥ — B 2Lk #EEFE - "m 2L
FHERFR—TH B E K<L TLZES” (Gebauer, Edvardsson, Gustafsson
and Witell 2010; Windahl and Lakemond 2010),

ZHITH U, Martinez et al. (2017) (&, B&ERFETE [HI2) GHBY —
EZDSEEN Y —ERICELZ LY — AR I N TE D, WIhITRHL
LTV b TR &R U7, Salonen, Saglam and Hacklin (2017) 5%
FEET 2 L5, BEREOY - EXMLRBEEREOF—ER - a1 5
NDOERTIEN L, “Good-dominant logic” 12 & 3 WEHED Y — BRI &
(b TH B 513, BEREOY —EXLOHMMNY —ER « Ta( 45
L2 Db D TR NLLE I OFZ « Bahih UTY — B 2 (LD EAH S
720, BEAEINERR LD I DRI — ERNEE S - BEEIC
EKAZBTHA A,

Salonen, Saglam and Hacklin (2017) % % 2 #1113, Martinez et al. (2017)
3. (i) MERERY—EXMT o RICE 0 TREN Y —EXEZHE &

9) BEMEOY — B2 L, TERIVLPCHHE X — /1 — L OB EANDOIIBETH
D, —DOREICBNTH, POBEMHIFTFE - WIT K 0 R0 MR, s —
EZ L DK#E FYE « BN TR S, Lichi-> T HEMREICTE T 54— £z bk
FEHECBMBITXOESIBODH D, BRNY — EX EEENY — EZNRELTH
LDONBHETHH 9,
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LTHERLTVWEDI TS, WEHEELZR LTI —EX « o1 5Ll
EOELTWBEDLITEAL, (i) HWEMREI, HETHREFELT
BRELE LT, FFEONLRNE « SRR EITIS U TR A/ RX—2 3
Bz, O 2 MBS SR 2 R A (i) IS RIS R SEN Y —
E 2 LB & U TR 254 T o, FEEITIL U T “a product-service
continuum” ETRHEA ARV Y 2 VERSB I LERL TS ELMMNTE 3
(Fe72U, BRERNS 3HFIMETH D, MREETLZITONIERN),

Z D, WBEE L “Transition to service” € 7 )LD HH L % 3K ¥ 72 Kowalk-
owski, Windahl, Kindstrom and Gebauer (2015) 1%\ 4FEMEMN, 51213
FERZEDO—EM A “a product-service continuum” b THEETIL U Tk
ROV g VERDFELIERM U, BEMENIEIIC, BA THEBKICIE
BRI A V7 Z DY TIb » —E 228 U, hofEliEIciE [HEEE
M RO Y — B X AR L T B A[REM A RE Ui, ¥ — B Rt
RATE2REERICERO MBS0, BEREESTY « AR EFISLT
B —EXMLIIRL S, LTNE, BEREITY - EXMLoBlA» o F
¥ER—P T VL EEZ, BREIISORAITHT T, FHE « Bz —
B2 A RSS2 C ENEBITH B, HITHFRETH, BEhFEITLS
P—EZDR— b7 5 VAEHIIOBNE T A7 TR ES i

7% B, “Transition to service” € 7 JV T (¥, “a product-service continuum”
AEBEENE Y — 2 SRR Y — B30 "G R Y — B R
DIZ A7) 95 2 &[] & A7 &H 5 D5, Forkmann, Ramos, Henneberg
and Naudé (2017), Valtakoski (2017) iZ 2 % B &2 9, Bk
D it —t 2Mt] (deservitization) Bl L L. [BEREOY —EX
RE | BFEIC B 2o et & U T4 L7, Bohm, Eggert and Thi-
esbrummel (2017) (&, BEE DY — EZMLICIRMITH R 2 ZHWFTEHIC
L BFRENFDER M H 5 DITxt Uy [ — B2k 13 EREVFE S A4
THO, W BIEGE - AL ETH 5 E L TE D, [REREOY —
E2kE ] BFFtick i 5 [t — 24k OALE ST I HE A HIN 2 29
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%M, [t — E Z2Mk] 2 “an unidirectional transition from a pure product
manufacturer to a pure service provider along a product-service continuum”
ODERRDT v FT—ETHDHI EITIEMENZ U,

