
Author’s Accepted Manuscript

What Brings the Value to Outcome-based Contract
Providers? Value Drivers in Outcome Business
Models

Ivanka Visnjic, Marin Jovanovic, Andy Neely,
Mats Engwall

PII: S0925-5273(16)30385-1
DOI: http://dx.doi.org/10.1016/j.ijpe.2016.12.008
Reference: PROECO6602

To appear in: Intern. Journal of Production Economics

Received date: 10 December 2015
Revised date: 29 September 2016
Accepted date: 2 December 2016

Cite this article as: Ivanka Visnjic, Marin Jovanovic, Andy Neely and Mats
Engwall, What Brings the Value to Outcome-based Contract Providers? Value
Drivers in Outcome Business Models, Intern. Journal of Production Economics,
http://dx.doi.org/10.1016/j.ijpe.2016.12.008

This is a PDF file of an unedited manuscript that has been accepted for
publication. As a service to our customers we are providing this early version of
the manuscript. The manuscript will undergo copyediting, typesetting, and
review of the resulting galley proof before it is published in its final citable form.
Please note that during the production process errors may be discovered which
could affect the content, and all legal disclaimers that apply to the journal pertain.

www.elsevier.com/locate/ijpe

http://www.elsevier.com/locate/ijpe
http://dx.doi.org/10.1016/j.ijpe.2016.12.008
http://dx.doi.org/10.1016/j.ijpe.2016.12.008


What Brings the Value to Outcome-based Contract Providers? Value Drivers in Outcome 

Business Models 

 

Ivanka Visnjica1, Marin Jovanovicb,c2, Andy Neelyd3, Mats Engwallb4 
aDepartment of Operations, Innovation and Data Sciences, ESADE Business School, Ramon 
Llull University, Av. Pedralbes, 60-62, 08034 Barcelona, Spain 
bDepartment of Industrial Economics and Management, KTH Royal Institute of Technology 
Lindstedtsvägen 30, SE-100 44 Stockholm, Sweden 
cDepartment of Industrial Engineering, Business Administration and Statistics, Universidad 
Politécnica de Madrid, c/ José Gutiérrez Abascal, 2. 28006 Madrid, Spain 
dDepartment of Engineering, Institute of Manufacturing, University of Cambridge, 17 
Charles Babbage Road, Cambridge, CB3 0FS, UK 
E-mail: ivanka.visnjic@esade.edu 
E-mail: marin.jovanovic@indek.kth.se 
E-mail: adn1000@cam.ac.uk 
E-mail: mats.engwall@indek.kth.se 
 
ABSTRACT 

Outcome-based contracts (OBCs) are frequently seen as the most advanced level of service 

offering that product firms offer. To deliver OBCs, product firms have to shift from the 

traditional product business model (PBM) to adopting an outcome business model (OBM). 

This constitutes a major change that rearranges their activity system and therefore 

profoundly changes their value-creation process. The literature tells us little about what this 

change entails and the key value drivers that OBC providers focus on as they adopt 

outcome business models. To tackle this topic, we study four global capital equipment 

manufacturers that recently started to offer highly advanced forms of OBC: Bombardier, 

Caterpillar, Hitachi and Rolls Royce. We learn that, apart from recognized value drivers, such 

as efficiency, novelty, lock-in and complementarity, OBC providers draw value from what we 

have labelled accountability value. Second, the value drivers are more diverse in OBMs than 

in traditional PBMs. Third, while in PBMs there is a trade-off between value drivers, in OBMs 

value drivers are mutually reinforcing, as they create a synergistic interplay. At the same time, 

however, firms are exposed to some sources of value loss as they start providing OBCs and 

shift to OBMs. We contribute to the literature by connecting the OBM literature with the 
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