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i.short

Lien Deboosere has been working at i.deeds as a business analyst project leader since 
1 January 2017. Following her studies as a civil engineer and a PhD in computer science, 
she started her career at UGent before joining Melexis as an IT Business Analist. With her 
thorough IT knowledge (such as Scrum and Agile development) and her broad interest in 
business and enterprise architecture, she has excellent skills to offer our clients the best 
support. Lien will analyse and optimize business processes, guide and develop selection 
processes, and draw up preliminary studies, specifications and POCs. Her motto is: “The 
more you standardise and simplify, the easier is it to change”.

Lien Deboosere is our new 
business analyst at i.deeds
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i.ndex

We are pleased to offer you the 8th issue of i.deeds 

Magazine. This edition again contains a lot of 

information and insights to boost your business.  

 

As usual, we went to visit one of our customers. This 

time it is Novy, the Belgian market leader in cooker 

hoods. The company based in Kuurne not only has 

a rich and very special past, it also keeps a beady 

eye on the future and countries outside Belgium. At 

its own pace and true to its brand promise of quality 

and innovation, it is working on an international 

story. i.deeds is proud that it is able to support that 

ambition.  

 

We also look back on ‘i.deeds informs’, an informative 

afternoon organised on 23 February in the buildings 

of our customer Renson in Waregem. Five speakers 

talked about the trends that companies will face in 

the near future. More than 100 attentive participants 

returned home with a range of new insights. In this 

issue we pay extra attention to the fascinating lecture 

by André De Locht (IBM) on making data easy and 

accessible.

We hope you enjoy this issue.

Lionel Vanpoucke
managing director i.deeds nv

i.speak
“The participants of ‘i.deeds 
informs’ returned with a range 
of new insights.”

i.short
Jobhappening - Get to  
know i.deeds

Are you a young potential and would you like to live up to your ambitions at i.deeds? 
Register at www.ideeds.be and have a chance to win a free ticket  
for the Hype-O-Dream Festival in Waregem.

 jobhappening foto 
donderdagavond 

Jobhappening – Get to know i.deeds

i.deeds is always looking for enthusiastic IT talent. That is why we invite final year students to our info 
evening on Thursday 18 May at our office in Waregem. We explain to them who i.deeds is, what we do and 
what they can expect from our intensive training course. One of our BI consultants will describe his/her job 
and during the reception afterwards students will also be able to meet other i.deeds professionals.

Campusrecruitment i.deeds 

On Thursday 16 March 2017, i.deeds was present at a job event of 
the schools in Kortrijk and on Thursday 27 April at the Jobhappening 
HoGent for the final-year Applied Informatics students about to start 
working in the IT sector.

Senior profiles

Candidates with several years of experience on the
job are also welcome. To expand its team, i.deeds
is recruiting 2 business analyst project leaders, an
architect developer, an account manager and a chief
technology officer this year.

“ We must ensure that we are future-oriented
and continue to make the right choices,
both strategically and technologically.”  

Lionel Vanpoucke

 
www.ideeds.be/nl/jobs 
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One thing immediately stands out when you enter the Novy 
headquarters in Kuurne: in one of the corners of the reception area 
you see a very old bike, with the type of robust frame that many artisan 
bicycle companies are now replicating. In the meeting room, where we 
have this conversation, a beautiful red motorbike is being displayed. The 
logo on both bikes is that of Novy. However, nowadays the company 
only produces kitchen appliances, with the emphasis on cooker hoods. 
“The Lannoy family, which founded Novy, created its first bicycle in 
1907”, says CFO Tonny Sobry. “They continued doing so for decades”, 
adds Carlos Wanzeele, CEO of the West Flemish company since 
2014. “And yes, at one time Novy even produced motorbikes, but they 
stopped it when Honda started a factory in Aalst.” 

 Novy: More than 50 years of   
 experience and a head start in ultra- 
 quiet cooker hoods 
Novy isn’t just the Belgian market leader in cooker hoods. The company, in the West Flemish 
town of Kuurne, prides itself on producing the world’s quietest cooker hoods and also wants 
to conquer the European market at its own pace and with a proven strategy. CEO Carlos 
Wanzeele and CFO Tonny Sobry recount the success story of the company and delve deeper 
into the foreign ambitions of Novy and their collaboration with i.deeds.

