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Remanufacturing of
Machinery, Components
and Electronics

Market size, competitive landscape, demand, trends, forecast and strategic
implications for industrial remanufacturing, refurbishment, reconditioning
and overhaul.

Focus: Industrial value-retention models for OEMs, MRO providers,
specialists,
platforms, investors and public-sector stakeholders.
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ORIENTATION

Contents

The study is structured as a self-contained market analysis: definition, market logic, demand, size, forecast and strategic assessment.

Definition & Methodology

Distinction between repair, refurbishment, overhaul and remanufacturing

Providers, Competition & Ecosystem

Company sizes, specialization, partnerships and geography

Market Size, Trends & Forecast

Scenarios in euros, segment split, CAGR and market drivers

Strategic Implications & Conclusion

Go-to-market logic, wedge strategy and overview of sources/assumptions
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Market Characteristics & Services

Players, value chain, business models and market logic

Customers & Demand

Customer groups, needs, purchase drivers and decision factors

Attractiveness, Opportunities & Risks

Assessment matrix, opportunity areas, risks and mitigation logic
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GENERAL MARKET CHARACTERISTICS

The market combines local service with scalable OEM, MRO and platform models

Fragmentation and specialization coexist: simple repairs remain local, while high-value segments are industrialized through data, test benches and warranty.

Local workshops ﬂ OEMs & Tier 1 [b

Professional value retention Brand, technical data, original parts, warranty
and sales channels create trust. At the same
time, channel conflicts with new products and
high capex can slow scaling.

Proximity, speed and price remain their

strengths. Yet they often lack standardization,

documented testing and robust warranty for

scalable industrial customers. Market core: used products or cores are
assessed, disassembled, cleaned,
reconditioned, tested and made usable again
with defined quality, documentation and
warranty.

Mid-sized specialists il MRO & authorized partners 69'(5
Test benches, spare-parts inventory, parts ITAD/pIatforms g Certification, traceability, service contracts and
expertise and obsolescence capabilities create regulated processes are critical. Dependence
differentiation. Growth is often constrained by Grading, data erasure, recommerce and on OEMs, contract structures and IP access
skilled labor, inventory and testing capex. liquidity aggregate supply and demand. Quality remain key risks.

assurance and liability must be credibly

managed.

The structural difference from new production is uncertainty in incoming materials. Successful providers industrialize assessment, reconditioning and testing of returns and translate variable
quality into reliable pricing, delivery and warranty processes.

Sources: IRP/UNEP [S11]; OEM, MRO and ITAD programs [S24-S37). | Qualitative assessment: DTO.
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MARKET LOGIC AND BUSINESS RELATIONSHIPS

The market operates through control of cores, data, channels and warranty risk

Business models differ less by the term remanufacturing than by access to returns, technical depth and remarketing channels.

In-house OEM program [L‘f] Authorized partner 6921 Independent specialist
Data, brand, parts access and distribution build trust; Combines OEM trust with operational flexibility; Fast, technically deep and strong in niches; data and

the risk is channel conflict with new products. dependence on contracts and IP remains high. parts access as well as liability constrain scaling.
Exchange/pool model b ITAD/recommerce platform g Software/DPP/asset data @
Minimizes downtime through pre-tested inventory; Scales sourcing, grading and resale; quality, data Data lock-in, regulatory demand and lifecycle

ties up capital and requires stable core returns. erasure and price volatility are critical. transparency create high scalability.

Q] Strategic consequence g

Customers do not buy only a lower-priced product. They buy a commitment to Providers with repair capacity alone remain interchangeable. Those
availability, functionality, documentation, liability and rapid problem solving; providers coordinating returns, technical data, testing capability and distribution can
therefore differ by control over cores, data, channels and warranty, not merely turn one-off repairs into recurring aftermarket revenue and predictable
workshop capacity. exchange programs.

Sources: Caterpillar through Schneider Electric [S24-538). | Qualitative assessment: DTO.
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