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Executive Summary
Findings of this study are based on information collected from numerous books, articles, reports, internet, internal discussions and results from a survey. This document includes an overview of the Dutch ICT market; additionally it gives direction and necessary steps which should be taken by the entrepreneur in order to establish a well organized software company in the Netherlands.  This document seeks to analyze the strengths, resources, opportunities and problems that could be faced during the organizational evolution from start-up towards suitable growth. The research was conducted between March 2009 and May 2009. 

Result of analysis suggested that the Company is facing a highly competitive market with unaffordable economic conditions. However, there are opportunities for start-up which provide unique solutions.  Many companies are having internal problems which could be solved by implementing the right solution.  Highly recommended would be to focus on one sector (Health Care) which gives the chance to explore its needs in a broad perspective.  The study concludes that Amrit Consultancy has two options in order to penetrate the market with its product. Either alone or by cooperation with another ICT company.  Both scenarios will be introduced in great detail in chapter three.
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Introduction

Looking at the present situation of the market one might be confronted with general pessimism and an economic slow down.  Indeed, the situation has been critical for many companies all over the world. However, it is important to mention that this financial crisis was predictable, at least for some economists. What impact has the global financial crisis had on the Dutch economy? For many young, new emerging companies, there is a niche which only small starting companies are able to fill in.  In other words, this crisis needs technology which should not be seen as part of the problem but as a solution. 

Many sociological problems appear when people are faced with redundancy, which for a moment is the case in every segment of the economy. Some people can adapt to the present situation and some can not. For those who can see chances there is a solution. According to many analysts, entrepreneurship gives more opportunities than seeking other forms of employment at this current time.  Therefore, in the following deliberations, it has been suggested to focus on establishing a software company on the Dutch ICT market. There are huge opportunities; however, there are many obstacles as well.  

In this Marketing Strategy plan the possibilities with all their risks and opportunities for a strong position for a software company, will be analyzed. Moreover, it will develop a strategy for the company’s new product, on the Dutch market in particular. Further, introducing a possible strategy for a longer period of time will be determined subsequently in the next chapters.

In the first chapter of this paper; the core business of the company, its future plans, organization and management, in other words the internal situation of Amrit Consultancy B.V., will be described. The company, which developed an innovative method to build complex strategic web applications and management information systems.  Additionally, one gets the product description with its strengths and weaknesses as well.  

The second chapter will introduce the external situation with its explanation of Dutch ICT market and the market analysis based on geographic description and sectors segmentation. As a following step, chapter three consists of a SWOT analysis including a confrontation matrix. Chapter three also introduces a marketing strategy for the targeted market segment. Moreover, it will introduce necessary information about steps taken in order to establish product on the company. Chapter four will describe the financial situation of the company. Chapter five will introduce the implementation steps. Chapter six provides a conclusion and recommendations.  

Central question

 How to introduce a Software Company with its innovative way of building web applications and management information systems in different segments of the B2B of the Dutch ICT national market?

Sub questions:

1. What is the current situation within the ICT sector in the Netherlands?

2. What are the market expectations?

3. Is there room for a small emerging company?

4. How to approach the B2B segment, and with which strategy?

1.0 Internal analysis

In this chapter the internal situation of Amrit Consultancy’s B.V., will be analyzed. The organization, management its core values, mission and vision will be described. As a next step, it will give information on the strengths, weaknesses and quality of the solutions. 

1.1 Company description 

Amrit Consultancy B.V., A Dutch company with Indian origin, was established in 1993 in The Hague. Since that time, the company has been working simultaneously on several activities which involve different segments of the market. The areas which have been focused on are; software development and the building of data bases, project management and consultancy and finally publishing. Based on the data given, the company has been rather successful in the publishing and project management field. There were little projects involving software development however, there have not yet been any major successes concerning these activities so far. The situation needs to be changed. The company wants to focus on their activities around the software services and have a strong presence on the Dutch market. Amrit Consultancy has developed an innovative technology that enables quick, 100% documented, multilingual, database and developer independent, cost competitive and high quality web applications. This innovative and creative way of building complex strategic web applications and management information systems is called ASIS. The main idea is to introduce ASIS (Amrit Strategic Information System) on the Dutch market. The project involves developing and executing a marketing strategy plan for Amrit Consultancy. In the future, ASIS is seen as a separate business unit (SBU).

1.2. Organization

This small company has led by the founder Mr. Baboeram, who together with his wife manages all of the activities. Besides that, there are another four people working in departments such as administration, finance and production department, mainly these are his family members.  His business partner Mr. ‘Saties Mahadew’ from Manage &Wise is working also on the introduction of ASIS on the Dutch market. There were several concepts for the   direction of the unit and it was decided that Mr. Baboeram will focus on ASIS production, Mr. Mahadew on marketing/sales and Mr. Baboeram’s wife on other existing activities of Amrit Consultancy such as publishing and project management.   

The team is convinced that the project will succeed since they have unique solutions for their clients. Amrit Consultancy with its product ASIS wants to have a strong presence on the market. It has been decided that the company frame will be divided as follows. (See figure 1.).  

Mission

Amrit Consultancy is an organization which wishes to make a contribution to the society by developing web based information system. The company works on the introduction of solutions for the costumers where service is personally adapted to needs of the clients. Therefore, the created motto is “Unique needs, Unique Solutions” which is the company’s core strength and value-added proposition. 

Vision

 Amrit Consultancy wishes to establish presence of their unique services ASIS and ICARU, well recognized on the national and international level because of its characteristics. 
Together, with network of partners, the company wishes to work towards high standards and ideals. 

The core values are: 

· Cooperation on high level, where delivering high quality service/product is a priority. 

· Comprehensive Communication, where respons for the needs of customer in quick and adequate way. 

The company wants to become a “solution provider”. Moreover, these core values play a central role in terms of decision making towards stakeholders.

Here is the basic frame of the organization.
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Figure 1.Frame of the organization

1.3 Innovation

Innovations play a role in productivity not directly resulting from labour and capital, but a change synergy or cooperation between the two production factors. 

Following an ICT market and its continued development, one might consider an innovation department as one of the most important company departments. Before even reaching the deep analysis of this particular market it is important to know, what are the assets of Amrit Consultancy? The company knows that, continues improvement is related to continue innovation.  So far, it is known that, the company is run by Mr Dew Baboeram a director and at the same time an inventor of the new technology which could help different companies which are present in the various Dutch market segments improve its organization/communication. Amrit Consultancy has built up a technology to develop web (NET) applications.  Further explanation will be given in the description of the product.

1.4 Production

The production of the service is done in the Head Office of Amrit Consultancy in The Hague.  In some exceptional cases like an emergency, it might be useful to work at a client’s site.  The company has already worked with two specialists which have been trained to work in this field. In case of some additional work which needs to be done there is always the possibility to hire employees. 

1.5 Management and organization

The Management of the organization consists of one person Mr. Dew Baboeram, director of the company. Together with his business partner Mr. Saties Mahadew from ManageWise he is responsible for setting the direction of the company.  The other departments like administration and finance are operated by two other people and the production by two as well. 

Firstly, there is the need for introducing the founder of Amrit Consultancy Mr. Dew Baboeram. He was born in Suriname and emigrated to the Netherlands in 1970 with his family. In 1983 he obtained a master degree in Economics (Banking systems specialization) from the Erasmus University in Rotterdam. His carrier starts as a teacher at the Institute for post graduate higher education. Followed by working for the Educational Institutions as a project manager. Later on, Mr. Baboeram was nominated by the Warray Foundation as a Director. In 1993, He created his own company called Amrit Consultancy (Amcom B.V.), where the main activities are: project management and consultancy, publishing and the software development services. One might describe Mr. Baboeram as a man with   great potential for creativity and this would be an accurate  description as the biggest passion in his life next to his family is history and writing books about it. He has published more than 20 of them so far.

Secondly, the huge contribution for this project will be in cooperation with business partner Mr. Sathies Mahadew from ManageWise. He developed his carrier at Jacobs Nederland as an IT manager. Further, he was IT advisor for the president at the Panattoni Technology Group. Since May 2008 he has been developing his skills as an entrepreneur. 

These two personalities are crucial for the company because of the combination of technical knowledge and (social and IT market) network which can bring the project to a great success with a huge contribution to the society. 

1.6. Product/ Service Offering

In this section, technical information about the solutions with its strengths and weaknesses will be provided. 

1.6.1 Product/ Service description 

In this paragraph the most important signification is that the company offers an intangible product, a service for companies who need improvement within the organization itself. Nowadays, information systems play a critical role in contemporary organizations. “Information systems are interrelated components working together to collect, process, store, and disseminate information to support decision making, coordination, control, analysis, and visualization in an organization.” (Laudon K., Laudon J., p.7). Moreover, information systems effectively require an understanding of the organization, management, and information technology shaping the systems.  The key elements of an organization are its people, structure and operating procedures, politics, and culture. Information systems technology is one of many tools available to managers for coping with change. When a company faces need for changes or improvements of the internal and external communication, an ASIS or ICARU might be the solution for it.

There are three lines in the development process:

· The first line is the analysis of the concept of web based information-the ICARU model. This model gives possibility to capture all web based information in a model that enables employees to put all types of information in categories that could simplify the process of information analysis on a web application. (explanation will be provided below.) (Amrit Consultancy, internal documentation 2008).

· The second line is the development of a generic data model. This model explains that, every data model rests and the development of separate modules that can be linked to each other because of the generic foundation. Every model has intermediate pieces of the data model that linked one module to another one while still standing on the same foundation. (Amrit Consultancy, internal documentation 2008).

· The third line is the development of programming tools for building strategic information systems that is independent of a specific programmer and developer. (Amrit Consultancy, internal documentation 2008). 

Based on this ICARU model they have developed the data model and programming tool to develop web based information systems with the following features:

ICARU all web based information and the abbreviation stands for: Information, Communication, Administration, Report and analysis, Utilities. ICARU model is a data model and programming tools to develop web based information systems with the following features. A web application consists of modules that are linked to each other. It can be constructed as a customer relation marketing instrument to administer all relations with a financial system or a system for project management. Those modules can be linked to an alert system that uses email or SMS alert. System is database independent. (Amrit Consultancy, internal documentation 2008). The company can develop the system for Oracle or SQL Server. These systems have been tested for both system and even for a small database system as MS Access. These systems can be developed as multilingual system in which any textual information or any images can show in any selected language. So it is possible that in one country some data such as statistics or names and addresses are entered in English and another person in say Holland can retrieve this information with Dutch labels. Certain information should be translated. There is automatic translation. The languages must be set before hand and it must be ensured that all Multilanguage labels are translated correctly. Systems have the possibility to record the history of changes in a record in case that a record is not permanently deleted. It is necessary to keep record of the user who made the changes, the date and time of the changes and the contents of the specific field that was changed. This system can be integrated in other system by building exchange systems. Further, the system sends data in the form of XML files to another system or reads data from XML from other system for into database. System can generate Excel, Word, and ASCII or PDF files for use in other systems. (Amrit Consultancy, internal documentation 2008).

Here is a description of how the information system is place within the company. 
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Figure 2. Information System and its place within company (Laudon K. L.& Laudon J.P. 1998 p.16)

1.6.2 Strength of the product/Service

· A web application consists of modules that are linked to each other.

·  System is database independent.

· These systems can be developed as multilingual systems in which any textual information or any images can be shown in any selected language.

·  Systems have the possibility to record the history of changes; a record is not permanently deleted.

· This system can be integrated in other system by building exchange systems.

· The most important factor is that this system (ASIS with ICARU) is able to be applied, adapted to needs of every company on the market. 

·  The sky is the limit: the information system allows a wide range of modules to develop administrative applications, reporting modules, interactive communication etc.

Figure3. Basic concept of the product ASIS (with ICARU)

1.6.3 Weaknesses of the product/Service

One major weakness of the product offered is:

· Further development into Flash environment (explanation of the Flash environment is provided in Appendix I).
· Single source of development (one way of thinking)

What does it mean for future customers? Needs and technology are changing, ICT expertise is constantly built up, therefore every single product needs to be improved and especially in this sector. The customer needs to be aware of that, the service which is provided needs constant improvement. Customer should not notice any inconvenience about that.

1.6.4 Quality of the product/Service 

Amrit Consultancy provides solutions for Business process optimization and Business process reengineering. The service is broad to the customer on high standard level. The benefits of the service are:

· True Increase ROI (Return on Investment) of the company by:

· Improved internal communication among the departments 

Improved per formation of ICT infrastructure resources

· Increase efficiency

· Staying in business by: 

· creating Competitive Advantage 

1.7. Summary

To sum up an internal analysis, one can come to the conclusion that, company Amrit Consultancy has developed a solution which can have a great contribution to the society at large because of its strengths and quality. Therefore, in the second chapter a research will be conducted which will lead to the designing a marketing strategy in chapter three. 

2.0 External analysis 

In this chapter all external factors which might create opportunities for or threats to a company, will be introduced. Firstly, it is necessary to have an overview of the Dutch ICT market. Furthermore, it is important to introduce the Dutch market in greater detail based on its geographical description and segmentation within the market. In conclusion, the company will choose the sector and region in which it would like to appear. . 