In the sixties they suddenly added the cooker hood. 
Tonny Sobry: One of the Lannoy family members visited an exhibition 
in Germany in 1965 and saw a cooker hood for the first time. We can 
do that, the family said, and a short time later Novy introduced the first 
Belgian cooker hood on the market. That may seem like a strange move, 
but the company had of course many years of experience in metal 
processing. It was the main thread running through all its activities.

In the meantime Novy is no longer the family business of 
yesteryear.
Tonny Sobry: Multiple Lannoy generations have laid the Novy 
foundations. In 2005, the succession problem within the family was 
solved by expanding the shareholder structure and its management 
gradually became more professional: they recruited a CEO, a sales 
manager and an operations manager, and finally I joined as a CFO.

i.nterview

Novy has not only created the very first Belgian cooker hood, but 
has also been a market leader for more than fifty years.
What is your secret?
Tonny Sobry: Our strategy, an important part of which is focused on 
innovation. We are continuously trying to innovate and are guided by 
two USPs: audible and visual tranquillity, combined with ease of use 
for the consumer and ease of installation for the installer. The very quiet 
operation of our cooker hoods has always been a strong asset. The 
peripheral extraction and soundproofing systems are patented. Novy 
also aims to create visual tranquillity. We assume that consumers either 
want a discrete or a distinct design. That is why we have, for example, 
the Pure Line, a cooker hood which can be hidden in the ceiling or a 
canopy. One of our novelties is One, which hides the extraction system 
in the ceramic glass of the hob. We also consider the operation of 
our appliances as very important. For example, cooker hoods can 
be controlled from the hob. Currently we are also paying attention to 
recirculation: our latest cooker hoods not only extract the vapours, but 
this extracted air is purified through a carbon filter and then returned to 
the kitchen or living room. This limits any unnecessary heat loss.
Carlos Wanzeele: The quality of the materials is also extremely 
important. Every aspect of our products must be of high quality. When 
we develop a product, we will never go in search for the cheapest way 
to produce it. Every detail, in a manner of speaking every hinge, must 
be of exceptional quality. 
Tonny Sobry: At one point we could achieve much greater margins 
by using a lesser quality type of stainless steel, but we didn’t do it. It 
is, by the way, possible to check whether a cooker hood is made from 
high-quality stainless steel. If you place a magnet on it and it sticks, then 
it is almost certainly a Novy. Most of our competitors are using a ferritic 
material.

continued on page 06 >>

 “The collaboration with i.deeds has meant that the preparation   
 and implementation have proceeded more efficiently.” 

Carlos Wanzeele
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>> continued from page 05

A company focusing on innovation is impossible without a R&D 
department.
Tonny Sobry: R&D is very important to Novy. We may be a small 
player with regard to our volume and range, but we want to profile 
ourselves as a product leader, as the specialist in cooker hoods. To 
do this we need to continue to introduce products with new features 
on the market. We therefore invest heavily in R&D and recruit very high 
quality and technically skilled profiles to assist us in our innovation in 
different fields: electronics, acoustics, etc. We also work together with 
universities, and with various knowledge centres. It is the only way in 
which we can continue to realise our claim of product leadership.

How many cooker hoods do you produce annually?
Tonny Sobry: 80,000 units. In comparison: there are Italian companies 
which produce 1.5 million units per year. Our production process still 
requires a lot of manual work. It is part of our appearance of quality 
and craftsmanship, and is also in line with a trend: craftsmanship is ‘in’ 
again.

How many people are working at Novy?
Tonny Sobry: Novy employs 250 people, of which 200 work in 
Kuurne. Approximately 140 of them are working in production. The 
R&D department accounts for ten people and the remainder provides 
support services. 

Belgium remains your main market?
Carlos Wanzeele: Currently 50% of our turnover originates in Belgium. 
We also have a market share of more than 20% in volume and more 
than 40% in value. But we still have a considerable growth margin 
abroad. In fact; Belgium, the Netherlands, France and Germany are our 
home markets as they have their own Novy sales branches. In other 
European countries, such as Switzerland, Spain, Norway, Poland and 
soon also the United Kingdom, we work with exclusive importers. Some 
of these we have taken over when they had proven that they could meet 
our quality standards and our ambition to profile Novy as a product 
leader in their geographical market.

 “We don’t want rapid growth,  
 but healthy growth.” 

