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Scope of the forecasting software

Type of Forecast Timeframe Purpose

Product x Account | 3-18 month | Account Planning
volume forecast & Budgeting

@ financial forecast
Product volume 3-18 month | Production Planning
——

forecast rolling Purchase Planning
@ Product Item 1-3 month Material Planning
—= volume forecast rolling Scheduling

Inventory Planning

@ Forecast derived from higher level

|:'> Direct Forecast at a particular level
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PlanCaster Planning Process

Data Prep. & Normalization

Statistical Sales Planning

methods methods

System Forecast

| Event / Promotion Planning

Sales Volume Forecast

Sales Plan

| $ Budgeting

Financial Forecast
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Data Preparation & Normalization

I Scanmar PlanCaster - [Sales Planner] FE®
i elections Planning Dats Tools Window Help -5 X
s B MAGE ZGHK M
nCaster  Settings |
Historical data are influenced by E—— —
Active | Model J.| Period spread | Matind... WORKPLAN =no) Correction p—
various effects which can have a . ESECERRTEE
: : ﬂ h f F o ChimpusReb ORI [rene . [oesera oo
negatlve In uence On t e Orecast . dzh ooooo RED. 600 mI DRY [ %Prd 1 %Prd 102 10.156 O
accuracy. The system can take these ——
1800 B
effects into account to produce % -
- - - 1000
normalized historical data. -
400

Tutor Forecasting Database Sales Planner

Outliers identification and normalization

B Calendar variable effects and normalization ( # salesdays, public holidays, fairs,

admin. routines)

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

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

B Product succession and inheritance of history



PlanCaster forecasting methods

Sales Planner Data Prep. & Normalization Account Manager

Statistical Forecasting ‘ | Sales Planning
System Forecast

Sales Plannin
e methods that are more effective and widely

used in "promotion driven" markets

methods methods

Statistical Forecasting
e 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 * methods use smart calculation models

commonly referred as "planning to target
and spreading/allocating methods"

e Are formalized in easy to use predefined
models and routines

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.
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PlanCaster Statistical Forecasting

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

fu Bl View Selections

5 Scanmar PlanCaster - [Statistical Forecaster
jons Blanning Date Tools Window Help

File Vi [
FH RS KD E TR 0

Statistical Forecast | 7o e

| ! [ 4

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)
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Statistical Forecaster

f« File View Selections Planning |

& - agm - - g
sl AE WrDe T (initial) setting up your statistical forecast
Statistical Forecast | Perod Indes | Fare
Market
KA 1-Lid! v &
YR2004 = YR2005 Baseline To Target Jse fixed plar -
Active Model Season Dynamic LE | DynamicLE Begin End Salesdays  Cormection (roe) (=00) =yes)
= Totaal Artikel v Trend Seas Pra 552.479 508514 PE200301 PE200410 [ v C v
i~ The BODYCARE brand v Trend Seas.Prd 541866 498440 PE2003.01 PE200410 [ v O v
= Shampoo v Trend Seas.Prd 128935 117.532 PE2003.01 PE200410 [ v O v
- Shampoo RED, 600 mi v *Seas Prd 19.315 17.623 PE200201 PE200410 W None v v
Shampoo RED, 500 mi NORM.. ¥ Exp.Smoothing  Seas.Pra 9.268 9253 PE 200201 PE200410 | None v
Shampoo RED, 600 ml DRY v Trend Seas Prd 10.152 9593 PE 200201 PE200410 | None v v
=  Shampoo BLOND, 600 ml v Trend Seas.Prd 305611 27871 PE200201 PE200410 W Subst 1Sty ¥ v
Shampoo BLOND, 500 mINO.. ¥ Exponential Seas Prd 5399 5788 PE 200201 PE200410 | None v v
Shampoo BLOND, 600 mIDRY ¥ Moving Average  Seas.Prd 8812 8760 PE200202 PE200410 | v v
Shampoo BLOND, 600 mIGR... ¥ None None 13.003 PE200301 PE200410 | v v
=  Shampoo BROWN, 600 mi v Trend Seas Prd 15,126 14683 PE200201 PE200410 ¥ None v v
Shampoo BROWN, 800 mINO... ¥ Average None 9 $2 PE200301 PE200410 | v v
Shampoo BROWN, 500 mIDRY ¥ Average None 15,303 15741 PE 200201 PE200410 | v L v
Shampoo BROWN, 600 mIGR., ¥ Average None 159 119 PE2003.01 PE200410 [ v B v
=  Shampoo RED, 300 mi v Holt-Winters None 17.302 15845 PE200201 PE200410 [ None v 0 v lJ
Product ~
Forecast Litp eriodiat
Prd: Shampoo RED, 600 ml, Mit: KA. 1-Lidl
Mape: 8,60, MPE: -1.15, Theil: 0.34
3500
2000
2500
250 MVAVG
& ——— Normaized
1500 - - Forecast
Trend
1000 3 - A Range
o A  Annotation
B A
0
-500
;rfa:amgs S"‘;"gé“’ QS gm;r{;uhuasz -n;rggn-av. 3
$jE5Ez82338% $jE5Ez85388% $ESES §2§ssc5eqdd
ggﬁgaezsge§s§g§§s&‘58§aéa§§ §9.9§953§2§m§§é:-::&93§3

