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What your customer wants, needs and expects from your products & services

It represents the future sales orders expected to be received.

Demand management is all focus about managing material flow to fulfil 

customer's demand through supply and operation plan



Dependent 
demand

Independent 
demand

From external factors 

outside organization

e.g. sales forecast, 

customer’s orders

Driven by signals of 

independent demand

e.g. demand from BOM 

requirements



Demand planning is done to ensure the right amount of 
materials purchased and available to make and deliver the products 
in time to meet customer service levels. 
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Analyse to understand 

current demand & predict the 

future sales

Forecasting

Consensus action plans for 

demand fulfilment according 

to the forecast

Planning

influence demand behaviour 

for ordering the products 

Influencing

Ongoing manage & optimize 

demand across the channels

Prioritizing

Core components 
of demand 

management
D E M A N D  M A N A G E M E N T  I S ;

Efforts & procedures that business uses to 

balance between supply & demand by 

predicting customer’s demand and shaping 

operations to meet the demand effectively. 



Analyse to understand 

current demand & predict the 

future sales

Forecasting Demand 
Forecasting

In order to keep a business running we have 

to make some educated guesses about our 

demand. Forecast is a starting point for 

inventory management & business 

processes



OBJECTIVE OF FORECASTING 
Sales forecast in volume (which customers will 
want which products, how many and when)

Using historical statistic & 

analyse the trends & cycles to 

predict the future trends

Quantitative Forecast

Qualitative Forecast
Using knowledge of the product, 

customers and the marketplace to 

estimate the trend

VARIENCE: The difference between forecast vs actual

BIAS: The forecast errors between forecast vs actual



To fulfill the needs of consumers, products 
have to be delivered to our customers (on 
time and in ordered quantities)

The goods need to be first purchased or 
produced. Good Sales Forecast helps to have 
the correct quantity available on stock.

Mid term production and logistics 
capacities are based on the Sales Forecast

To prepare the production, the sales 
estimation is used to buy raw materials and 
packaging material

Forecast is just an estimate, it will always be wrong. The key is to estimate as near perfect as possible... 



An inaccuracy in the forecast…
… can have big consequences!



Consensus action plans for 

demand fulfilment according 

to the forecast

Planning Demand 
Planning

Demand Planning is a core supply chain activity 

to balance demand and supply in business. To 

achieve this, cross-functional departments 

need to closely collaborate and align functional 

action plans according to the consensus. 



Finance
“We have 

budget of 300”

“We can produce 
only 150”

Manufacturing

“Due to our 
promotion, we 
will sell 400”

Marketing

“We can sell 
200”

Sales

Demand Planning is about defining demand into consensus sales volume, then building inventory through supply & related plans 
to ensure stock availability for sale. To achieve this, cross-functional collaboration and alignment is done through S&OP Process. 





O n e  C o n s e n s u s  P l a n

Supply Chain Constraints
Financial Targets
• Profitability
• Net Sales
• Working Capital….

• Custom-fit Promotions
• Short Time to Market
• Market Driven by Innovation
• Multiple Competitors
• Consumer Behavior Volatility

Market Complexity
• Target Service Level
• Global Operations
• Lead Time
• Costs
• Production Capacity

Balance demand and supply to increase product availability with lower inventories





Sales & Operations Planning is important 
as the consensus plan agreed on is leading 
for the operational activities within any 
organisation;

• Procurement
• Material management
• Production scheduling
• Inventory
• Warehousing
• Transport
• Order-to-cash management
• Customer service



influence demand behaviour 

for ordering the products 

Influencing

Influencing 
demand 

management
The purpose of demand influencing is to 
convince customers to buy as to support 

company’s objectives.

Influencing demand includes influencing 
your company to meet the customers 

expectations.



Marketing & Sale
Strategies & Tactics

Execution of
Strategies & 

Tactics

Results, performance 
measures & feedbacks

Replanning 
base on results 

& feedback

Issue spotted;
In S&OP meeting, sales performance 
for a particular region were less than 
planned due to less salespeople.

To recover sales volume;
• Salesforce was redeployed 

temporary to cover the region
• Recruiting was accelerated

Develop demand 
consensus plan

Execute sales 
plan according 
to demand

SOME PRINCIPLES FOR INFLUENCING 
DEMAND

• Determining the appropriate product 
mix to maximize profits

• Include customer’s feedback to run 
business

• Demarketing to delay purchases or 
offering substitute products when 
demand is greater than supply

•  Influence demand to change buying 
behaviours can lead to negative 
impacts in long term.



External demand influence methods

Internal demand influence methods



Ongoing manage & optimize 

demand across the channels

Prioritizing

Managing & 
Prioritizing 

Demand
Change is inevitable.

The purpose of prioritizing demand is to 

continuously manage for optimum demand 

performance. It is about optimizing demand 

across the network when actual demand is 

not as planned or forecasted.  



Situations required managing and prioritizing demand: 

• Unexpected supply constraints make it necessary to adjust the demand plan to rebalance demand and supply

• Actual demand is more or less than anticipated in the demand plan in a time frame where cannot make changes

• When there is a one-time, nonrecurring demand opportunity that impacts service to other customers, costs, and profits

Past Future

M-2 M-1 M+1 M+2 M+3 M+4 M+5 M+6

M0

Flexible ZoneFrozen Zone

Manage demand 
to match supply

Manage supply 
to match demand

Customer prioritization
Delayed order

Substitute product
De-expediting or build 

inventory

Increase/ reduce capacity
Delayed procurement

Early delivery
Shift production

Decision points Decision points



THANK YOU
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