Carlos Wanzeele

Which of those foreign markets are the most suitable for Novy?
Carlos Wanzeele: The German market. We are therefore making a real 
effort to develop more products for that market. For example, some of 
our innovative products, such as the down draft cooker hood, are more 
focused on the German market. 
Tonny Sobry: But Germany is definitely the lion’s den. Miele, Siemens, 
Bosch, to name but a few: Novy really needs to prove itself on this 
market. It is also a country where people move very often and they 
frequently take their cooker hood with them during a move. That means 
that you need a concept which the end customer can easily remove 
and reinstall. And we provide that type of cooker hood. Those foreign 
markets are very diverse and we are trying to focus our development 
efforts on their specific characteristics. 

Novy is not a mass-producing brand. You are better positioned 
than, say, a Siemens or a Bosch. 
Carlos Wanzeele: We aim for a middle to high position on the market 
and remain faithful to that. If we were to reduce our positioning, we 
would devalue our brand.

That means of course that the company is able to grow less 
quickly. 
Carlos Wanzeele: That is true, but we prefer to grow from our own 
organisation. Although that is more expensive and it takes longer than 
if you work with distributors, in this way we have more impact on the 
way in which we are evolving. We don’t want rapid growth, but good 
growth. We could have achieved it faster, but not in a way that suits 
the brand strategy.
Tonny Sobry: We want to do everything in-house, from the design 
and development phase up to the delivery and after-sales service.

Your pricing is also quite high.
Carlos Wanzeele: Over the past few years we have not developed 
any products with a consumer price of less than EUR 750. Otherwise 
we can simply not produce them. Kitchen manufacturers use a 
different business model and their positioning is different. A large 
kitchen manufacturer wanted to cooperate with us and would 
purchase large volumes of one of our products, on the condition that 
we were willing to make concessions on the price. It would have been 
a very lucrative operation, but we decided not to accept their proposal. 
It is indeed important for Novy to ensure the brand becomes stronger 
in the export market, but that must happen in ways that suit the brand. 
Brand perception is very important. Fortunately we are in a situation 
where we are able to make these choices. The brand is appreciated, is 
wanted and is known. 

Nowadays everyone has a plan for 2020. What is the plan for 
Novy?
Carlos Wanzeele: We hope to consolidate our innovative strategy 
focusing on a limited number of USPs in order to be able to continue 
to attract customers. We would like to evolve from a consolidated 
turnover of EUR 60 million to EUR 75 million.

 “The approach of i.deeds is very hands- 
 on, comparable with that of Novy. With  
 your boots in the mud, no-nonsense.” 

Tonny Sobry

 continued on page 08 >>
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Novy has engaged the services of i.deeds. Why is that?
Tonny Sobry: In the context of our international growth we needed 
one platform and therefore also a new ERP package. As this is not our 
core business, we have decided to ask for the assistance of a team of 
specialists, in this case i.deeds. They met with people from our various 
departments and asked about their needs. In this way they could get 
some idea of the requirements the ERP package had to meet. They 
then compiled a set of specifications and a questionnaire, which was 
sent to several suppliers. Together with i.deeds we then evaluated 
the proposals from the developers. The suppliers that made it to the 
shortlist were asked to give a demo. i.deeds also assisted us in the 
negotiations with the preferred partner, Ad Ultima. That whole process 
lasted for about a year and a half.

And then the implementation had to be started.
Tonny Sobry: We started the implementation in November 2014. 
The important point in this operation was that the agreed scope was 
monitored and i.deeds also played a strong advisory role in that. On 
D-day the 6th June 2016, we switched over to the new system. We 
were able to continue our production from day one. The company 
never stopped producing. The data migration was also carried out 
without any problems, supported by i.deeds. 

What impression has i.deeds made on you?
Tonny Sobry: The approach of i.deeds is very hands-on, comparable 
with that of Novy. With your boots in the mud, no-nonsense. They 
also assisted us with the change management, which is always a 
great challenge for such projects. They have been a point of contact, 
perhaps even a confidant for the users. Which is important, because 
not everyone is equally fast or good in dealing with change. That bit of 
‘moral support’ from i.deeds was very welcome.
Carlos Wanzeele: In short, the collaboration with i.deeds has meant 
that the preparation and implementation have proceeded more 
efficiently.

 i.deeds and Novy: 
 a perfect partnership 

Novy contacted i.deeds in 2013. The 
reason: the West Flemish company also 
wanted to prepare itself for the future 
in the field of IT. i.deeds assisted in a 
more detailed tracking of the production 
process and guided the company 
towards an efficient ERP system. 

