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Users Scanmar Software
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Type of Forecast Timeframe Purpose

Product x Account

volume forecast & 
financial forecast

3-18 month Account Planning

Budgeting

Product volume

forecast

3-18 month

rolling

Production Planning

Purchase Planning

Product Item

volume forecast

1-3 month

rolling

Material Planning

Scheduling

Inventory Planning

Forecast derived from higher level

Direct Forecast at a particular level

Scope of the forecasting software
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Statistical 

methods

System Forecast 

PlanCaster Planning Process

Sales Planning

methods

Event / Promotion Planning

Sales Volume Forecast 

$ Budgeting

Financial Forecast 

Sales Plan 

Data Prep. & Normalization 
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 Outliers identification and normalization

 Calendar variable effects and normalization ( # salesdays, public holidays, fairs, 
admin. routines) 

 Identifiable events (temperature, gain/loss accounts, price shifts, out of stock)

 Baseline calculation (based on algorithms as used by Nielsen/IRI ) to remove 
promotional effects 

 Product succession and inheritance of history

Data Preparation & Normalization

Historical data are influenced by 
various effects which can have a 
negative influence on the forecast 
accuracy. The system can take these 
effects into account to produce 
normalized historical data.
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PlanCaster forecasting methods

Account ManagerSales Planner

Statistical Forecasting
• used in ‘classic mass’ market situations characterized 

by high volume consumer demand (dairy products, 
tobacco, chemicals, beverages, pharmaceuticals etc)

• Several drawbacks in promotion driven markets

Statistical Forecasting

methods

Sales Planning
• methods that are more effective and widely 

used in "promotion driven" markets

• methods use smart calculation models 
commonly referred as "planning to target 
and spreading/allocating methods“

• Are formalized in easy to use predefined 
models and routines

Sales Planning

methods

System Forecast 

The techniques used in PlanCaster are easy to understand for non-statisticians.

PlanCaster also allows the user to combine statistical and sales planning techniques, depending on the 
type of products and markets.

Data Prep. & Normalization 
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 Single/double exponential smoothing; 

 Holt-Winters; 

 Linear and non-linear trends; 

 Various seasonal adjustment methods; 

 Adjustable length of forecast history;

 Automatic data-correction methods; 

 Supports effects of calendar variables; 

 Supports regression with exogenous (dummy) variables. 

 Automatic best fit (optional)

PlanCaster Statistical Forecasting

Statistical forecasting methods used by 
PlanCaster are easy to use for non-
statisticians. 
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Statistical Forecaster

(initial) setting up your statistical forecast 
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 Target driven year planning based on MAT, previous year sales, budget, latest 
estimates, etc., combined with percent to change options; 

 Period allocation (spreading) from year targets using seasonality or any other 
periodicity; 

 Top down forecasting and planning based on Product/Account mix; 

 Bottom Up forecasting and planning along Product/Account hierarchy; 

 Lock outs and manual overrides; 

 Supports effects of calendar variables like sales-days and holidays.

PlanCaster Sales Planning methods

The sales planning module supports a bundle 
of commonly used rolling sales planning and 
budgeting methods. These methods are 
formalized in easy to use predefined models 
and routines like;
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Sales Planner

(initial) setting up your sales planning models
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 Baseline calculation (based on algorithms as used by Nielsen/IRI ) 

 Stealing, Forward buying effects; 

 Individual product promotions; 

 Multi-products promotions e.g. (1 promotion existing of multiple products); 

 Planning of Displays, Multi packs and/or Shrinks; 

 Promotions can be copied and moved over a weekly calendar. 

 Events can be annotated. 

PlanCaster Event Planner

The Event and Promotion Planning module 
deals with a number of essential topics in the 
field of promotion planning in the CPC/FMCG 
industry like; 
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Event Planner

Adjust regular (baseline) and promo sales of Shampoo Red 600 ml DRY
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Planning a promotion for Shampoo Red 600 ml in week 20 and 
setting a promotion  and or delivery profile

Event Planner
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Forecasting/Demand Planning in the Netherlands
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Budgeting & “What If” Scenario
(any financial model)

Volume Plan

Prices Gross Sales Value

Cash Discount Rates
Trade Expenditures

Product Deals
Quantity Rebate

Trade Promo
etc

Net Sales Value

Cash Discount 
Trade Expenditures

Product Deals
Quantity Rebate

Trade Promo
etc

Forecasted Inputted/What if Result

With the PlanCaster budgeting module the sales 
volume forecast is recalculated into a sales 
revenue forecast. It reflects immediately the 
profitability from the lowest SKU level up to the 
aggregated levels in the product- and account 
hierarchy.
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 Reporting & Analysing
 Actuals & Forecast results

 Forecast accuracy analyses

 Sales budgets 

 Variance analyses

 Incorporate data from various external sources (GfK, Nielsen, IRI 
etc.) 

 Adhoc and standard reporting

 Briefing Books/Dashboards  

MarketingTracker and PlanCaster


