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Kinepolis: always striving
for the ultimate cinema experience
// See page 06

i.speak
“The participants in ‘i.deeds
informs’ learned that we can
expect an explosion of data in
the coming years.”
We are pleased to present you the ninth i.deeds
Magazine. Once again it is a packed edition, full of
useful information and insights that can help your
company prepare for the future.
As always we present an in-depth discussion with
one of our customers. This time we visited the
Kinepolis Group in Ghent; this originated as a small
cinema in West Flanders and has developed into the
Belgian market leader and a major European – and
soon also Canadian – player in the cinema world.
CEO Eddy Duquenne and CIO Bjorn Van Reet reflect
on the company’s rich and sometimes turbulent
history and talk about the major challenges that await
them in the future. i.deeds is proud to write about
part of their success story.
We also look back on ‘i.deeds informs’, an
informative afternoon that we organised on Thursday
28 September in the buildings of our customer
Renson in Waregem. The focus was completely on
data visualisation. Seven experts explained the trends
and were able to convince those present that we can
expect an explosion of data in the coming years. It
goes without saying that i.deeds can also support
you in this area – in words and deeds.
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We wish you much reading pleasure.

Lionel Vanpoucke
managing director i.deeds nv
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Who and what is i.deeds?

i.short
Thomas Dekeyrel started at i.deeds as
a Young Potential on 1 September.
Thomas has a master’s degree in history and business economics from Ghent University.
His business economics training is an excellent base to start with the Business Analyst training program of
i.deeds. After this comprehensive training, in which he will also be working on practical cases, he will assist
the team of experts with one of the core activities of i.deeds: mapping, analysing and optimising business
processes.
This team of business analysts is responsible for the translation of the needs of a company into usable
solutions. Mapping the processes also allows people to better understand them, whilst it becomes clear
where the strengths and weaknesses of the organisation lie. In addition, the business consultant at i.deeds
also provides information: finding new developments in the market and translating these into efficient
solutions. We are convinced that Thomas is an asset for the team and wish him every success.

i.deeds wins the Qlik Award Take Responsibility 2017.
Software developer Qlik gave the award to i.deeds because the company always
meets its responsibilities with regard to partnership and support.

i.events
Visiting the seaside with the i.deeds-family
On Saturday 9 September the annual i.deeds-family day took place.
Employees and their families gathered in De Panne, where the group
was welcomed with a tasty breakfast. This was immediately followed
by a playful treasure hunt on typical coastal Gocarts. A delicious lunch
with a view of the sea at hotel Imperial made sure people regained their
strength.
The afternoon brought another sporting challenge. Under the guidance
of a top fencer, participants were introduced to one of the oldest

Olympic disciplines. During the fencing workshop they were taught the
basic techniques, after which they could quickly start a true duel. The
day was concluded with a summery, healthy barbecue.
i.deeds can look back on another very pleasant and successful
family day.
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i.nformation

Mapping the processes,
before choosing IT
Nowadays there is a wide range of IT solutions. Some are very
innovative, stable and reliable, others are very generic and can be
used in various sectors, others focus very specifically on a niche
market, the look-and-feel of one application is more attractive than
the other, and so on. Lien Deboosere, business analyst project leader
at i.deeds, explains why mapping business processes is essential to
your IT choice.
Which IT solution is the best for my company?
That depends. It doesn’t mean that because solution X is the best for
your competitor, that this is also the case for your company. On the
contrary, the best IT solutions are those that in their standard format suit
the way you work and also support your expectations for the future. In
addition, the solution should fit in with the culture of your company and,
of course, within your budget. Your company can gain a real strategic
advantage from a more informed IT choice.

Customer
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How will i.deeds map these processes?
We do this in a standard format: BPMN 2.0. The advantage of this is
that your process descriptions are universal and will be understood
by everyone in the same way. As a result, your communication,
both internally and with external parties (such as the implementation
partner of your new IT solution) will be more efficient. In addition,
they form an ideal tool to train new employees and to allow them to
familiarise themselves with the way of working within your company.
Thanks to these process descriptions you, as a manager, can also
be sure that the knowledge of a process is no longer restricted to
the brain of (some of) your employees, but that this knowledge is
also secure within your company. i.deeds will make you aware of
this during a process analysis project or in the context of a selection
process.
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What steps should my company take to make the right
IT choice?
First of all, you must have a clear insight into your current way of
working. If your processes have not been mapped (recently), then
that is what i.deeds will always do first. Based on interviews and the
documentation available to you, we map your business processes and
carry out a thorough process analysis, which will give us a clear insight
into your business processes.
On the basis thereof, and helped by their experience, our analysts
will implement possible optimisations, at organisational (business)
or IT level, or a combination of both. With some of these points of
improvement (‘low-hanging fruit’) you’re ready to go and you don’t

