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SALES FORECASTING 

POINT OF SALE (POS)
CUSTOMER ACTIVITY
ACCOUNT INTELLIGENCE

Better Sales Plans, Demand Forecasts, Budgets and Financial LEs. 

Abbott Labs
AVON
Ahold USA
Avery Dennison
BAE Systems
BASF
Cabot Creamery
Campbell Soup

Celanese AG
Clorox
Eastman Kodak
F. Schumaker
FMC Corporation
Glatfelter paper
Grace Foods
Harley Davidson

Hershey’s
Hewlett Packard
Honeywell
Hypertherm, Inc.
IMP Aerospace
John Deere
Johnson & Johnson
Juhayana

KNEX
Kraft Foods
Labatt Foods
Labatt USA
Lifetime Products
Limited Brands
McCain Foods
New Balance

Newell Rubbermaid
Nomacorc
NSTAR Electric
NTN USA
Optos Inc. 
OSRAM Sylvania
Pacific Cycles
Pizza Hut

ABOUT DEMAND PLANNING, LLC

Demand Planning, LLC is a consulting boutique 
comprised of seasoned experts with real-world 
supply chain experience and subject-matter 
expertise in demand forecasting, S&OP, Customer 
planning, and supply chain strategy.
 
We provide process and strategy consulting ser-
vices to customers across a variety of industries: 
pharmaceuticals, CPG, High-Tech, Foods and 
Beverage, Quick Service Restaurants and Utilities.  

About Us

Demand Planning LLC 26 Henshaw Street, Woburn, MA 01801    www.DemandPlanning.Net

Demand Planning LLC
26 Henshaw Street, Woburn, MA 01801

Phone: (781) 995 0685
Fax: (651) 305 5163

Email:  services@demandplanning.net
Web:    http://www.demandplanning.net

List of Clients

Demand Planning Net offers a unique Sales Forecasting 
solution that will leverage both 
  statistical modeling and 
  the customer Intelligence embedded in your sales organization
 

SAB Miller
Sappi Fine Paper 
Skyworks Solutions
Sunovion
Teva Pharmaceuticals
Texas Instruments
US Navy 
Pfizer

Through our knowledge portal Demand Plan-
ning.Net, we offer a full menu of training pro-
grams through in-person and online courses 
in Demand Forecast Modeling, S&OP, Industry 
Forecasting, collaborative Forecasting using POS 
data.  

Demand Planning.Net, also offers a variety of in-
formational articles and downloadable calcula-
tion templates, and a unique Demand Planning 
discussion forum.



CONSULTING
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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
    Demand Consensus Process to finalize Forecast

Account Based Bottom-up 
Forecasting is an integrated approach

to leverage customer intelligence 
(both inventory and retail activity) 
to build a robust national forecast 
for Supply Chain, Finance, Marketing 
and Management.
Helps you enable better customer 
collaboration and order fulfillment!  

Our Consulting Model:
 We conduct a diagnostic 
 Get Stakeholder consensus on the Sales Forecasting process
 Implement the Software Application 
 Build Stat Models, Reporting templates and Consensus process
 Train Sales Managers on the Process
 Help you Conduct the Monthly Cycle for the first few months

Understand and leverage demand 
information from the market place 
– wholesalers, points of distribution.  

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

Make the key connections be-
tween promotional programs and 
market demand and associate 
volume lift for such promotional 
events and other external events.  

Allow Account Managers to 
change forecasts.

Understand and leverage the navi-
gation features to look at forecasts 
at specific item level or aggregat-
ed to brand/flavor/family level

Forecast by exception – Review 
and forecast key products that 
are high volume movers and also 
focus us new products.
 

BENEFITS

 
Review Forecast accuracy and understand the im-
portance of forecast error both for the beer supply 
chain and in continuous improvement of the fore-
casts for the next month.
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