Looking at the European market one might say that the ICT Small Middle Enterprise (SMEs) make up a considerable part of the total ICT enterprises in Europe. The share of the ICT SMEs in the total ICT employment in EU27 is 44% for ICT manufacturing and 52% for ICT services. Due to the relatively low level of labor productivity in ICT services the SMEs are small. 

How is the situation in the Netherlands? In order to gain more information it was necessary to search for available data  at the  Central Statistic Office (CBS, National reeking, 2009 p. 11).It seems that, the ICT sector benefited since 2004 and has been willing to attract the Dutch economy, particularly in the ICT services industry. Moreover, it increased domestic ICT investment to almost 15 billion Euros in 2006. (CBS, National reeking, 2009 p.12)
In order to move forward it is necessary to mention what   ICT means? Which particular area of ICT is this document related to?

The basic ICT definition focuses on the division as a sector production, either ICT manufactured products or ICT services. In this document only ICT services will be introduced and within this definition of the ICT sector there are different activities:

· Communication

· Mobile communications

· Cable companies

· Satellite services

· Internet access providers

· Computers

· Software development and services

· Hardware development and manufacturing

· Services

· Content

· Online entertainment

· Publishing

· Internet content providers

· Electronic commerce

To better understand the nature of the company and its products, it is necessary to narrow down the company’s activities.  This document will concentrate on one activity only namely: Computers, Software development and services.  

2.1 Market Summary 

High economic growth and rapid globalization characterized the years around the turn of the Millennium, before the boom turned into a bust, in 2001. The position of the Netherlands at the cross-road of international trade, profited from the rise of the international flow of goods, services and information. The Netherlands ranked as the top location in Europe for New enterprises. Further, in relation to the Dutch market for Information and Communication Technology (ICT), it amounts to about five% of the total European ICT market and is the sixth largest in Europe. (The Network University A-dam, 2009).

The Netherlands has a prosperous and open economy which depends heavily on foreign trade. The economy is noted for stable industrial relations, moderate unemployment and inflation, a sizeable current account surplus, and an important role as a European transportation hub.  The country has been one of the leading European nations for attracting foreign direct investment and is one of the four largest investors in the US. The rate of job growth reached 10-year highs in 2007, but economic growth fell sharply in 2008 as fallout from the world financial crisis constricted demand and raised the specter of a recession in 2009. However, there is some positive prospect as well. According to Mr. Erwin Berkhuyes, who said: “We see a good and strong business arena. The Netherlands has shown a healthy economic market”. (IT EUROPA report 2008). There are 23 920 active ICT companies which is   nearly 3.5% of all the companies within the Netherlands.  Of these companies, 1275 are active within the ICT goods sector, whereas 22 645 are active within the ICT services sector. (CBS, National reeking, 2009 p. 22).

The use of ICT is growing.. Approximately 80 percent of the population has access to the Internet. More than 90 per cent of all businesses own one or more computers. The entire economy relies on the support of ICT. (CBS, National reeking 2009 p.30). Moreover, this sector has become an important economic activity over the past decades. Furthermore, ICTs have a share of the total economic growth from 4.5% to almost 6% (CBS, National reeking 2009 p.31). As a result this segment has a huge influence on the Dutch society.  One can say that, the Dutch society is standing on the threshold of a new wave of socio-economic developments brought about by ICT.

In the Netherlands, it is the ICT services sector that has accounted for most of the economic growth in the ICT industry as a whole. The transition of the Dutch economy towards one based on services and information is reflected by an increasing number of people working within the ICT sector. (CBS, National reeking 2009 p.70).

 Let us consider a deeper overview of the situation. Since 1999, the ICT service providers have no longer experienced such high growth rates. However, it has become increasingly difficult to employ higher trained staff. . The number of jobs in the business services was, at the end of 2007, 48 thousand. This is 5 thousand more than at the end of 2006. At computer desks 71 vacancies per thousand jobs were open. (CBS, National reeking 2009. p.70). ICT companies complain about the lack of staff. In 2007, over 60% of entrepreneurs in ICT said that they have a shortage of personnel. (CBS, National reeking 2009. p.72)

2.1.1Target markets

Having a deeper overview on services described in this chapter, one might come to the conclusion that the services offered are basically applied to the needs of every company on the market. It could be a small, medium sized or large company in every sector.  Therefore, it is necessary to describe the whole market and then, based on the results, choose the right sector. In the first part, it will introduce the   ICT market, based on its geographic description.  In the second part, how ICT functions within different segments of the market?  The target groups are: ICT departments within non ICT companies. After the analysis, the company will decide within which sector it is going to work.  The ideal customers are companies who are open for opportunities and who are not afraid of changes and investments in new technology. 

In the following chapter, a description of the market in the Netherlands based on geographic information will be given. .

2.1.1.1 Market demographics

The Netherlands is located in Western Europe, bordering the North Sea, and between Belgium and Germany. Its land surface is 41,526 km2. The country is divided into 12 provinces; Drenthe, Flevoland, Friesland (Frysland), Gelderland, Groningen, Limburg, Noord-Brabant (North Brabant), Noord-Holland (North Holland), Overijssel, Utrecht, Zeeland (Zealand), and Zuid-Holland (South Holland).  (CIA website 2009).

2.1.1.2Geographic

The 12th provinces follow the Dutch cyclical movement and each province has its own characteristics. The most important where mentioned above. In Flevoland urban areas grew quicker than the rural areas. Middle-Flevoland, in places like Lelystad and Zeewolde, the growth was above average. Moreover, Almere which attracts more and more companies and is the driving force behind Flevoland, had an economic growth of 5%.  It was one of the fastest growing regions of the Netherlands in 2007. The provinces of Zeeland and Limburg had the lowest economic growth rate in the Netherlands in 2007. Poor economic development in Zeeland is mainly due to a small growing (chemical) industry.  In Flanders, there was a slight increase in activity. In Limburg, the GDP, especially in the southern part was moderate. Another region which developed was South Holland.

Despite years of strong economic growth in Flevoland, the proportion of the GDP in 2006 in this Dutch province, is still the smallest. Also, Zeeland and Drenthe are economically small, with a share of less than 2.5 %. Groningen and Friesland are just above this. Flevoland is steadily approaching the level of the GDP of Zealand. If the average growth rate of the last twelve years continues in Flevoland and Zeeland, then by 2012, Flevoland will have passed Zeeland. The population of Flevoland is almost as large as that of Zeeland. The economic middle group of the Netherlands is represented by  Overijssel and Limburg, which   contribution around 5% to the GDP and by Utrecht and Gelderland with a share of about 10 %. More than half of the Dutch GDP is generated by South Holland, North Holland and North Brabant. These three provinces have a combined share of 55% to the GDP. This is not very surprising since 52% of the Dutch population live in these provinces. The shares in the GDP change, despite the differences in economic growth, little over the years.  The contribution to the Dutch economic growth depends heavily on the economic size of the provinces. South-Holland, North-Holland and North-Brabant, the provinces with the highest number of inhabitants, were also the largest contributors to the Dutch growth in 2007. With an economic growth of 3.5%, 2 percentage points where from these three provinces. The urban centers in these provinces were largely responsible for these major contributions, namely, Rotterdam and The Hague in South Holland, (Great) Amsterdam in North-Holland,

as well as Eindhoven and s-Hertogenbosch in the eastern part of North Brabant. The economies in Amsterdam, Rotterdam, Den Haag and Utrecht grew faster than the national average. The four cities are important contributors to the economy of the Randstad. (CBS, The regional economy 2008). Looking nationally, four major cities are pressing a heavy stamp on the development of the economy. (CBS, The regional economy 2008). Each of these cities has their own character. Amsterdam and Utrecht are the commercial centers, Den Haag is a governmental town and the port of Rotterdam is more industrial in nature. The capital is Amsterdam, adjacent to and including the international airport, Schipol. However, unlike in most other countries, the political centre is in The Hague. In this city, the public sector is relatively strong represented. The share of the 'industry' of the government is three times higher than in the other three major cities. Furthermore, it plays an important commercial service role. Flevoland, with the highest growth rate in 2007, contributed, even with its small size,  a tenth percentage point to the  national growth.(CBS The regional economy in  2007 p.5) Apart from  the three largest provinces and the province of Utrecht,  three smaller regions are relatively far from the Dutch growth. The agglomeration Arnhem / Nijmegen / Twente / Veluwe contributed a tenth percentage point the economic growth in 2007. (CBS, The regional economy in 2007 p.7). 

Since geographical description only is not sufficient for this document, it is necessary to take a deeper look at how the economical situation within segments of the Netherlands is represented. In order to get the most recent information it was necessary to study the reports published by the Central Statistics Office (CBS). 

The national income in 2007 increased by 4.7% to over 500 billion Euro. (CBS, The regional economy in 2007 p.8). Due to a less favorable exchange rate since the third quarter, the financial ability of Dutch residents (households and organizations) was decreased by 6 billion Euros. A distinction is made between households, non-financial corporations, financial institutions and the government. Despite the fact that the economy grew for the second year, it did not benefit all sectors. Households were driven by a strong job growth as their real disposable income increased by 3.7%. The increase was lower than in the previous two years. Thus, the profit for tax, banks and insurers compared to 2006, decreased. The government received more than 9 billion Euro and spent 10.5 billion Euro more than in 2006 (CBS, The regional economy 2007 p. 111).  

· Households 

In households including non-profit institutions serving households in 2007, significantly more income was generated. The real disposable income of households grew by 3.7%. The main cause for the strong income growth was the continued growth in the economy, where more than 200 thousand jobs were created. This increased the compensation of employees and the 15 billion mixed income of self, with 4.4 billion. (CBS, The regional economy in 2007 p.127)

· Non-financial corporations 
The non-financial companies earned a share of almost 57%, an important contribution to added value in the Netherlands. This sector includes all industry excluding financial institutions and independent entrepreneurs. Non-financial companies performed well, but profit growth in production decreased in 2007, of non-financial firms in almost all industries. The highest increase was achieved by the commercial service providers. In particular, the agencies in 2007 performed very rigid. (CBS, The regional economy in 2007 p.132)

· Financial institutions 
For the financial institutions was signed in 2007 by the global turmoil financial markets, also said the credit crisis. The crisis began in the second half of the year and had an effect, inter alia, on the stock exchanges throughout the world. Financial institutions often have a large part of their assets invested. Falling stock markets around the world have also affected other banks, insurers and pension funds in 2007. (CBS, The regional economy in 2007 p.134)

The given information provides one with a general overview of the market situation. It would be advisable for Amrit Consultancy to narrow down their primary research to one particular segment of the market. It would provide the chance to have a deeper overview of the needs, and growth within particular segments.  Considering all sectors mentioned below, it was decided to focus on the Health Care sector which seems to be a long run, prosperous sector within western societies. Furthermore, Amrit Consultancy have   already done some small projects for Haga Hospital in The Hague therefore, it is familiar with the existing culture.   

· Private sector

Retail

Financial

Export & Import

Hospitality & Gastronomy

Industrial Manufacturing 

Infrastructure

Education

Health Care

Transportation

Real Estate

· Public sector

Governmental organizations; Non- governmental organizations

Embassy

Local government     

Within the following chapters of external analysis, market trends and growth, additional data will be added   regarding the Health care sector (Hospitals and Insurance). 

Who are the Players and what are the market segments? Analysis of the Health Care sector.

Three “players” are of importance to the insurance scheme: healthcare insurers, healthcare providers, and patients or clients. Between these players, three market segments can be distinguished within the healthcare sector: healthcare insurance, health care purchasing and healthcare providing. Healthcare insurance happens between the insurers and clients, healthcare purchasing between insurers and healthcare providers and healthcare providing between healthcare providers and patients. Presently there are 88 hospitals in The Netherlands. Additionally, one can distinguish 33 insurance companies on the market. (Nederlandse Zorg autoriteiten NZa, 2008) (See appendix number III and IV).

The Dutch healthcare sector has undergone structural reform (NZa), with the main objective to create a more market oriented insurance system for higher customer satisfaction. The ageing population, an increasing number of people suffering from chronicle diseases such as diabetes and heart disease (Nza), and long waiting lists caused by previous cost containment policies (NZa) were the most important reasons for change in the sector. The new situation and the business implications of the reforms has created a new health insurance law, effective since January 1 2006. This incorporates private insurance in the statutory insurance scheme. In this new scheme it is obligatory for all Dutch citizens to have a basic insurance whereas additional insurance is voluntary (NZa, 2008). The central supply driven system has been replaced by a regulated market force driven system to prepare the healthcare for the future. De Nederlandse Zorg autoriteiten (NZa) supervises the implementation of the new health insurance law. To improve the market orientation of the sector, consumers, insurers and healthcare providers all receive more freedom of choice and responsibility.