even have to wait until the
deployment of your new
IT solution. In our search
for your new software we
will also look at long term
optimisations.
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Is it a one-off exercise?
It would be a pity if the efforts made by you to map your current
processes would be merely a one-off exercise. During the
implementation of your new IT solution your processes will be
adapted and improved. If i.deeds provides the project management
of the implementation of your new software, we will also ensure that
any change in the processes is reflected in the associated process
descriptions. In this way you will have new ‘as-is’ process descriptions
following the implementation.
What happens once these process descriptions are drawn up?
After that it is up to you to make the necessary resources available
to your process owners, so that they can continue with this task. A
company and its business processes are not static, but are continuously
subject to influences, from the inside but also from the outside. We
must continuously adapt to situations over which we may not have
any control. For example new legislation, supply and demand on the
market, but also new technologies. If your company does not join that
evolution, it is in danger of falling behind, losing market share and you
may encounter difficulties when recruiting new employees who have
certain expectations, especially with regard to the technologies used.

How can I prevent my company being left behind?
By moving fast. This begins with a good insight into how you are
currently working and defining a concrete goal of where you want
to be. When your business processes are mapped and the process
descriptions are consistently kept up-to-date, you will always have the
necessary insight into the as-is situation. That is at least one less thing
to worry about and you can concentrate on the future, the to-besituation. Once that is clear, you can set out the path you want to follow
to realise that to-be-situation.
The change, and the impact of this change, can be much better gauged
when your business processes, and ideally your data and applications,
are modelled - this is also called your ‘enterprise-architecture’.
What if there is resistance within my company against this
‘moving fast’?
We are all human. We embrace change as long as it doesn’t come too
close. Implementing successful changes requires that, in addition to
the technical aspect, you pay at least as much attention to the human
aspect. At i.deeds, we will be pleased to, based on our expertise, guide
your project and map your processes until the go-live of your new IT
solution. Along the way, we will help you and your employees to see
the opportunities that this change will offer. Together we can make it a
success.

i.deeds at
IBM Analytics
Summit 2017
On Monday 23 October 2017, IBM Belgium organised its Analytics
Summit 2017 “Make data a platform for business”.

challenges, such as new legislation and governance. How do you
use data and analyses to build the foundation for future profitability?

Data is the driving force behind a world in transformation. The
success of your organisation depends largely on the capacity to
quickly arrive at new insights and to innovate. Developments such
as machine learning offer incredible opportunities, but there are also

Our client Beaulieu International Group presented the interesting
case “Beaulieu International Group Sales Budget Cycle:
a smoothly governed process supported
by IBM Planning Analytics.”

Free Claerbout – BI Team Lead

Bart Alluyn – BI Consultant

Would you like more info? Please contact i.deeds at info@ideeds.be.
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i.nterview

‘Kinepolis wants to be the sommelier
of the movie world’
In barely twenty years, cinema operator Kinepolis Group has become a household name for
anyone who loves cinema and watching movies in the best possible surroundings. CEO Eddy
Duquenne and CIO Bjorn Van Reet talk about the expansion of a small village cinema, over
four generations, to become the Belgian market leader and a key European player. They also
discuss their cooperation with i.deeds and look at the group’s future.
The Kinepolis Group is a real blockbuster. The American dream
translated into a Belgian context. But Belgium’s largest cinema operator
has also experienced some difficult times. It all began in the 1960s,
in the West Flemish town of Harelbeke, where a man with a talent for
business bought his father’s cinema.
“Kinepolis happened because of pure entrepreneurship”, says Eddy
Duquenne, CEO of the Kinepolis Group since 2007. “Albert Bert - the
father of the four brothers who are today still the reference shareholders
of Kinepolis - came home one day in the 1960s and declared that he

“We have linked all our employees
to what we as a company consider
important.”

would take over Cinema Majestic, the cinema of his father. The family
was not particularly happy about that.”
Were they afraid it would be a mistake?
Eddy Duquenne: Exactly. You have to see this in respect of an era
where old, dilapidated cinemas were languishing under every church
tower. Cinema had stopped being a growth sector since the Second
World War and television was on the rise. But Albert Bert borrowed
money to buy the cinema and a few years later he was knocking at the
door of the bank again. He wanted to remove the balcony in the cinema
and build a second auditorium on this new floor. It was 1970 and this
was the first duplex cinema in Belgium. The concept was a hit with the
public and Albert developed a plan to build other cinemas with multiple
auditoriums. But that was not enough: he also wanted an environment
which, in terms of décor and atmosphere, was inviting enough to
convince people to spend their Saturday evening at the cinema.

