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ARTIFICIAL
INTELLIGENCE

BUSINESS AREAS

BUSINESS
PROCESS

BIG DATA &
ANALYTICS

Elevate your business by
integrating Artificial
Intelligence solutions.

Improve efficiency,
collaboration

and productivity

in your organization

Extract, explore

and analyze data-insights to
convert them into value for
your business

INFRASTRUCTURE
& SERVICES

DIGITAL
INDUSTRY

MANUFACTURING
OPERATIONS

Evolve your IT infrastructure
with innovative solutions
and

cloud ready

Integrate and connect the
assets of your company
in a smart way

Manage, plan, supervise and
controls the entire process
corporate production




BIG DATA &
ANALYTICS

Advanced Data Analytics solutions and el S S r_ ‘ 3
consulting activities to address diverse business .‘....."g-’i‘ﬁl

needs and transform data into actionable
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information from any device, available on prem

and in the cloud.

<BIG DATA PLATFORM> < MANUFACTURING ANALYTICS >
ADVANCED
< ANALYTICS > < BUSINESS INTELLIGENCE > DATA SCIENCE
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ACADEMY
KNOWNOW

The Academy created to organize and carry out

specialized training courses, aimed at developing the
digital skills necessary to respond to the growing

demand for IT figures.

INTERNAL TRAINING

CUSTOMER & PROSPECT TRAINING

FIRSC]

o TALENT RESEARCH TRAINING / '

Kno .' o Mi rosoft |

Competence Deve Aphbizione ltalia
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OUTLINE

B} DATA SCIENCE IN BUSINESS CONSULTING
Bl CASE HISTORY: DEMAND PLANNING & ANOMALY DETECTION

Bl CASE HISTORY: REAL TIME ANOMALY DETECTION
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. DATA SCIENCE IN BUSINESS CONSULTING ’
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Understa
nding

Evaluation

Data
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Profession

Business Understanding

It's the first step in any data science process.

Deeply understanding the business context,
objectives, and success metrics.
It's not just about data it's about translating

business problems into analytical questions.
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Profession

Data Understanding

This phase focuses on exploring, profiling, and

assessing the quality of data

It's a crucial step before any modeling or insight
generation.
It's where we turn raw data into meaningful

knowledge.
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Profession

Data Preparation

Shaping raw data into analysis-ready datasets
This phase involves cleaning, transforming,
integrating, and formatting data to ensure it's

suitable for modeling and insight generation.

It's where data becomes usable and

trustworthy.
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Profession

Data Modelling

Statistics is about extracting value from data
through analysis, modeling, and communication
supporting smarter decisions across domains.

It blends mathematics, programming, and
domain knowledge and statistics is the

backbone.
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Profession

Data Modelling

It's not just a toolbox it's a way of thinking

critically and rigorously about information.
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Profession

Evaluation

This phase focuses on assessing whether models
meet business goals, ensuring performance is

not only good, but also reliable, interpretable,

and aligned with context.

It's where critical judgment and statistical
depth are vital.
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Profession

Deployment

Deployment means integrating models into
business processes and systems making data
science operational.

But it's not just about putting code into
production: it's about ensuring the model

behaves as expected over time.
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What is Data Visualization

Data Visualization refers to the graphical

representation of information and data.

Humans respond to visuals information

60 000 times faster than text.

In fact, visual data accounts for 90 percent

of the information transmitted to the brain

KlbeanTech’ ‘ PLANT STATUS - WORLD OVERVIEW

FRANCE
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MONACO
Montpellier Livérrio
PRODUCTION TARGET PRODUCTION TARGET PRODUCTION TARGET
75K
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CROATIA -
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BOSNIAAND  Tuzla |
HERZEGOVINA

PRODUCTION TARGET

The creation of good graphs and dashboards, however, is not always straightforward; one must

follow guidelines to maximize the effectiveness of information comprehension.
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Sales - Last saved: Today at 3:27 PM ~

Home Insert

Publish

Share

Sales Report

Jan Feb Mar
International Sales ‘ 1,983 2,343 2,593 2283 2,574 2,838 2,382 2,634
Sum of National Sales | 574 636 673 593 644 679 593
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i Optimiz:
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Sales Report

Jan Feb Mar Apr May Jun

International Sales ‘ 1,983 2,343 2,593 § 2,283 2,574 2,838 2,983
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ACADEMY KNOWNOW

Data Visualization goal

Out-of-Balance In-Balance

Thinking

Seeing

Thinking

Data visualization shifts the balance toward greater use of visual perception, taking

advantage of our powerful eyes whenever possible.
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Profession
BIG DATA & ANALYTICS

TECHNICAL DELIVERY MANAGER

Software Solution Architect

O1

02

03

04

05

BUSINESS ANALYST

Analyzes, investigates and transformd business needs into
technological documentation.

(DATA) SOLUTION ARCHITECT

Grants general compliance between the Bl architecture and
the development best practices.

DATA ENGINEER & DATA ANALYST

Responsible for development of extraction,
transformation and representation of data.

DATA SCIENTIST

Develops data modeling and statistical interpretation
using different technologies.