Keeping the international growth of the company in mind, in 2013 Novy started its 
search for a high-performance ERP system. Until then, the number of cooker hoods 
and other products it produced were still recorded on paper. It was the intention that 
in the future the production processes could be followed more closely and in real time. 
i.deeds was the experienced partner Novy was looking for to guide this change.

Scope and selection process
In order to determine which ERP system would best meet the needs of Novy, i.deeds followed its proven selection 
process. Based on interviews with key users from the different departments (acquisition, sales & marketing, customer 
service, logistics, finance, production and R&D), the i.deeds consultants recorded the requirements the new system 
had to meet in a scope and in a comprehensive set of specifications. Of the ten invited suppliers four made it to 
the shortlist. Following demonstrations and price negotiations - both accompanied by i.deeds - Ad Ultima with AX 
became the preferred partner. 

INFORMATION ANALYSIS OF THE BUSINESS PROCESSES, STRATEGY AND OBJECTIVES 

TECHNICAL SPECIFICATIONS/RFPCOMPARING QUOTES LONGLIST 

CASE DEMOS SHORTLIST SELECTION & NEGOTIATIONS 

Frederiek Demyttenaere
business analyst  
project leader i.deeds

Tonny Sobry
CFO Novy

Dominique Gobert
business analyst
project leader i.deeds

Workshops, change management and data migration
To prepare the Novy employees for the change, i.deeds supervised a large number of focused workshops with key 
users, which started in February 2015. On 6 June 2016, the new ERP system went live at the headoffice. Since the 
system had already run a few months in a test environment, everyone on the work floor was already familiar with it 
and that resulted in a very smooth transition. In the meantime, under the guidance of i.deeds, all existing data was 
also successfully migrated to AX. In 2018, the system will also be launched in the French and Dutch branches.

>> continued from page 07
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Save the date: Thursday 28 September 
 

Please make a note of Thursday 28 September in your diary, because that is when  
a new edition of ‘i.deeds informs’ takes place. The theme is “BI leaders have their say -  
a comparative study of different BI tools”. We will soon provide you with more information  
about this exciting afternoon.

 ‘i.deeds informs’: 
 a particularly informative afternoon 

On Thursday 23 February, ‘i.deeds informs’ took place at the head office of Renson in Waregem. 
Under the heading “How to take data from anywhere, govern it everywhere and create value for 
everyone?”, five speakers explained the trends that companies will face in the near future. More 
than 100 participants listened to the captivating presentations on data governance, master data 
and the logical data warehouse. In the evening, the newly gained insights were discussed during a 
culinary walking dinner with a stylish musical accompaniment. A successful day.

Ilse Haesaert of Agoria spoke about the General Data Protection Regulation (GDPR), 
the new European privacy legislation coming into force on 25 May 2018.

Christophe De Melio is Strategic Client Engagement Executive at IBM. He explained what a 
company must do in order to be GDPR compliant.

Ann Lambrecht is Agrifood Platform Lead Europe at IBM. She talked about digital 
transformation and its importance for businesses.

i.nformation

André De Locht has been working at the department of Information, Management & 
Analytics at IBM for more than 10 years. He talked about data governance and self-
service data analysis (see also page 12).

Koen Vingerhoets of KBC discussed block chain technology, the data structure behind 
cryptocurrency, such as Bitcoin, and how it could be important for banks and businesses.
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“Obstacles must be removed” 
 
Companies try to retrieve insights from data, which they use to become better and more competitive. However, to 
make data easy and accessible, a number of obstacles have to be removed. Because information in one system, is 
sometimes also present in another, and even in a third system.

“Also use external information” 
 
The data stored in data warehouses is often limited to what companies already know.
Yet there is still a great deal of information which is available outside this scope: on the internet, in blogs and on 
forums, and all kinds of other interesting data sources. Allow the business user to explore this information. They may 
come to a conclusion that could be of interest to your company.

“Make data shareable” 
 
Whether you make data available through your own data centre or the cloud is irrelevant. As long as you ensure that 
the data you wish to use in your analytical processes can be found and shared.