PlanCaster Demo Statistical Forecaster
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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

d routines like: Lol bl | IIIN
and routines like I"mmmnmmm |aII|f||||||

IIE3EECEYRSAAERISELNRSEEAEEEEER SR

nnnnn
§Ezd “.gxuggsgggg:EPgesa§%§§3;§g§;é;a§ 55;.,55?3‘ EEEd
‘‘‘‘‘‘‘‘‘‘‘ B osercecs W oene W A falpon [ YTD Actl

Pk Shamooo RED. 600 i, it KAS-Abold

B 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.



& Scanmar PlanCaster - [
B{ File View Selections Planning

W BE KLADE =
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Sales Planner
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(initial) setting up your sales planning models

PlanCaster | =eiu
Market
KA 5-Ahold Mr-1
YR.2004
P I WORKP
Active D Model D  Period spread  Matindex AN e e S
= Totaal Artikel ¥ ¥ SumPrd W  SumPrd 26 535.194 377.415
= The BODYCARE brand ¥ ¥ SumPra W SumPrd 26 525424 360.384
= Shampoo ¥ [ SumPrd [J SumPrd 100 128534 107.428
- Shampoo RED, 600 mi v W Season 102 19.248 15.950
Shampoo RED, 500 mi NORMAL v L) None L] None 102 9204 6.657
Shampaoo RED, 600 mI DRY v Wl %Pra vl %Prd 102 10.044 8.000 8.000
= Shampoo BLOND, 600 m| v ¥ Mat ¥ Season 102 30359 23.035
Shampoo BLOND, 600 ml NORMAL v ¥l %Prd vl %Prd 100 5446 4938
Shampoo BLOND, 600 mi DRY ¥ ¥ %Prd fyl  %Prd q 8674 6205
Shampoo BLOND, 600 mi GREASY ¥ ¥ %Prd vl %Prd 107 15.239 11803
= Shampoo BROWN, 600 ml M 0O Le [ %Sales 14088 14.988
Shampoo BROWN, 500 mI NORMAL v vl %Prd vl %Prd
Shampoo BROWN, 500 mi DRY ¥ ¥ %Prd vl %Prd 14849 14842
Shampoo BROWN, 600 m| GREASY & [ None 1 None | 174 139 139
=  Shampoo RED, 300 mi v 1 Trend v/ Season a7 17.380 110 13.949
Qramnan BEN 20N mILMNDIIAL v U wpea LI apra o= R747 = ARAY
Product f2db I r
Prd: Shampoo RED, 600 ml, Mkt: KA. 5-Ahold
3500
000
2500 +
2000 + -
1500 - }‘
1000
500
0
FZEXFESSERRERER ZEEERREEEFgESTEEEERD %R
= - = - - = - -
a%ggéeéséeegaguwéaée§eaaa§ §:26333 R
MVAYG —— Normalised ~ —— Reference B Atz B sysfoecast [l Override Annotation

PlanCaster Demo Sales Planner

Dynamic ...

536.552
526.023
128.927

18.931

15,660

17.259
ma97

YR.2005 -

Factor | Overmride Target

50

200

20000 |
18000 |
16000 |
14000 |
12000 |

10000 |

379385
372.080
110,124

16.748

16.748
23035
4938
6.295
11803
14988

14988

14.189
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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;

%m%

;g'@hﬁ“mﬁﬁm.ll| ||||||| IHI"

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.
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Event Planner