Eddy Duquenne

Kinepolis Jaarbeurs (Utrecht), opened in March 2017
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It is rumoured that some considered the man crazy.
Eddy Duquenne: That’s right. Especially after he built cinema
complexes in Kortrijk and Ghent with five and ten auditoriums,
respectively. Few gave his concept a chance, since the emergence of
the colour TV and cable distribution would mean the end of cinemas.
Things turned out differently: without realising it, he built the first
multiplexes in the world. And made them into a success.
In 1988 he even built his first megacinema: Kinepolis in Brussels.
Eddy Duquenne: At that time the family of Rose Claeys, the sisterin-law of Albert Bert, had come on board. Kinepolis had also started
with an expansion strategy, which was mainly based on coincidences.
Some wild stories are doing the rounds about this era. After an informal
chat with a Spanish mayor, a complex with 25 auditoriums arose in the
desert near Madrid, which was jam-packed from the first day it opened.
For a long time, that cinema remained the largest in the world. It was
entrepreneurship in its purest form.
In 1997, the Kinepolis Group was founded and was listed on the
stock exchange. Did this change the strategy?
Eddy Duquenne: The ambitions remained the same: the Bert and
Claeys families wanted the best cinemas, with the best projectors, the
best seats, and lots of arm and leg room. In the beginning they did
not even sell any popcorn as they were afraid it would stain the seats.
Until they learnt that the income from the popcorn paid for replacing
the seats every three years. That is how that concept came about. But
it hasn’t always been a bed of roses, Kinepolis has also experienced
difficult times.
In 1999, it almost came to an end after Kinepolis had taken over
the German cinema operator Cinemaxx.
Eddy Duquenne: In hindsight we realise we ran all the traffic lights on
that one. We bought a large part of a company of which we knew too
little, and for an amount equal to the market value of Kinepolis. Only
a few months later we discovered that Cinemaxx was in dire financial
straits. It was done in the spirit of the time: everything the families had
touched so far, had turned into gold. That’s the risk if you have too
much success: you become careless.
Yet Kinepolis survived.
Eddy Duquenne: After five or six years the company had overcome
the blow and its shares had recovered. However, a dispute had arisen
between the two families because of the Cinemaxx acquisition and
the Claeys family withdrew from the group. The Bert family decided to
change the management team and appointed independent directors,
including myself. A few months later I became the CEO of the Kinepolis
Group.

“When a truck is overloaded, most
will add a bit of extra horsepower.
But sometimes you just need to
unload the cargo and rearrange it.”
Eddy Duquenne

continued on page 08 >>
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What challenges did you face?
Eddy Duquenne: I discovered that our cinemas were run by good
managers. The problem was that there didn’t seem to be a general line.
That’s why I decided to implement a uniform reporting system in all our
locations to get a better view of the costs and revenue. In addition, we
assigned areas of responsibility and distributed these responsibilities
over financial and qualitative KPIs. The aim was to strike a balance
between customer satisfaction and efficiency. We also developed a
simple system for the cashiers. And maybe even more importantly: we
linked all our employees to what we as a company consider important.
If the KPIs reach the agreed level, they get a bonus.
And that is motivating the staff?
Eddy Duquenne: For nine years now, all employees in the same
position consult each other and come up with possible measures. This
is how we became a self-learning organisation. Many decisions taken
by management are based on ideas originating with them. It’s logical
they also support them.
What is currently your biggest challenge?
Eddy Duquenne: Collecting data. Everything must be measured
and there are still many parameters we should take into account. For
example, there are increased opportunities for relaxation, there is more
of a nightlife culture now. People visiting Tomorrowland won’t be coming
to our cinemas. In addition, movies are an unstable product, both in
supply and in genre. Each film attracts a different target group. Our
market is also a shared-revenue market: 50% of the price of each movie
ticket goes to the distributor, who also takes care of the marketing. The
result is that until 2008, Kinepolis did very little marketing and mainly
focussed on branding.
How did you solve that?
Eddy Duquenne: No one looked at who came to see what movies.
And yet that is so important: if you can identify your customers, you can
invite them whenever you have something of interest for them.
Subsequently, on the basis of the existing customer database, we can
increase the frequency of their visits. We are still working on that every

