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The audience wil l  gain  an understanding of  powerful  Oracle  Demantra  capabil i t ies  to  shape 
demands to  meet  corporate  f inancial  object ives  and gain  competi t ive advantages.   This  
presentat ion is  geared towards IT funct ional  and business  process  owners .  We wil l  u t i l ize  
several  customer scenarios  to  explain  how these Demantra  capabil i t ies  address  real  l i fe  
business  problems with pract ical  solut ions 
 
Background and Overview: 
 
Companies  constant ly face chal lenges  such as ever  shortening product  l i fecycles,  increased 
lead t imes due to  g lobal  nature of  supply chains  and extreme product  segmentation to  meet  
var ious  demographic  needs.  These chal lenges  resul t  in  increased pressure  for  the  supply 
chain  planning organizat ions to  accurately predict  and respond to  customer’s  needs.  The 
implicat ions of  not  having the abi l i ty  to  sense,  shape and respond to the customer’s  demands  
is  reduced service levels  resul t ing in  d issat isf ied  customers leading to  reduced pr icing power .  
The capi ta l  a lso  gets  misal located in  maintain ing wrong products’  inventory and investments 
are  made in bui ld ing factory capaci ty to  manufacture not-so-prof i table  products .  The resul t  is  
reduced prof i ts ,  los t  market  share and dissat isf ied shareholders .   
 
In  th is  paper ,  we focus on the importance of  pro-act ively shaping the demands to  meet  the 
customers’  needs to  maintain  competi t ive advantage.  We star t  by defin ing the concept  of  
“shaping demands” and i ts  benef i ts ,  then go on to descr ibe the  var ious tools  avai lable  within  
the Oracle  Demantra  and APS sui te  of  appl icat ions to  faci l i ta te  that  process .  Shaping 
demands can be def ined as  the process  of  a l igning your  forecast  to  real i ty  by taking al l  
possible  var iables  in to consideration.  Shaping demands requires  col laborat ion amongst  
s takeholders  and resul ts  in  a  s ingle  consensus forecast  that  is  agreed upon by sales ,  
market ing,  operat ions and f inance depar tments .  This  pro-act ive approach to  demand 
management makes your  supply chain  more demand driven thereby enabl ing your  
organizat ion to  sa t isfy more  of  your  customer’s  needs.  The resul t  is  improved service levels  
and increased profi tabil i ty .  
 
There are  two aspects  to  shaping demands.  One is  having the abi l i ty to  s trategical ly  forecast  
your  demands and the o ther  is  operat ional  considerat ions to  fu lf i l l  the demand.  Developing 
an accurate s ingle  s ta tement  of  demand requires  extensive col laborat ion amongst  a l l  the  
s takeholders  such as  market ing,  sales ,  f inance and operat ions.  Furthermore,  the var ious 
people  involved in  the forecast ing may enter  their  forecast  a t  d ifferent  levels .  For  example,  a  
country manager  may enter  the forecast  for  the ent ire country at  a  product  category level  and 
an account  manager  may enter  the forecast  a t  an individual  customer SKU intersect ion.  The 
forecast  should  also consider  h is tor ical  t rends,  seasonal i ty and causal  factors  that  inf luence 
the forecast .  There should  be a  robust  process  and tools  to  forecast  new products  and new 
s tores.  The operat ional  p lanning include consider ing the  constra ints  in  var ious  factor ies  and 
systematical ly  d is tr ibuting the forecasts  to  var ious organizat ions,  pr ior i t iz ing the demands 
that  needs to  be fulf i l led  and developing the metr ics  to  suppor t  s tra tegic  posi t ioning of  the 
suppl ies  to  react  to  customer demands quickly.  
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Use cases to shape demands 
 
In  th is  section,  we use examples of  problems faced by companies  in  var ious industr ia l  
ver t icals  to  i l lustrate  how various capabi l i t ies  with in  Demantra  can be used to  pro-act ively 
shape the demands.   
 
The f irs t  example is  the  case  of  a  company that  manufactures  consumer e lectronics  such as 
mobile  phones that  works with  mult ip le  technologies ,  caters  to  mult ip le  demographics  and 
sel ls  through out  the world.  Forecast ing for  these products  is  complicated by the fact  that  
there  are  a  wide var iety of  re la ted products  different ia ted  only by at t r ibutes  such as  color ,  
cas ing,  language and sof tware that  is  loaded on the device .  The customers are  also  spread 
though out  the world  requir ing extensive col laborat ion between the var ious customer  facing 
regional  and country managers to  develop a  s ingle  g lobal  s ta tement of  demand.  
 
For a  scenar io such as  th is ,  Demantra  offers  a  robust  workf low based col laborat ion 
capabi l i ty.  There are  many s tandard out-of- the-box f lows to  support  var ious business  
processes .  I f  there  are  any special  needs that  are  not  met  out  of  the box,  there  is  a  s imple,  
easy to  use drag and drop type development tool  that  a l lows for  creation of  any custom f lows 
to  suppor t  var ious business  processes .  For  example,  a  workf low process  can be implemented 
to  send a  not i f icat ion to  var ious p lanners  once a  basel ine forecast  is  ready.  The account  reps 
that  in teract  wi th  the  customers  can enter  their  forecast  and progress the  workflow for  the 
regional  managers  to  review and respond.  This  process  can be extended to  have back and 
for th  col laborat ion at  any level  in  the organization and achieve a  true consensus forecast .   
 
