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R emember when the cloud was the new frontier? When 
companies were just beginning to explore the benefits 
of accessing their supply chain planning software on 

someone else’s servers instead of their own? When it felt 
strange to roll out a new software platform without first 
making a huge investment in software licenses and hardware? 

I’m glad those days are behind us. More and more 
companies—Demand Solutions customers certainly among 
them—are making the migration from on-premises software 
to SaaS solutions. They’re recognizing the benefits of getting 
the business functionality they need without having to 
hire a large IT staff to maintain, update, and troubleshoot  
the software. 

This is not to suggest that on-premises supply chain planning 
software is dead. There are still many cases in which it makes 
good strategic and financial sense for a company to implement 
their software behind their own firewall. For example, a large 
enterprise that has already invested heavily in recruiting 
and training a top-notch IT staff may want to put that 
team in charge of building the specific customizations that  
business users request. 

But companies of all sizes are embracing SaaS for a whole 
host of reasons. For startups and other small companies 
that want to grow quickly, SaaS enables them to get in the 
game without making an enormous capital expenditure for 
servers and software licenses. Just pay that subscription fee, 
and you’re up and running. In this sense, SaaS can level the  
playing field. 

At the same time, many midsized companies are now 
reaching a stage in their growth at which their legacy supply 
chain planning systems—many of which revolve around 
spreadsheets—are at the breaking point. They can’t serve up 
information quickly enough, and in a wide enough variety of 
formats, to meet the needs of a broad team of stakeholders. 
The thought of investing in a massive, monolithic supply 
chain management system understandably doesn’t appeal 
to their decision-makers. A SaaS supply chain planning 
solution can give these executives reassurance that not only 
can they go live without incurring major capital expenses, 
but they can also count on their SaaS vendor to scale 
up the platform to support the growth of the business.  

What about large enterprises? With healthy revenue streams 
and, often, mature IT organizations, do these companies 
even need SaaS?  

I’ll put it this way: what company 
can’t benefit from avoiding a large capital expenditure 
as it goes live on supply chain planning software? Even 
large enterprises have budgets. Tapping into the cloud 
relieves them of the burden of buying and maintaining 
their own hardware, and frees up cash to invest in product 
development, marketing, or new headcount. 

And even in the case of a company that has invested heavily in 
IT, that IT organization may already be committed to a whole 
host of strategic projects across the company. Why saddle 
them with the implementation and maintenance of a new 
supply chain planning platform? 

As you can see, we at Demand Solutions are extremely excited 
about the potential of SaaS supply chain planning. The steady 
migration to Demand Solutions SaaS has continued over the 
past year—to the point that I’d now call it a trend. 

In fact, we’ve profiled one such customer in this issue of 
DS Magazine. Dr. Fresh, a fast-growing U.S.-based oral care 
company, chose Demand Solutions DSX SaaS as its new 
forecasting platform—and has managed to shave days off its 
monthly forecasting cycle, among other benefits. 

You’re also going to enjoy reading the success stories of 
Demand Solutions customers such as Siemens, Nuplex, and 
Alexandria Moulding—companies that are embracing the 
principles of integrated business planning (IBP) as they seek 
to improve productivity, boost customer service levels, and 
reduce costs in ways that improve profitability. 

Whether you’re already experiencing the benefits of cloud-
based solutions or are still considering making the transition, 
I hope this magazine inspires you to make your vision for your 
business a reality. Remember—Demand Solutions is here to 
help you every step of the way. 

Bill Harrison
President | Demand Management, Inc. 
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supply chain planning platform. With 
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reduced wasted time by 15 percent, and now 
manages 1,600 SKUs with just 10 employees.
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chemistry. When the company optimized 
its warehousing and distribution activities 
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while avoiding devastating stockouts.
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With a highly perishable product line and a 
complex dependent demand model, Siemens 
Healthineers can’t afford interruptions at its 
distribution centers. Learn how the company 
reduced E&O waste by 10 to 15 percent with  
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professional apparel, and medical products 
needed more than a “rearview mirror” 
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global fill rates by 5 percent while cutting 
inventory by 10 percent.
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Moulding strives for 100 percent fill rates. 
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improved its turn rates, reduced operating 
costs, and avoided growing inventories.  
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preparation each month.
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NEWS

Thank you for your part in making Demand Solutions a 
success! Over the past year, industry analysts have recognized 
our achievements by presenting us with a wide range of 
awards: 

•  Demand Management President Bill Harrison was 
honored as a 2016 Provider Pro to Know for the eighth  
consecutive year.

•  Demand Management was honored as a Great Supply 
Chain Partner by SupplyChainBrain for the tenth time.

•  Demand Solutions was recognized as a Top 100 Logistics 
IT Provider by Inbound Logistics Magazine for the sixth 
time.

•  Demand Management was recognized as one of the Top 
10 Supply Chain Management Solutions Providers for 
2016 by Manufacturing Tech Insights.

•  Demand Solutions was selected as one of the Top 10 
Shop Floor Management Solution Providers for 2016 
by Manufacturing Tech Insights.

•  Demand Solutions’ customer Rochester Gauges won a 
2016 Manufacturing Leadership Award from Frost & 
Sullivan. As their technology partner, Demand Solutions 
is now among an esteemed group of leaders that is 
shaping the future of global manufacturing.

•  Demand Solutions was selected as a recipient of an SDCE 
100 Award for 2016 by Supply & Demand Chain Executive. 
This is Demand Solutions’ eighth win.

•  Demand Solutions was selected as an FL100+ Top 
Software and Technology Provider by Food Logistics for 
the eighth time.

•  Demand Management President Bill Harrison was a finalist 
for IBF’s Excellence in Business Forecasting Awards for 
2016. This was his first nomination.

More Industry Honors  for  
Demand Solutions

NEWS

Break the Barriers with a Flexible  
Supply Chain Planning Platform

What’s the best way to tell when someone isn’t a Demand 
Solutions customer? When they complain about the 
limitations and lack of flexibility of their supply chain 
planning platform. The fact is, Demand Solutions has always 
made a priority of delivering solutions that adapt to the way 
you work, rather than forcing you to comply with unfamiliar 
business processes. And Demand Solutions DSX is our most 
flexible platform ever. 

For example, Demand Solutions DSX offers:
 

•  Unlimited attribute or item master fields. You can 
describe or group your products by using the many 
attribute fields provided by the system—or create your 
own fields.

•  Custom filters. You can define custom groups of items 
and use those same ranges across applications such as 
Forecast Management, Requirements Planning, and Sales 
& Operations Planning.

•  Flexible aggregation. No matter how many subfields 
you’ve created to capture all your product attributes, 
running aggregations in Demand Solutions DSX 
is easy. You can set relationships between items, 
change your product hierarchies in seconds, and 
slice and dice your data to drive better decisions. 

For more information about Demand Solutions DSX, ask 
your representative or visit us online. 

4

http://www.demandsolutions.com/


One Business, One Database, One Login

You’ve got a successful, fast-growing business to run. So why 
waste time toggling between separate application databases 
or exporting data from one supply chain planning module 
to another? With Demand Solutions DSX, you don’t have to.

Demand Solutions DSX is built to run on a single database. 
All your supply chain planning data is in one place and 
accessible with a single login. Not only can you avoid logging 
into separate applications and moving your data back and 
forth, but you can also use the same ranges across modules 
such as Forecast Management and Requirements Planning. 

That single database also runs on vastly enhanced database 
technology. We’ve replaced the proprietary flat-file database 
from Demand Solutions DS1 with Microsoft SQL Server.  
If you implement on-premises, your IT staff will appreciate 
the chance to work with industry-standard technology on 
the back end of your supply chain planning platform.  

