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Cooling-as-a-Service:	Decarbonisation	by	Servitisation	

Evolving	business	models	align	the	interests	of	traditional	asset	owners	with	service	
providers	and,	where	the	cooling	of	buildings	is	concerned,	can	also	help	to	
decarbonise	the	industry.

Servitisation	 is	 a	deliberate	 strategy	of	 adding	 services	 to	products	–	or	even	 replacing	a	
product	with	 a	 service.	 That	 shift	 from	 a	 one-off	 sale	means	 the	 interests	 of	 clients	 and	
providers	can	be	much	more	closely	aligned	within	a	longer-term	relationship.	It	also	tends	
to	generate	smoother,	recurring	revenues	for	the	service	provider.	This	makes	investment	
for	 further	 growth	 easier	 to	 plan	 and	 facilitates	 raising	 debt	 ?inance	 to	 optimise	 capital	
structures,	 as	 favoured	 by	 large	 multinational	 corporations	 and	 private	 equity	 investors	
alike.

Servitisation	 is	 not	 especially	 new.	However,	 it	 is	 expanding	 into	more	 and	more	 arenas.	
Long	established	 in	 areas	 such	 as	 transport	 and	music	 (e.g.	 Spotify),	 it	 is	 now	displacing	
previously	 transactional-focused	approaches	 in	airplane	engines	 (thrust),	 lighting,	energy	
provision			̶		and	cooling.	
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It	 is	 a	 game	 changer	 for	 the	 cooling	 sector	 where	 the	 adoption	 of	 Cooling-as-a-Service	
(“CaaS”)	can	transform	it	into	a	critical	contributor	to	global	decarbonisation	by	increasing	
ef?iciencies	 and	 reducing	 greenhouse	 gas	 (“GHG”)	 emissions.	 With	 temperatures	 rising	
rapidly	worldwide,	reducing	such	emissions	 is	critical;	according	to	NASA,	 the	summer	of	
2023	 was	 Earth’s	 hottest	 since	 records	 began	 in	 1880.	 Meanwhile,	 the	 global	 air	
conditioner	stock	in	use	is	expected	to	triple	its	2020	level	by	2050,	by	which	time	over	half	
of	 the	units	will	be	 in	Asia-Paci?ic.	The	carbon	 footprint	of	 “the	built	 environment”	–	aka	
buildings	 –	 already	 represents	 ~26%	 of	 global	 CO2	 emissions	 and,	 without	 fundamental	
change,	 will	 become	 yet	 more	 signi?icant,	 	 primarily	 driven	 by	 emissions	 generated	 by	
cooling	 systems.	 Any	 way	 that	 cooling	 can	 be	 delivered	 more	 ef?iciently	 is	 thus	 very	
welcome.	
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Based	on	current	level	of	CO2	emissions,	
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The	CaaS	model

The	 CaaS	 model	 is	 relatively	 straightforward.	 The	 service	 provider	 assumes	 full	
responsibility	 for	 the	 design	 and	 investment/ownership	 required	 for	 the	 cooling	
installations	 and	 related	 equipment	 (retro?it	 or	 take-over	 of	 existing	 units),	 associated	
energy	 and	 water	 consumption,	 and	 its	 operation,	 maintenance,	 and	 optimisation.	 It	
charges	at	a	?ixed	price	per	Refrigeration	Ton	Hour	($/RTH)	rate	on	a	pay-as-you-use	basis.	
It	 is	 then	 accountable	 for	 ensuring	 speci?ic	 metrics	 are	 achieved,	 e.g.	 ambient	 indoor	
temperature	in	a	data	centre,	shopping	mall	or	of?ice	building,	and	bears	all	related	costs	to	
deliver	them.	The	client	–	typically	the	building	owner	–	is	only	responsible	for	ensuring	a	
consistent	supply	of	electricity	and	water	 to	 the	building.	Contract	agreements	are	multi-
year,	with	inbuilt	price	adjustments	for	changes	in	tariffs	for	electricity	and	water.

The	 CaaS	 service	 provider	 is	 therefore	 directly	 incentivised	 to	 install	 and/or	 run	 the	
Heating,	 Ventilation,	 and	Air	 Conditioning	 (“HVAC”)	 equipment	 in	 the	most	 ef?icient	way	
possible.	 Using	 remote	 sensors,	 data	 pools	 from	 multiple	 installations,	 and	 in-house	
algorithms	to	constantly	re?ine	and	de?ine	best	practice,	means	units	can	constantly	operate	
at	optimal	output.	This	can	result	in	consistent	energy	savings	well	in	excess	of	30%			̶		and	
a	 much-reduced	 carbon	 footprint.	 Moreover,	 the	 in-building	 approach	 eliminates	 the	
distance-related	 inef?iciencies	 that	are	a	 core	weakness	of	 the	centralised	district	 cooling	
model.	
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Concluding	remarks

