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Agenda

Å Presentation of Munk IT

Å Focus on a client project for Kvik 

Kitchens, which started in 2002 with  40 

stores in Denmark. 

Å Today, the number of stores involved 

has grown to 94:

ï 45 stores in Denmark

ï 15 stores in Sweden

ï 15 stores in Norway (Hands)

ï 10 stores in Finland (Tietoenator)

ï 5 stores in the Netherlands

ï 2 stores in Belgium (V-Consept)

ï 1 store in Iceland

ï 1 store in Spain (Arqiuconsult)

Kvikôs rate of expansion is 30% per annum.

http://www.kvik.dk/
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A franchise chain with expansion plans 

ïboth domestically and internationally

Kvik kßkkener

http://www.kvik.dk/
http://www.kvik.com/da-DK/
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Kvik kßkkener

From pencil and paper to a modern store solution:

ñKvik Kßkkener A/S sells kitchen, bathroom and wardrobe units

from more than 90 stores in eight countries. All the stores are 

serviced from the chainôs head office in Vildbjerg near Herning,

Denmark. The stores have online access to head office IT systems 

so they can rapidly handle all procurement, logistics and stock 

management processes. LS Retail is the lynchpin of the retail 

solution generating significant resource savings.ò

Jßrn M. Andersen,

IT Retail Manager & Project Manager

http://www.kvik.dk/
http://www.kvik.com/da-DK/
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Who is Munk IT?

Å A complete and specialist supplier 

of IT finance solutions for small and 

medium-sized businesses

Å Founded in 1993 

Å Employs 110 people

Å Offices in Copenhagen, Odense, 

Kolding and Silkeborg, Denmark

Å Annual turnover in excess of

ú20 million

Å More than 1,500 active clients

Å Taken over in 2005 by employees of 

Munk IT and Mezzanin Capital

http://www.kvik.dk/
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Focus

Fact file ïBjarne Sßballe

Å20 years experience in the IT 
sector

ÅInternational experience with 
the

establishment of a subsidiary in
Australia, and a year as national
manager in UK 

ÅPreviously founder and owner of
Naviteam

ÅCurrently CEO and principal
shareholder in Munk IT

ñWe will concentrate exclusively on what 

we do well.ò

Bjarne Sßballe, CEO, Munk IT 

http://www.kvik.dk/
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Strategy ïThe agreed quality on time, every time

No project is too small

ñWe take professional pride in being the 
best sounding board available, and we 
guarantee that your project will be 
taken seriously, no matter how big or 
small it may be.ò

Bjarne Sßballe, CEO, Munk IT

ÅThe right employees 

ÅThe right skills

ÅThe right solutions 

Direktßr

Bjarne Sßballe

http://www.kvik.dk/
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Complete system supplier ïwith specialists

Dynamics NAV

(Navision)
C5 XAL

Detail
Infrastructure and 

hardware

Hosting and 

remote backup

Microsoft CRM
Integration 

solutions

Business 

Intelligence

http://www.kvik.dk/
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Kitchens
Clothes 

and shoes 
White 
goods

Hardware

LS Retail sector solutions

http://www.kvik.dk/
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Complete system supplier to the retail sector

POS 
equipment

Payment 

terminals
Scanners Monitoring

Item 

security

Large 

screens

http://www.kvik.dk/
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145 stores

225 stores

4,000 stores worldwide

Three most recent customers

http://www.service-ringen.dk/?Id=1
../../../../Documents%20and%20Settings/hl/Local%20Settings/Temporary%20Internet%20Files/Local%20Settings/
http://www.imerco.dk/Default.asp
http://www.kvik.dk/
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MaibomSko

DressPartner

Other customer references ï25 Retail chains

Mr Aabenraa

http://zap-in.dk/index.asp
http://www.kvik.dk/
http://www.mr-mister.dk/forsiden.html
http://www.lipolipo.dk/Default.aspx?ID=21
http://www.nautic-surfogski.dk/
http://www.lisg.dk/
http://www.lisg.dk/
http://www.lisg.dk/
http://www.lisg.dk/
http://www.lisg.dk/BannerCampaign/click.aspx?url=http%3a%2f%2fsa06003366.eseller.dk%2fcustforms%2fcatalog.aspx&ID=3
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1. Too many separate systems ïmany applications are not 

linked to the cash desk, causing too much manual 

processing.