NEWS

New Features Deliver Value to Demand 
Solutions DSX Customers

Demand Solutions DSX isn’t just about greater flexibility 
and the ability to run your business in a single database. It 
also offers powerful new features that will streamline and 
enhance some of your most important business processes:

•  Expiration Date Planning. Many manufacturers and 
distributors deal with the challenge of managing products 
and materials that must be consumed by a strict expiration 
date. If you hold these products for too long, they become 
sunk costs. Read the Siemens case study in this issue of 
DS Magazine to learn how Demand Solutions added an 
Expiration Date Planning feature to DSX to meet Siemens’ 
needs. Siemens anticipates that this new feature will help 
it drive ongoing reductions in its excess and obsolescence 
exposure. 

•  Allocation. Making the right products in the right amounts 
at the right time is only part of your challenge. How can you 
make sure these products are going out to sales channels 
in ways that will maximize your profitability? Releasing in 
early 2017, Demand Solutions DSX will offer an Allocation 
feature that simplifies this task.  

•  S&OP integrated into the web interface. Your business 
continues to embrace the principles of S&OP and IBP. 
Why not see information from Demand Solutions 
S&OP right alongside the rest of your business data? 
In Demand Solutions DSX, your S&OP information is 
integrated into the attractive and highly user-friendly  
web interface.  
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Formerly known as Siemens Healthcare, Siemens Healthineers 
brings a pioneering spirit and engineering expertise to the 
healthcare industry. The company seeks to help healthcare 
providers around the world stand up to new challenges by 
providing them with industry-leading medical imaging and 
laboratory diagnostics products. Siemens Healthineers also 
plans to develop new offerings in the management, consulting, 
and digital services realms, and to offer technologies in the 
fast-growing therapeutic and molecular diagnostics market.

When Siemens was first acquiring what is now its In Vitro 
Diagnostics division, the division needed to migrate off of 
a homegrown supply chain planning solution on a tight 
timeframe. The U.S. region’s Planning team contacted their 
peers in Massachusetts who had been using Demand 
Solutions Forecast Management for more than a decade. 
Based on positive feedback from these colleagues, the 
biological division selected Demand Solutions DS1 and went 
live within six months. Not only did the division meet its 
migration deadline, but the new solution offered capabilities 
that had been lacking in the homegrown solution. 

“The forecasting algorithms in Demand Solutions made an 
immediate difference for us by capturing historical trends and 
projecting product line growth,” recalls Joanna George, Senior 
Manager of Global Demand Planning and Global Processing, 
Siemens Healthineers. “Whereas our previous system offered 
a limited selection, Demand Solutions enabled us to choose 
between 26 algorithms to select the formula with the least 
deviation of error. That was a huge factor in our decision to 
select Demand Solutions—along with the fact that the system 
interfaced well with our new order management software.”

Another key consideration for Siemens Healthineers was the 
ability to use Demand Solutions alongside its SAP ERP system. 
Because the company was using SAP worldwide, it wanted 
to be able to roll out the same forecast management system 
globally in the Demand Planning organization. Siemens 
Healthineers was able to implement Demand Solutions 
Forecast Management and Replenishment Planning first for 
its U.S. Demand Planning sites before rolling it out to sites in 
the United Kingdom, Germany, Ireland, and Belgium. 

REQUIREMENTS PLANNING SUPPORTS A COMPLEX 
DEMAND MODEL

With Demand Solutions DS1, Siemens Healthineers gained 
the replenishment planning functionality it needed to 
manage a complex dependent demand model. Siemens 
Healthineers replenishes its primary U.S. distribution center 
(DC) from its U.S.-based internal and external suppliers, and 
then replenishes the other DCs. The company uses the same 
distribution logic for its European DC: if the supplier is based 
outside the U.S., then the primary DC will be Europe, and it 
will replenish the rest of the DCs. This means Siemens must 
balance its products carefully between the two DCs on two 
continents with two demand streams. Meanwhile, Siemens’ 
DCs in various countries must replenish their products from 
one of the main DCs, based on their geographical location. 

“Demand Solutions Requirements Planning gives our planners 
the global supply and demand visibility to avoid interruptions 
at either of our main DCs,” says Joanna. “Using our defined 
planning parameters, our planners can easily determine when 
to transfer products between the primary and secondary DCs 
to ensure excellent service to our facilities around the world.”

SIEMENS HEALTHINEERS

SUPPLY CHAIN 
PIONEERS 
SIEMENS HEALTHINEERS BOOSTS 
FORECAST ACCURACY WHILE PLOTTING 
AN UPGRADE TO DEMAND SOLUTIONS DSX
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“Our goal with Demand Solutions was to improve our forecast 
accuracy on reagent and consumable planning,” Joanna says. 

“We aimed to meet or exceed 85 percent forecast accuracy. 
We’re consistently at or above that figure throughout our 
global demand planning organization. We appreciate 
that Demand Solutions provides such a wide variety of 
forecasting algorithms to fit just about any situation in our 
global operations.” 

Demand Solutions has also helped Siemens Healthineers 
streamline its day-to-day operations, resulting in better 
customer service. “Our vision is to have an ideal customer 
experience, where an order is a ‘touchless’ order that requires 
no human intervention from the time it comes in to the time 
it ships out of a distribution center—on time and exactly as 
required by the customer,” Joanna explains. “Any supply chain 
interruption inevitably requires different teams to intervene 
and modify an order. With the supply chain visibility we’ve 
gained through Demand Solutions, we’ve been able to 
minimize the number of orders we have to touch.”

So much can happen in between forecasting cycles—
especially in a complex global business like Siemens 
Healthineers’. To keep an eye on what’s in the pipeline—and 
how it might affect the supply chain—Siemens Healthineers 
uses Demand Solutions Requirements Planning to monitor 
open orders and inventory. 

FORECAST ACCURACY EXCEEDS TARGETS AT GLOBAL 
DISTRIBUTION CENTERS

To ensure that each of its global planning teams would 
only see the SKUs for which they are responsible, Siemens 
Healthineers implemented nine instances of Demand 
Solutions DS1 worldwide. The company’s main goal was 
to improve forecast accuracy across multiple product lines. 
When Siemens Healthineers first went live, its forecast 
accuracy hovered around 80 percent. The company now 
achieves 85 to 87 percent forecast accuracy across all 
product lines and locations. 

OUR GOAL WITH DEMAND SOLUTIONS WAS 

TO IMPROVE OUR FORECAST ACCURACY ON 

REAGENT AND CONSUMABLE PLANNING. 

WE AIMED TO MEET OR EXCEED 85 PERCENT 

FORECAST ACCURACY. WE’RE CONSISTENTLY 

AT OR ABOVE THAT FIGURE THROUGHOUT 

OUR GLOBAL DEMAND PLANNING 

ORGANIZATION. WE APPRECIATE THAT 

DEMAND SOLUTIONS PROVIDES SUCH A WIDE 

VARIETY OF FORECASTING ALGORITHMS 

TO FIT JUST ABOUT ANY SITUATION IN OUR 

GLOBAL OPERATIONS.” 

~ JOANNA GEORGE

SENIOR MANAGER OF GLOBAL DEMAND 

PLANNING AND GLOBAL PROCESSING

SIEMENS HEALTHINEERS

“We review and update the forecast at the SKU level  
continuously but follow a monthly calendar,” explains Joanna. 

“For the rest of the month, Demand Solutions Requirements 
Planning is home base for our planners. They can see 
information on inventory right down to the lot number, or 
drill down to the SKU level to get detailed information and 
determine when to send product to our secondary distribution 
center. One Demand Solutions screen view contains just about 
all the information that any planner could possibly need to 
make sound business decisions.” 

REDUCING EXCESS AND OBSOLETE (E&O) WASTE BY 10-
15%

Siemens Healthineers is also using this increased inventory 
visibility to reduce waste throughout its operations. The 
company’s inventory is largely biological, including products 
such as antibodies and plasma that have very strict expiration 
dates. Expired products must be discarded—which creates a 
drag on the bottom line. 