“I have the feeling that Netflix hasn’t
touched us. The volumes in the
markets in which we are present,
have not decreased.”
Eddy Duquenne
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day. I often say: we need to be the sommelier of the movie industry.
We need to know our customers so well that we can appeal to them
personally and say: this is a movie you should see. In that way we will
build our reputation as a connoisseur.
Queuing at the ticket booths is now a rare occasion in a
Kinepolis complex. Many people buy their tickets online.
Eddy Duquenne: Nowadays we sell a large number of our tickets
online and via mobile devices. 10 years ago, only 20% of visitors bought
tickets through the ticket machines and 80% was sold at the ticket
booth. Today, in some of our complexes only 25% of the tickets are sold
at the ticket booth.
Does that also mean that you have less staff?
Eddy Duquenne: We now employ approximately 2,500 people and
that is more than ever. This is due to our expansion over the past few
years. In our existing complexes, the number of employees has never
fallen, but we are less dependent on students to help at peak times.
Has anything changed in the area of acquisitions?
Eddy Duquenne: We have become a lot more careful. We don’t want
to gamble away the company. We take account of the fact that the
market has become saturated and that the difference between success
and failure has a lot to do with the country in which you’re present.
We have learned that in Spain, where at a given moment people’s
purchasing power took a huge fall and visitors numbers followed suit. In
Greece and Turkey we can get in for a bargain price, but the question is
whether we want to be present in those countries. We are thinking more
about countries with macro-economic stability.

“i.deeds has played a big role in the
integration of our ticketing system.
Somebody from outside the company
can sometimes see things that we may
not see, and can count on more goodwill
when implementing changes.”
Bjorn Van Reet
How does Kinepolis Group deal with technology?
Eddy Duquenne: By trial and error. Today technology evolves as
much in five months as it did in five years two decades ago. Back in
the day, we started with a state-of-the-art ticketing system, which has
been copied by many. As operating systems on mobile devices are
constantly updated, it is difficult to keep up with this evolution. Usually
you just end up using provisional solutions to help everyone as quickly
as possible. That has resulted in a system where we are constantly
adding functionalities. When a truck is overloaded, most will add a bit
of extra horsepower. But sometimes you just need to unload the cargo
and rearrange it. So far, we have only added horsepower. We also
retrieve too little management information from the data that we have.
This needs to change. To this end, we have recently employed a CIO.
Because information technology is crucial in order to remain successful.
***
This CIO is called Bjorn Van Reet. He has now joined us for the
interview. For fourteen years he worked in the same position at interim
giant Adecco, a multinational corporation based in a completely
different sector. His ambitions are clear. “Because of the rapid growth,
one of our top priorities is indeed the addition of horsepower. We have
to use the right resources to strengthen the foundations and achieve the
further growth of the company. We are also influenced by contemporary

continued on page 10 >>
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trends, which cause major challenges with regard to security. We need
to get rid of the complexity. The simpler we can make things, the better
we can control the whole.”
How can you attract more people to Kinepolis with the current
technology?
Bjorn Van Reet: 40% of ticket sales happen online and via mobile
devices. It would be ideal if we could gather as much information as
possible about our customers, link this data in a smart way and then
offer the right goods to influence their purchasing behaviour. But the
most important thing is to make the right investments.
Eddy Duquenne: That is why we pay so much attention to the
experience. We live in a world where content has little value. That is
why we have added the seat concept, and customers pay a surcharge
of EUR 2.50 for this. In proportion to the basic ticket price this is a
difference of 25% for the customer, but the price-quality perception is
better than for a standard ticket.
You work together with i.deeds. Why?
Eddy Duquenne: We needed knowhow and organisational skills. That
is why I went to see i.deeds, and also because Lionel Vanpoucke has
helped me in the past. At an important time, during the implementation
of our ticketing system, in an organisation with a lot of resistance
against that, they have been a great help to us. They took care of the
project management and played a role at the interim management level
of the various departments. Somebody from outside the company can
sometimes see things that we may not see, and can count on more
goodwill when implementing changes.
Bjorn Van Reet: The i.deeds team has helped to complete that
transition with success. We have managed to implement the system
in our 48 complexes. That is an important first step. The ticketing
system is at the heart of our operations, but it is surrounded by many
peripheral applications. In a next step, we want to make optimum use