Unsurprisingly,	Original	Equipment	Manafacturers	(“OEM”)	are	now	pushing	into	this	space.	
Carrier,	a	global	HVAC	OEM,	aims	to	deliver	CaaS	to	the	state-of-the-art	FNB	Financial	Center	
currently	under	construction	in	Pittsburg,	USA.	Johnson	Controls	recently	announced	it	was	
launching	CaaS	in	the	Middle	East,	referencing	it	as	“a	pivotal	moment		̶		allowing	businesses	
to	 quickly	 transform	 their	 buildings	 into	 more	 ef?icient	 and	 sustainable	 assets	 while	
spreading	the	cost	of	capital	…	key	to	reducing	carbon	footprint	and	meeting	sustainability	
targets.”	 	 However,	 both	 have	 some	 catching	 up	 to	 do	 versus	 the	 longer-established	
pioneering	 specialists	 in	 the	 CaaS	 space,	 such	 as	 Taka	 Solutions	 in	 Dubai	 or	 Kaer	 in	
Singapore	 	̶	 who	 also	 bene?it	 from	 the	 ability	 to	 commission	 and	 select	 the	 best-?it	
equipment	from	different	manufacturers.	

“Cooling-as-a-service is a business model that allows us to deliver what our customers 
have been asking for, which is a hassle-free, carbon-neutral cooling system for their space 

so that they can focus on running their business” – Kaer

Finally,	 servitisation	 in	 cooling	 is	 only	 possible	 if	 ?lexible.	 One	 leading	 further	 education	
institution	 in	Singapore	was	an	early	adopter	of	 the	CaaS	model	 for	 its	 campus,	helping	 it	
secure	the	top	award	for	“green”	buildings.	Now	it	is	looking	to	go	further	by	asking	its	CaaS	
service	provider	to	design	a	contract	that	incentivises	reducing	GHG	emissions	in	addition	to	
delivering	the	desired	temperatures	to	the	campus.	With	more	thinking	like	that,	and	with	
the	adoption	of	the	CaaS	model	across	global	real	estate,	keeping	buildings	cool	may	become	
a	much	smaller	contributor	to	a	warmer	tomorrow.
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The	information	contained	in	this	document	is	for	informational	purposes	only	and	is	not	intended	to	be	relied	upon	in	any	way.	Statements	contained	in	this	document	
are	made	in	good	faith	and	have	been	derived	from	information	believed	to	be	reliable	as	of	the	date	of	this	document.	None	of	BDA	Partners	or	any	of	its	respective	
directors,	of@icers,	corporate	partners,	af@iliates,	employees	or	advisors	(collectively,	“Associates”)	makes	any	representation	or	warranty	as	to	the	fairness,	accuracy	or	
completeness	of	the	information	or	opinions	in	this	document.	This	document	contains	certain	statements,	@inancial	data,	projections,	forecast,	estimates	and	targets	
that	are	based	upon	assumptions	and	 subjective	 judgments.	There	will	be	differences	between	 such	 statements,	 @inancial	data,	projections,	 forecast,	 estimates	and	
targets	 and	 actual	 results	 since	 events	 and	 circumstances	 frequently	 do	 not	 occur	 as	 expected,	 and	 such	 differences	 may	 be	 material.	 The	 targeted,	 estimated,	
forecasted	and	projected	@inancial	results	contained	in	this	document	should	not	be	considered	to	be	a	presentation	of	actual	results.	There	can	be	no	assurance	that	
any	targeted,	estimated,	forecasted	or	projected	results	are	obtainable	or	will	be	realized.	

None	of	BDA	Partners	or	any	of	their	respective	Associates	has	independently	veri@ied,	nor	will	independently	verify,	any	part	of	this	document.	BDA	Partners	and	its	
Associates	expressly	disclaim	any	and	all	liability	for	any	loss	or	damage	(whether	foreseeable	or	not)	suffered	by	any	person	or	entity	acting	on,	or	refraining	from	
acting	because	of,	anything	contained	in	or	omitted	from	this	document,	whether	the	loss	or	damage	arises	in	connection	with	any	negligence,	default,	lack	of	care	or	
misrepresentation,	in	contract	or	in	equity,	on	the	part	of	BDA	Partners	or	its	Associates	or	any	other	cause.	Each	recipient	of	this	document	agrees	that	it	shall	not	seek	
to	sue	or	hold	BDA	Partners	or	its	Associates	so	liable	in	any	respect	for	the	provision	of	this	document	and	the	information	or	opinions	contained	herein.	The	receipt	of	
this	document	by	any	recipient	 is	not	to	be	taken	as	constituting	the	giving	of	 legal,	accounting,	tax	or	 investment	advice	by	BDA	Partners	to	that	recipient,	nor	to	
constitute	such	person	a	client	of	BDA	Partners.	

Neither	BDA	Partners	nor	any	of	its	respective	Associates	accept	any	responsibility	to	inform	the	recipients	of	this	document	of	any	matter	arising	or	coming	to	any	of	
their	notice	which	may	affect	any	matter	 referred	 to	 in	 this	document	 (including	but	not	 limited	 to	any	 error	or	omission	which	may	become	apparent	after	 this	
document	has	been	issued).	BDA	Partners	does	not	undertake	or	expect	to	update	or	otherwise	revise	this	document.