“Demand Solutions Requirements Planning helps us minimize 
excess and obsolete inventory so that we’re not constantly 
throwing products away,” says Joanna. “This feature gives us 
a much better view of both of our distribution centers, so that 
we can balance our inventory in ways that ensure products 
are available at the right distribution center to support the 
customer’s requirements with the right dating. With the better 
control we’ve gained over inventory, we’ve reduced scrap in 
the diagnostic area by 10 to 15 percent.”

To ensure that these improvements are realized worldwide, 
Siemens Healthineers track key performance indicators (KPI) 
such as Excess and Obsolescence, Back Orders and Allocations, 
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“BY GIVING OUR SUPPLY CHAIN LEADERS AND 

PLANNING PEERS IN BRAZIL THE TOOLS TO DRIVE 

THEIR S&OP PROCESS, WE’VE TAKEN A HUGE 

STEP TOWARDS GREATER PROFITABILITY FOR 

SIEMENS HEALTHINEERS OVERALL. VIRTUALLY 

EVERY SUPPLY CHAIN METRIC THAT’S IMPORTANT 

TO US HAS IMPROVED IN OUR BRAZILIAN 

OPERATIONS SINCE WE IMPLEMENTED NEW 

PROCESSES AND SUPPORTED THEM WITH THE 

FORECAST MANAGEMENT MODULE OF DEMAND 

SOLUTIONS.”

~ JOANNA GEORGE

SENIOR MANAGER OF GLOBAL DEMAND 

PLANNING AND GLOBAL PROCESSING

SIEMENS HEALTHINEERS

Inventory, Forecast Accuracy, and End Customer Line Item 
Fill Rate. The company can easily measure their monthly 
KPI by extracting reports from Demand Solutions using the 
Report Share feature. 

“With Report Share, we can look at historical trends, by 
customer or country, much more quickly than in our ERP 
system,” Joanna explains. “And once we create a custom 
report, we can simply refresh the data every time we want 
a new view with the latest results. Each refresh provides a 
snapshot in time. Our end-of-month report provides all the 
attributes at the SKU level, which is essential information at 
the item level. We can easily use 36 months of history and a 
12-month rolling forecast to maintain and drive our business 
forward.”

BRAZILIAN OPERATIONS BOOST ACCURACY OF 
REPLENISHMENT PLANNING BY 60%

After rolling out Demand Solutions worldwide, Siemens 
Healthineers have seen improvements throughout their 
global operations. Certain countries have shown significant 
operational improvement — and Brazil is one of those 
countries.   

“We took a look at what was happening around the world 
and realized Brazil needed some stronger tools for making 
better planning decisions,” recalls Joanna. “So we thought, 

‘Why not try to help them?’”

Siemens Healthineers headquarters staff partnered with 
their regional planning colleagues in Brazil to implement 
new business processes, set up manufacturing resource 
planning functionality in their ERP system, and roll out 
Demand Solutions Forecast Management. Over the next two 
years, the Brazilian team realized a 60 percent improvement 

in the accuracy of its replenishment planning forecasts, a 
20 percent improvement in overall forecast accuracy, a 57 
percent reduction in back orders, an enhanced line item fill 
rate, and reduction in scrap.  
 
Expect more great news out of Brazil. Local executives now use 
Demand Solutions to drive the sales and operations planning 
(S&OP) process, rather than leaving it to the sales team. 

“Sales teams are often very optimistic in their projections, 
which can be dangerous when inventory costs millions of 
dollars,” Joanna explains. “By giving our supply chain leaders 
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and planning peers in Brazil the tools to drive their S&OP 
process, we’ve taken a huge step towards greater profitability 
for Siemens Healthineers overall. Virtually every supply chain 
metric that’s important to us has improved in our Brazilian 
operations since we implemented new processes and 
supported them with the Forecast Management module of 
Demand Solutions.”

UPGRADE TO DSX MEANS EASIER NAVIGATION AND 
A SINGLE, GLOBAL DATABASE

How does Siemens Healthineers maintain a centralized view 
of its global operations while running nine different instances 
of Demand Solutions? Users from different regions have 
found ways to log onto other instances of the software when 
they want to view information in regional databases. And the 
company’s data analysts work hard to keep each installation 
updated with flat files. But when Demand Solutions 
announced the release of Demand Solutions DSX—an 
integrated platform that runs on a single database—Siemens 
Healthineers immediately recognized an opportunity to unite 
its global operations on a single solution with one centralized 
database. 

“Demand Solutions DSX will enable us to maintain one instance 
of Demand Solutions worldwide,” says Joanna. “Rather than 
storing information in separate regional databases, we can 

simply control access through user permissions. The new 
platform will also make life much easier for our IT staff 
because it will interface with our ERP system to eliminate the 
need for flat file updates.” 

One of the main drivers for Siemens Healthineers’ upgrade 
was the company’s desire to move off of its aging AS400 
servers, which were nearing the end of their support 
lifecycle. Wanting to avoid potential security issues, the 
company began looking for supply chain planning software 
that would run on newer server technology. 

“Frankly, our upper management has been really happy with 
our forecast accuracy on Demand Solutions DS1,” Joanna 
remarks. “But as long as we had decided to make another 
capital investment in planning software, we decided to do 
our due diligence and find the best solution money could 
buy.” 

Siemens Healthineers evaluated four different supply chain 
planning solutions over the course of 18 months. Demand 
Solutions DSX stood out for several reasons. 

“We appreciated the fact that with Demand Solutions DSX, 
there’s an unlimited number of fields for all the planning 
attributes and parameters in the software,” says Joanna. 

“There are also no limits on data views. Of all the software we 

SIEMENS HEALTHINEERS10



looked at, DSX was by far the easiest to navigate—written by 
and for people who really understand planning.” 

Given the global nature of Siemens Healthineers’ business, 
the multilanguage capabilities of Demand Solutions DSX also 
appealed to Joanna and her team. “Demand Solutions DSX is 
available in 11 languages, which is impressive,” says Joanna. 

“That was an additional selling point for us as we looked 
for a solution that would help unite our global operations.” 

RESPONSIVE, INNOVATIVE VENDOR DELIVERS 
VALUE FOR THE MONEY

Siemens Healthineers’ planners look forward to being able 
to build workspaces with multiple custom tabs that make 
it easy for each planner to find the information that’s most 
relevant to them. They’ll rely on QuikView to deliver robust 
reports right in the solution. But in addition to these off-the-
shelf features, Siemens was impressed by Demand Solutions’ 
willingness to innovate based on customer input.

“We called the Demand Solutions headquarters in St. Louis 
and told them that of all the software we’ve reviewed, 
nobody offers product expiration planning,” Joanna explains. 

“They invited us to meet with two of their top executives and 
talk about our needs. Based on our input, their developers 
went off and added this feature to the product. That would 
probably never happen with a larger vendor, but it’s just one 

of the advantages of working with Demand Solutions.” 

What’s another advantage? The value that Joanna and her 
team believe they’re getting for their investment. 

“If you go with a larger software vendor, they’re going to bring 
in a major consulting firm to do the implementation, and that 
runs up the price,” remarks Joanna. “But Demand Solutions 
has its own consultants who know the software inside and 
out. There are no surprises or hidden fees. Everything we 
agreed to with their executives was what was delivered in 
the end. When you factor in the overall implementation time 
and cost, Demand Solutions ended up being a much more 
affordable option for us. I can confirm that Demand Solutions 
stands behind their motto with amazing local support: ‘Global 
Solutions Delivered Locally.’ 

