


Profacts is a research agency
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"Marketing research is systematic problem analysis,
model building and fact-finding for the purpose of
improved decision-making and control in the
marketing of goods and services.” (Kotler)
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reveding factors for

dr. TIMOTHY
DESMET

dr. STUN
DE RAMMELAERE

""""""" : Obtained a Ph.D. in

5 Experimental Psychology
at Ghent University
(2003)

Obtained a Ph.D. in
Experimental Psychology
at Ghent University :
(2003) P

: : Started as a Senior Project
Obtaine-d SPesi-doctoral P Y Leader at the market research

srant fromthegwo " A B agency Columbus Quanti, later
became Synovate Belgium

Did scientific research at ‘
Ghent University and MIT : : Became research Director
(2 years) é. ....... E ........................... at Synovate’ responsible

for several key clients

Together they founded Profacts in 2006/2007
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8 YEARS AND GROWING
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ﬁ 1. Don’t worry.
. Every jump is scary.




2. Define a “smart” timeframe.

Don’t decide about continuing or stopping WITHIN this timeframe.
Before jumping, think about both ways.



3. Cash is prince. Cashflow is king.

Invoice 50% in advance. Follow-up your payments.
Zero-tolerance policy.
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5. Don’t get too dependent on-1 main customer.







7. If you want to grow, you will need to let go.

LETTING GO DOES NOT MEAN
YOU STOP CARING. IT MEANS

YOU STOP TRYING TO FORCE
OTHERS TO..

It sounds easy. It is not. Your company is your baby.



8. Customer Delight is not Please Disease.




9. Sometimes,
firing is the best
choice for
everyone.

Firing people sucks.
Make sure it is no ‘
surprise.

‘




10. You cannot be too clear about what is important.
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be.linkedin.com/in/stijnderammelaere

stijn.derammelaere@profacts.be

+32 (0)473/444.882
Eedstraat 31, 9810 Eke, Belgium

www.profacts.be



