
Key Client Engagements – Setting up 

the CPFR Process

 Case Study 1

The Client

A US based wireless, broadband and value added services provider in 60 major US metro areas with 
revenues of  USD 1.5 Billion

Business Challenges

⁃ The company had strategic plans to grow from 3MM subscribers to 9MM in 3 years. Their current 
supply chain was not geared to plan for this kind of an expansion 

⁃ User needs of defining the overall business process generated the path to select implementation of 
Demand Planning and Promotion Optimization tools

Key Engagement Information

⁃ Complete level 5 business process definition to enable the S&OP and Consensus forecasting 
⁃ Conducted workshop to understand the pain areas and configured Oracle Demantra, ASCP and 

Collaborative planning to conduct a proof of concept
⁃ Developed an interim forecasting solution
⁃ Developed functional design for integrating the demand planning solution to ERP and other Legacy 

systems



The CPFR Process established
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Top Down Forecast

► Planners generate top 
down forecast based 
on targets, marketing 
plans,, launches, 
competitor moves, etc

►Generated 
by Channel 
Forecasters

►Generated by 
Forecasting 
Engine

Variance
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►Conducted by 
Consensus 
Forecaster 

►Consensus 
Forecaster 
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holistic view 
of variation 
and detailed 
standing of 
key variables

►Consensus 
Forecaster 
prepares fact-
based 
discussion of 
variances for 
demand 
rationalisation

Direct

► Consensus 
Forecast is output 
of the Consensus  
Meeting

► Led by Consensus 
Forecaster 
attended by PLM, 
FP&A, & Marketing

► Detailed decision 
rules in place 

► Consensus 
Forecaster makes 
decisions

► Other parties may 
escalate issues to 
management (e.g., 
significant write-
off risks), when 
there is substantial 
disagreement 
among the parties

Supply Plan 

►Led by Orgt SCP
►Match Consensus 

Forecast 
(unconstrained 
demand) to 
current stock 
levels, in-transit, 
and open Pos, to 
determine new 
orders required

►Preliminary 
trade-offs made, 
recommended to 
S&OP meeting

►Exceptions to 
supply plan 
brought up for 
discussion

►Allocation trade-
offs made in 
S&OP meeting

►Supply plan 
finalized in a joint 
effort

►Logistics 
approves supply 
plan

►Logistics issue 
POs
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