2.1.1.3 Demographics

The Netherlands has a total population of 16 million people. There is an active working population of 6.6 million people, some 90,000 registered companies with a staff of more than five people, and 6.5 million Dutch households.(CBS, The regional economy in 2009 p. 25). The Netherlands is a technologically advanced country offering an excellent transportation and telecommunications infrastructure.  The Netherlands offers a compact market, which is used by many ICT companies from abroad as a pilot market and as a central point for the distribution of products and services throughout Europe. According to the Dutch ICT Market research of 2004 there are 236.000 computer scientists working. The total population working in the ICT field as managers is 92.500. Below is a chart which provides the basic data. (Antal International, Global Recruitment Solutions Applied Locally, 2004).  
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Figure 4. Dutch ICT population (DIMS 2004) 

2.1.1.4 Behavior factors/ Customer analysis 

This business market is significantly different from a customers market. The selection of a supplier in business-to-business markets is more complicated. Since people are buying on behalf of their organizations rather than themselves, there is (at face value) a greater pressure to be objective and rational about their decision. In business-to business markets the buyers and specifiers may well know just as much about the products purchased, as the companies that supply them. (Kotler P., Keller K. L. 2006, p.212). In a business-to-business situation it is unlikely that just one person will make the buying decision. A specialist may test and approve the product; a production manager may run it through trials; a board of directors may impose an overriding structure on the source of supply; and a buyer will almost certainly negotiate the price. Compare this with an item of clothing, personal care or food where an individual has most influence, occasionally influenced by another member of the family. While single person purchasing is not unusual, especially within a small company, a significant percentage of business buying, especially within larger organizations, requires the input of many.  Those associated with the purchase decision are known to be part of a Buying Centre, which consists of individuals within an organization that perform one or more of the following roles:

· Buyer – responsible for dealing with suppliers and placing orders (ICT department). 

· Decider – has the power to make the final purchase decision (CIO). 

· Influencer – has the ability to affect what is ordered such as setting order specifications (ICT employees, researchers, product managers). 

· User – those who will actually use the product when it is received (office staff, ICT department, and whole company). 

· Initiator – any Buying Centre member who is the first to determine that a need exists (employees of office department or customer of the company). 

· Gatekeeper – anyone who controls access to other Buying Centre members (Kotler P., Keller K. L. 2006, p.214). (administrative assistant). 

Business purchasing follows the same five-step buying process faced by consumers:

1. Need Recognition 

2. Search 

3. Evaluate Options 

4. Purchase 

5. After-Purchase Evaluation.  (Market Segmentation in B2B Markets) 

According to  research from the Butler Group (Europe’s leading IT Research and Analysis Organization), CIO’s (Chief Information Officer) must determine the best way to apply technology to the business. Traditionally, the CIO’s placed money on uncertain technologies and therefore had to be a technology expert. Nowadays, the CIO’s role involves 80% business and 20% technology. (Butler Group, 2009).

It is hugely important for CIO’s to learn about the business, understand his or her industry, and be seen as someone who talks business and not three-letter acronyms. They should be a strategic partner in the business.

CIO’s have a strong governance process in which each business area decides its own development priorities and determines how much it is prepared to invest. 
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Figure 5.  Risks in SMEs (Kotler P., Keller K. L, 2006)

These numbers refers to the risk in SMEs 

1= computer system crash
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9=debtors late payments

5=over time deliveries

10= missing targets

13= dependency suppliers

14= bad investment analyses

15=bad discipline

16=no production fall-back

17= legal fines

18= production liability (Kotler P., Keller K. L, 2006).

One should also recognize that, implementation efficiency has little to do with software “fit to purpose.” Some organizations complete an implementation on time and within budget, only to discover that users do not adopt the new software. In these cases, the deeper issue of ICT / business alignment comes into play. In other words, software implementations that do not properly address business requirements are equal failures in both the cloud and on-premise worlds. Although cloud computing implementations may be faster and less expensive than corresponding on-premise deployments, wrong-headed software purchases are wrong. (Butler Group, 2009). 

Many ICT projects fail because of the internal situation of the company such as: wrong internal as well as external communication, lack of resources and documentations and last but not least uncertainties about changes within ICT systems (financially as well as technically). An organization has to pay more attention to ICT governance. 

To be successful, one must pay attention to routine aspects such as job descriptions, the communications program, and training. The key elements in change management include getting buy-in, along with talking about the project early.

2.1.2 Market Needs

Regarding ICT departments

It is important to search for additional data which gives the company a deeper overview of the problems within the ICT market.  The most important discovery so far was that, many companies fail in some ICT projects, and one might wonder what the reasons are for it. In this part the problems will be introduced but also ways to overcome them. According to   the Butler Group (Europe’s leading IT Research and Analysis Organization)   organizations must look beyond the requirements of compliance and towards deriving business. , The following factors could also be possible reasons for failure:

· Lack of documentation – Although legacy systems still in operation typically perform well, many lack sufficient documentation of comprehensive requirements and design. Therefore, it takes people with in-depth knowledge of specific systems to make any modifications or add new functionality. 

· Lack of skilled resources – At the same time, the number of people skilled and experienced with these hardware and software environments continues to dwindle, which adds to the problem. New generations of development resources want to spend their time working in modern technology environments, therefore, it is difficult to replace legacy systems experts, who move to other positions or exit the workforce.

· An old computer system or application program - A legacy system is that it continues to be used, mainly because it still supplies  in the users' needs, even though newer technology is available. "Legacy" may have little to do with the size or age of the system. However, it is characterized as being stable, accurate and of high-performance.

· Increase the risk of system failures and security breaches by new software

· A quick and easy replacement strategy has often proven highly costly in time and money. Previous factors combine to leave organizations with legacy systems currently facing decreasing ability to respond to changes in their environments and increasing costs of sustaining operations. Therefore, organizations need to leverage the investments made to date, while reducing the risk and increasing responsiveness to evolving business conditions.

· On the IT Devil’s Triangle- The customer, vendor, and system integrator all have vital roles to play in project success.

· The buyer does not fully understand the consequence of implementing a major enterprise system. In general, it is not unusual to observe an enterprise software implementation overcome a small local government’s [or private sector organization's] capacity to handle change. 

· Systems integrators and consulting firms must be more straightforward in explaining pitfalls and success requirements to potential clients. Some consultants have the tendency to describe an overly positive picture during the sales process. 

· Software vendors should build modular and easier-to-implement systems; improving software usability also reduces implementation failure rates. 

After an in-depth analysis of the ICT market and its needs one may conclude that, currently this segment is struggling with several problems. According to the Butler Group, here are the major technical problems: 

· Limited ability to add new functionality.

· Legacy systems have little or no integration with other systems.

· Ageing or proprietary hardware and software environments.

· Limited qualified and available resources to work on legacy systems.

· Multiple, disparate systems, which may still contain unstructured code.

· Systems are insufficiently documented; unclear plan for sustaining operations.

However, there are other aspects such as: 

· Organizations have varying levels of maturity with respect to governance. For example, many large companies still do not use a project management office to execute projects consistently. A surprising number of functioning, profitable companies deliver their projects in an ad hoc fashion, treating each one somewhat differently.(Butler Group, 2009).

· Traditionally data centers have been managed in silo’ed teams dictated by the historic differences between the technologies such as network, storage, Windows systems, and mainframes; these silos have generated highly specialist resources and management tools, which do not easily integrate to provide an end-to-end perspective of the service IT is delivering to the business. An holistic approach can help CIOs redesign their IT departments to be more business focused and agile. (Butler Group, 2009).

· Most technology systems continue to be viewed by the business community as inhibitors of progress, rather than as innovative solutions capable of delivering agile operations. Struggling with business and technology alignment issues, business professionals should actively search for business-enhancing technology solutions that are fit-for-purpose and come without the need to undertake major time-constrain. (Butler Group, 2009).

To sum up, currently, the Internet offers the dual benefit of reach and rich – the reach is possible because what one needs is a device with a browser. The richness is possible through the technologies with modern Applications. According to the Butler Group, building Rich Internet and Web Applications will become the default mode of application development in the future.

Further, using data federation it is possible to create complex knowledge applications with front- and back-office collaboration. Companies should seek an end-to-end, process- and content-driven application life cycle system, from business need to production, with a proven record of enabling organizations to better manage their business processes. (Butler Group, 2009).

Necessary steps need to be taken if the organization willing to move forward has to:

· Understand the position that they are in. Everything in order to know, what problems there are 

· Draft a plan of action where objectives and goals are clearly defined. 

· Find a  suitable solution, the right program which drives smoothly 

· The implementation of the right system, which improves perforation of hardware and software asset discovery through an agent less non-intrusive process, identifies IT infrastructure resources using a patented fingerprinting mechanism, and provides trend-based analytics. The inventory data and analytics capability can be used for initiatives (licensing negotiation, licensing compliance audits, and data centre migrations).

Nowadays, service suites need to be equipped to deal with new identity and access control requirements which include: Web and remote access user communities, federated business relationships, and a growing services-led information access culture. According to the Butler Group, systems which bring together Enterprise Content Management (ECM), Business Process Management (BPM), Business Rules Management (BRM), and operational Business Intelligence (BI), TIBCO Software’s iProcess Suite are one of the most established Business Process Management (BPM) solutions on the market. (Butler Group, 2009)

Substantial competition for limited resources creates a possibility for mismanagement. Governance helps prevent organizations from either wasting resources or applying them to technologically interesting areas that have no particular value to the company. Proper governance also helps ensure that proposals for new systems are aligned with the company’s overall strategic plan.

Regarding Health Care Sector 

In order to know what the expectations and needs of the market and company’s future costumers are, Amrit Consultancy created a questionnaire (see Appendix II) which was published online and distributed among 88 hospitals in the Netherlands. The list of hospitals is provided in Appendix II. In order to simplify the answers of focus groups, the questionnaire was designed in Dutch and was distributed among ICT departments within hospitals. Unfortunately, only 10 hospitals were able to give a response. The expected time duration of response was relatively short (two weeks) which could have affected the result with this particular method.  Based on this, it was very difficult to reach a conclusion.  However, it is important to mention the factor which has an influence on decision making within this sector. It is;

· Quality is important in any sector but more so in the health care sector. For a given patient, it is important not only to get treated but also to get treatment of a high quality. Indeed, the latter may outweigh the former and patients may choose to delay treatments or pay extra to get access to more experienced providers. It is therefore important to consider possible quality effects of mergers and other types of re-organizations. Quality is also a particular challenge in the attempt to measure the potential gains from mergers (NZa Efficiency Gains from Mergers in the Healthcare Sector, Part B, Modelling p.176).The view of health quality is a multi-dimensional concept. 

There are five dimensions:

Effectiveness

The extent to which attainable improvements in health are attained. It is the degree to which processes result in desired outcomes, free from error.

Safety

The degree to which health care processes avoid, prevent, and ameliorate adverse outcomes or injuries that stem from the processes of health care itself. Safety is closely related to effectiveness, but distinct by emphasizing the prevention of unintentional adverse events for patients.

Responsiveness (patient-centeredness, patients’ satisfaction)

How a system treats people to meet their legitimate non-health expectations. It concerns the degree to which a system actually places the patient/ user at the center of its delivery of healthcare, and how it focuses on the caring, communication and understanding in the clinic-patient relationship. Responsiveness is often assessed in terms of patient’s experience of their health care.

Accessibility

The ease with which health services are reached. Access can be physical, financial or psychological, and requires that health services are a priori available.

Equity (equitability)

The extent to which a system deals fairly with all concerned. Equity, in this context, deals with the distribution of healthcare and its benefits among people. (NZa, Efficiency Gains from Mergers in the Healthcare Sector, Part B, Modelling p.177)

2.1.3 Market trends

Regarding ICT In general

The government provides ICT as a service to citizens and businesses and within the government itself, on a large scale. A well-known development in the public sector is the introduction of DigiD. This means Digital Identity and is a system shared among cooperating public administrations. This system allows for digital authentication of citizens and/or business representatives applying for electronic services (CBS, The regional economy in 2009 chapter 6, p.16). In 2008, approximately 32 percent of the Dutch population was part of this system. (CBS, The regional economy in 2007 chapter 6 p.17)
In the education sector, schools convey the message that ICT makes an important contribution to the attractiveness of education. 

According to data from the Central Statistics Office, the Netherlands competes well on the ICT field with other countries. E-commerce continues to grow. In 2008, 7.7 million people purchased products via the Internet. Examples include the increased use of DigiD.
The telecommunications sector in the Netherlands contributed approximately 2.4% to the gross domestic product in 2007. Broadband and having a website are common among businesses in the Netherlands. This is the base advanced and large scale ICT applications. Using ICT to support businesses in the Dutch industry concentrates on the production and distribution within the Dutch service on marketing and the customer (CBS, The regional economy in 2009 chapter 6, p.18). 
Automated data exchange (ADE) offers advantages in terms of efficiency and standardization of services and products. Large companies apply these processes too: 43 % of companies with more than 500 employees paste ADE, for example, to send purchase orders to suppliers. Chain is mainly for a big company’s 'trade' and ' industry '. The electronic sales and purchases by businesses continue to increase annually. E-commerce sales in 1999 amounted to just over 3 % of the total turnover of the companies. In 2007 this was increased to nearly 15%. (CBS, The regional economy in 2009, p.20).