2. Complicated stock statusïwe want a better overview of 

our own stores ïand othersô ïand to reduce 

shrinkage/theft.

3. Updates are complicated ïand currently have to be 

performed manually, meaning expensive and time-
consuming store visits. 

The retail problem areas most often mentioned

http://www.kvik.dk/
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4. Management and service from head office ïwe want to 

help our stores more with for example item updates, price 

updates and campaigns.

5. Using the data collated ïtoday, obtaining an overview of 

turnover, finances, earnings, contribution margin, and 

activity measurement data from the stores is too time-

consuming. 

The retail problem areas most often mentioned

http://www.kvik.dk/
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Á ñPrinting a receipt is so easy nowò

Á ñFocus on losses and theftò

Á ñStock control ïapprox. 5,000 item numbersò

Á ñView the dayôs sales figuresò

Á ñIncreases efficiency of orders and countsò

Á ñMakes data accessibleò

Á ñImproved profitability ïdrop weekend costsò

Carsten Andersen, CEO ïKvik A/S

http://www.kvik.dk/
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ñWe win on knowledge and fast reactionsò

Á ñOverview ïsee orders from storesò

Á ñOverview ïsee goods on the way ò

Á ñOverview ïsee customer loyaltyò

Á ñOverview ïsee operations/statisticsò

Á ñOverview ïsee/move campaign itemsò

Á ñOverview ïsee residual ordersò

Á ñOverview ïsee/correct packing errorsò 

Carsten Andersen, CEO ïKvik A/S

http://www.kvik.dk/
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Å Less time spent on hardware in stores

Å Less time spent on software in stores

Å All support direct from central server

Å Lower investment costs per store

Å Minimal training needs (online training available)

Å Centrally controlled updates via Citrix MetaFrame

Å High level of motivation

Å High productivity in busy everyday work situations

Å Shorter ROI period

Kvik A/S ïa new concept for a new age

EFFICIENCY ïLOW COSTS ïMAJOR OPERATIONS

http://www.kvik.dk/
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Frank Andreas 

Jochumsen

Proprietor

Á ñWe look forward to automating and raising the 

efficiency of a number of our daily work processesò

Á ñOne of our most important tools ïand one of the tools 

we use most often ïis our order sheet, but we spend 

a lot of time adding things up on a calculator and we 

often have to check our figures once or twice againò

Á ñI would like to see bar codes on the order sheetsò

Á ñIf we could do stocktaking with a handheld scanner, 

we would save time, improve control and limit 

shrinkageò

Á ñWe would be happy to act as a test storeò

Interview in the warehouse sale stores

http://www.kvik.dk/
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Analysis ïnew POS solution for Kvik stores

Internal work processes and problem areas
Investment in a new IT system should pay for itself through 

rationalisation of day-to-day work processes and elimination of errors 

linked to the sales process.

Restocking the warehouse

Goods inward

Sales documentation for debit sales

Daily bookkeeping routines

Picking errors

Discontinued items (items lacking)

Order registration in KibÞk

http://www.kvik.dk/
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Return On Investment

Á If each store loses goods valued at ú7,- every 

day for 325 days of operation, a 75% reduction in 

this loss will have the following effect on the 

storesô bottom lines:

Á For the whole chain: ú152.750,- per year

Á Per store: ú1.625,- per year

http://www.kvik.dk/
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Return On Investment

Á If more efficient ordering makes it possible to 

avoid saying NO to a customer because an item 

that costs ú20 in the database is not in stock 

every day for 325 days of operation, a 75% 

reduction in these lost sales will have the 

following effect on the storesô bottom lines:

Á For the whole chain: ú458.250,- per year

Á Per store: ú4.875,- per year