Demantra  also  suppor ts  having unl imited  hierarchies  and any number  of  levels  in  each one of  
those hierarchies.  The stakeholders  can review and enter  the  forecast  depending on the level  
a t  which they operate  in  the organizat ion.  Demantra  supports  mult ip le  schemes to  
disaggregate  the  data  that  was entered a t  h igher  levels  in  the  hierarchy.  For  example,  the 
d isaggregation can happen based on the weights  of  another  measure or  based on “Propor t”  
mechanism which s tores  the weights  of  the var ious i tem/locat ion combinat ions.  There are  
system parameters  that  control  how the Propor t  mechanism calculates  the weights .  This  
feature  is  cr i t ical  because determining the forecas t  mix for  the var ious  re la ted products  could  
be  the  dif ference between prof i ts  and obsolete inventory.  In  addi t ion,  Demantra  offers  the  
abi l i ty  to  create  mathematical  expressions through server  and cl ient  expressions.  The color  
expressions al low for  condi t ional  color  coding of  the data .  All  of  the above features  help  the 
var ious  s takeholders  across  the  globe to  col laborate  and pro-act ively shape the demands to  
arr ive a t  the best  possible  forecast .  
 
The second use case is  for  a  manufacturer  of  construct ion equipment  whose business  is  
growing but a lso depends s ignif icant ly  on the economic indicators .  Their  business  is  seasonal 
but  also  varies  with  the seasons in  the var ious regions of  the world.  For  example,  the sale  of  
snow equipment  is  expected to  be h igher  in  the nor theastern  United  States  dur ing winter  
months than in the southwestern  United States .  Demantra suppor ts  both global  and local 
causal  factors  in  determining the s ta t is t ical  forecast .  For  example,  housing s tar ts  indicator  is  
a  global  causal  factor  that  tends to  affect  a l l  the products  they manufacture.  Local  factors  are  
ones such as  a  new product  launch that  tend to  affect  specif ic  re lated  products .  Here,  
Demantra  offers  specif ic  capabi l i t ies  to  generate  a  robust  s ta t is t ical  forecast  that  is  “shaped” 
by consider ing al l  the factors  that  affect  the  demands.  
 
The th ird  example f rom the presentat ion is  of  a  retai ler  that  is  on an  aggressive growth 
t rajectory.  They open about  10 –  12 new stores  every year  and continuously expand their  
product  offer ings in  their  s tores .  Besides  needing the abi l i ty  to  col laborate  amongst  and 
between market ing and merchandising depar tments ,  they need to  be  able  to  rapidly forecast  
new stores  accurate ly  and in troduce new products  to  exis t ing s tores .  Demantra’s  Member  
Management  and Chaining modules  offer  those specif ic  capabi l i t ies .  The Member 
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Management  in i t ia l izes  the new i tems and locat ions  and Chaining helps  to  ini t ia l ize  the 
h is tory for  the new products  and s tores  based on exis t ing products/s tores .  Such capabi l i t ies  
help  any retai ler  to  shape their  demands to  reduce s tock-outs  and al low them to  turn  their  
inventory more frequently.  
 
The f inal  example is  that  of  a  global  te lecommunicat ions manufacturer  that  ships  their  
products  f rom many factor ies  and dis tr ibut ion centers  through out the world.  For  such as  
scenario,  Demantra  provides the abi l i ty  to  create a  g lobal  forecast  for  the corporat ion and le t  
ASCP consume the forecast  a t  a  global  level  and dis tr ibute  the  remaining forecast  to  
organizat ions that  fu lf i l l  the demand.  
 
Summary 
 
The use-cases  i l lus trate  the var ious capabi l i t ies  (but  not  l imited to  ones descr ibed in  the 
document)  that  exis t  with in  the Demantra applicat ion to  pro-act ively shape demands to  meet  
corporate  f inancial  goals .  Demantra  is  a  sui te  of  appl ications within the broader  Advanced 
Planning and Scheduling umbrel la  of  products .  Companies  should f irs t  determine their  
pr ior i t ies  such as  to  improve forecast  accuracy by 5% or  to  increase inventory turns  by 2.  
Then ident ify the capabi l i t ies  they need to  accomplish  those objectives.  For  example,  the 
need to  collaborate  between s takeholders  in  developing a  consensus forecast  or  a  robust  
causal  factors  capabi l i ty  may be needed to  create  an  accurate  s ta t is t ical  forecast .  Based on 
the object ives  and the capabi l i t ies ,  map the Demantra  and APS components  that  are  needed to  
achieve the end goals .  Demantra and APS suite  has  many components  with over lapping 
features .  So,  i t  is  extremely crucial  to  conduct th is  evaluat ion f irs t  and then layout  an 
incremental  implementat ion plan to  ro l lout  the capabi l i t ies .  


