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Founder and Spokesperon at PACCT for 
Sustainability, the reference European
net ork to promotoe Product as a Service 
Business Models as a lever to accelerate 
circularity. 800 members – 20 countries

Teacher at Sciences Po Paris

25 years B2B and industrial experience.

Former GM for Michelin Tire as a 
Service Business unit.

Founder– We help companies develop 
Service Oriented solutions to increase 
Customer Value and decrease 
Environmental Impact. We’re experts in 
product as a Service business models
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Retail

Large 
Corp.

SMEs

Cities & States

Professional 
organisations

Academics



PACCT in 15min. Last update : 9th of January 2026
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IT’S ALL ABOUT 
VALUE FOR 

CUSTOMERS
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You sell a result

You sell a

result

With high 
Environmental 

impact

And unique 
customer 
intimacy

Healthy Crops
(€/ha)

Mobility, Availabiliity,
Safety…

(€/Km)

Performance 
Light / Uptime…

(Fee/year)

-20% fungicides

26 kt. raw mat. 
300 kt. CO2

Up to 70% Energy 
Savings

Infield 

operations

Long term 

contracts

Recurring vs 

transactionnal

Customer 

intimacy x 10

Premium vs 

Budget
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Air conditionning as a service

Air conditionning as a service

Insurance as a Service 

Power by the Hour

Printer as a Service

Healthy Fields

Light as a Service

Tire as a Service

Tools Fleet Management

Machine Tools as a Service

Product & Volume Centric 

Offers

Customer & Impact Centric 

Services

Driven by need for differenciation, improved customer experience and 
loyalty, and by the search for improved environmental impact
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Monetize Benefits Value

Monetize 

Benefits Value

Transform 

Customer Experience

Improve 

Operations

Benefit Value

Service Value

Product Value

Product Related Claims (%)

Traditional: 30% As a Service: <5%

Digital Customer 
Experience

New Tire

Qualified Network of
service providers

Service &
Maintenance

Vehicule Inspection

Regrooving &
Retreading

Emergency Rd
Service

Cust.
Experience

Reporting & Steering

Unique Point of Contact

Centralized Invoicing

Product Expertise

: Differentiating vs Dealers

Quickscan 
Technology



The next steps

The next steps

www.pacct-sustainability.org

Francois JOHNSTON
+33 (0)6 77 65 37 24
francois.johnston@johnstoncircular.com
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