“Make money from data” 
 
Data management and working with data is mistakenly seen as something which only costs money. By applying self-
service analytics - within the proper context and in accordance with certain rules and agreements - the management 
and use of data could make your company some money.

“Make clear that data is important” 
 
Data management has evolved from a cost in the organisation to a real asset for your business. If data is well-
managed, you will manage to convince everyone that data is important.

© 2017 IBM Corporation5

Explore
and 

understand data

Tailored Experiences for Users Collaborating Together

Make Data Simple and Accessible

Architects how data is  
organized & ensures operability

Gets deep into the data to draw 
hidden insights for the business

Works with data to apply insights 
to the business strategy

Plugs into data and models & 
writes code to build apps

Ingest 
data

Transform: 
clean

Create and 
build 
model

Evaluate

Deliver and 
deploy model

Understand 
problem and 

domain

Transform:
shape

OUTPUT

ANALYSIS

INPUT Data Engineer

Data Scientist

Business Analyst

App Developer

Communicate 
results

© 2017 IBM Corporation23

Next step suggestion: 
IBM DataFirst Method

Capability
assessment

The IBM DataFirst Method 
provides the strategy, 
expertise and game plan to 
help our Clients gain the most 
value from data. Using the 
Value Model, DataFirst helps 
assess where they are today 
and what’s best to do next. It 
provides proven practices to 
ensure success.

Deliverable:
Recommendation 

document
(IBM’s Value Driven 

Proposal)

Business Focused
Discovery
Workshop

Vision presentation
("Holy Grail")

Engage with 
Services, GBS or 

Partner Ecosystem

Make Data Simple and Accessible

© 2017 IBM Corporation9

Our Definition of Data Lake

Make Data Simple and Accessible

an enterprise data lake is a group of repositories that are managed, 
governed, protected, connected by metadata and provide self service 

access

A properly designed and governed data lake ought to enable enterprises 
to become data-driven organizations. 

In other words, we believe that a data lake should not only help 
organizations save IT costs, but help them make money by getting more 

value out of their data.

IBM Analytics Reference Architecture

© 2017 IBM Corporation7

Watson Data Platform

Make Data Simple and Accessible

Find Share Collaborate
Common Data, Pipelines & Projects

IBM Analytics Reference Architecture

Data Sources
- On premise/Cloud
- Structured/Unstructured
- In motion/At rest
- Internal/External

Persist

Integration, Matching,
Quality, Streaming

Discovery/Exploration,
Machine Learning, 

Models Development

Reports/Dashboards,
Applications, APIs

Hadoop, SQL/NoSQL
Object Store

Ingest Deploy

Analyze

Data Scientist
Business 
Analyst

App DeveloperData Engineer

Authorizations Glossary Master Data
Governance, Data Catalog

Metadata & Lineage

“Democratise data”

Self-service data access and, to a certain extent, self-service 

analytics can contribute to a better use of the information 

present within your company. Offer not only IT people but all 

professionals the possibility to deal with data in a comprehensive 

and easy way. This allows them to share their findings and 

conclusions drawn from this data with others. In other words: 

democratise data. And stop segregation: the company of the 

future is a cooperative company. Stop thinking in terms of 

application developers and data engineers working within the 

boundaries of their position.

“Create value with data”

The IBM DataFirst Method gives companies the strategy to gain 

value from data. This can be done through operations, reporting & 

data warehousing, self-service analytics and new business models. 

Cooperation is the key word.

“Organise a data lake”

A data lake is a reference architecture, a group of databases that 

is well managed and from which everyone in the company gathers 

information. A data lake also enables companies to become data-

driven organisations. It saves costs, but also offers the possibility 

to draw up new projects and business models in an easier way. In 

other words: your company gets more value from data.
“Create a system that allows cooperation”

Everyone looks at data and processes from their own point 

of view. If you want all profiles within an organisation to work 

together, it is important to have a system or model that allows 

cooperation. This is made a lot easier with the IBM Data 

Platform.

 Boost your company with  
 better data management 

i.nformation

How do you make data easy and accessible, and 
how will your business be able to benefit from 
that? 

André De Locht, European Information Integration 
& Master Data Manager at IBM, provided a 
comprehensive explanation at ‘i.deeds informs’, 
which we have summarised here for you based on 
a number of quotes and slides.