“There’s more to our upgrade story than simply reducing nine 
databases to one,” Joanna concludes. “Our next chapter is to 
implement the integrated platform of DSX, where we will be 
able to create a new forecast in this interactive environment 
and the changes will be applied instantaneously in the 
system. DSX can only lead to continuous improvements on 
our business planning processes throughout our global supply 
chain organization. The new software will greatly assist with 
managing our expiration date planning to drive reductions on 
our E&O exposure.”   
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Alexandria Moulding is one of North America’s leading moulding manufacturers and 
distributors, with operations in Canada and the United States. The company meets 
its manufacturing and distribution requirements by operating five mega-centers 
throughout the U.S. and Canada. Customers ranging from professional dealers to 
retailers depend on Alexandria for not only quality mouldings, but also complete 
interior design solutions. 

As Alexandria’s more than 1,000 employees ship products throughout North America 
each week, they strive for a 100 percent fill rate. It’s no wonder that Alexandria’s products 
are increasingly in demand. 

After starting off as a manufacturer, Alexandria eventually transitioned into a 
manufacturing and distribution company. In the early 2000s, the company anticipated 
rapid growth in the U.S., and prepared by introducing two distribution facilities 
located in Pennsylvania and Indiana. Meanwhile, the company was increasingly 
purchasing materials from suppliers around the world. Alexandria faced the challenge 
of maintaining its industry-leading fill rates in this increasingly complex supply chain. 

BUILDING ON 
CUSTOMER 
SERVICE
ALEXANDRIA MOULDING KEEPS 
FILL RATES HIGH DURING RAPID 
GROWTH
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“Our fill rates are our core differentiator from our competition, 
and are at the heart of our mission statement,” explains 
Shawn Perry, Vice President, Corporate Development and 
Supply Chain Management, Alexandria Moulding. “But the 
more you start outsourcing manufacturing, the greater the 
risk that your customer service levels will fall or working 
capital will be impacted. So, we began educating our senior 
management team and key employees in the basics of 
planning and replenishment, and gave them better tools for 
the job.”
 
COMBINING “SCIENCE” AND “ART” FOR BETTER 
FORECASTING

That’s when Alexandria Moulding implemented Demand 
Solutions Forecast Management to get a better grasp of 
resources and constraints, and to streamline its demand 
management process. 

“We had trained our planners to know that forecasting is a 
combination of science and art,” says Perry. “As we headed 
into a period of expected growth while continuing to mature, 
we knew our planning had to become more structured and 
consistent while also giving us the flexibility to incorporate 
our own assumptions and gut feelings. Demand Solutions 

helped strengthen our science with reliable forecasting 
techniques, and also enabled us to roll up our work to the 
corporate sales and operations planning (S&OP) level.”

Alexandria rolled out Demand Solutions to each of its sites 
over the course of about 18 months. Although some sites 
were more mature than others, Demand Solutions Forecast 
Management gave planners at each location the “science” 
they needed to delve into the “art” of forecasting. 

“Rather than just relying on a human saying, ‘This is what I 
think will happen in our market,’ we began using 21 different 
algorithms to help us figure out what was happening behind 
the scenes,” Perry explains. “Depending on the needs of 
each market, our planners could then easily go in and make 
changes based on their collaboration with the sales team to 
make best-in-class decisions.”

CONTINUOUS FORECASTING PROCESS NOW WRAPS 
UP IN A FEW DAYS

As Alexandria Moulding fills orders for customers around the 
world, the company aspires for a 100 percent fill rate and 
consistently achieves a rate very close to that—even with 
thousands of SKUs to manage. Maintaining a best-in-class 
fill rate is theoretically easier for a company that does most 
of its manufacturing in-house. For Alexandria Moulding, the 
challenge has been to keep fill rates high while outsourcing 
an increasing portion of its business to manufacturers around 
the globe—and to do so without carrying more inventory. 

“Growing into a distribution model, combined with our work 
with Demand Solutions, has enabled us to control our costs 

“GROWING INTO A DISTRIBUTION MODEL, 
COMBINED WITH OUR WORK WITH DEMAND 
SOLUTIONS, HAS ENABLED US TO CONTROL 
OUR COSTS AND MAKE BETTER USE OF OUR 
WORKING CAPITAL AS WE GROW. DEMAND 
SOLUTIONS IS A TOOL THAT HAS ENABLED 
US TO MAKE IMPROVEMENTS IN OUR TURN 
RATES, MANAGE OUR OPERATING COSTS, AND 
AVOID GROWING OUR INVENTORIES EVEN 
AS WE’VE GREATLY INCREASED THE OVERALL 
VOLUME OF OUR BUSINESS.”  

~ SHAWN PERRY
VICE PRESIDENT, CORPORATE 
DEVELOPMENT AND SUPPLY CHAIN 
MANAGEMENT, ALEXANDRIA MOULDING
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and make better use of our working capital as we grow,” 
Perry explains. “Demand Solutions is a tool that has enabled 
us to make improvements in our turn rates, manage our 
operating costs, and avoid growing our inventories even as 
we’ve greatly increased the overall volume of our business.”  

As Alexandria’s planners work, they no longer have to enter 
a forecast into their ERP system for each of the company’s 
thousands of SKUs. Today, they can simply review the data 
that Demand Solutions provides, adjust the history, and 
generate a monthly forecast that breaks down into weekly 
totals. What used to be a continuous forecasting process can 
be completed in just a few days each month. 

“We love the forecasting tools that are at our fingertips,” says 
Perry. “We can easily manage data, adjust history elements, 
take out one-off events, and make notes that will guide our 
decisions on future forecasts. With Demand Solutions, we 
never lose sight of where we’ve been and where we’re heading.” 
 
GROWING THE BUSINESS WITHOUT TYING UP CASH

Seeking to power the company’s continued growth, 
Alexandria Moulding’s planners have built S&OP templates 
within Demand Solutions to guide their most important 
business decisions in areas such as insourcing and 
outsourcing. Demand Solutions also gives them the tools to 

build deeper relationships with supply chain partners, which 
will enable the company to continue achieving high fill rates. 
For example, the service level optimizer helps Alexandria 
determine what safety stock levels it will need based on time 
periods, forecast performance and supply chain issues. 

“For 13 years, Demand Solutions has been a critical tool to our 
success in growth and working capital,” Perry concludes. “We 
have the data and functionality we need to grow our business 
more productively and cost-effectively.”   

“FOR 13 YEARS, DEMAND SOLUTIONS HAS BEEN 
A CRITICAL TOOL TO OUR SUCCESS IN GROWTH 
AND WORKING CAPITAL. WE HAVE THE DATA 
AND FUNCTIONALITY WE NEED TO GROW OUR 
BUSINESS MORE PRODUCTIVELY AND  
COST-EFFECTIVELY.”

~ SHAWN PERRY
VICE PRESIDENT, CORPORATE DEVELOPMENT 
AND SUPPLY CHAIN MANAGEMENT
ALEXANDRIA MOULDING
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Dr. Fresh, one of the fastest growing oral care companies in 
the U.S., is a multinational company with distribution in more 
than 35 countries and major offices in the United Kingdom 
and China. Headquartered in Buena Park, California, the 
company offers consumers more than 250 affordable, high-
quality personal care products. Dr. Fresh derives its success 
and steady growth from innovation and new product 
development. 

As the manufacturer of Firely, REACH® toothbrushes, Dr. Fresh, 
and other popular brands, Dr. Fresh is plugged into a major 
market. Until recently, the company was performing all of its 
forecast consolidations, driving purchase requisitions, and 
providing financial projections in a massive spreadsheet. 
With hundreds of thousands of records stored in it, the 
spreadsheet was becoming increasingly unreliable. 

“It was time for us to grow up as a company,” recalls 
Sandip Grewal, CFO, Dr. Fresh. “One of the first areas we 
started looking at was the sales forecast. We were using a 
massive spreadsheet to forecast for four different regions, 
consolidating everyone’s data into a huge forecast file every 
month. And if one person had made one mistake in the data 
they submitted, it ruined everything.” 

