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we.CONECT: Please tell us what your 
company does and how exactly it is 
involved in competitive intelligence. 

Findout helps professionals make more 
informed business decisions by giving 
them quick, easy access to the specific 
sector trends, developments and 
marketing movement information they 
need. 

we.CONECT: What is your vision for 
competitive and market intelligence in 
a company? 

Running a company is all about 
execution. I have been running my own 
company for 15 years now. I have seen 
start-ups collapse because of bad 
execution of a strategy. I remember one 
start-up, with origins in medical devices 
that were about to disrupt the mobile 
phone industry. They had a ground-
breaking product, in a huge market with 
high barriers to entry, and very interested 
customers. Instead of offering the 
product to each mobile phone 
manufacturer, they sold it to a single one. 
Wrong Strategy. They failed. 
You can have the best product in the 
world, if you fail to execute a strategy, 
you will never make it.  But you also 
need to choose the right one. 
The CI and MI professionals should 
describe the environment, anticipate its 
future and understand the players - 
competitors, but also clients of course. 

we.CONECT: Which benefits should 
the CI / MI function ideally provide?  

Competitive and Market Intelligence are 
critical in two key areas: Strategy with 
Top Management and Tactical elements 
for the sales reps. 
A CI / MI function should be able to help 
its Top Management understand what’s 
happening, in any related industry, 
easily. There is nothing new here. But 
the game has considerably changed in 
scale due to the explosion of business 
information.  
Identifying future gaps in a market is 
much more complicated now that threats 
are coming from the neighbourhood or 

external sectors. Who will be the next 
company to disrupt the travel industry? A 
Bank? An ISP? A medical device 
provider?  Nobody knows. 
A CI / MI department should also be the 
one able to identify sales opportunities. 
To me, they help the sales department 
understand which value the product or 
service sold can bring to a lead. And in 
that situation, CI/MI are key in 
understanding the client’s strategy and 
pain points. 

we.CONECT: And when it comes to 
justifying processes: How can CI & MI 
effectively add value to a business? 

It’s a game to justify the CI department 
by calculating its ROI. To me, it doesn’t 
make sense anymore. The pace of 
change is now faster than ever.  
A CI department should be able to 
understand what’s going on in any 
industry, and anticipate who can be 
tomorrow’s new entrants. From inside 
(how to be relevant in the market, 
tomorrow) and from outside (who will be 
relevant in the market, tomorrow). 
And for that, a CI / MI department needs 
a new generation of information tools:  
To detect emerging threats or 
opportunities when you can still act on 
them, and to reveal relationships 
between markets or companies that can 
make a difference in their strategy. 

we.CONECT: In your opinion: What 
does it take to organize an efficient CI-
process? 

Today, the ideal CI department should 
be able to: 
1. Use open and public data, as they 
offer variety, quality, and are free to re-
use and share. 
2. Have a holistic approach, which 
means they can address a problem in its 
entirety (you need to be able to get a 
large scale volume of data and identify 
correlation between them). 
3. Monitor and analyse real time 
information, because it’s key today. 

we.CONECT: Data overkill: What is 
your recipe for handling the 
information overflow? Which tools, 

processes or methods can help? 

The past 5 years have seen technology 
revolutionize how market intelligence 
professionals connect with information.  
This revolution has been led by artificial 
intelligence.  
Information overflow, or data overkill, is 
now a false issue, since these 
technologies and solutions available 
have become mainstream.   Given the 
right tools, more information is actually 
much better than too little. 
I feel this change with the clients we 
work with. While they used to be afraid of 
infobesity, they now understand that the 
data technologies take advantage of this 
flow, to build knowledge, make it easily 
available and help identify key 
information. 
The more data, the better insight. That’s 
new. 

we.CONECT: In your opinion, what are 
current drivers and trends in CI / MI? 

To me, they are two important trends. 
The first one is the adoption of Artificial 
Intelligence enabled tools, at any step of 
the analysis process (acquisition of 
information, understanding, insight). 
The second is what I call the need for 
speed. It’s getting the ability to adopt a 
permanent approach to understanding 
the future. 

we.CONECT: In your presentation at 
CiMi.CON Evolution 2015 you will talk 
about how artificial intelligence 
empowers CI tools. Could you tell us 
a little bit about it? 

Technologies we are familiar with 
perceive our environment (data) and give 
meaning (semantic link between causes 
& consequences). These technologies 
(machine learning, data discovery, 
graphs) are now mainstream. 
Businesses that embrace these 
technologies are more likely to succeed, 
because they create knowledge  



They enable the CI / MI department to 
identify threat & opportunity in an 
environment no human can monitor.   
With the aid of these technologies they 
can now monitor these issues, and, more 
importantly, understand with greater 
clarity. 

we.CONECT: What role does Findout 
Ltd play in this context? 

We provide professionals with these data 
technologies they need to develop a 
better-than-ever understanding of what’s 
going on in their industry: key trends, 
new technologies, moving competition 
and more… 

we.CONECT: Which expectations do 
you have regarding the exchange of 
knowledge at CiMi.CON Evolution 
2016? Which insights do you expect 
to gain? 

Evangelizing is my main ambition.   I 
would like to understand how CI pros 
perceive these new technologies. 

we.CONECT: Thank you for this 
interview! 

Interview partners: Nicolas Bombourg 
and Nicole Heiden 

Nicolas Bombourg is an entrepreneur 
leading global growth for Findout through 
development initiatives that support the 
company as an innovator in the content 
industry. He has over 15 years of 
experience in the field of online content 
and semantic technology, with specific 
expertise in competitive business 
intelligence. 

More about CiMi.CON Evolution 2016: 
http://competitive-market-intelligence.com  
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