3. K YT I5AY—O HHUEBRETADOS Ry bT =7 « EFIAODHEL
i

Il 6 Ti U7z & 5 12, Tuli, Kohli and Bharadwaj (2007) VLK. Evanschitzky,
Wangenheim and Woisetschliger (2011) 7% & EEPFFEIZ, ¥ — 2 fbi 2
LA EOZHMRIZT + —HALTY ) a— ¥ 3 VORISR - fifaEEH U
TEM, TOBRET, HEFEY—E2XOMKRETH 2 BERELZIRET
HOIBEFEILLTICRERT, RERE -HELZEL Ry PT -7 IR, VY
Ja—¥ gy Z—XDBAMNICHES O, *y b7 — 7 HERAEZED S 5
WEc kD, VU 2a—¥ g VAR - RSN B ORI T B HEPEMIK
WICHMEN B X 91275 - 7 (Storbacka, Windahl, Nenonen and Salonen
2013; Jaakkola and Hakanen 2013),

Storbacka, Windahl, Nenonen and Salonen (2013) (Z. 2 [ %5 1ix 25248 12
95 RIS &, BEMEN Ry P -7 2K L THLTRAES
CHIIE T & 20 A8 B 7 4 ZJEK « L T B RBZW ST L
720 RFEEEIZ, Barquet, De Oliveira, Amigo, Cunha and Rozenfeld (2013), Fer-
reira, Proenca, Spencer and Cova (2013) (¥, B & MENZ DY 2 —
F - ICBIBREET 7 & — LR ERESE 5 2 Lo EEW L IR
L. Karatzas, Johnson and Bastl (2017) 133 —E XL LN « ¥ —E X
HD Y 7 5 4 ¥ —, Kohtamiki and Partanen (2016) &4 — E 2 (b2 &
% 4%, Finne and Holmstrom (2013) 1%+ — & 2fb{x2E & P EIHCT |42 (in-
termediaries) & DHHBIBAFRIZEI U THHIWFIEETT - 72,

WP BMIROERICL O, WK, BK « T 774V —0 " HHERETIVIC
FOBE SN TEAMEREDY — ki, H— L% @K% i
ELo2b, +—EXG% - RG22 ke Rx Yy b -« E
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FZ kb, HE - EENKA SN B XS24 B, Cova and Salle (2008a),
Jaakkola and Hakanen (2013), Windahl and Lakemond (2006) (3 JCERAYIZ 7
77— %y b7 =785 (Actor-network-theory) O &2 A7ch, R v
T — 7 TOMMEDHLFEAEITBNT, *y M7= R EENETT 574
NEY T4 OFERB—DOEEISILREE 2 5,

Gebauer, Paiola and Saccani (2013), Kreye, Roehrich and Lewis (2015) (&
THWFFRIT LD, Ry b7 — 7R ZENS 128 r 4 B ) 7 4 &I TA|
TR LTHRD T, #Hieiiy ) a—v g ViRIESR[EEL 25 2 &
%#¥5, Ferreira, Proenca, Spencer and Cova (2013) (3. fitZE BBl 430512
BT, BEMEIEE 2T TR RHETATIRO BRZ & D TH %
ZHELTE O, MESHR EMEK L —H — D= — XITRHMITHIS S %
72D, *y NI =T HERBENHT AT A NE Y T4 2R LTS & LT,
Story, Raddats, Burton, Zolkiewski and Baines (2017) ¥, % v ;7 — 7 ik
W T B HBIPFIEIC L O BEREMSMBD R v b7 — 7 FERARSE S HHE
HISEMIE 3 — E XIS ZTER L. BfhE R v b7 — 7 R E DR E P
FANEY T 2R - A I E B L OMEEERI LI,

Hedvall, Jagstedt and Dubois (2019) i, Tuli, Kohli and Bharadwaj (2007)
DHF T 54 ¥ — EHEDOHEE T IV, K Tollner and Holzmiiller (2011),
Petri and Jacob (2016) IZ L W iR Shich—E 2T o2« EF L%
V) a—va BN (K68, VY a—va v RETowx% [
75 ®) (collaborative activities) & 7 JV ] (Aarikka-Stenroos and Jaakkola 2012)
IZitu “relational processes” EFETF, VU 2 — ¥ a v OBHSE - #RfLIT B
5%y MU — 7 KA ZE O X EE & FH B /E ] % Tuli, Kohli and Bharadwaj
(2007) HOEATHED T L —LT =7 TETILT B xR AT,

e Uy BEREMSMLO Xy N T — ZHRTRE r A RE ) T 4 RS
5 EF—HMTIT 2 ETREL, - ERLRFEL LTI, SRR
s ETHEI L P —VOABZRD ZEEREL, Hme -
RAEDY T4 Y —Lxy b7 -7 HBREMETEBTLT —ZDZ 0 (Huk-
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6 Petri and Jacob (2016), Tuli et al. (2007) and Téllner et al. (2011)
CEDCEERENDY—EREHTOER

Tollner et al., 2011
Process for coordination and integration of the processes establishing the solution.