Rather than continue to have one person produce the 
forecast for the entire company through a tedious manual 
process, Dr. Fresh sought a more robust solution that 
would allow sales reps to take an active role in producing 
the demand forecast. The company spent several months 
trying to build a better spreadsheet-based solution before 
realizing the time had come to evaluate external solutions. 

TAKING FORECASTING TO A NEW LEVEL OF DETAIL

Dr. Fresh’s top priority was to find a solution that would be 
highly scalable to its rapid growth, integrate easily with its in-
house solutions, and place minimal financial and IT burdens 
on the company. That made cloud-based solutions extremely 
appealing—and led Dr. Fresh to Demand Solutions DSX SaaS.  

Dr. Fresh worked closely with Demand Solutions consultants 
to deploy DSX SaaS. Despite the fact that Dr. Fresh needed 
extra data validation to allow for additional levels of financial 

“OUR OLD FORECASTING PROCESS 
INVOLVED A LOT OF GRUNT WORK AND 
BACK-AND-FORTH COMMUNICATION AS 
WE CONSOLIDATED DATA FILES FROM FOUR 
DIFFERENT REGIONS. IT ALSO LACKED ANY 
AUDIT TRAIL. WITH DEMAND SOLUTIONS 
DSX SAAS, WE’VE NOT ONLY GREATLY 
ENHANCED FORECASTING, BUT ALSO CUT 
DAYS OF NEEDLESS DATA PREPARATION OUT 
OF THE PROCESS.”

~ SANDIP GREWAL
CFO
DR. FRESH

A TASTE OF SUCCESS
DR. FRESH BRUSHES UP ON FORECASTING
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detail in the forecast, the company was able to go live with 
Forecast Management functionality in late 2015. Dr. Fresh 
plans to roll out Requirements Planning and Supply Planning 
next. 

“In our financial planning, it’s critical for us to be able to 
match each and every dollar in the forecast with a dollar in 
our actuals,” explains Grewal. “We go way beyond the level of 
detail you’d normally find in a pure demand planning forecast. 
But Demand Solutions DSX SaaS was flexible enough to 
support that. We’ve been very happy with the performance of 
the platform since we went live.”

TRIMMING WASTE FROM THE FORECASTING 
PROCESS

With Demand Solutions DSX SaaS, Dr. Fresh has dramatically 
accelerated its forecasting process. In its previous process, a 
bottleneck occurred when one employee had to consolidate 
input from a host of different stakeholders across the company. 
With DSX SaaS, there’s one central version of the financial 
truth in the database at all times. This makes it easier to slice 
and dice the data for forecasting purposes—and has enabled 
Dr. Fresh to run forecasts on the system in just three to five 
days, compared to two weeks previously. 

“Our old forecasting process involved a lot of grunt work and 
back-and-forth communication as we consolidated data files 
from four different regions,” says Grewal. “It also lacked any 
audit trail. With Demand Solutions DSX SaaS, we’ve not only 
greatly enhanced forecasting, but also cut days of needless 
data preparation out of the process.”

With Demand Solutions DSX SaaS, Dr. Fresh has established 
a monthly cadence for reviewing actuals. Less time spent 
gathering data means more time for analysis. And with 
forecasting data in one central system, stakeholders are 
enjoying greater accuracy and enhanced visibility into the 
health of the business. 

“Demand Solutions DSX SaaS has given us the tools for 
consistent collection of the forecast,” says Grewal. “The 
process of updating the numbers and getting a forecast out 
to our salespeople finally runs efficiently, and we now have 
a clean forecast to look at. That’s one of the greatest benefits 
this platform has provided us.”

FINDING THE BALANCE BETWEEN SURPLUSES  
AND STOCKOUTS

“Like any procurement staff, our buyers strive to place the right 
orders at the right time, in ways that leave us with neither 
surpluses nor stockouts,” Grewal continues. “Building a reliable 
demand forecast in Demand Solutions DSX SaaS was our 
first step towards achieving this goal. Next, we’ll be working 
with our procurement team to use the forecast in ways that 
influence our buying habits. We anticipate that in the long run, 
we’ll be able to establish better control over our buying mix 
and achieve reductions in our inventory levels.”  

“DEMAND SOLUTIONS DSX SAAS HAS GIVEN US 
THE TOOLS FOR CONSISTENT COLLECTION OF 
THE FORECAST. THE PROCESS OF UPDATING THE 
NUMBERS AND GETTING A FORECAST OUT TO 
OUR SALESPEOPLE FINALLY RUNS EFFICIENTLY, 
AND WE NOW HAVE A CLEAN FORECAST 
TO LOOK AT. THAT’S ONE OF THE GREATEST 
BENEFITS THIS PLATFORM HAS PROVIDED US.”

~ SANDIP GREWAL
CFO
DR. FRESH
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Voreia is a wholesale distributor that connects luxury brands 
with a large network of independent retail outlets throughout 
North America. The company’s capabilities include 
warehousing and fulfillment, logistics, regulatory compliance, 
and import/export advisory. Voreia helps quality brands 
made with artisan craftsmanship find a large and enthusiastic 
audience across North America.

Even as a small startup company, Voreia is already North 
America’s leading distributor of classic shaving supplies. The 
company provides the number-one classic shaving cream on 
Amazon.com for the U.S., Canada, and the United Kingdom. In 
short, business is booming.

“We’ve very quickly built a business around men coming back 
to the old ways of shaving—using hot water and high-quality 
products,” says Dave Cox, CEO, Voreia. “We proudly distribute 
just about any product set that supports this trend, including 
shaving brushes, combs, and toiletries.” 

Most startup distribution companies plan their growth via the 
spreadsheet. Voreia was no exception—but from day one, Cox 
was thinking bigger. 

“Spreadsheets were only a temporary measure for us,” Cox 
explains. “I made it a priority early on to invest in the supply 
chain planning technology we would need to enable 
unlimited business growth without disruption.”

Having used Demand Solutions DS1 at a previous job, Cox 
was intimately familiar with what Demand Solutions had to 
offer. He chose to implement Demand Solutions DSX Forecast 
Management and integrate it with Voreia’s SAP ERP system. 

FROM SPREADSHEETS TO SUPPLY CHAIN PLANNING 
SOFTWARE IN FOUR HOURS!

Can a business with 10 employees really implement a full-
featured supply chain planning system and make it work 
for their organization? Cox and a single Demand Solutions 
consultant brought Demand Solutions DSX live at Voreia 
within four hours by running a highly focused implementation 
process. 

“Of all the platforms I’ve worked on in my career, I’ve never 
seen a forecasting or supply chain planning system with 
the same combination of robustness and simplicity as 
Demand Solutions DSX,” says Cox. “When I realized during 
implementation how few data fields I really needed to feed 
it to get it up and running, I was amazed. I’ve used platforms 
that required nine months to implement. Demand Solutions 
DSX, by contrast, provides an incredibly fast time to value for a 
smaller organization while giving you the capabilities to grow 
over time.” 

ON THE CUTTING EDGE
VOREIA PICKS DEMAND SOLUTIONS DSX AS ITS 
PLATFORM FOR GROWTH
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REDUCING WASTED TIME BY 15% COMPANYWIDE

After going live on Demand Solutions DSX, Voreia noticed a 
dramatic difference in its supply chain planning. Suddenly, the 
company could spend less time performing calculations and 
manipulating data, and more time managing the business. 

“Working in spreadsheets, we were spending several days 
each month just lining up the data on our business—and 
it was still only giving us a limited view,” recalls Cox. “With 
Demand Solutions DSX, if you just manage your history 
well, the forecast practically takes care of itself. We have far 
greater control over the business and a much higher level of 
confidence in our numbers.”