Regarding the Health Care Sector

The liberalization of the Dutch healthcare sector has led to a number of mergers between healthcare and related institutions. (NZa).The mergers of major concern are between hospitals or between a hospital and an insurance company, while the greatest number of mergers takes place between nursing homes and home care providers. Although, at present, the merging parties have only put forward unsubstantiated arguments claiming the benefits of their action, more and better efficiency and quality defenses are to be expected in the future. (NZa, Efficiency Gains from Mergers in the Healthcare Sector, Part B, Modelling p.71) The first influence in the healthcare insurance segment is a strong tendency towards the forming of concentrations through mergers, acquisitions and collaboration agreements. UVIT (Unive, VGZ, IZA and Trias) and DAM (Delta Lloyd, Agis and Menzis) announced the intention to merge, although the last was eventually  canceled. Nowadays the four biggest healthcare insurers consist of almost ninety percent of the market (NZa, 2007). All mergers must be approved by the Nederlandse Mededings Autoriteit (NZa, Efficiency Gains from Mergers in the Healthcare Sector, Part B, Modelling p. 72). In the healthcare sector, one can observe the purchasing scale and scope efficiency. Health insurance companies generally contract for a package of treatments with healthcare providers. They can successfully bargain for discounts and therefore they obtain lower prices than the price listed for individuals (NZa, Efficiency Gains from Mergers in the Healthcare Sector, Part B, Modelling p.33)

Hospitals are traditionally less competition-oriented organizations than insurers. However, the present reforms in the Netherlands target the introduction of more competition between hospitals and bargaining over product prices between insurers and hospitals. An insurer that takes over a hospital may induce a more profit-oriented approach of company governance and improve the hospital’s performance in a competitive environment (NZa, Efficiency Gains from Mergers in the Healthcare Sector, Part B, Modelling p.43) 

The spread of ICT resources is comparable to the rest of the economy. In the health care, used in 2007, a computer and the internet in social welfare were employed more regularly. 
E-health is an emerging field, which is characterized by a considerable cross - between medical science, health and business practices. The best known, form used is the electronic patient file. (CBS, The regional economy in 2009 chapter 6 p.17)

2.1.4 Market Growth

Regarding ICT in general

According to recent data from CBS, published on request of the Ministry of Economic Affairs, the main conclusion is that, the Netherlands has a good business climate in many aspects. This is especially true for the conditions of economic growth, such as macro-economic conditions and the functioning of the government. On innovation, however, crucial to the development of productivity and ultimately economic growth – the Netherlands scores less than most other countries. (CBS, The regional economy in 2009, chapter 9, p. 20).  From this new screen it appears that entrepreneurship in the Netherlands has improved. The proportion of entrepreneurs in the labour force has increased as well as the number of people to establish a business or who has just started growth. A good business climate has a positive impact on economic growth, because it has a pull effect on investment, both from the existing domestic firms as potential foreign companies and investors. 

The Netherlands accounts for a large number of software and service firms, ranging from very small, often serving niche markets, to very large firms.  Among the larger Dutch software firms are Baan (now owned by British Invensys) for Enterprise Resource Planning (ERP) software products and Exact for E-Business and ERP/financial software. (CBS, The regional economy in 2009, chapter 9, p. 21).
Some 65-70% of software products available in the Netherlands are imported.  The United States is by far the largest supplier, followed by the European software producers in Germany, the United Kingdom and France.

The total Dutch software market reportedly consists of about 30% tools, 40% applications software and 30% systems software. (CBS, The regional economy in 2009, chapter 9, p.22).

Regarding Health Care sector

Demand for external services, particularly outsourcing of ICT activities, is the strongest from financial organizations, telecommunications industry, central government, Dutch multinationals, the public utility and health care sectors. Competition in the market is increasing, while mergers and takeovers continue to take place in this sector.  Although not as severe a problem as one or two years ago, service firms are still experiencing difficulty in finding sufficient qualified staff to service their clients.(NZa, Efficiency Gains from Mergers in the Healthcare Sector, Part B, Modelling, 2008,p.15 )

The latest information shows that, the revenue within this segment is approximately 1.1 billion Euro, which is about 8% of the total expenses on hospital care in the Netherlands.(Nza, 2008). To eliminate the revenue associated with the competitive segment from the prospective budgets for the regulated segment, the Dutch Healthcare Authority estimated cost prices (i.e. average unit cost) for the products, based on a survey of a group of 12 hospitals and multiplied these cost prices with the estimated volumes. Apart from hospitals, there are also so-called Independent Treatment Centers (ZBC’s) active in the market for hospital care. These ZBC’s are small outpatient treatment Centers which were allowed to enter the market since 1998. However, ZBC’s are allowed to provide treatments that do not require an overnight stay in the hospital. In recent years, the increase in the number of ZBC’s has been in contrast to the stable concentration of hospitals. (NZa, Efficiency Gains from Mergers in the Healthcare Sector, Part B, Modelling p.16)

2.1.5 Competition/Potential entrants

Regarding ICT in general

There are more than 5000 ICT companies on the market in the Netherlands with a few large ones which have a leading position, varying in size from very small to very large and ranging from hardware vendors to management consultants. There are about 570 ICT companies in the South Holland region. (HR, Praktijk Gids, 2008).  About 30% of the market is in the hands of the top five, mostly Netherlands headquartered, service providers. Among the larger Dutch software firms are Baan, Enterprise Resource Planning (ERP) software products and Exact for E-Business and ERP/financial software. (CBS, The regional economy in 2009, chapter 9, p. 20). In addition there are also , Atos-Origin, CMG, Getronics and Cap Gemini, as well as several International; Global Recruitment Solutions Applied Locally (The Dutch construction Market Alternative Energy, an Industry specific synopsis) Unit 4 Agresso, AmberPoint, Adaptive Planet Software Solutions, ISIS Papyrus Communication & Process Platform, Ogica, Ordina en Sogeti, Atos Origin, Centric, 2E2 Consultancy, DNC en Headfirst and many others which are offering the key to success and integrated systems to their customers. Many of them provide special designer programs for companies which include technological solutions that allow its customers to govern and manage SOA-based applications, from high-level composites and processes down into the SOA infrastructure, and with visibility into the lower-level application infrastructure. However, the extreme number of SOA Platform vendors competing for market shares, means that consolidation will gather speed. There will still be scope for vendors with an incomplete portfolio to fill in the gaps through acquisition, but we will also see some of the larger vendors acquiring competitors simply to accelerate their market share growth. In other words it is a highly competitive market.

Regarding Health Care Sector

Considering data collected from the Company‘s questionnaire, one might reach the conclusion that, this sector (hospitals) are willing to work with big ICT companies. In the sector where quality is the premium goal quality suppliers matters as well. Therefore, there is a need for services of high standards.  Small companies are usually hired only for small projects and on a one time basis.  

2.1.6. Regulations needed for establishing company 

The company’s plans involve establishing its service on the market and making its service well known. When the awareness of the service is sufficient, then it will create a separate company. It will exist as a separate entity from Amrit Consultancy. It should take two to five years to achieve this.  Therefore, in Appendix III the necessary information about establishing a company is provided. Data was retrieved from The Netherlands Chamber of Commerce.

2.2. SWOT Analysis

The following SWOT analysis captures key strengths and weaknesses within the company, and describes the opportunities and threats faced by Amrit Consultancy. 

2.2.1 Strengths

· Quality of the service/product 

· Experienced management in the field of ICT

· Reasonable price for the service provided

· Related to established brands (NET from Microsoft)

2.2.2 Weaknesses

· Lack of broad service in Software environment. 

· Not enough Human Resources available yet.
· No certificates available yet.

· Lack of financial resources available for marketing complains.

· One lead man product development and production. 

2.2.3 Opportunities

· Increase sales 

· Increase production 

· Gain  more experience 

2.2.4 Threats

· Due to the financial crisis many companies are not interested in investing in something new. 

· Lack of awareness about the special features of our service. 

· No brand awareness among our target groups.
2.2.5 Confrontation matrix and Summary of SWOT

Confrontation Matrix:

	Strengths   

S1.Quality of the service  

S2. Experienced management in the field of ICT 

S3. Reasonable price for the service given

S4. Related to established brands
	Weaknesses  

W1. Lack of broad service in Software environment. 

W2. Not enough Human Resources available yet.
W3. No certificates available yet.

W4. Lack of financial resources for marketing complains.
W5. One lead man product development and production.

	Opportunities  

O1. Increase sales 

O2.Increase production 

O3.Gaining   more experience 
	SO1. The quality of services will increase sales.

SO2. Our expert know how leads to increased production and sales.
SO3. Reasonable prices lead to increase sales and gaining more experience in the given market.
	WO1. Need for   further development of service.
WO2. Need for additional personnel. 

WO3. By gaining more experience in the ICT field it will lead to obtaining certificates.


	Threats 

T1. Financial crisis causes many companies to not be interested in investing in something new. 

T2.Lack of awareness about the special features of our service. 

T3. No brand awareness among our target groups.
T4. Highly competitive market
	ST1.  The quality of the product should convince a company to invest in long run services.
ST2.   Our expert knows how and additional quality of the product will make a name for themselves in the new market. 

ST3. Quality of the service and its price will increase brand awareness via established relations.
ST4. Price of the Service will create a competitive advantage.

	
	WT1. Companies are willing to stay with old systems if there is no knowledge of the service, ”no time for experiments”.
WT2. Little recognition of service needs for marketing or emerging on the market via partnership

WT3. Actively busy with presentations, leads to building up networking. 

WT4. Need for market segmentation. 


Based on the data given from the external analysis there was a need for creating SWOT analysis and as a result confrontation matrix. Based on this, the company will get a clear view of the way in which to approach the market.  In this case there is one option; the company can only defend the market. The company has to search for opportunities to enter the high competitive market. It needs to work on its weaknesses and minimize them.   

2.3. Keys to Success

What makes a company successful in particular areas and what makes it a failure? What are the factors which a company need to fulfill in order to be successful on the market? Which strategy has to be implemented? Which departments need extra attention?  These are some of the many questions which management is struggling with.

The answer is simple, the strategy needs to be holistic, and executed in the right way. Good research can show the market capacity. Further, designing and producing products that meet market demands. It seems simple; however there are several difficulties on the way to success. What are they? It could be; a lack of sufficient communication between managers, underestimating the position of the ICT department, poor results of execution, not knowing or rather not considering their own customers’  needs. 

Searching for the right answer, it is necessary to explore the ICT Dutch market intensely. The average life of a ICT system is seven or eight years in which one must work collaboratively with key vendors. One has to be aware that a constantly changing business as well as operational demands is the core of success. In other words, continued innovation is the key. The components of the mainstream have to be significantly enhanced. 


2.4. Critical Issues

The critical issues for Amrit Consultancy are:

· Establishing new services/products on the market. 

· Control of financial growth.

· Deciding on the right strategy (scenario 1 or 2).

· Constantly monitoring customer/ companies’ satisfaction, ensuring that the growth strategy will never compromise service and satisfaction level.

· Developing further products. 

2.5. Summary

In this chapter the external situation and factors which might have an influence on the behavior of a company, was described.  Data given helped to create a SWOT analysis and matrix. This clearly shows what, a company entering a high competitive market, must take into account.  To summarize the data mentioned:  it will be highly advisable to concentrate on the Randstad area. Moreover, it is necessary to narrow down segments of the market. It will be difficult for a small company to approach such a large market alone. It will be time consuming as well.  It was decided to concentrate on the Health care sector, which is considered as one of the most important sectors. Therefore, companies, mainly hospitals in the beginning, must be willing to work towards their goals within this segment. 

3.0 Marketing Strategy 

  This part of the paper will concentrate on describing the marketing strategy for Amrit Consultancy B.V. introducing ASIS on the Dutch market. What are the factors which one need to take into consideration?

· The decision making unit is more complex in business-to-business markets. 

· Business-to-business products and their applications are more complex than consumer products. 

· Business-to-business markets address a much smaller number of customers who are larger in number of their consumption of products than is the case in consumer markets. 

· Personal relationships are of critical importance in business-to-business markets. (B2B International Ltd). 

The above mentioned are key factors which a company need to take into consideration   before introducing a strategy.

3.1 Mission

At this stage it is very important to create awareness among the customer and build up trustworthy and individual identities.

3.2 Marketing Objectives


Figure 6. AIDA Model

The AIDA model is important because it gives four levels which one can use to measure and explore, when looking at the effectiveness of promotions.    (Know This, Knowledge source for marketing since 1998-2009).  It is noticeable that awareness plays a crucial role in introducing a service on the market.  

Knowledge 

· Customer awareness

To reach 50% awareness within one year of the campaign launch among IT companies, software agencies and middle / large companies. 

Attitude 

Customer’s attitude towards the product and the company

· The position of the company and product reliability leads to successful long term, trustworthy relationships where contribution should be mutual.

Behavior 

Customer versus user

· To attract approximately 35 % of sales amongst target groups in The Netherlands. 

