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Carrefour Belgium
opened its first store
in 1860STUDY
under the name
Marché. The companyBELGIUM
has always been
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synonymous with great customer service. In-line with its on-going commitment to improve the customer experience,
it set out to deploy Re-Vision’s ‘My-Scan’ self-scanning technology. Initially piloted in one store, the system –
supported by a high profile marketing campaign – quickly gained popularity. Consequently, in March 2010 Carrefour
rolled out the service to other hypermarkets and supermarkets across Belgium. As well as the self-scanning facility,
the technology is integrated with the company’s loyalty card scheme. Customers can use the scanner to identify
themselves and are presented with a personal greeting on-screen. The technology is delivering a range of advantages:
customer loyalty and sales are increasing as people return to stores more often and move to Carrefour from nearby
retailers that do not offer self-scanning. Loyalty is driven by the convenience of the technology; customers can pack
their bags in their trolley as they move through the store to save them time at the check-out where they can opt to pay
using automated tills. They can also see a running total of the cost of their shop as they go, while the optimized flow of
customers through the store ensures queues are shorter at all checkouts even during busy times.
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and “Unic” in 1952, all of them later
became part of Carrefour Belgium.
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The Project

Walter Simons,
Self-scanning
Director Business Solutions IT-Stores, Carrefour Belgium

THE CHALLENGE
Improve customer experience and loyalty
Carrefour Belgium is committed to continuously
improving the customer experience. As part of this drive
it identified the opportunity to introduce self-scanning
of products for customers. As Mr Simons explains:
“Our main goal was to make the shopping trip quick and
enjoyable, from the moment our customer enters the
store until the check-out.”
Other objectives for the project included offering
customers personalised greetings on the scanner (based
on a scan of their loyalty card). Carrefour also recognized
that self-scanning could generate efficiencies throughout
the store, enabling staff to focus more time on helping
customers enjoy the shopping experience.
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Carrefour Belgium. This means that the fleet of devices and
information presented on them can be easily monitored and
remotely controlled from headquarters.
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Software/Applications
My-Scan self-scanning
software from Re-Vision
delivers a range of
applications:
s Personalised greeting:
Customers scan their
loyalty card to receive a
personalised greeting on
their scanner’s screen.
s Self-scan: Customers can
self-scan products to check
prices and pack goods as
they shop.
s Automated checkout:
Self-scan customers can
pay at automated terminals.
s Remote control:
Carrefour can monitor
the scanners and update
content remotely.

The My-Scan system f
implemented at Carre
integrated with the PO
Benefits
s Increased
as wellloyalty:
to ensure seam
Customers return to the
to-day
operation. Dev
store
more often.
s Optimized
customer
continually updated t
flow: Faster checkout
very
high
volume of t
times
mean
that every
store is able to process
My-Scan
more
customers. delivers rich
s Increased
revenue:
to meet
the complex
Customers are transferring
enterprise
organizatio
from nearby competitors’
stores that don’t have
the centralized archite
self-scanning.
s Cross-sell
and up-sell:
the world’s
largest ret
By directly showing
to manage
the system
promotions
on the screen,
self-scanning
encourages
centralized support en
cross-sell, up-sell and
set the
impulse
buying.parameters on
s Checkout convenience:
and toavoid
benefi
Customers
being t from a
put
under pressure to
Customer
Database.
place goods on the belt and
re-pack them quickly.
s Staff efficiency:
Self-scanning means more
staff are available to assist
the shoppers, taking
them to the products they
are looking for or helping
at the payment kiosks,
for example.
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