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B About Us

Denflond Planning, LLC is a consulting boutique Through our knowledge portal Demand Plan-
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comprised of seasoned experts with real-world ning.Net, we offer a full menu of training pro- =
supply chain experience and subject-matter grams through in-person and online courses =
exp:erﬁse in demand forecasting, S&OP, Customer in Demand Forecast Modeling, S&OP, Industry 1
plarining, and supply chain strategy. Forecasting, collaborative Forecasting using POS 3
. data. .
We brovide process and strategy consulting ser- 3
vices to customers across a variety of industries: Demand Planning.Net, also offers a variety of in- .
phc{rmoceuﬂcols, CPG, High-Tech, Foods and formational articles and downloadable calcula-

Beverage, Quick Service Restaurants and Utilities.  fion templates, and a unigue Demand Planning
. discussion forum.

Demand Planning LLC
26 Henshaw Street, Woburn, MA 01801
Phone: (781) 995 0685
Fax: (651) 305 5163
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Email: services@demandplanning.net i

Web: http://www.demandplanning.net .
. . Demand Planning Net offers a unique Sales Forecasting
[ ] solution that will leverage both
. . emand ............................. D STOﬁSﬁCGl modeling Gnd
lanning = e O the customer Intelligence embedded in your sales organization
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. . Our Consulting Model:

» We conduct a diagnostic
<% Understand and leverage demand % Review Forecast accuracy and understand the im- Get Stakeholder consensus on the Sales Forecasting process
information from the market place portance of forecast error both for the beer supply

CONSULTING
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Implement the Software Application
Build Stat Models, Reporting templates and Consensus process
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—wholesalers, points of distribution.

+» Understand the importance of de-
mand forecasts to the Company’s
supply chain within the lead times.

chain and in continuous improvement of the fore-
casts for the next month.
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Train Sales Managers on the Process
Help you Conduct the Monthly Cycle for the first few months
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and forecast key products that
are high volume movers and also
focus us new products.

TOTALS >» Sales09CEs | 1,038819 | 1,580470 2,063,7
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Steps in our Sales Forecasting Process:

< Develop Baseline Statistical Forecasts

<+ Software populates Baseline forecasts at Customer/Family/Product
% Account Managers add Customer Intelligence
« Corporate Demand Manager aggregates the Forecast
L Demand Consensus Process to finalize Forecast
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