3.3 Financial Objectives

To increase the profit margin by 10%.

· To maintain a significant research and development budget to encourage future product and market   developments 

3.4Target markets

After careful analysis of the ICT market, it is necessary to focus on a particular segment, in this case, it is ICT and administrative departments of the Health Care sector, principally hospitals in which there have been connections established through previous projects. The Dutch healthcare sector has undergone structural reform (NZa, 2008). The main objective of the reform is to create a more market oriented insurance system for higher customer satisfaction. The ageing population, an increasing number of people suffering from chronic diseases such as diabetes and heart disease (NZa, 2008) and long waiting lists caused by previous costly  policies (NZa, 2008) were the most important reason for change in the sector.   

3.5 Strategies

 Before a possible strategy is introduced, , it is important to mention what  the principles, which Amrit Consultancy is trying to achieve in terms of cooperation with other companies, are. (Broad description of core values pointed out in chapter one).

In terms of cooperation with third parties, the following principles are important: 

· Integrity: A company is looking for partners where emotional connection exists: Partners must be honest and integrated. They should think of short and long term relationships. An important element is transparency. 

· Mutual benefit: a relationship should benefit both parties. The financial relationship between the parties must be well regulated, with regards to all pre-agreements with investment and the distribution of income (or losses). 

· Stability: In the long run, there is tension between self-acquisition and outsourcing to third parties. Parties that are currently with us in projects, need to know how the long-term relationship can develop. (Amrit Consultancy, internal documentation, 2008). 

There are two possible scenarios. Firstly, Amrit Consultancy’s entry to the market is alone via its own relationships. The second option would be to enter the market in a partnership with an existing big ICT Company. Looking at the external situation, it would be advisable to work on the second option since there is a guarantee that the product/service will be available on the market sooner. In both cases there is a need to work on e-marketing.

Scenario 1. Company approaching market alone

Word of mouth

Situation

“Research shows that 30-50% of all brand switching is due to recommendation, compared to 20% each for advertising, promotions and personal search.” (Smith P.& Taylor J., p. 590). “Many a small thing has been made large by the right kind of advertising.” Mark Twain (1835 – 1910).

The Amrit Consultancy might use, as one of its strategies, word of mouth to enhance customer awareness and build up trustworthy, individualistic identities. Brand identity is created in everyday experience and conversations, as well as in the perception of value delivered, rather than the promise of product features promoted. (Smith P. & Taylor J. p. 590).

Objectives

To position the service as  fast, secure, reliable and most personalized solution on the market within 12 months, amongst 50% of ICT departments within our market segment.

Strategy

The company wants to enhance the brand identity, and it also wants to spread this brand among more companies. Amrit Consultancy will have to take customer care into consideration. It is important to build up a good relationship with customers since, through them; it is possible to expand the service. Owning future customers through current customers is one of the strategies.  

Furthermore, the company wants to be present at the ICT events which are held weekly in Utrecht or Amsterdam. (See Appendix VI). This will enable it to meet future customers and establish their needs. This will also build up the company’s networking. Moreover, the company wants to have quarterly customer-care questionnaires, through which the current customers’ needs and wishes, will become known and thereby work could be adjusted efficiently and effectively. In this way the company could gain a positive impression in the customers’ mind.  These customers will definitely share these good and pleasant experiences with their friends, business associates, and colleagues, which will lead to a situation whereby more and more people will come to know about the services and products provided. Below is a detailed time table plan for the company in order to introduce their presence on the Dutch market. 

Scenario 2. Company works together with another ICT company

Partnership with a big ICT organization

Situation

This option provides the possibility of entering the market with the cooperation of a big organization. Amrit Consultancy is relatively new on the ICT market and has strong competition. Without a marketing budget it will be difficult to enter this specific market.  Relatively low revenue enables the company to tender for big projects from the “Aanbestending Kalender” website. This website contains information about projects offered. Everyone is able to apply; however, there are several criteria which need to be fulfilled. This is a solution for applying the strategy through word of mouth. The huge opportunity for entering a company’s products ASIS, ICARU on the market, will be by using relationships. Mr. Mahadew from Manage Wise is able to establish cooperation with 2e2 Consultancy. This company will cover all marketing activities for Amrit Consultancy. 2e2 Consulting develops implements and manages IT Service and Asset Management solutions. The company is part of 2e2 the Netherlands and it belongs to the international 2e2 Group. Approximately 100 ITSM experts are employed at 2e2 Consulting, working for customers in diverse sectors. The 2e2 Group is an international IT services organization with branches in the UK, the Netherlands and Belgium. The group specializes in the provision of IT services in the area of managed services, networks, management and consultancy directed at complex IT infrastructures. The entire group employs around 1,600 people. 

Objectives

To be able to tender projects, cooperating with a big ICT company and with 2e2 Consulting as a sub- contractor/supplier.

Strategy 

The first step will be to approach a potential company (for example 2e2 Consultancy), by introducing its products. The second step will be, establishing a partnership with another company and discussing details about further cooperation. Since the company already has experience and contacts with hospital Haga, it will be useful to concentrate on one sector. 

Cooperation with this company will help introduce services on the market in a relatively short period of time.  When the product/service, in this case, has a stable presence on the market, there will be time for establishing a new company, ASIS, as a sub company of Amrit Consultancy. Considering the company’s target segment it has to  hold  numerous presentations for the Association of heart centers on how quality can be improved  for the A * heart centers by using  SIS for cardiological and cardiovascular surgery (for example). Below is a list of other departments present in hospitals.

 SHAPE  \* MERGEFORMAT 





The primary focus will be on hospitals within the Randstad area. The total number of hospitals and their contact addresses is given in Appendix III. 
Finally, the whole system is translated into English (simple) and observed as to how the attention of heart centers in the world can be attracted (via presentations and Try and Buy). 
- Own database: MijnGezondheidsMonitor.nl. An instrument whereby a person's own medical records can be traced or questions formulated to specialists, dieticians and general practitioners, are involved with mijngezondheidsmonitor.nl.
This scenario is highly recommended considering the external situation.

Advantages of cooperation:

· Amrit Consultancy is able to introduce its product/ service on the market sooner and easier

· The network of 2E2 Consultancy is available 

· Marketing activities are covered by a Business Partner 

Disadvantages of cooperation

· Losing product’s know how 

In both cases mentioned above, it is necessary to develop a website where the services are described in detail.

E-marketing

Situation

The Internet has obviously become one of the most popular channels for people to gather information from. Over 1 billion internet users all over the world illustrate this phenomenon. According to the research, The Netherlands is the 1st country in Europe concerning broadband access of 19%.  Using the e-marketing communication tool is one of the best ways for the business. Thousands of millions of people browsing various websites every minute, many of them consuming products or services online, browsing products or services online and purchasing offline.   Setting up a good websites is vital for our business. (Tweakers. Net, Nederland voorop in Europa op gebied van breedband, 2008) According to data provided from the Central Statistic Office (CBS) E-commerce sales in 1999 amounted to just over 3% of the total turnover of the companies. In 2007 this increased to nearly 15%. (CBS The regional economy in 2009, p.20).

Objective

The main objective of the e-marketing tool can be defined as: establishing the image of the service, ASIS; getting closer to customers and listening to them; adding extra services and added value, and gaining efficiency. A well-developed website will be a major tool to reach this objective.

Strategy

In order to tackle the difficulty, firstly, an original official website of ASIS has to be made with platforms for promotion; making navigation buttons which lead directly to the Amrit Consultancy website.

 Secondly, clear and obvious banners should consistently appear on the official website with hyperlinks to the company’s website along with slogan “unique needs, unique solutions”. Last but not least, the use of advertising and word of mouth tools. These tools will not only raise the awareness of ASIS, but also spread the website. The website should be available in various languages; but in the beginning it will be available in Dutch and English only. Moreover, the website will be a virtual bridge between customers and the Amrit Consultancy and its products ASIS, ICARU. As the Company is a new entrant into the ICT market, customers’ feedback and suggestions are extremely important so that services can be improved, and customer loyalty can be cultivated. Amrit wants to be aware of consumers’ needs in order to further develop their value which will lead to satisfying their needs. . A bulletin board will be built under the website where customers can exchange tips, ideas, suggestions and criticisms of the service. The company promises that, all questions will be answered within one working day. 

The company wants to be reliable and trustworthy therefore, it is important to have partnerships with big companies like ORACLE and MICROSOFT. With good technology it is rather easy to apply for partnership. However, these companies require a fee.   This will allow Amrit Consultancy to use their logos on the website.  In general, the website will be designed based on the layout and color-selection (dark blue of the ASIS website). In conclusion, a well-developed website (http://www.ASIS.nl) will be Amrit Consultancy’s main focus at this stage. 

 These alternatives which have been mentioned above can be easily combined with each other.

3.6 Marketing Mix

3.6.1 Product/ Service  

 The company now introduces its service on the Dutch market. It is an innovative technology that enables quick, documented, multilingual, database and developer independent, cost competitive and high quality web applications. An innovative and creative way of building complex strategic web applications and management information systems is called ASIS (Amrit Strategic Information System). Furthermore, it is developing a technology which enables web based databases. Moreover, on can distinguish ICARU, the data model and programming tools to develop web based information systems.  ICARU stands for: Information, Communication, Administration, Report and analysis, Utilities.  The description of the product has been introduced in chapter one. In addition, Amrit Consultancy is able to offer services for various companies on the market. Products can be personalized and adapted to the customer’s needs. It does not matter how big or small the company is, as long as the customer is willing to improve its internal or external situation. 

3.6.2 Price

The price of the service can vary, since the needs of the customers are different. It is strongly depended on the company’s needs: however, the service provided is relatively cheaper compared with other competitors. This could be to the company’s advantage. An example of the detailed price is described in Appendix VI. 

3.6.3 Place

The company is going to search opportunities on the market within the Randstad area. Looking at the external analyzes and the geographical description, the Randstad is considered the most profitable region. Since the company is already set up in The Hague, it is familiar with the culture of the region. 

The service will be produced at the head office of the company.   

3.6.4 Promotion

The company is taking into consideration e-marketing as a one of the necessary steps of strategy. Designing a website will be the first step. Besides the formal content, the website should contain some visual effects as well. Therefore, a short video will be created to attract attention.   

Taking into consideration Scenario 1, when a company is entering the ICT market alone, there is a need for promotion. The company needs to be present at several ICT events (see Appendix VI) in order to build up a network. Furthermore, it needs to search for future customers among relationships already established.  Presentations of the product need to be held actively. However, there are little financial resources (500E) available for any media promotion (see chapter 4. Financials).

Looking at the above mentioned Scenario 2, where a company enters the market through a partnership with 2E2 Consultancy, marketing activities will be done by the partner.

3.7 Marketing Research

In this document data collected are based on: 

Primary research

Data collected for this document is mainly taken from internet sources. The reason being that due to the   specifics of the segment and the services provided, it is necessary to have the most recent data. However, there are some literatures which were taken into account as well.

Secondary research 

A questionnaire which was distributed among Amrit Consultancy’s target group, mainly hospitals and clinics (80) in the Randstad region.  (See Appendix II).

4.0 Financials

In this chapter the financial aspects of the company and future predictions, will be evaluated. As a matter of fact, the company did not provide any more data. Considering the privacy statement of the company, the Balance Sheet, Income Statement and Cash Flow which should be present in this section, were not provided. As a result, only the monthly expenses are presented.  

The company is already established therefore there is no need for buying Fixed Assets 

Finance needed for fixed assets (buying of machines, buildings ...)      

Finance needed for working capital (salaries, stock, rental, leasing, and transport)

	Salaries  of four people working full time
	10 000.00 

	Rental 
	1 500.00

	Training *
	250.00

	Marketing 
	500.00

	Server hosting *
	250.00

	Subscription Oracle & Microsoft *  
	420.00

	Tele-data.com 
	200.00

	R&D  *
	600.00

	ICT costs  
	250.00



	Depreciation cost    
	350.00

	Additional  costs
	250.00

	Total finance needed (Euro) per month to cover basic expenses
	14 570.00 


* = direct costs

A detailed cost of an ASIS system is attached in Appendix VII.

At this point it is important to mention that only 25% (only one person) of the total amount of 14 570.00 is related to ASIS.

Based on an hourly sales rate of 50 E, the company needs: 3 643.00: 50E/h= 73 hours to cover their monthly costs.

The remaining 75% of the total amount is covered by other activities like publishing and project management. 

5.0 Controls

The purpose of Amrit’s marketing plan is to serve as a guide for the organization. The following areas will be monitored to measure performance:

Revenue: monthly and annual

Expenses: monthly and annual

Customer satisfaction, making another questionnaire

Further product development (within one year)

5.1 Implementation

The following milestone identifies the key marketing programs. It is important to accomplish each one on time and within a budget.

5.2 Marketing Organization

Mr. Mahadew will be responsible for the marketing activities and eventual cooperation with 2E2 Consultancy.