Inter-Process Management

Coordination

Time Management

Incorporation

Proactive Support

Problem and Signaling Requirements Customization Deployment [Postdeployment
Need Definition Activities Definition and Integration ploym Support

An initial process Process during Process for Process Process for Process for
during which the quotation and identification of the addressing the delivery of the support, involving
customer identifies negotiation in customer’s current selection, solution within the maintenance of
the needs, which the provider and future needs modification or environment of the equipment, for
resulting in a demonstrates and the definition development of customer. The instance, as well as
decision to contract experience, of solution products and process also deployment of new
a solution provider, competence, requirements services that, includes adaptation products/services
and defines a references, and addressing the moreover, are or changes that address new
specification for the commitment—all to operations and integrated and required to meet demands faced by
requested reduce the buyer’s business of the customized. new or altered the customer.
deliverables. perceived risk. customer. needs.
_/
V
Petri & Jacob, 2016 Tollner et al., 2011 Tuli et al., 2007

(HA) Hedvall, Jagstedt and Dubois (2019)

kala and Kohtamiki 2017), Z D79, BiEMEDO Y — 2Lz Bk L

BEO MR T vy bU— 7 THFET A VEEHEI OO b, KA.
BEMREDOY — ERRRITH T 2R TR, KRy b7 =7 « ET)IUD S

OT77u—F IR o TED (Kowalkowski, Gebauer and Oliva 2017; Rad-

dats, Kowalkowski, Benedettini, Burton, and Gebauer 2019). 4 £ O #f 52 23

HFEIh T 5,

B MR, WEREOY —EXRERINENT D EEZ SN (Luoto,
Brax and Kohtamiki 2017; Valtakoski 2017; Bohm, Eggert and Thiesbrummel
2017; Benedettini, Swink and Neely 2017), [#E 04— B2k E | #%E
Tl MEA RO b TI Mot LA LENS, BFEITE, Bikdk
FEFREMBORIIZ LD — B 285 &7 5 0E X — X (installed
base) ZHP L, HtDOY —EXHKEITE O HEQA R E R MEE HIN
5 LT, REGEPT AN E Y 74 2L - BHLTHDE, TD7H,
Raddats, Kowalkowski, Benedettini, Burton, and Gebauer (2019) ¥, ¥ — &
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ZEMIIEICB T 2 HBBRET VMRS Ry N T =7 « EFIAD Y T NI
PR, REE « 71 XEY 7 4 EBHO—2O@EREE LT M&A b
SRETEIEAES LTS,

V A

BRSO Y — B XK RICBT 25817098 13, “Transition to Service”
E7 )V, Mathieu IZ & % SSP « SSC 3 HE D HAM R Z 27 & LT, B
¥V —ERKEICHMT I EERENE Lo, T2, P—EXKEEZE
K2 LCHBEED DM« RREEW « 74 E ) T 4 SHFESITE R
— b RRE TR S,

LinLsis o, THEREDY — EARE] FRR, EKXT7 1V —LD—7
L & % “Transition to service” € 7 L% Tukker (2004) D % — £ 2 JEJ@
BB E TV —IIC Y B ERGES N TIRSO T T HEIN TSI E, B
FAVEH O FEERIC D & TN E /8T 51 L ORI LIF T
e b2 b, MEBREOY —EXLOEFIT DL T b, Vandermerwe
and Rada (1988) LUK ST & 7o, MBI 1) 2 RIS UE O
MR BFER I NG, FEML S oBF TS B HES | ofRZEN Iz
BRLBNENS, DT [MO72dOY—E2th] ZHOEHSE 3%
BEVRBLETS > T B,

95 U7cy 20104E AR LIRS, [HIERE OV — B AE] FfEid. VT
WBlLc L5 Ic2mme B LNZAS— L TED, #ESEoH+—E 2L
7% “Transition to service” EF )V OMET % &5 7% Mg (F—v =z .
TosA L) ZERLENE S, BERETY - E2 LT EH
FIRETHE2OM?2F—EZX « TunA FbEnd) T 55 &,
BUERE I 2 O « BB ITREZY — EXMLEHER LRI NI S
K150, RERLFE - WHOF—EMLER—- P T+ UAEHLELT
BRSO DIZA S I,

20004EFRLLIBE, VY 2 — ¥ 3 Y FFEADS Galbraith (2002) =22k E LT T —



NI d 5 TREMNEOY — E2E ] 7R 199

LERBE, METRLICERD, [HWEREDOY —EZME] L TDH.
BEAEOY — EZLEELE « — B R0 Rb b, BEHEE
RS BV ) 2 — a VEfHEE UTH A E 3 2 &A% Tuli, Kohli and Bharad-
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