—
F: Scanmar PlanCaster - [E : H
; [ Adjust regular (baseline) and promo sales of Shampoo Red 600 ml DRY
Ly File View Selections Planning D
FH BE LD E T4,
Market
KAS-Ahoid Y& £+ Penoa/Week
® MARDS = APROS APROSW1-14 | APROSW2-15 | APROSW3-16 | APRO5w4-17 | APROSWS-18 [ MAYDS 5 a |
= Shampoo Planned 14474 13.048 1.010 7.010 1.760 1.885 1385 9.180 .
Planned 2159 2817 140 140 890 1128 515 1.735.
Reference 2180 700 140 140 140 140 140 596 .
System Forecast 2159 702 140 140 140 140 140 597 .
Overrides
SR SIS oI o Adjusted forecast 2159 702 140 140 140 140 140 597
Sum actions 2500 875 1125 500 1.500
Sum mixed packs
Stealing effects 390 125 140 125 362
Shampoo RED. 500 ml NORMAL Planned 1.250' 375 625 250 750,
Planned 2159 1952 140 140 640 640 390 1347,
Adjusted forecast 2159 702 140 140 140 140 140 597
$hampoo RED, 500 ml DRY Action 1250 750
Action, distributed 1.250 500 500 250 750
Stealing effects
¥ Shampoo BLOND, 600 ml Planned 2817 3870 174 3473 174 174 174 1.666'
+  Shampoo BROWN, 600 mi Planned 2.228 329 66 66 66 66 66 1.528 ,
+  Shampoo RED, 200 mi Planned 2.161 970 194 194 194 194 194 1.000 . ¥/
Product Fadh [ I 4 |
Prd: Shampoo RED, 600 ml DRY, Mkt: KA.S5-Ahold
20000 100%
e 18000 | { 90%
e 16000 | { 80%
14000 | { 70%
2000 12000 | | 60%
10000 | 1 50%
1500 —— I_‘ — R,
8000 | — 0%
1000 L m ) — 5000 | —| 30%
" 2000 | | 20%
500 i
I ; 2000 | | 10%
0 II 0 — 0%
P L EXEEEEL R R EAEYTEEERREEEAEITEERERRSR ESEZRRSR
3Eg8:2E5d8R55538882256¢28a338¢8d22883433¢ 52854558
MVAYG —— Normalised Reference B At B sysrfoecast [l Override B Acton A Annotation B TotalPlan [ YTD Actual
PlanCaster Damo Event Planner
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ot

Event Planner

- -—— - - - - -
Al A8 walh. ua Planning a promotion for Shampoo Red 600 ml in week 20 and
Promotions and profiles setting a promotion and or delivery profile
Profiles |
M_arket Product - - - - & i
|_|c|| [A]shampoa RED, 600 ml MORMAL — . — p— pp— b
- - - L - - - - - - .-
Week Yolume Pmmotlun“prqﬂle Cielivery profile - — - P > o
JANOZwe3-03 100 Shampo hij Lidle 4*™yeken - - . — - -
o "
FEBD 2w 1-06 200 (D) Shampo hij Lidle (D) 20-30-40+-10 pu p = P — -
M ARD 2i2-11 2,000 KOME 20-30-4010
- - . - ..
APROZ2wS-18 2,000 Shampo bij Lidle 4*waken .
MY D 2y 2- 20 . P . = -
B S e (O 2hra-ame x|
Actf new actian... = t

Actions  Profiles |

Market Product Rt
Lidl [[A15hampoo RED, 600 ml NORMAL
Default Promation profile Defaulk Delivery profile

= b Lidle 20-30-40*-10 =l

40

Ck I Cancel Apply

359
el
5%
20%
15%
0%

5%

0%

wiowl owd o owl owioowd owd

[o]3 I Cancel | Apply |
L »

[ — — . —— o —



Sales Planning, Forecasting & Budgeting software 8 December 2008

Forecasting/Demand Planning in the Netherlands

mentaties van vraagvoor-

Marktleiders qua aa
spellingsystemen zijii volgens Cgpy Business For_recast.
Systems, Infolog, Scanmar, Quadriceps, A3 en Finmatica,
tezamen n-:;t- de APS-leverancier Manugistics en de ERP-

Gratis rapport

Dit is het achtste artikel in een

reeks gebaseerd op onderzoek

leverancier SAP. van Cap Gemini Ernst & Young,
in samenwerking met

S. ITlogistiek. Het onderzoek

‘Forecasting/Demand Planning

2003’ kan gratis worden opge-

vraagd. Bel daarvoor

(030) 689 88 53 of bestel het via

ket-updates, et middensegment ligt de situatie amn
Daar ondefsteunen de ERP-systemen meestal geen geaufo-
matiseerde oorspelling. Hier blijft d
markt voor specialistische aanbieders bestaan.

Volgens Lenders ontbreken er momenteel in Vraagvoor-
spellingsystemen een aantal zaken die veel nuttiger zijn
dan Cpfr. “Ten eerste kunnen de pakketten nog niet

R

gekoppeld worden met s Ffwaresystemen VoOr budget-

R,

planning. Dat is vreemd, want de financiéle afdeling heeft
T ———




Budgeting & "What If” Scenario

(any financial model)

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.

Prices
Cash Discount Rates Cash Discount
Trade Expenditures Trade Expenditures
Volume Plan Product Deals Product Deals
Quantity Rebate Quantity Rebate
Trade Promo Trade Promo

etc etc

Net Sales Value

Forecasted Inputted/What if Result
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MarketingTracker and PlanCaster

B Reporting & Analysing
Actuals & Forecast results
Forecast accuracy analyses
Sales budgets

Variance analyses

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

B Adhoc and standard reporting
B Briefing Books/Dashboards