Steps are carefully noted:  

Timetable: 

	Zero to one year 
	Establish the company’s  product in the Dutch market and increase overall sales and service

	Month 1 September
	Designing website and  Agreeing on a marketing strategy plan 

	Month 2 
	Calculate expenses  for marketing steps, Implementing marketing strategy 

	
	Scenario 1
	Scenario 2

	Month 3 
	Actively visiting ICT events
	Contract with 2E2 Consultancy needs to be sign

	Month 4 
	Prepare presentation of the product to future clients and holding presentations
	Company 2E2 is doing  most marketing activities 

	Month 5 
	Visiting ICT events, make appointments with possible customers and hold presentations
	Active cooperation with 2E2 Consultancy, responsible for  all marketing activities, and searching for contracts at the Tender website (Aanbestending Kalender website)

	Month 6 
	Sign contract with most interested clients, 
	Tender a contract together with 2E2 Consultancy, Furthermore,  working extensively on the health care sector, approaching Hospitals within the region Randstad, Holding presentations for customers

	Month 7 
	Sign contract with most suitable clients, making sure that the company has enough human resources available for fulfilling contract requirements 
	In this case  it is not an issue, additional personnel will be used  from 2e2 Consultancy

	Month 8 
	Working on fulfilling the agreements

	Month 9 – 10 
	Working on fulfilling the agreements, check customer satisfaction!!!!!!

	Month 11-12
	Working on further development of the product/service


……..

	year two- three
	Small  projects for various  companies 
	Cooperating with 2E2 Consultancy, service is well known among the target market 

	Year four-five
	Small projects for various  companies
	Amrit Consultancy establish ASIS as a separate company which is able to cover service on its own


5.3 Contingency planning

Difficulties/ Risks

· Problems generating visibility, a function of being an Internet-based start-up organization

· An entry into the high competitive market by an already established company

Worst case Risks

· Business can not support itself on an ongoing basis

· The cooperation with the 2E2 Consulting does not meet Amrit Consultancy’s expectations (scenario 2)

· Not executing the marketing strategy plan 

Contingency plan

· In case of no cooperation with the 2e2 Consultancy, Amrit Consultancy should establish new contacts and partners. 

 Searching for new opportunities within the private sector; e.g. Real Estate sector.

· Searching for new opportunities in the Public sector; local municipalities (Gemeente), Embassies, or Ministry. 

Amrit Consultancy has done some small services for local municipalities already. Therefore, searching for the project via existing contacts will be advisable. In the Netherlands there are approximately 500 local municipalities, numerous embassies and Ministries. This market is rather stable and broad in the Randstad area. 

· Focus attention only on publishing and project management.  

In the case of the company not reaching its goals of introducing a service on the market (either alone or in cooperation with 2E2 Consultancy), there is always the possibility of concentrating  on activities which are already well developed  such as ; project management and publishing. This option could involve further development within the field; on the other hand, it will definitely reduce chances for emerging on the ICT market. 

6.0 Recommendations and Summary

Recommendations for Amrit Consultancy
In order to emerge onto the ICT Dutch market with its new innovative product, there are steps which need to be considered. The company’s internal situation shows that there is a lack of human and financial resources. This is the factor which can delay rapid growth. The external situation means that the Dutch ICT market is growing with a constant need for technology. On the other hand it is a highly competitive market. It is strongly advisable to approach the market in cooperation with another big company. The second step would be to concentrate on one of the segments of the Dutch market (Health Care) and becoming a leader within it. The Company should also focus on further development of its product since it is fundamental for operating within such a fast moving environment. Afterwards, there might be consideration of approaching the public sector with its local municipalities, Ministries, Embassies etc. However, within the first two years it would be important to concentrate on active cooperation with business partner 2e2 Consultancy in order to emerge and to introduce the product on the market within one segment. This would help to strengthen the position of the Amrit Consultancy. 

Summary 
How to introduce a Software Company with its innovative way of building web applications and management information systems into different segments of the B2B of the ICT Dutch national market?
What is the current situation with ICT in general in the Netherlands? Facing a crisis is difficult, however, it is necessary to know that, there are some companies that cover holes quickly and learn to stay out of general problems. Therefore, one can say that, there is always room for small companies and their capacity to grow.  In order to be successful, companies need to search for an alternative channel for sales and distribution of their services. This document describes opportunities for small companies entering the Dutch ICT market. This document analyzes the current situation on the ICT market. Looking at the data from Central Statistic Office (CBS) one can say that the Dutch Economy has increased in 2007 by about 3.7 per cent. 
What are the market expectations? During the economic slowdown it emerged that ICT departments within companies are facing some difficulties as well. However, according to primary research it is as a result of pure execution, lack of communication among departments where ICT departments are seen as silo’s. At this stage, some changes need to be made internally.   ICT should be seen as a part of the solution but not as the problem. This crisis needs technology, the market seems wide open for new entrants, however, it is also highly competitive. Therefore, one can conclude that the service offered has a chance to enter the Dutch market, whether alone or in partnership. According to secondary research (questionnaire) it seems that our target group (hospitals) is aware of the problems existing in the company, moreover; they are willing to take some steps in order to fix internal cooperation. 
Being dominated by big players, is there space for a small emerging company? The internal situation shows that there is room for a new software program which can make a big contribution to society.The biggest advantage of the company is the service offered which provides solutions for Business process optimization and Business process reengineering. The benefits for the company could be: increasing ROI (Return on Investment) of the company by improving internal communication among the departments and improving performance of ICT infrastructure resources, further increasing efficiency. A second benefit is more general but, with huge importance, is staying in business by creating a competitive advantage. The biggest disadvantage of Amrit Consultancy and its product is lack of awareness among future customers, as he company does not have many financial resources to cover marketing. Therefore, it will be strongly advisable to cooperate with a big ICT Company which already has existing customers. It will be relatively effortless to introduce the service via their channels since the partner company will be responsible for all marketing activities.
How to approach a B2B segment, and which strategy should be used? Analysis of the external situation shows that there is a demand for software products, however, many projects failed, as a result of pure managerial execution. It would be highly advisable for the company to focus on one segment in the market (Health Care) rather than approaching the whole market. This could give the chance to explore the sector in great detail, as every market segment has special characteristics and culture.
As was mentioned in chapter three, in order to become visible and recognized on the Dutch market, the company should focus on implementing the right marketing strategy. This section shows that, there are two possible scenario’s for entering in the Dutch market, either alone or in cooperation with a big ICT company. According to the external analysis, Amrit Consultancy is facing a highly competitive market. Taking this together with the internal situation of the company, one can come to the conclusion that the lack of human and financial resources prevents the company to operate freely. Therefore, it would be highly advisable to concentrate on cooperation with a big ICT Company (2E2 Consultancy) in order to emerge onto the market. This option gives the greatest chance for establishing a presence on the ICT market and Health care sector. On the other hand, cooperation can bring the risk of losing product know-how and the company’s independence. In both scenarios it would be highly recommended to work on e-marketing, primarily designing the website about the product.
For privacy reasons some of the data was not provided by the company Amrit Consultancy to the researcher. As a result, the financial part does not contain information such as: Balance sheet, Income Statement, Cash flow Statement. On the other hand, the necessary expenses were provided on a monthly basis. Chapter five analyzed the steps which should be taken in order to reach the goal. The contingency plan shows the possibility of exploring further private markets by approaching another sector like Real Estate, for example. Moreover, the company could search for another possibility in the public sector, approaching local municipalities for example. This sector seems rather large and stable. The third option could be to totally change the direction of the company and focus only on the two activities like project management and publishing, and searching for greater opportunities only in this field. However, it would reduce the company’s required growth and development for the longer term.  
To sum up the recommendation and conclusion and at the same time answer the central question, one might say that there is a space for another company and its products on ICT market. Entering this dynamic market will bring many opportunities and at the same time will present many obstacles. The company Amrit Consultancy BV has a long way to go before it will emerge on national level. Small steps need to be taken before reaching the goal. The right strategy will be to cooperate together with a bigger partner in order to get to the client easily and in the most successful way. 
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8.0 Appendix

Appendix I.

In this appendix will be describe the term Flash. It is needed fro greater understanding of product which company Amrit Consultancy is  willing to promote.  

What does mean Flash environment? Adobe Flash (previously called Macromedia Flash) is a multimedia platform originally acquired by Macromedia and currently developed and distributed by Adobe Systems. Since its introduction in 1996, Flash has become a popular method for adding animation and interactivity to web pages; Flash is commonly used to create animation, advertisements, and various web page components, to integrate video into web pages, and  to develop rich Internet applications. Several software products, systems, and devices are able to create or display Flash content, including Adobe Flash Player, which is available for most common web browsers, some mobile phones and other electronic devices (using Flash Lite). The Adobe Flash Professional multimedia authoring program is used to create content for the Adobe Engagement Platform, such as web applications, games and movies, and content for mobile phones and other embedded devices. (Wikipedia 2009). 
Appendix II.

The company creates this questionnaire in order to know what the customer’s expectations are and how to improve its services. Approaching Dutch market it was need to create this document in mother language of respondents.    

Vragenlijst 


Deze vragenlijst is een onderdeel van een onderzoek dat in opdracht van Amrit Consultancy. Het belangrijkste doel van dit onderzoek is het vaststellen van algemene advies, ideeën en beeld over de software-programma's, hebben we een vragenlijst met het oog op de verbetering van bedrijfsdiensten. 
De vragenlijst moet u ongeveer vijftien minuten in beslag. Beantwoord de vragen in de ruimten verstrekt. Als u wilt toevoegen verdere opmerkingen, aarzel dan niet om te doen. De door u verstrekte gegevens worden strikt vertrouwelijk behandeld. Daarom wordt u niet gevraagd naar uw naam en adres overal op de vragenlijst. 
De resultaten van uw vragenlijst zal worden gebruikt als de belangrijkste gegevens voor het genereren van informatie voor de toekomstige verbetering van de Amrit Company diensten.

Persoonlijke informatie 


De volgende vragen worden gemaakt in verband met de beroepsgroep zelf. 


1. Wat is uw beroep (vul in) ... ... ... ... .. 
2. Hoe lang u hebt gewerkt als ... ... ... ... ... ... 

Minder dan drie jaar 
 Tussen drie en vijf jaar 
 Tussen vijf en tien jaar 
 Meer dan tien jaar 

De volgende vragen worden gemaakt in verband met de onderneming zelf. 

3. In welke mate van organisatorische activiteiten van het probleem werd erkend? 
 Strategisch niveau 
 Leidinggevende niveau 
 Kennis niveau 
 Operationele niveau 

4. In welke afdeling van uw organisatie behoefte aan een verbetering / of van het probleem? 
 Verkoop & Marketing 
 Manufacturing 
 Finance & accountancy 
 Human Resources 
 Administratie 
 Front Office 
 Logistiek & Transport 
 Public Relations 
 ICT 

5. Wilt u het probleem? 
 Er is geen echt verband tussen deze afdelingen, ze werken als een afzonderlijke silo's 
 Gebrek aan documentatie 
 Gebrek aan geschoolde middelen 
 Een oud computer systeem of applicatie programma 
 Combinatie van bovenstaande 

6. Wat zijn de factoren rekening houdend met de voor de uitvoering oplossing? Wat zijn de belangrijkste zorgen? 
 Vergroten het risico van storingen en inbraken door nieuwe software 
 Een snelle en eenvoudige vervanging strategie is al vaak bewezen zeer kostbaar in tijd en geld 
 Nieuw systeem moet worden geïntegreerd met andere systemen in het bedrijf 
 Systemen integrators en adviesbureaus moet eenvoudiger in het verklaren van valkuilen en succes eisen aan potentiële klanten. 
softwareleveranciers moeten voortbouwen modulair en eenvoudiger te implementeren systemen, verbetering software bruikbaarheid vermindert ook de uitvoering mislukking tarieven. 

7. Wat waren de activiteiten genomen om het probleem op te lossen? 
 Geen tot nu toe (weinig erkenning van de situatie) 
 Interne benoemingen analyseren verslagen resultaten 
 Zoeken naar "" probleem oplossers "" 
 Anderen ... 

8. Wat waren de motieven voor het opzetten van de samenwerking met ICT-bedrijf? 
 De dienst is bedoeld om gebieden van ons belang 
 Service kosten werden eerder minnaar dan concurrenten 
 Service zal worden gedaan snel mogelijk 
 Anderen 


 9. Heb je ooit gehoord van de Amrit Consultancy? 
 Ja, 
 Geen beweging op de vraag nummer 11 


10. Via welke bronnen je hebt gehoord over Amrit Consultancy? 
 zakenpartner 
 Vorige samenwerking 
 Internet 
 ICT beurs 
 Anderen, in te vullen ... ... ... ... ... ... ... .... 

11. Heeft u ooit gewerkt voordat met Amrit Consultancy? 
 Ja, 
 Nee, naar de vraag nummer 13 

12. Hoe lang hebt u samen met Amrit Consultancy? 
 Geen
 tussen een en twee jaar 
 tussen twee en drie jaar 
 langer dan drie jaar 

13. In welke gebieden van software ontwikkeling is de samenwerking vastgelegd? 
 informatieanalyse 
 ontwikkeling van software 
 software als een dienst 
 informatie 
 Een combinatie van bovengenoemde 
 Andere vult ... ... ... ... ... 