Cox estimates the company has reduced wasted time by 
15 percent since going live on Demand Solutions DSX. That 
figure includes four days per month that Cox has freed up 
for himself—and which he can now devote to growing and 
developing the business. 

“Our company’s success is directly related to my ability to find 
opportunities for us,” says Cox. “That’s why it’s imperative for us 
to use technology in ways that add value. Demand Solutions 
DSX dramatically reduces wasted time so that I can devote 
more energy to being a CEO.”

MANAGING 1,600 SKUS WITH JUST 10 EMPLOYEES

Despite being a startup with a small headcount, Voreia often 
finds that its supply chain planning processes are more 
sophisticated than those of its vendors. Demand Solutions 
DSX enables Voreia to give these vendors a clear demand 
signal, which helps prevent production delays. 

“For most of our vendors, we’re the only representative of their 
business in North America,” Cox explains. “They need to see 
our demand stream so that they can plan their inventory and 
we can buy it. Demand Solutions enables us to give vendors 

“OF ALL THE PLATFORMS I’VE WORKED 
ON IN MY CAREER, I’VE NEVER SEEN A 
FORECASTING OR SUPPLY CHAIN PLANNING 
SYSTEM WITH THE SAME COMBINATION OF 
ROBUSTNESS AND SIMPLICITY AS DEMAND 
SOLUTIONS DSX. WHEN I REALIZED DURING 
IMPLEMENTATION HOW FEW DATA FIELDS 
I REALLY NEEDED TO FEED IT TO GET IT UP 
AND RUNNING, I WAS AMAZED.” 

~ DAVID COX
CEO
VOREIA

“OUR COMPANY’S SUCCESS IS DIRECTLY 
RELATED TO MY ABILITY TO FIND 
OPPORTUNITIES FOR US. THAT’S WHY IT’S 
IMPERATIVE FOR US TO USE TECHNOLOGY 
IN WAYS THAT ADD VALUE. DEMAND 
SOLUTIONS DSX DRAMATICALLY 
REDUCES WASTED TIME SO THAT I CAN 
DEVOTE MORE ENERGY TO BEING A CEO.”

~   DAVID COX
CEO
VOREIA

an accurate, constantly updated view of what we’re going to 
need. Our vendors benefit as much as we do.”

Voreia’s staff of 10 manages 1,600 SKUs seamlessly within 
Demand Solutions DSX. They maintain end-to-end visibility 
of their supply chain and follow repeatable processes to 
get more done with less headcount. Planners use Demand 
Solutions’ intuitive graphs to keep an eye on the big picture 
even as they focus on making day-to-day adjustments to the 
forecast. 

“We’ve taken a Fortune 500 technology infrastructure and 
made it fit a niche company—and it’s working,” Cox reports. 
“We’re driving massive productivity with Demand Solutions 
DSX.”

PLATFORM SUPPORTS TRIPLE-DIGIT GROWTH

Cox realizes he has gone against the grain by putting 
sophisticated software platforms in place so early in his 
company’s lifecycle. But he believes the results are speaking 
for themselves—and will continue to do so.

“Everyone said we were crazy to implement these solutions 
when we were so small,” says Cox. “But we made a strategic 
investment in Demand Solutions DSX early because it’s easier 
to implement now and grow the platform with our business 
than to have to implement two years down the road when 
our business processes are at a breaking point. We’ve grown 
triple digits over the past four years, and we know Demand 
Solutions DSX will support that growth going forward.”  
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Maintaining the volume of sales for Eaton requires careful 
planning. Instead of forecasting as a function of operations, 
the most common approach, sales and marketing teams drive 
the forecast based on input from customer orders, marketing 
strategy, and sales activities. 

“Sales and marketing tell us which direction we have to take 
our inventory and how fast we’ll go,” explains Cheryl Hodge, 
Demand Manager, Eaton. “If we simply look at our history, we 
won’t know when things are likely to change. But sales and 
marketing can tell me that there’s a trend towards a specific 
product color or configuration. It’s their input that helps us 
grow in the right ways.” 

With sales and marketing leading the forecasting process 
for unconstrained demand, Eaton’s operations team plans 
production, inventory, and safety stock to support customer 
service. This unconventional arrangement has worked well for 
the company—but it wasn’t always that way.  

“In the past, the marketing team worked with spreadsheets to 
populate the forecast for the operations team,” says Hodge. 

“The inventory had grown larger than it needed to be because 
there was a disconnect between what sales and marketing 
were trying to do and what operations was actually confirming. 
We clearly needed a way to get everyone on the same page.”

FLEXIBLE AGGREGATIONS DRIVE GREATER 
COLLABORATION

With outside consultants working alongside their own IT 
and marketing personnel, Eaton implemented Demand 
Solutions Forecast Management in 2004 and integrated it 
with an AS400-based MRP system. The following year, Eaton 
integrated Demand Solutions with its SAP platform. 

Today, sales and marketing provides forecast updates 
that Hodge feeds into the Demand Solutions system. The 
information they share drives collaboration in monthly and 
quarterly meetings as team members discuss emerging 
trends, demand impacts, customer conversions and new 
business, promotional activities, and sales and marketing 
strategies. Eaton’s forecast is always planned for the next 
three months, but conversations between sales and 
marketing lead to ongoing adjustments.

With Demand Solutions, Hodge can easily present forecasts 
to colleagues at various levels of the organization in a 
format that’s relevant to them. “One of the clear advantages 
of Demand Solutions is the flexibility of aggregations,” she 
says. “For example, I can provide the marketing team with 
a product family forecast with sales channel and SKU level 
detail. I can then give the sales team their forecast by sales 

PLUGGED INTO DEMAND
EATON THRIVES ON SALES- AND MARKETING-
DRIVEN FORECASTS
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channel and region or customer. I also provide SKU-level 
detail to our distribution center, which drives our MRP and 
planning process. After collecting everyone’s input, I can then 
go back into the system, make adjustments, and roll it all up 
to the forecast.”

ACCURATE VIEW OF DEMAND HELPS COMPANY 
PREPARE FOR SEASONAL SPIKES

As Eaton prepares its forecasts, it must account for seasonal 
demand that’s primarily driven by the building season—but 
the building season varies by region due to the differences 
in climate, such as is the case between the U.S. and Canada. 
In addition, Christmas and heavy storms can bring spikes in 
demand. Eaton prepares by tracking three years of demand in 
Demand Solutions. 

“Demand Solutions helps us see patterns such as, ‘This item 
was really strong in Q4 for the last three years,’” explains Hodge. 

“When we see a three-year product history in graphical format, 
that helps us make sure we have enough of it on the shelf.”

With an accurate view of demand, Eaton can now better 
prepare for growth. A recent forecast projected a growth 
figure that the company actually ended up exceeding.

“Some people were skeptical that we would see that growth,” 
says Hodge. “But we were prepared for it because we use 
Demand Solutions to forecast based on demand rather than 
just history. We forecasted an aggressive number based on 
what sales and marketing were telling us, and we were ready 
to capture that business when it came in.”

SALES AND MARKETING LEAD THE WAY TO 
SUSTAINABLE GROWTH

It’s common practice nowadays for companies to incorporate 
customer input into their forecasts. But Eaton has found that 
its own forecasts in Demand Solutions can be more accurate 
than those of their customers. 

“WE’VE USED THE FORMULAS IN DEMAND 
SOLUTIONS TO GENERATE FORECASTS FOR 
OUR CUSTOMERS THAT ARE OFTEN BETTER 
THAN WHAT THEY GENERATE IN THEIR OWN 
SYSTEMS. BY PROVIDING THEM WITH MORE 
ACCURATE INFORMATION REGARDING 
INVENTORY, WE POSITION OURSELVES TO 
MORE EASILY RESPOND TO CHANGES IN THEIR 
ORDERS.” 

