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resort to increasing inventory.

CPFR DEFINES A NEW VISION
FOR FORECASTING THROUGH
THE COLLABORATION
BETWEEN TRADING PARTNERS.

So why do Forecasting Processes fail
to accommodate these dynamic factors?
What is “missing” in the current
processes that result in such disappointing results?
Some say that new ERP systems
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ing company would complain that the

Some say ECR fell short of expecta-
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cases getting worse.
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Survey results based on feedback from
28 member companies show that ﬁnished goods inventories have increased
dramatically, more than 35%, from an
average of 34 days supply in 1996 to an
average of 46.1 days supply in 1999.
Several causes are cited including such
factors as increasing customer demands,
new product introductions, promotional
activities and forward buying practices.
A major underlying concern shared by
many companies in this survey is the
inadequacy of current Forecasting
Processes to deal with these factors. To

Viewpoint Web Site of Interest

Ascet.com
ASCET offers an up-to-theminute snapshot of the supply chain
industry, offering troubleshooting, metrics, best practices, and solutions from
industry leaders. This portal site offers
vertical search and interactive capabilities that pinpoint supply chain-related
information critical to business success,
strategic partnerships, and collaborative
strategies.
This thought leadership project is published by Montgomery Research, Inc. and
sponsored by Andersen Consulting.

“ﬁx” the problem, companies have had to

ABOUT THE AUTHOR Dave Sandoval is Managing Director of Dechert-Hampe & Company based in our
Northbrook, Illinois ofﬁce. Dave works with clients on operations, logistics and supply chain projects. Prior to joining Dechert-Hampe, Dave held senior management positions with a number of major food manufacturers.

VIEWPOINT – JOURNAL OF MARKETPLACE MANAGEMENT – DECHERT-HAMPE & COMPANY – 949.586.6868

ISSUE ELEVEN – PAGE 20

Replenishment/CRP) as separate oppor-
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APPLICATION OF SCENARIOS TO GENERIC MODEL

tunities, with EDI as the technology
enabler. Forecasting was a supporting
process of CRP, but not a focused area
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Application of Scenarios to Generic Model
By applying “who does what and why” to the Generic Business
Model, it is possible to examine the business processes in the context of customized relationship models, or Scenarios. The key difference is which party takes ultimate responsibility for the creation of the sales forecast, order forecast, and order. Partners
determine this based on their competencies, resources, and systems capabilities.
Source: www.cpfr.org
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