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						Trade Marketing & Demand Planning Alignment. An accurate Sales Forecast.

Consumer Products companies today have a wealth of information, capabilities, knowledge and technology to generate demand forecasts. So, why is it so hard to generate an accurate and agreed upon forecast? There are typically two organizational groups within a consumer products company that have the visibility, insight and responsibility to create the sales forecasts – trade marketing and demand planning. The two groups have unique processes, vantage points, organizational structures, data and methodologies, and therefore generate different versions of the forecast. Since the best forecasts leverage information from both of these groups, the key to success is to overcome the challenges that keep these organizational units out of sync. The following pages outline four basic challenges that organizations face in aligning Trade Marketing and Demand Planning. Each challenge covers the perspectives of both groups and provides recommendations on how organizations can tackle these common challenges.

1. What is the forecast? The What & When of Selling

What the company will sell and when it will sell is often defined differently between trade marketing and demand planning, and since they do not plan at the same levels, translating between the two cannot be solved by a simple math equation.

2. Who does what? Two Cooks in the Kitchen

The challenge is not that Trade Marketing and Demand Planning are duplicating efforts – it is, instead, understanding how each of their inputs can be best understood and leveraged.

3. How can Trade Marketing and Demand Planning agree? The Consensus Number

Differences in levels of information, methods, timing, and how trade marketing and demand planning are organizationally aligned make creating a well-defined forecasting process complicated.

4. How do we merge it all together? Data, Data Everywhere

Different information, from different groups, from different systems at different levels can often make data feel like the enemy and not the answer.

For more, please download our report.
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		Conducting a TPM Assessment for a Pet Product Company

		
			
									Clarkston recently conducted a TPM assessment for a pet product company. This client is one of the top companies in ...

							
		


				
	
				

							
					
	
					
				[image: ]
			

		
		
		

		
			
			
																							Multimedia
										
																							Consumer Products
																	Sales + Marketing
													
		


		Assessing Your RGM Capabilities with the RGM Maturity Model

		
			
									Rising inflation rates and tighter household budgets are forcing consumers to be more mindful of their spending decisions. In fact, ...
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		TPM Talks: Loading Historical Promotion Data into a New TPM System

		
			
									In the TPM Talks webinar series, senior consultant Shatakshi Shekhar sits down with various consumer products sales and marketing subject ...
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