14. Hoe tevreden bent u over de tijd die nodig was dienst te beantwoorden uw vraag of uw vraag? 
 Zeer Tevreden 
 Tevreden 
 Onbepaald 
 Ontevreden 
 Zeer ontevreden 

15. Wat heb ik de meeste waarde in termen van samenwerking met het bedrijf? 
 Service verstrekt dient te worden geïnformeerd en gemakkelijk te begrijpen. 
 Service die moet worden beveiligd, 
 dienst in staat was om mijn probleem snel en tot mijn tevredenheid 
 Ik was met respect behandeld door de dienstverlener 
 De dienstverlener moet worden beleefd en professioneel. 

Gelieve uw mening over de volgende diensten die door de met 1 worden uitstekend en 5 slecht. Als u de echte versies van onze uitstekende, klik op de banner aan de bovenkant van het scherm 
16. Hoe beoordeelt u de dienst / product geleverd door Amrit Consultancy? 
 1 Uitmuntend Enquête 
 2 
 3 
 4 
 5 Slecht 

17. Zou u aanbevelen Amrit Consultancy aan andere organisaties uit het bedrijfsleven? 
 Ja 
 Nee 
 Ik weet het niet 

Vult u alstublieft vrij om ons te vertellen, hoe we onze service kunnen verbeteren om te voldoen aan uw verwachtingen.

Appendix III

List of Hospitals in the Netherlands, Bolded texts indicates Company’s primary concern.

· Alkmaar stichting medisch centrum

·  Alkmaar almelo ziekenhuisgroep twente 

· Almelo Amersfoort meander medisch centrum 

· Amsterdam academisch medisch centrum, Amsterdam academisch ziekenhuis vrije universiteit Amsterdam Slotervaart Ziekenhuis Amsterdam stichting bovenij ziekenhuis Amsterdam stichting onze lieve vrouwe gasthuis 

· Apeldoorn Gelre Ziekenhuizen 

· Apeldoorn Assen Wilhelmina Ziekenhuis 

· Baarn Medisch Centrum Molendael , Baarn Bennekom Ziekenhuis de Gelderse Vallei Bennekom

·  Bergen op Zoom Ziekenhuis de Lievensberg, Bergen op Zoom Beverwijk Rode Kruis ziekenhuis 

· Beverwijk Blaricum ziekenhuis Gooi Noord Blaricum Boxmeer Maas ziekenhuis 

· Breda Amphia ziekenhuis, Breda Cappelle aan den Ijssel Ijsselland ziekenhuis 

· Delft Reinier de Graaf Groep,  Delfzijl ziekenhuis  

· Den Bosch, Jeroen Bosch Ziekenhuis 

· Den Haag ziekenhuis Leyenburg , Den Haag Stichting Bronovo  Haga Ziekenhuis

· Den Helder Gemini Ziekenhuis 

· Den Helder Deventer ziekenhuizen 

· Deventer Dirksland van weel Bethesda ziekenhuis 

· Dokkum Talma Sionsberg dokkum Dordrecht Albert Schweitzer ziekenhuis, Dordrecht Drachten Christelijk ziekenhuis Nij Smellinghe 

· Eindhoven Catharina ziekenhuis,  Eindhoven Maxima Medisch Centrum, Eindhoven Enschede Medisch Spectrum Twente 

· Enschede Emmeloord Ijsselmeer Ziekenhuizen, Emmen Scheper Ziekenhuis 

· Geldrop Sint Anna Zorggroep, Geldrop Groningen Martini Ziekenhuis, Groningen Gorinchem Beatrix Ziekenhuis 

· Gouda Groene Hart Ziekenhuis  

· Haarlem Kennemer Gasthuis  

· Harderwijk Ziekenhuis Sint Jansdal  

· Haren Beatrixoord Haren Heerenveen Stichting Ziekenhuis de Tjongerschans 

· Helmond Elkerliek Ziekenhuis  

· Hilversum ziekenhuis Hoogeveen ziekenhuis, Bethesda Hulst ziekenhuis Zeeuwsch Vlaanderen 

· Leiden Diaconessenhuis, Leiderdorp Rijnland Ziekenhuis, Leidschendam Medisch Centrum Haaglanden 

· Maastricht Academisch Ziekenhuis, Maastricht Meppel Diaconessenhuisl 

· Nieuwegein Sint Antonius Ziekenhuis  

· Nijmegen Academisch Ziekenhuis Nijmegen Canisius Wilhelmina Ziekenhuis Nijmegen Poortugaal Delta Psychiatrisch Ziekenhuis Purmerend Waterland Ziekenhuis Purmerend Roermond Stichting Laurentius Ziekenhuis 

· Roosendaal Franciscus Ziekenhuis 

· Rotterdam Academisch Ziekenhuis,  Haven ziekenhuis Rotterdam Stichting Protestants Christelijk ziekenhuis Ikazia Rotterdam Oogziekenhuis, Rotterdam Medisch Centrum Rijnmond Zuid Rotterdam Medisch Centrum Rijnmond Zuid Locatie Clara Ziekenhuis Rotterdam Medisch Centrum Rijnmond Zuid Locatie Zuider Ziekenhuis Schiedam Vlietland Ziekenhuis 

· Sittard Orbis Medisch en Zorgcentrum Sittard Sneek Antonius ziekenhuis Stadskanaal Refaja ziekenhuis Stadskanaal Tiel Ziekenhuis Rivierenland

· Tilburg Sint Elisabeth Ziekenhuis Tilburg Ubbergen Sint Maartenskliniek Ubbergen 

· Utrecht Centraal Militair Hospitaal Utrecht Diaconessenhuis Utrecht  Academisch Ziekenhuis,  Oudenrijn Ziekenhuis Utrecht Ziekenhuis Overvecht 

· Veenendaal Ziekenhuis de Gelderse Vallei  

· Velp Ziekenhuis  

· Vlissingen Stichting Ziekenhuis Walcheren  

· Waalwijk Tweesteden Ziekenhuis
· Weert Sint Jans Gasthuis,  Woerden Hofpoort Ziekenhuis 

· Zeist Lorentz Ziekenhuis 

· Zevenaar Streekziekenhuis 

· Zoetermeer Het Lange Land Ziekenhuis

· Zwolle Isala Klinieken  

 Addresses of Hospitals and clinics which the Company did approach in order to conduct a questionnaire.

	Region
	City
	Address
	contact

	Zuid Holland
	
	
	

	Bronovo
	The Hague
	Bronovolaan 5 2597AX 
	070-3124141 http://www.bronovo.nl 

	HagaZiekenhuis
	
	Leyweg 275 2545CH Sportlaan 600 2566MJ Dublinweg 1/3 2548TM 
	70-2100000 070-3721100 

	MCH-Medisch Centrum Haaglanden
	
	Lijnbaan 32 2512VA 
	070-3302000 http://www.mchaaglanden.nl 

	MauritsKliniek 
	
	Mauritskade 25 2514HD 
	070-3648441 http://www.mauritsklinieken.nl 

	
	Nijmegen
	Berg en Dalseweg 101 6522 BC 
	Tel: 024 - 322 43 42

	
	Utrecht
	Burg. Reigerstraat 72 3581 KW 
	Tel: 030 - 251 15 52 

	Diabetes Zorg Haaglanden
	
	Loosduinseweg 55 2571AA 
	                               070-3603139

	Spatadercentrum Mauritsklinieken
	
	Mauritskade 39 2514HE 
	                               070-3648441

	Lange Land Ziekenhuis 't
	Zoetermeer
	Toneellaan 1 2725NA 
	079-3462626 http://www.langeland.nl info@llz.nl 

	Oogheelkunde Rijswijk
	Rijswijk
	Madame Curielaan 8 2289CA 
	070-3907070 http://www.oogheelkunde.nl 

	Noord Holland
	
	
	

	Slotervaart Ziekenhuis
	Amsterdam
	Louwesweg 61 066EC
	020-5129333 http://www.slz.nl 

	Jan van Breemen Instituut
	
	Dr Jan van Breemenstraat 2 1056AB 
	020-5896589 http://www.janvanbreemen.nl 

	Medisch Centrum Jan van Goyen
	
	Jan van Goyenkade 1 1075HN 
	020-3055800 http://www.medischcentrumjanvangoyen.nl info@medischcentrumjanvangoyen.nl 

	Sanquin Bloedbank
	
	Plesmanlaan 125 1066CX 
	020-5123000 http://www.sanquin.nl 

	Onze Lieve Vrouwe Gasthuis OLVG
	
	Prinsengracht 769 1017JZ 
	020-5994100 http://www.olvg.nl 

	Sint Lucas Andreas Ziekenhuis
	
	Jan Tooropstraat 164 1061AE 
	020-5108911 http://www.slaz.nl 

	Amstelland Ziekenhuis
	Amstelveen
	Laan vd Helende Meesters 8 1186AM 
	020-3474747

	Kennemer Gasthuis
	2035 RC Haarlem 2026 BW Haarlem 
	Postbus 417 2000AK locatie zuid, Boerhaavelaan 22 locatie noord, Vondelweg 999 
	023-5453545 http://www.kg.nl info@kg.nl 

	VU medisch centrum
	Amsterdam
	De Boelelaan 1117 1081HV 
	020-4444444

	Sanquin Bloedvoorziening
	
	Plesmanlaan 125 1066CX 
	020-5123000 http://www.sanquin.nl 

	AMC Academisch Medisch Centrum
	Amsterdam Zuidoost
	Meibergdreef 9 1105AZ 
	020-5669111

	Epilepsie Expertisecentrum Sein
	Cruquius
	Spieringweg 801 2142ED 
	023-5588000

	Epilepsie Expertisecentrum SEIN
	Heemstede
	Achterweg 5 2103SW 
	                               023-5588000

	The Hand Clinic
	Amsterdam Zuidoost
	Hettenheuvelweg 16 1101BN 
	020-3420430 http://www.thehandclinic.nl 

	Diagnostisch Centrum Amsterdam
	
	Tesselschadestraat 4 1054ET 
	020-6187671 (Fax) 020-6165410 http://www.diagnostischcentrum.com amsterdam@diagnostischcentrum.com 

	Slotervaart Ziekenhuis
	
	Louwesweg 6 1066EC 
	020-5129333

	Ronald McDonald Huis AMC
	Amsterdam Zuidoost
	Meibergdreef 11/AB 1105AZ 
	20-6964746

	Amstelveen Buitenveldert Verloskundige Praktijk
	Amstelveen
	Westwijkstraat 6 1187LR 
	020-6470474

	Oculenti Contactlenspraktijk BV
	Amsterdam Zuidoost
	Meibergdreef 9 1105AZ 
	020-5663888

	Plastisch Cosmetisch Centrum Spaarne
	Heemstede
	Handellaan 2/A 2102CW 
	023-8907600 http://www.pccspaarne.nl 

	Nicolaas Witsenkade Verloskundige Praktijk
	Amsterdam
	Nicolaas Witsenkade 35/SOUS 1017ZT 
	020-6279767 http://www.verloskundigenamsterdam.nl 

	IJsselland Ziekenhuis 
	Rotterdam
	Cypruslaan 410 3059 XA 
	Tel: 010 - 258 5700

	Ikazia Ziekenhuis
	
	Montessoriweg 1 3083 AN
	010-2975000 Internet: www.ikazia.nl E-mail: post@ikazia.nl Fax: 010-2975400

	Sint Franciscus Gasthuis 
	
	Kleiweg 500, 3045 PM 
	010 - 461 6161 

	
	Berkel en Rodenrijs 
	Boerhaavestraat 19 2652 EP Berkel en Rodenrijs
	010 - 461 7700 

	Maasstad Ziekenhuis 
	
	Groene Hilledijk 315 3075 EA Rotterdam
	010 4237800‎

	Havenziekenhuis en Instituut voor Tropische Ziekten B.V.
	