~ CHERYL HODGE
DEMAND MANAGER 
EATON 

“ONE OF THE CLEAR ADVANTAGES OF 
DEMAND SOLUTIONS IS THE FLEXIBILITY 
OF AGGREGATIONS. FOR EXAMPLE, I CAN 
PROVIDE THE MARKETING TEAM WITH 
A PRODUCT FAMILY FORECAST WITH 
SALES CHANNEL AND SKU LEVEL DETAIL. 
I CAN THEN GIVE THE SALES TEAM THEIR 
FORECAST BY SALES CHANNEL AND 
REGION OR CUSTOMER.” 

~ CHERYL HODGE
DEMAND MANAGER 
EATON  

“We’ve used the formulas in Demand Solutions to generate 
forecasts for our customers that are often better than 
what they generate in their own systems,” says Hodge. “By 
providing them with more accurate forecasts, we position 
ourselves to more easily respond to changes in their orders. 
Another great thing about Demand Solutions is that I always 
understand why the system used a certain formula and how 
it arrived at a forecast. There’s total transparency.”

With Demand Solutions Forecast Management, Eaton has 
given itself the tools to help sales and marketing continue to 
drive a highly accurate forecasting process that is powering 
the company’s growth. “Involving our sales and marketing 
teams in our forecasting is critical to our success,” Hodge 
concludes. “These are the teams that are changing and 
shaping demand, and only they can tell our forecast what 
history cannot. Demand Solutions makes it easy for me to 
incorporate their input into every forecast for maximum 
accuracy.” 

Eaton provides energy-efficient solutions that help 
customers effectively manage electrical, hydraulic, and 
mechanical power more efficiently, safely, and sustainably. 
The company has 96,000 employees and makes annual sales 
of $20.9 billion to customers in more than 175 countries.  
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Nuplex believes that true partnerships come from sharing 
goals. The resin manufacturer prides itself on being flexible 
as it works towards a closer alignment with each of its 
clients. Across its global research and development, sales, 
and production network, Nuplex’s teams are focused on 
finding ways to help clients improve their performance and 
productivity, enter new markets, refine applications, and 
deliver advanced products that meet evolving needs as well 
as ever more stringent environmental regulations.

“Chemistry is at the heart of who we are as a company, in 
everything we do,” explains Brad Hurst, Regional Supply 
Chain Manager for Australia and New Zealand, Nuplex. “It 
takes the right chemistry to put the right balance of polymers 
in our resins. And we strive to achieve a real chemistry with 
our clients by not only delivering innovative products and 
technologies, but also providing ongoing technical support 
and personal service.”

To maintain that chemistry, Nuplex recently launched a 
major project to transform its supply chain across Australia 
and New Zealand. The company wanted to optimize its 
planning, warehousing, and distribution activities—and 
needed a supply chain planning solution that would support 
more sophisticated forecasting processes. For years, Nuplex 
had generated its forecasts based mostly on sales history. 
Its technology consisted of spreadsheets, a database, and a 
homegrown solution. 

“When I joined Nuplex, it was clear that we had an opportunity 
to take the forecasting process and transform it by moving 
to use system-based calculations that would dynamically 
generate a new forecast for each period,” recalls Hurst. “Now, 
two years later, we have captured that opportunity through a 
best practice process that allows us to use the data from the 
past to help us optimize the future.” 

“DEMAND SOLUTIONS DSX MAKES 
GENERATING A FORECAST A FASTER AND 
EASIER PROCESS. WE CAN RELY ON THE 
SYSTEM TO GIVE US OUR STATISTICAL 
BASELINE, AND THEN JUST GO THROUGH 
AND MANAGE ALL THE EXCEPTIONS. THE 
APPROVED FORECAST THAT COMES OUT 
OF THAT PROCESS IS THE KEY INPUT THAT 
DRIVES OUR ENTIRE S&OP PROCESS.” 

~ BRAD HURST
REGIONAL SUPPLY CHAIN MANAGER FOR 
AUSTRALIA AND NEW ZEALAND, NUPLEX

GOOD CHEMISTRY
NUPLEX PERFECTS ITS FORECASTING FORMULA
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“USING THE SAFETY STOCK CALCULATIONS 
BUILT INTO DEMAND SOLUTIONS DSX, WE CAN 
NOW DETERMINE APPROPRIATE LEVELS OF 
SAFETY STOCK AUTOMATICALLY. THIS FEATURE 
IS HELPING US REDUCE INVENTORY, IMPROVE 
OUR STOCK TURNS, AND DRIVE ONGOING 
IMPROVEMENTS IN WORKING CAPITAL.”

~ BRAD HURST
REGIONAL SUPPLY CHAIN MANAGER FOR 
AUSTRALIA AND NEW ZEALAND, NUPLEX

MULTIPLE ALGORITHMS ENHANCE FORECASTING

As Hurst and his team began evaluating supply chain 
planning platforms, they hoped to find a best-of-breed 
forecasting solution that would allow them to create true 
forward-looking forecasts. Nuplex searched for a system 
that would provide multiple algorithms, enabling the 
company to generate the most appropriate forecast type for 
their situation. 

“We wanted to consider seasonality, growth, and forward 
indicators in all of our forecasts,” says Hurst. “We wanted to 
be able to regenerate the forecast for each time period with 
up-to-the-minute information, so that we could always get 
an accurate measure of what we should make or buy. We 
also needed to get a better idea of our capacity constraints 
and materials requirements.” 

Nuplex found the solution it was looking for in Demand 
Solutions DSX Forecast Management. With the help of 
Demand Solutions, third-party consultants, and its own IT 
team, Nuplex implemented Demand Solutions DSX in 2014, 
integrating it with the company’s own Microsoft Dynamics 
AX platform.

DRIVING ONGOING IMPROVEMENTS IN WORKING 
CAPITAL

With Demand Solutions DSX, Nuplex now runs its business 
based on forecasts that evolve from system-generated 
statistical forecasts. Hurst and his team can easily make 
adjustments to the numbers—all the way down to the SKU 
level at each location—to ensure a higher level of accuracy 
in the company’s sales and operations planning (S&OP).

“Demand Solutions DSX makes generating a forecast a 
faster and easier process,” Hurst confirms. “We can rely on 
the system to give us our statistical baseline, and then just 
go through and manage all the exceptions. The approved 
forecast that comes out of that process is the key input that 
drives our entire S&OP process.” 

Nuplex’s supply chain stakeholders use Demand Solutions 
DSX’s dashboards and reports to guide them in key areas 
such as purchasing raw materials. “Data from Demand 
Solutions DSX goes into our ERP system and helps us make 
sure we always have enough materials on the production 
floor,” says Hurst. “With this insight, we can work towards 
higher service levels and profitable growth.”

In varying degrees, most manufacturers in Australia rely 
on imported raw materials to produce their products. Due 
to the lengthy lead times involved in ordering materials, 
stockouts can be devastating. On the other hand, carrying 
excess inventory ties up working capital and leaves 
manufacturers more vulnerable to shelf life issues and 
product obsolescence. Nuplex now relies on Demand 
Solutions DSX to help manage these challenges across 18 
warehouses and 35,000 SKU-location combinations. 

“Using the safety stock calculations built into Demand 
Solutions DSX, we can now determine appropriate levels of 
safety stock automatically,” says Hurst. “This feature is helping 
us reduce inventory, improve our stock turns, and drive 
ongoing improvements in working capital.”

AN INVESTMENT IN S&OP PAYS OFF

Two years into its journey with Demand Solutions DSX, there’s 
no looking back for Nuplex. In fact, the company anticipates 
continuous improvements in its supply chain planning. 