SECURITY ENGINEER

Follows the definition and the management for security
infrastructures.
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DEMAND
PLANNING

A solution that allows you to process, analyze, validate
demand with other company

and share forecast

functions.

It is based on historical time series data enriched and
supported by specific or general information useful to
the company's business and the Customer’s reference

market.

Forecasts

Manages historical
analysis and optimizes
demand forecasting

Reporting

Viewing, managing
and analyzing
aggregated data

-,

Web Portal

Dedicated multilingual
web portal (Italian and
English)



How to forecast a time serie?

Sales

Time
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How to forecast a time serie?

IIIIIIIIIIIIIIII>

Sales

IIIIIIIIIIIIIIIIIIIIIIIIII>

Sales 2020-2024 Sales 2025 Sales 2025-2026
(Train) (Test) (Forecast)
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How to forecast «a lot» of series?

Sales




How to forecast «a lot» of series Model 1
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How to forecast «a lot» of series

Model 1

S2

llllllllll>

A Model 2
S]

Sales

Model 3

Sales 2020-2024 Sales 2025 Sales 2025-2026
(Train) (Test) (Forecast)
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Demand Planning

0B

Business Goals

« Data Collection & Organization
Real-time Consumption Monitoring
Consumption Forecasting
Anomaly Detection

Cost Optimization & Reduction
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Demand Planning

0B

Model Championship

- SARIMA/SARIMAX

This document contains |
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Demand Planning

0B

Model Championship

« LSTM (+ EXOGENOUS VARIABLES)
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Demand Planning

0B

Model Championship

« FACEBOOK PROPHET (+ EXOGENOUS VARIABLES)
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Demand Planning

Model Championship

Process Summary:

* FACEBQO 1 Definition of priors

2. Calculate MAP
3. Calculate estimates and CI (by simulation)
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Demand Planning

0B

Models:

 ISOLATION FOREST
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Demand Planning

0B

Models:

- LOF

This document contains



(EL

Demand Planning

0B

Models:

- DELTA PERCENTAGE FORM PREDICTION
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Demand Planning

0B

Models:

- SVM
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DATA SCIENTIST LIFE
(and his colleagues)

Why is the model giving me “flat” forecasts?

Why did | sell 100 pieces last year and the forecast for this year is only 507

Why didn't the model understand that | had a wonderful order of 5000 pieces in February?

Why can't | have forecasts for a single day?

Why is the forecast O? How is that possible?

Why did the forecast tell me that | would sell one piece in February, and instead | sold it in March?
This product has been available for 3 months already, and the forecast seems not very good to me!
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Fincantieri is one of the world's leading
shipbuilding groups and the only one active in
all high-tech naval engineering sectors. It is a
leader in the construction and conversion of
cruise ships, military vessels, and offshore units
in the oil & gas and wind power sectors. The
company is also involved in the production of
systems and components, provides after-sales

services, and offers naval interior solutions.

sable, not reproducible. All Rights Reserved
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We have 2 approaches

B} The «whatis going on» approach

Bl The «whatis» vs. «what should be» approach
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The «what is going on» approach
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The «what is going on» approach

Trend KPI ML Accuracy

@ Apply colors B

Timestamp
23/05/2025 14:20:08
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The «what is» vs. «what should be»
approach
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The «what is» vs. «what should be»
approac

Trend KPI ML Accuracy

B Export CSV

@ Apply colors

Timestamp
07/04/2025 15:35:21
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ACADEMY KNOWNOW

QUESTIONS

This document contains proprietary information of beanTech srl, not disclosable, not reproducible. All Rights Reserved 55




served



	Slide 1
	Slide 2
	Slide 3
	Slide 4
	Slide 5: BUSINESS AREAS
	Slide 6
	Slide 7
	Slide 8: OUTLINE
	Slide 9: OUTLINE
	Slide 10
	Slide 11
	Slide 13
	Slide 14
	Slide 15
	Slide 16
	Slide 17
	Slide 18
	Slide 19
	Slide 20
	Slide 21
	Slide 22
	Slide 23
	Slide 24
	Slide 25
	Slide 26: Data Visualization goal
	Slide 27
	Slide 28
	Slide 29
	Slide 30: How to forecast a time serie?
	Slide 31: How to forecast a time serie?
	Slide 32: How to forecast «a lot» of series?
	Slide 33: How to forecast «a lot» of series
	Slide 34: How to forecast «a lot» of series
	Slide 35
	Slide 36
	Slide 37
	Slide 38
	Slide 39
	Slide 40
	Slide 41
	Slide 42
	Slide 43
	Slide 44
	Slide 45
	Slide 46
	Slide 47: DATA SCIENTIST LIFE (and his colleagues)
	Slide 48
	Slide 49
	Slide 50: We have 2 approaches
	Slide 51: The «what is going on» approach
	Slide 52: The «what is going on» approach
	Slide 53: The «what is» vs. «what should be» approach
	Slide 54: The «what is» vs. «what should be» approach
	Slide 55: QUESTIONS
	Slide 59