	Haringvliet 2 3011 TD
	010 4123888‎ 

	Stichting Kinderoncologisch Centrum Rotterdam
	
	Bizetlaan 18 3055 SB
	www.skocr.nl/

	Polikliniek de Blaak 
	
	Blaak 243/285 3011 GB
	www.polikliniekdeblaak.nl - 010 4114044

	
	LEIDSCHENDAM
	Duindoorn 30/ 3e etage 2262 AR 
	Tel: 070 - 320 20 20 Fax: 070 - 320 20 47 

	
	Almere
	Edvard Munchweg 37 1328 MB 
	Tel: 036 - 537 70 09 Fax: 036 - 537 93 40 

	
	Tilburg
	Ketelhavenstraat 39 5045 NG
	Tel: 013 - 571 07 79 Fax: 013 - 571 05 39

	Stichting Oogziekenhuis Rotterdam 
	
	Schiedamse Vest 180 3011 BH 
	010 - 401 77 77info@oogziekenhuis.nl

	Kliniek Nieuwstraat 
	
	Nieuwstraat 166 3011 GM
	Tel: 010 - 411 98 34 Fax: 010 - 213 33 59 E-mail: info@klinieknieuwstraat.nl

	Erasmus MC
	Rotterdam
	
	www.erasmusmc.nl/

	Havenziekenhuis
	
	Haringvliet 2 3011 TD 
	010 – 404 33 00 E-mail: informatie@havenziekenhuis.nl

	Travel Clinic 
	
	Haringvliet 72 3011 TG 
	0900 – 503 40 90 

	St. Antonius Ziekenhuis
	Locatie Nieuwegein 
	Koekoekslaan 1 
	www.mesos.nl/ 088 - 320 30 00 

	
	Utrecht Oudenrijn 
	Van Heuven Goedhartlaan 1
	

	
	Utrecht Overvecht 
	Paranadreef 2
	

	
	Utrecht Veldhuizen (kaakchirurgie) 
	Van Lawick van Pabstlaan 12 De Meern 
	

	
	Polikliniek Utrecht Vleuterweide 
	Utrechtse Heuvelrug 130-132
	

	
	Polikliniek Houten
	Hollandsspoor 5
	

	Diakonessenhuis
	Utrecht 
	Bosboomstraat 1 3582 KE
	tel. (030) 256 65 66 fax (030) 256 67 38

	
	
	Prof. Lorentzlaan 76 3707 HL Zeist 
	tel. (030) 698 99 11 fax (030) 693 27 40

	
	
	Bergweg 2 3941 RB Doorn 
	tel. (0343) 523 333 fax (0343) 523 334

	Rhijnhuysen
	
	Van Heuven Goedhartlaan 4 3527 CE Utrecht 
	T 030 295 36 12 F 030 295 39 24 

	Eye(S.)Can BV
	
	
	www.eyescan.nl 030 2323020

	Huiszorg
	Houten
	
	www.huidzorg.com 06 12876636

	
	Arnhem
	Hoflaan 10-16 6824BP
	0485-520159

	
	Boxmeer 
	Beugenseweg 41a 5831 LR 
	

	
	
	Maasweg 49 6591 BM Gennep
	

	
	
	Cranenburgsestraat 23b 6561 AM , Groesbeek 
	www.sanavit.nl

	
	
	Mecklenburg 3, 6851 KL, Huissen
	

	
	
	Schubertstraat 33 6566 DL, Milling aan de Rijn
	www.renedewijsepodologie.nl

	
	
	St. Annastraat 44 6524 GE Nijmegen
	

	Medizorg Stoma en Incontinentie BV 
	Houten
	Loodsboot 7 3991 CJ 
	www.medizorg.nl 030- 280 42 71

	Dr Brinkmann Kliniek – Nieuwegein
	
	
	Telefoon nummer: 0900-9993000 (25 ct p/m) Fax nummer: 030- 6046440 Een email te sturen naar mail@drbrinkmannkliniek.nl www.drbrinkmannkliniek.nl 

	Vereniging Boerhaave KliniekVereniging Boerhaave Kliniek 
	Utrecht 
	Wittevrouwensingel 97 3514 AM
	

	Mesos Medisch Centrum
	
	Van Heuven Goedhartlaan 1 3527 CE Utrecht Tel: 030 2953953 
	

	Centraal Militair Hospitaal Ziekenhuis
	
	Heidelberglaan 100 3584 CX Utrecht Tel: 030 2502000 
	

	Mesos Diabetes Centrum
	
	Paranadreef 2 3563 AZ Utrecht Tel: 030 2633200 
	

	Universitair Medisch Centrum Utrecht
	
	Heidelberglaan 100 3584 CX Utrecht Tel: 030 2509111 
	

	Wilhelmina Kinderziekenhuis Utrecht
	
	Lundlaan 6 3584 EA Utrecht Tel: 030 2504000 
	


Appendix IV
In order to give more overview of the Health Care sector, the list of insurance companies present on the market, is provided. 

	1. Achmea Zorg 

2. µAgis Zorgverzekeringen N.V. 
3. Amersfoortse Zorgverzekering 
4. Anderzorg 
5.  Avéro Achmea

6. Azivo Zorgverzekeraar 

7. AZVZ 

8. Confior 

9. CZ Actief in Gezondheid 

10. De Friesland Zorgverzekeraar 

11. Delta Lloyd Zorgverzekering N.V. 

12. DSW 

13. FBTO Fortis 

14. Groene Land Achmea 

15. Interpolis Zorgverzekeringen IZA Zorgverzekeraar 

16. IZZ Zorgverzekeraar 

17. Menzis zorg en inkomen 

18. OHRA N.V. 

19. ONVZ Zorgverzekeraar 

20. OOM Verzekeringen 
	21. OZ Zorgverzekeringen 

22. OZF Zorgverzekeringen 

23. PNO Ziektekosten 

24. Salland verzekeringen 

25. Stad Holland Zorgverzekeraar 

26. Trias Zorgverzekeraar 

27. Univé Zorgverzekeraar 

28. UVIT 

29. VGZ Zorgverzekeraar 

30. Zilveren Kruis Achmea 

31. Zorgverzekeraar Cares Gouda 

32. Zorgverzekeraar UMC 

33. Zorgverzekeraar Zorg en Zekerheid 


(Zorg Verzekaraars 2009) 




Appendix V

The Netherlands Chamber of Commerce manages the trade register. The Chamber's other tasks are to provide Dutch entrepreneurs with information, stimulate regional trade & industry and advise local and regional government.   

The Netherlands Chamber of Commerce (kvk) is incorporated under public law and, as such, targets its services at Dutch businesses across all sectors.

The following matters are important for starting up a business. 

· Business plan 

· Insurance 

 A future entrepreneur will have to deal with two kinds of insurance:

1. Personal insurance(such as health insurance and household contents insurance) 

2. Business insurance (such as insurance of inventory and stock).

· Insurance of your business assets

· Liability insurance

· Goods-in-transit insurance

· Legal assistance insurance

· Credit insurance

· The tax system 

VAT system
Most businesses are required to charge their customers VAT (value added tax). You will be given a VAT registration number by the Inland Revenue. 

Value added tax (VAT) 
it is almost always compulsory for businesses to charge clients VAT (BTW). 

Income tax
if the Inland Revenue considers you as an entrepreneur, you can benefit from a number of tax allowances. One will then pay less income tax. 

Wages and salaries tax
When one employs staff, you will be liable to pay wage tax. 

Corporation tax
When one has a private company with limited liability, you will be liable to pay corporation tax.          

· Accommodation 

The accommodation of the business is an import part. Further, one is required to submit certificates requirements, permit to establish a business, registration in the trade register

One has to register business in the trade register of the Chamber of Commerce. 

In all cases one needs to pay tax on their profits. For sole traders, VOF partnerships and CV partnerships, the profit is taxed as income tax. If you have a BV, profit is taxed as corporation tax.

· Liability of the different legal forms 

· Sole trader 

· Limited partnership 

· Partnership under common firm (VOF) 

· The partnership 

· Private limited liability company (BV) 

· Foundation 

· Association 

· Diagram of legal forms


The best option is to register as a   private limited liability company (is a legal person). This limits the risks of joint and several liabilities. When it is established, a BV must have a capital of € 18,000 in money or goods. The capital is divided into shares which cannot be freely transferred. The shares are registered by name and it is not possible to trade them. After establishing a BV, a civil notary has to draw up the Articles of Association. One is also obligate to obtain a proof of good conduct from the Ministry of Justice. The Ministry checks whether the person(s) establishing the company has/have been involved with bankruptcy or fraud cases. 

Taxes
Further one is no entitled to tax allowances for the self-employed. Corporation tax is charged on the profit; income tax is charged on the managers' salaries. 

In case on owning more than 5% of the shares in a BV, one is considered to own a substantial interest in the company. The new income tax system taxes income from a substantial interest  at a rate of 25%.

Liability
The BV is a legal person. In principle creditors can only make claims on the assets of the BV and not on the assets of the director(s) or shareholder(s). The liability of shareholders is limited to the amount invested. 

Appendix VI. 

Table of selected events which Amrit Consultancy might be present in order to gain potential customers. 

Event 




Date



 Information

Microsoft BI, Nu en in de Toekomst 12 May 2009 Eind 2005 is Microsoft toegetreden op de BI markt met de introductie van SQL Server 2005. 

Applications & Systems Management Partner Community 12 May 2009 At Oracle we’re extremely excited about this event and the launch of our new partner community. All our..

Nationaal ICT Event 18 May 2009 Het Nationaal ICT Event op donderdag 22 mei bij Media Plaza in de Jaarbeurs Utrecht heeft als doel het gebruik ..

Performance Management in de Zorg 19 May 2009 Tijdens dit seminar kunt u op de hoogte gesteld worden van de meest recente ontwikkelingen op het gebied van P ..

BPM in de gezondheidzorg 19 May 2009 Op dinsdag 19 mei organiseren SAP & IDS Scheer Nederland een informatiemiddag specifiek voor de gezondheid .

Enterprise Architecture Foundation Seminar 16 Jun 2009 Rapid response to new business initiatives, increased technical complexity and heightened time and budget cons 

Secure Code, Software Licensing & Back Office Intel 16 Jun 2009 WIBU-SYSTEMS biedt u de gelegenheid een aantal speciale seminars bij te wonen over:    beveilig .

Geslaagde ICT-projecten bij de lokale overheid 19 Jun 2009 ICT-projecten bij gemeenten, provincies en waterschappen blijken moeilijk beheersbaar en leveren zelden op waa ..

Enterprise Architecture 19 Jun 2009 Inhoud:Legt u uw structuur van processen, informatie, applicaties & infrastructuur vast in losse documente .

Oracle database security done right 23 Jun 2009 Security van de Oracle database op OS-niveau op UNIX-achtige systemenHet is lastig informatie te vinden over d .

Effectief klantbeheer met Microsoft Dynamics CRM 09 Jul 2009 Maak kennis met Microsoft Dynamics CRM 4.0 en ervaar het gebruiksgemak tijdens de demodag in het Rubicon democ 

Unified Communications; optimale communicatie door 15 Jul 2009 Tijdens deze ochtendsessie wordt besproken hoe u met uw automatisering optimaal kunt gaan communiceren. Doelgr .

Seminar Innovatie; automatisering 2012 16 Sep 2009 Tijdens deze ochtend sessie wordt besproken hoe u met uw organisatie innovatief richting 2012 kunt groeien. 

Process Intelligence & Performance Management 25 Sep 2009 Wilt u uw bedrijfsresultaten voorspelbaarder maken? Weten hoe u het kostenniveau of de klanttevredenheid kunt. 

Business/IT Fusion in de praktijk 13 Oct 2009 Leer meer over Business/IT Fusion, het potentieel van deze nieuwe denkwijze en de nieuwe rol van IT. 

Datawarehousing Advanced 28 Oct 2009 De tweedaagse cursus ‘Datawarehousing Advanced’ biedt verdieping in de theorie, achtergronden.

Gratis Kennissessie Business Intelligence 17 Nov 2009 Tijdens de kennissessie Business Intelligence geven wij een introductie van het Business Intelligence. 

Risk Management in Investment Banking 26 Nov 2009 The crisis that has ravaged global financial markets since the summer of 2007 has created unprecedented need. 

Appendix VII.

This is detailed overview of costs regarding ASIS service (sample)

	Parts
	Hours
	Tarif
	Amount

	Installation
	4
	50
	200,00

	Basic system
	
	
	1.500,00

	Information analysisis
	12
	80
	960,00

	Data import
	16
	50
	800,00

	Webpages

	Welcome
	4
	50
	200,00

	Login
	4
	50
	200,00

	My Profile
	4
	50
	200,00

	My personnel
	8
	50
	400,00

	My report
	8
	50
	400,00

	Request
	8
	50
	400,00

	My report status
	8
	50
	400,00

	My analysis
	4
	50
	200,00

	Personnel
	8
	50
	400,00

	Status report manager
	8
	50
	400,00

	Monthly reports manager
	8
	50
	400,00

	Position opening request
	8
	50
	400,00

	Statistical analysis
	4
	50
	200,00

	Areas
	4
	50
	200,00

	Units
	4
	50
	200,00

	Functions
	8
	50
	400,00

	Position title
	4
	50
	200,00

	Type of contract
	4
	50
	200,00

	Type of change
	4
	50
	200,00

	Create report
	4
	50
	200,00

	Mail manager
	8
	50
	400,00

	Total
	156
	
	9.660,00
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1 Anesthesiology 


Cardiology


Surgery 


Dermatology 


Internal medicine 


Pediatrics 


Ophthalmology 


Orthopedics 


Cosmetic surgery 


Radiology





2 Cardio-pulmonary surgery 


Pulmonary medicine 


Neurology 


3 Geriatrics 


Clinical genetics 


Neurosurgery 


Radiotherapy 


4 Gastroenterology 


ENT (ear-nose-throat) 








Urology 


Gynaecology and obstetrics 


5 Allergology 


Rheumatology 


6 Centers in hearing problems 


Psychiatry 


Rehabilitation 
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