“Yesterday the weather was bad
and we had 40,000 extra visitors.
So we are happy when we have to
cancel our barbecue.”
Eddy Duquenne
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“In cinemas you can share emotions
with someone. That is why they
still exist.”
Eddy Duquenne

of the added value and the many possibilities it offers. The challenge we
now face is: how can we support our business processes with smart
technology that we already have?
There is TV, there are streaming services such as Netflix and
there is a lot of illegal downloading going on. Are enough people
still going to the cinema?
Eddy Duquenne: I have the feeling that Netflix hasn’t touched us. The
volumes in the markets in which we are present, have not decreased.
The whole experience of going to a cinema is very important to
you. How far can you go?
Eddy Duquenne: In terms of technology, we keep our finger on the
pulse. The OLED panel is on its way. Virtual reality will also create new
possibilities. It is crucial that it all remains accessible for the public at
large and financially accessible for us. For me, the most important thing
is to give people the opportunity to have fun together with others. You
can have a very sophisticated TV at home, but if you have to watch it
alone it’s just not the same. In cinemas you can share emotions. That is
why they still exist.
How can you make everything even more profitable?
Eddy Duquenne: The next important opportunity is: better forecasting.
Currently, we still work too much based on what the weather report on
TV says and on forecasts about how well a particular film could do. We
could integrate many more data. If we do not provide a good forecast
on the number of tickets that we would like to sell tomorrow, it quickly
influences our margins, which are already small. And: we are very
weather-dependent. Yesterday the weather in Belgium was bad and we
had 40,000 extra visitors.
So you are really waiting for rain.
Eddy Duquenne: Yes, we are happy to cancel our barbecue.

Kinepolis is playing the Canadian card
Before the end of 2017, Kinepolis aims to take over the Canadian cinema group Landmark
Cinemas, the second largest player in the land of the maple tree. The deal between the two parties
has been sealed, it is now down to the country’s regulatory authorities to give their blessing.
This is not a small take-over: Landmark Cinemas, with its headquarters
in Calgary, has 44 cinema complexes of various sizes in Central and
Western Canada. Together they control approximately 55,000 seats and
303 auditoriums spread over 2 mega-cinemas (each with more than
16 auditoriums), 17 multiplex cinemas (with more than 8 auditoriums)
and 25 smaller cinemas in six Canadian provinces. With a market share
of 10%, the company is the second largest cinema operator in Canada.
Following the proposed acquisition, the Kinepolis Group will control
92 cinema complexes (42 of these in ownership) with more than 802
screens and offering 180,000 seats.
The Landmark management team will continue to be in charge of the
Canadian activities. Kinepolis will manage the Canadian group via a
local executive management board, formed by the current management
of Landmark Cinemas and assisted by an integration team which will

i.deeds and Kinepolis:
the ideal casting

help implement Kinepolis management approaches and concepts from
Europe. In this way, Kinepolis aims to transfer its self-learning and selfinnovative company culture to the new organisation.
Eddy Duquenne, CEO Kinepolis Group: “I am extremely proud of this
unique opportunity to expand our activity to a continent that should give
us many advantages. Landmark Cinemas has in common with us that
they are passionate about customer experience. They were the first
in the market to introduce the Atom social ticketing system and have
successfully converted some of their complexes to recliner seats. The
management of Landmark is very enthusiastic and looking forward to
roll out our three pillar strategy (best cinema operator, best marketer
and best real estate manager) in their group, and test our products and
experience concepts on the Canadian market. It is an opportunity for
both groups.”