“I’m glad we went with the Demand Solutions DSX platform,” 
Hurst concludes. “Our rollout went according to plan, and 
we are realizing the benefits of having statistical forecasting 
algorithms in the tool. Not only are we optimizing the working 
capital we have on the floor today, but I expect that it will help 
us make better supply chain decisions going forward. This was 
an investment that continues to generate value to our entire 
S&OP process.”   
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Encompass Group is one of the world’s leading manufacturers 
and marketers of reusable textiles, professional apparel, and 
disposable and single-use medical products. The company’s 
goal is to make every patient, resident, caregiver, and family 
member feel safe and comfortable in today’s healthcare 
environments. Encompass serves the acute care, long-term 
care/senior care, retail healthcare apparel, hospitality, and 
government operations sectors of the market. 

Nearly a decade ago, Encompass Group’s supply chain 
decision-makers realized that if the company truly wanted 
to extend its market lead, it would need to find a way of 
continuously improving its supply chain planning processes. 
At that point, the company was forecasting on a legacy 
AS/400 system, using simple calculations of three- and six-
month averages and manually adjusting the numbers in 
spreadsheets to reflect seasonality. But the company’s global 
supply chain was becoming more complex—and lead times 
were stretching to as long as five months. 

Hoping to generate forecasts that incorporated more than 
just a “rearview mirror” image of demand, Encompass Group 
implemented Demand Solutions Forecast Management in 
just 30 days. The company soon experienced a 10 percent 
reduction in inventory, a 20 percent increase in inventory 
turns, and a five percent surge in global fill rates. Results like 
these gave Encompass Group a return on its investment in 
just five months. 

CONTINUOUS IMPROVEMENT
ENCOMPASS GROUP KEEPS BUILDING ON SUCCESS 
WITH DEMAND SOLUTIONS

“DEMAND SOLUTIONS ISN’T JUST A POWERFUL 

FORECASTING SYSTEM—IT’S AN OUTSTANDING 

REPOSITORY FOR OUR ORGANIZATIONAL 

KNOWLEDGE. OVER THE PAST COUPLE YEARS, 

WE’VE STARTED KEYING OUR LOST SALES INTO 

THE SYSTEM. SO IF WE HAVE A CUSTOMER 

SERVICE ISSUE AND SOMEONE CANCELS AN 

ORDER, WE ENTER THAT AS DEMAND. THAT WILL 

HELP US TO BE MORE PREPARED IN FUTURE 

YEARS.”

~ BARRY HIETT

MANAGING DIRECTOR

ENCOMPASS GROUP

LEAN DAILY MANAGEMENT INCREASES HUNGER FOR 
IMPROVEMENT

At this point, many manufacturers would have rested on their 
laurels. Not Encompass Group. 

“In our nine years on the Demand Solutions platform, we’ve 
come to realize that it’s all about continuous improvement,” 
says Barry Hiett, Managing Director, Encompass Group. “No 
matter where we’re at as a business, we set new goals for 
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“WE WERE DELIGHTED WITH THE OUTCOME 

OF PROJECT 17. WE SET A STRETCH GOAL 

AND GOT VERY CLOSE TO IT. DEMAND 

SOLUTIONS PLAYED A PIVOTAL ROLE IN 

GUIDING US IN OUR FORECASTING ANALYSIS 

TO WORK TOWARDS OUR STRETCH GOAL.” 

~ CHARLIE BRADLEY

INVENTORY MANAGER

ENCOMPASS GROUP

ourselves and then work towards them every day. We figure 
if you’re not working towards a stretch goal, you’re not 
improving!” 

To that end, in 2013 Encompass Group explored ways to 
free up more working capital by enhancing its supply chain 
planning processes. The company announced Project 17—
an internal initiative that aimed to reduce inventory by 25 
percent over a 17-month period while maintaining at least 
95 percent fill rates. 

Project 17 revolved around the principles of Lean Daily 
Management (LDM). This business discipline encourages 
organizations to form simple, consistent approaches to 
problem solving. Throughout Project 17, Encompass worked 
closely with Demand Solutions Southeast Principal, Fred 
Tolbert, who provided strategic support along the way. 

“We realized we had gotten too comfortable reviewing 
our inventory performance metrics only once every week 
or two,” Hiett explains. “It was time to establish constant 
vigilance about the pain points in our daily activities, to find 
ways to reduce waste and redundancy, and to document our 
new processes so they would be repeatable and sustainable. 
That’s what it means to have a lean culture: continuous 
improvement.”

PROJECT 17 REDUCES INVENTORY BY 25%

Under the auspices of Project 17, Encompass Group began 
implementing processes to review Demand Solutions with 
increased frequency, in conjunction with the LDM process, 
to improve fill rates, backorder dollars, oldest backorders, 
and any other metrics that might indicate the company 
wasn’t performing at its best. Encompass Group’s supply 
chain stakeholders used this data to identify problem areas, 
and then drilled down to determine root causes. They 
implemented all of their corrective measures through the 
Demand Solutions system. 

In taking a closer look at the company’s inventory levels, 
Encompass Group’s decision-makers identified a key area for 
improvement: replenishment frequency. “We were ordering 
many of our products on a monthly or quarterly basis,” says 
Charlie Bradley, Inventory Manager, Encompass Group. “But 

we discovered that it actually made sense to move to weekly 
ordering—or even just-in-time replenishment—for some 
SKUs. That meant making smaller orders and keeping less 
product in stock.” 

After having set a stretch goal of 30 percent inventory 
reduction for Project 17, Encompass Group ended up reducing 
inventory by 25 percent. The company also succeeded in 
maintaining 95 percent fill rates. 

“We were delighted with the outcome of Project 17,” reports 
Bradley. “We set a stretch goal and got very close to it. Demand 
Solutions played a pivotal role in guiding us in our forecasting 
analysis to work towards our stretch goal. 

MAJOR NEW CUSTOMER RECEIVES 98.74%  
SERVICE RATE

With Demand Solutions as its repository for supply chain 
planning data, Encompass Group is now holding monthly sales 
inventory and operations planning (SIOP) meetings to collect 
input from a broad team of stakeholders. Demand Solutions 
makes it easy for Hiett and his team to present information to 
department heads in a format that makes sense to them. The 
platform also allows each user to add notes to the forecast so 
that the knowledge behind any adjustments won’t be lost for 
future cycles. 

“Demand Solutions isn’t just a powerful forecasting 
system—it’s an outstanding repository for our organizational 
knowledge,” Hiett says. “Over the past couple years, we’ve 
started keying our lost sales into the system. So if we have 
a customer service issue and someone cancels an order, we 
enter that as demand. That will help us to be more prepared 
in future years.”

Encompass Group’s Demand Solutions system was put to 
the test when the company recently signed a major contract 
to provide uniforms for a regional healthcare system. The 
contract called for Encompass Group to outfit 40,000 nurses 
with at least five sets of uniforms each within eight months. 

“If we didn’t meet the deadline, we knew that some of our 
client’s nurses wouldn’t be able to come to work,” Hiett recalls. 
“Talk about pressure on us as a supplier! I’m happy to say we 
delivered 98.74 percent of the uniforms on time. We couldn’t 
have done it without compiling and analyzing our data in 
Demand Solutions.”   
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It’s better in the cloud. Find out why by calling 800-886-3737 today. 
demandsolutions.com/cloud

Soar over your 
Competition in the Cloud
Why are so many companies transitioning to SaaS supply chain 
planning solutions?  
Because the benefi ts are too good to pass up. 

Managing your supply chain and collaboration within your entire organization and ecosystem has 
never been easier with Demand Solutions DSX SaaS.

Demand Solutions DSX SaaS doesn’t require you to purchase, install, maintain or upgrade your supply 
chain management software. This secure and aff ordable option is the choice for today’s companies 
looking to streamline their supply chain and more eff ectively manage its costs.

You’ll benefi t from: 
•  Smaller up-front investment
• Lower risk
• Quicker deployment
• Easy integration with your other systems


