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“In 20 years time maybe we 

won’t be selling anything 

anymore.”

Matt Sexton, Director of Social Responsibility

from December 2010 speech ‘The Challenge and Opportunities for a Leading Retailer with the Ambition of Closing the Loop’
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West of England Carbon Initiative

Somerset Low Carbon Economy

Dorset Low carbon business study

BDP Green Knowledge Economy  

Derby Low Carbon Superfast ICT

Devon Sustainable supply chain

Exeter Low Carbon Business Club

SW Climate Change Action Plan

International development

Mark Hodgson
MBA MIEMA FRGS FCMI Projects worked with 1000+ businesses

saved over 300,000tCO2 & £12m
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Bournemouth, Dorset & Poole 

Green Knowledge Economy

Economic Strategy
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35-90% 

CO2

reduction

60-80% 

fewer

resources

www.productservicesystem
.org

www.productservicesystem.org

www.productservicesystem
.org

“Our enormously productive economy . . . 

demands that we make consumption our way 

of life, that we convert the buying and use of 

goods into rituals, that we seek our spiritual 

satisfaction, our ego satisfaction, in 

consumption . . . we need things consumed, 

burned up, replaced and discarded at an 

ever-accelerating rate.”

Victor Lebow

After World War 2, retailing analyst stated the solution to ramping up the US economy.
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“Instilling in the buyer the desire to own 

something a little newer, a little better, a 

little sooner than is necessary.”

“the planned obsolescence of desirability.”

Brooks Stevens, a U.S. industrial designer termed ‘planned 

obsolescence’ 1954
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The context for business

www.productservicesystem.org

www.productservicesystem
.org

Peak Oil

9 billion consumers                 

Climate Change

Changing economics
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Whilst it is important to concentrate on 
emissions within an organisation’s 
control...

Emissions over which 

there is control

Use process based 

(bottom-up) footprinting 

techniques

Emissions over which 

there is influence

Use Input-Output based 

(top-down) footprinting 

technique

…the emissions within its influence are generally 

larger and there are many cost-effective 

opportunities for reduction.

The majority of emissions 

within an organisation’s 

influence have conventionally 

been ignored, because the 

data are hard to obtain.

The majority of emissions 

within an organisation’s 

influence have conventionally 

been ignored, because the 

data are hard to obtain.
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Over 75% of material purchased is waste

Natural
Resources

Goods and
Services

Pollution, Waste
and Environmental

Disturbances

Only 5-25% of what goes into a business comes out as goods and services
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The Waste Hierarchy
Highest Priority

Lowest Priority

• Re-think - service instead of product?

• Eliminate e.g. hazardous material content

• Reduce e.g. minimise packaging

• Reuse e.g. packaging

• Reuse (off site)

• Recycle e.g. paper, glass, metals

• Recovery of energy

• Dispose / end-of-life management -
minimise quantities & cost
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The key UK targets

• 2020 – 34% reduction of CO2 emissions

• 2020 – 15-20% energy from RE

• 2050 – 80% reduction of CO2 emissions

• Every unit of economic output will be 

produced using 1/10th of CO2 emitted 

today!
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UK implications (Innovas / E&Y)

UK has to rebuild its economic model around 
investment and innovation

From public, defence, finance and retail 

to 

export manufacturing, technology and expert 
services

In the context of: Carbon tax, less cheap debt 
financing; Recession; less direct public 
spending; Growing LCEGS global market £3tn
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The Circular Economy

“Good rather than less bad”
Braungart
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Why buy more & 

more expensive 

materials?

- when you can 

take back your 

old materials 

and re-make into 

new products -

at 50% of the cost
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‘waste equals food.’

“We are reducing use of raw materials 
and working to get the most value out of 
the materials that we employ. The aim 
is to ‘close the loop’, and use precious 
materials over and over in a cyclical 
fashion, rather than sending them to 
landfills or ‘down cycling’ them into 

lower-value forms.”

CEO Ray Anderson, Interface
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Interface and PSS

www.productservicesystem
.org

www.productservicesystem.org

www.productservicesystem
.org

Why pay for 

emitting 

carbon?

- when by selling 

product as a 

service you can 

reduce carbon 

costs - by up to 

90%
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Why sell a 

product?

- when you can 

lease it, again 

and again and 

again,.. 

and earn ongoing 

revenue, 

not just one off
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Why spend 20%+ 
of your revenue 

keeping and 
getting new 
customers?

- when you can 
have an ongoing 
partnership with 

them - at a 
fraction of the cost
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Why face higher materials, carbon and 

customer acquistion costs?

- when by adopting the Product 

Service System (PSS) approach you 

don't have to - just like Rolls Royce, 

Interface, Xerox, Co Cars and others
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Making the journey 
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“In 20 years time maybe 

we won’t be selling 

anything anymore.”

Matt Sexton, Director of Social Responsibility

from December 2010 speech ‘The Challenge and Opportunities for a Leading Retailer with the Ambition of Closing the Loop’
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Operate

Cost

Reduction

Market

Share

New

Markets

Reward

R
is

k
R
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k

Reward

Intervening with businesses – the value chain

Accountability: Moving 

beyond compliance, building 

reputation, trust with 

stakeholders, single global 

standard.  Access to markets 

and customers, reducing risks, 

staying ahead of global trends.

Efficiency.  Lower costs, lower 

risks, higher margins.  Bottom 

line benefits, process

improvements. elimination of 

waste.

Product. Creating 

environmental benefit.  Product 

stewardship, product 

modification, service models, 

recycling, energy efficiency, 

quality and safety. Customer 

Loyalty.

Innovation. New products and 

new markets.  Top line revenue. 

Market redefinition. 

Competitive advantage.  

Value from emerging social & 

environmental trends.

New

Business model

PSS, escos, muscos
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Plan A

Because there
is no Plan B
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The PSS programme pathway
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Upto 50% funding from 

SWMAS

Or

Business Link IYRE

0795 106 1353

mark@zero2050.org
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