Bjorn Van Reet
CIO Kinepolis Group

Since April this year, all transactions between the customer
and Kinepolis - from ticketing, and the sale of popcorn
and soft drinks in the 49 branches to the online sales - are
Frederiek Demyttenaere
supported by the cinema specific ERP software system
business analyst Vista. All cinemas in Belgium, The Netherlands, France,
project manager i.deeds
Luxembourg, Spain and Switzerland now report fully through
this new software, which greatly contributes to a reduction
of the administrative work. In this way, the employees of
Kinepolis can spend more time and attention to their visitors. With the new software Kinepolis is able to create
uniformity within and centrally manage all data and processes, essential for a company that is constantly growing and
wants to profile itself as the best cinema operator, now and in the future.
i.deeds has been working behind the screens since the end of 2014, to ensure the implementation of the new ERP
system will be successfully completed. Frederiek Demyttenaere, Business Analyst - Project Manager at i.deeds, has
been leading this project and a team of 13 employees. In addition to a fundamental change in the hardware, the
installation and implementation of the software, the production of custom-made software and the integration with
various other applications, the project also included training, coaching and change management as it had an impact
on practically the entire internal organisation; from cashiers to senior management. Frederiek also acted as an interim
CIO, responsible for the entire IT department, and all other organisational and administrative aspects.
i.deeds was also closely involved in the selection of the new CIO of the Kinepolis Group. The final choice was Bjorn
Van Reet, who had been employed in October 2016 to make IT a strategic focus in the further development of
Kinepolis.
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i.nformation

‘i.deeds informs’:
How to take the right data-driven
business decisions using the most
appropriate data visualisation tools?
Ninety percent of the data we currently have, were generated over the past two years. This
means that we can expect an explosion of data over the next few years. How do we maintain an
overview? How can we analyse and interpret all of these data? On Thursday September 28th, six
external speakers offered us solutions during ‘i.deeds informs’, an event that is completely
focused on data visualisation.

12
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Herman Nielens, Analytics Client Architect for IBM Belux, introduced
the IBM Cognos Analytics platform, which stands out through its simple
and smart interface. Thanks to a comprehensive set of templates, users
can quickly create dashboards and adapt them to their corporate style.
The state-of-the-art mapping feature is the result of a collaboration
with Mapbox and Pitney Bowes. The interface contains links to the
user community and instruction videos. Additional advantages are the
search function and the ease of sharing reports and dashboards in the
appropriate context of the organisation.

i.deeds
informs
Sept 28, 2017

Mark Bishop, Marketing Director EMEA of Logi Analytics, explained
why his company is now focussing on the integration of analytics into
existing business applications. The results of their market research
confirm that their transition from generalist to niche player was the right
choice. It shows that 84 percent of respondents complained about
having to switch too often between applications, and more than twothirds associate integrated analytics with a better user experience and
more user satisfaction.

i.deeds
informs
Sept 28, 2017
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i.nformation
Joris Aeles, Business Lead Data & AI for Western Europe, gave a
sneak review of the direction business intelligence is taking, citing the
example of Boeing, which is experimenting with the projection of data
on the HoloLens of technicians. Microsoft is targeting its efforts on that
mixed reality and artificial intelligence to make data more convenient in
daily life. He then gave a demo of Microsoft Power BI, an analytics tool
that recognises natural language, uses out-of-the-box SaaS content
packs and can be integrated within Office 365.

i.deeds
informs
Sept 28, 2017

Philippe Nemery, Head of Pre-Sales Analytics & Insights, presented
a machine called ‘Charlie’ that transfers real-time data on the
performance and characteristics of the machine to the SAP Analytics
Cloud Platform. By comparing this real-time data with all the historical
data of the machine, the application was able to create forecasts
and send notifications, for instance to prevent the machine stopping.
The SAP platform has features to enable business users (without
IT knowledge) to create dashboards and analytics, thanks to a very
intuitive and aesthetic user experience.

i.deeds
informs
Sept 28, 2017
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Sander Haar, Partner Manager Benelux & Nordics, spoke of the
importance of scalable and accessible enterprise visual analytics
platforms. Nowadays too much time is still lost in preparing data and
too little time is left for the actual analysis of the data.

His colleague Erwin van Laar, Product Consultant, gave a high-speed
overview of Tableau Desktop, the foolproof application with which visual
data analyses are made, and Tableau Server, the version for end-users
with a browser-based interface that is also equipped with features to
edit dashboards.

i.deeds
informs
Sept 28, 2017
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Gregory Petit, Solution Architect, showed the advantages of importing
all data into your analytics tool. With Qlik you do not have to be a data
specialist to upload all your data from various sources. These data
are almost never perfect and Qlik can easily upload contaminated or
incomplete data. For example, a birth in a hospital which is erroneously
attributed to a man will still be shown to the analyst who may have
filtered his data to only include women. Qlik can also be linked to a bot,
which enables voice-based queries.