Questions about data management or how data can become added value for your company?
i.deeds will be happy to inform you. Please contact Lionel Vanpoucke,

managing director of i.deeds nv, at lionel.vanpoucke@ideeds.be or +32 56 650 100.



 BUSINESS ANALYTICS
Our experienced employees analyse relevant data from all your departments and shape them 
into knowledge, valuable information and useful insights. In concrete terms: we convert all your 
data into clear dashboards and reports. In this way we turn your software applications into smart 
management tools which provide you with a clear insight into your organisation. The key to 
success is a sound, secure, robust and efficient data warehouse. 

 BUSINESS PROCESSES
Every successful IT project starts from the business needs of the organisation. These are 
expressed most clearly during the mapping of the business processes. Describing the processes 
also allows people to better understand them, whilst it becomes clear where the strengths and 
weaknesses of your organisation lie.

 IT CHOICES
Our team of experts will help you decide on an appropriate IT application using a structured 
selection process. Based on a detailed scope analysis and discussions with management and 
key users, we draw up specifications (‘as-is’ & ‘to-be’ analysis), call for tenders, go from longlist 
to shortlist, provide case demos, and then finally we make a selection and negotiate. We take 
you through the entire selection process to the partner who offers you the solution that best fi ts 
your objectives, ambitions and budget.

 REALISATIONS
If a standard package does not give you what you need, our consultants can provide you with 
a customised solution. Each realisation within the framework of the i.deeds approach takes 
place according to an iterative process, each time going through the phases of analysis, design, 
development, test, documentation and delivery, while the application is developed systematically. 
This methodology, combined with a framework developed in-house, results in a sustainable 
solution customised to your organisation.

Efficient applications to record information, support your business processes or provide you with 
actionable insights distilled out of the massive amounts of available data are indispensable. It is therefore 
of crucial importance to your business to choose the best way to computerise and automate. i.deeds 
can help you with this process by providing advice in each of the following domains.

Looking for a suited IT package? i.deeds offers you 100% independent advice.
i.deeds always acts independently when choosing a suitable IT application for its customers. During the selection process we receive detailed
offers from package providers/partners. Subsequently, a shortlist (a selection of partners from the longlist) provides us with a thorough, practical
and up-to-date insight into the solutions offered based on the (business) case demos of these partners. Our IT choices are therefore not solely
supported by the practical knowledge of our employees developing the projects. We also have very detailed, up-to-date knowledge of what
the package suppliers here and abroad have on offer. So even if you are only looking for a new CRM, ERP, MES, WMS or financial 
package, i.deeds can provide you with 100% independent advice.

Would you like to find out how i.deeds can help you? Please contact Lionel Vanpoucke,
Managing Director of i.deeds nv, at lionel.vanpoucke@ideeds.be or +32 56 650 100.
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Based on our years of experience,  
we focus on 4 areas: business 
analytics, analysis of business 
processes, support for IT selection  
and the realisation of customised 
software. These aspects are always 
based on a practical and personal 
approach.

 Who and what is i.deeds?  

i.nformation

Who is i.deeds?
 
i.deeds is a dedicated team which specialises in business intelligence projects, business process management, support for selection 
processes, assistance with the implementation of new IT applications and the creation of customised solutions. Our company name 
‘i.deeds’ highlights our decisiveness, our commitment and our dynamic, personal approach.

BUSINESS
ANALYTICS

REALISATION BUSINESS
PROCESSES

IT CHOICES

And the most important 
thing: How can I improve 
the performance of my 
business, organisation or 
business unit?

How do I develop a 
sharper focus with clear 
goals and requirements?

How can I better analyse 
information about my business, 
clients and competitors?

How can I get a better 
overview of the facts 
& figures within my 
business?

How can my business 
grow and become more 
efficient?

How does i.deeds do this?
i.deeds tackles various projects. We usually start with a scope analysis to provide a
clear understanding of the objectives and demarcate the scope of the project. On 
the basis of this scope, you can make choices and divide the total project into 
phases.

What can you expect
from i.deeds?
• an approach grounded in your business
• independent advice
• a focus on BI projects, business process management and  
   selection process support
• a direct, no-nonsense approach
• a long-term commitment with a strong focus on added value for your  
   business or business unit



contact us

i.deeds nv
Molenstraat 72  •  8790 Waregem
tel.:+32 56 650 100
info@ideeds.be  •  www.ideeds.be
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