Emmanuel Vanderhaegen, Regional Director Belux, explained why
Qlik is among the “leaders” in the magic quadrant of Gartner.

i.deeds
informs
Sept 28, 2017
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Frederiek Demyttenaere, our own Business Analyst, explained
how i.deeds will help you find the best data visualisation tool for
your company. First of all, we analyse the environment in which
you want to use the application: your vision and mission, your
existing IT infrastructure and software, the nature and location of
your data, the users, your budget, etc. We then determine exactly
what you want to achieve with the tool and how we can achieve
the implementation within what time frame. Based on these two
i.deeds
informs
Sept 28, 2017

analyses, and thanks to our extensive knowhow and knowledge
of the solutions available on the market, we can offer you specific
options that meet your situation, wishes and conditions. Finally
we launch a proof-of-concept, meaning you can test one or more
applications to evaluate which option offers the best performance
for your company.

We conducted a short survey among the participants to find out
how they had experienced the whole event. No less than 96%
was full of praise for the information that they had received and
nearly six out of ten participants thought it was a good idea to
start the program at 4pm, instead of in the early evening. People
have also given us plenty of tips for subjects that they would like
us to deal with in the future, so this was certainly not the last
‘i.deeds informs’ event.
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i.nformation

Who and what is i.deeds?
Who is i.deeds?
i.deeds is a team of driven specialists focused on business intelligence projects, process management, support of selection
processes, guidance on the implementation of new IT applications and the realisation of tailor-made solutions. Why the
name i.deeds? Because we focus on energy, commitment, dynamism and a personal approach.

BUSINESS
ANALYTICS

BEDRIJFSPROCESSEN

REALISATIE

IT-KEUZES

What does i.deeds have to offer?
Independent advice, always based on your specific situation.

BUSINESS
ANALYTICS

A no-nonsense approach with long term commitment
and always with the goal to realise added value for
your company or business unit. Extensive knowhow and many years of experience in the field of

BUSINESS
PROCESSES

REALISATION

BI-projects, process management and support of
selection processes.

IT CHOICES
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tasting the pudding

setting the stage

fase 4

fase 1

fase 3

fase 2

assessing the options

defining the scope

What is the best data visualisation tool for you?
Your company undoubtedly has a huge amount of data. We at i.deeds can include these into dashboards and reports for you, so
that you can make strategic decisions for the future in full knowledge of the facts. But maybe you prefer to use your data yourself
and are considering investing in your own business analytics tool. There are a lot of applications and platforms available on the
market, each with their own features and advantages. As an independent partner we will guide you to make the right choice. We
follow these four phases:

FASE 1 – SETTING THE STAGE: INITIATION, ANALYSIS AND SWOT
First of all we need to know the context within which you want to use the data visualisation tool. We are looking for the answer to questions such
as: What is your vision and mission? What does your existing IT infrastructure look like? Which applications do you use? Who are the future users?
Where are your data stored and in what format? What do you expect from the tool? What role do you see for i.deeds between now and the final
implementation? What added value do you hope to achieve with this tool? When we have the full picture, we will start the second phase.

FASE 2 – DEFINING THE SCOPE: REQUIREMENTS AND CONDITIONS
When you buy an application, you have a specific purpose in mind. In this phase we ascertain what you want to do with the tool in concrete terms,
what you want to achieve and when you want to achieve it. This scope determines which tools are eligible, how we can determine the project
phases and how we will tackle the implementation.

FASE 3 – ASSESSING THE OPTIONS: COMPOSING A LONGLIST
i.deeds annually uses five to ten percent of all the hours worked for research. That means, among other things, that our employees have tested
a wide range of applications and tools. We share that knowledge with you and we use it to create a number of options which suit your situation,
wishes and conditions.

FASE 4 – TASTING THE PUDDING: SELECTION SHORTLIST AND DEMO
Depending on the size of your project and on the basis of the results of the first three phases we propose one or two possible applications. With
these we launch a proof-of-concept, so that you can see how the tools perform and eventually make a choice. If you wish, we will also help you with
the realisation and implementation of the chosen tool.

Any questions?
There are a thousand-and-one situations in which the right data visualisation tool can help your
business forward. We will be happy to help you to see the wood for the trees. We will always make
an objective selection and give independent advice.
Would you like more information about how i.deeds can help you to choose the right tool for the job?
Please feel free to contact Lionel Vanpoucke, Managing Director, at lionel.vanpoucke@ideeds.be
or call us on +32 56 650 100.
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