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2-Day Practical Training Course!

Our Inventory systems should be viewed as flexibility enablers, as we strive to become agile and responsive to meet the demands of the modern 
day business environment. Inventory should be seen as a contributor to customer value creation, rather than a liability.

“As markets become more dynamic and competitive, companies must reconsider how they view inventory and make changes to 
their production and inventory systems. They must begin to think outside the classical box and develop a new paradigm of inventory  
management.” (Mohamad Y. Jaber) 

Following many years of ongoing operational improvement and implementation of Lean Techniques, companies have removed non-value adding 
activities from their manufacturing processes, reduced costs, and raised quality. The problem is, so have all our competitors! 

In the modern era, when striving for best performer status, we need to use the supply chain itself as a competitive weapon. It is widely  
acknowledged that every cent we save in manufacturing, material acquisition and logistics is a bottom-line saving, therefore reduction in  
unnecessary inventory is now receiving more attention than ever. 

Reducing our inventory levels is highly beneficial when combined with ongoing process improvement, but without continuous improvement 
can lead to detrimental performance. Unlike in the past where relentless inventory reduction programs often resulted in a rise in the number of 
shortages requiring premium freight delivery, we now get smarter and appreciate that it’s not about having the least amount – it’s about having 
the right amount. Some of the most successful inventory optimization initiatives have suggested reducing inventory in process, W, X and Z, 
but increasing inventory in process Y. To this end we will look at Inventory from the Theory of Constraints view, which could result in such  
decisions – but with the result of improving overall throughput levels. One conclusion that we can definitely draw however, is that before we install 
an inventory optimization software package within our business, we must ensure the initial parameters are right – this session will concentrate 
on getting the basic building blocks right. 

Prior to the training course commencing, each registered participants will be sent a case company to review, the fictitious company 
in question is riddled with poor practices and inefficiencies. The problems it displays will be discussed during the session and opportunity for  
attending participants to provide improvement suggestions will be included within the agenda.

This course will be conducted in English.

Strictly limited seating to ensure value added to all Participants - so book early! Comprehensive course materials will be provided.

Delegates who successfully complete this training course will receive the ASIA BUSINESS CONNECT Professional Training Institute Certificate.

FOR ENQUIRIES & REGISTRATION: CALL +66 (0) 2 714 1616  HOTLINE +66 (0) 87 029 3939 OR LOGON WWW.ASIABUSINESS-CONNECT.COM

Improving your supply chain by making better demand forecasts  
and optimizing your inventory

18-19 August 2014       The Landmark Hotel, Bangkok
OTHER AVAILABLE COURSES: 

l Strategic KPI (15-16 July 2014)
l Strategie Cost Management (17-18 July 2014)

SAVE
3,000 Baht 

If book & pay by 
18 July 2014

ENJOY 10%
GROUP DISCOUNT for
3 or more delegates!

Organized by:

ASIA BUSINESS CONNECT
Professional Training Institute

NEW



Over the two-day training course, trainer will  
focus on what he believes are some of the main 
barriers on the road to operational excellence 
– such as conflicting measures which hinder  
cohesive gains, companies wanting to ‘run before 
they can walk’ i.e. failure to position the  
fundamental building blocks from which  
improvements can be built, over-emphasis on 
mathematical forecast error measurements 
whilst insufficient attention placed on the bigger  
forecasting picture with the bias we often  
introduce ourselves. Trainer aims to share some 
of his thoughts and experiences with participants, 
and feels confident that the resulting long-term 
improvements will far outweigh the investment of 
two days from their busy schedules.

A number of self-evaluation checklists will be 
provided for participants to consider their ‘current 
state’ revealing areas for future focus on return 
back to their business.

WHY YOU CANNOT MISS 
THIS COURSE

MDs, GMs, Senior Executives, Vice Presidents,
Directors, Managers, Division Heads of:

 Demand Planning  Demand Forecasting
 Inventory/Stock Control 
 Procurement/Purchasing

 Logistics  Material Management 
 Supply Chain Management

 Warehouse Operations  Manufacturing 
 Production Planning  Merchandise 
 Product Planning  Operations 

 Customer Service

WHO SHOULD ATTEND

DAY ONE:  Monday, 18 August 2014

SESSION 1 Positioning Session - Issues Facing 
  the Demand Planning & Inventory  

 Management Function  

This introductory session will take a look at the evolution of the supply chain planning 
function (and associated IT systems), and discuss some key concepts necessary for its 
success. A strong emphasis will be placed on data integrity, accuracy and the implications 
of constantly changing customer expectations. With today’s best practice being tomorrows  
average service, the need to become more responsive by closing the lead-time gap  
(improving the company’s P:D Ratio) is a prerequisite for survival and growth.

l Efficient supply chain vs. responsive supply chain
l Life cycle considerations
l Decoupling points in supply chain, including how they differ within MTO/ATO/MTS 

environments
l Conflicting measures which possibly drive inappropriate actions
l Failure to capture the voice of the customer – a short case to illustrate how 

a company’s internal lean team discovered how a particular product line was 
viewed differently by the end consumer

SESSION 2 Demand Forecasting  

The session will focus on the bigger picture surrounding the data and communication 
- where accuracy improvement gains will more likely result in the forecasting process. 
A number of brief case studies will be presented to highlight specific points including a 
company which must stock to a worst case demand spike, a company who fell foul of 
external events which resulted in a huge write off, examples of incorrect interpretation 
of data appearing to exaggerate true demand, etc. Topics to be explored during this 
session include:

l Leading indicators, demographics
l Qualitative methods and Quantitative/Time series models
l Demand amplification (The Bullwhip Effect) as a consequence of a forecast driven 

enterprise
l Dangers of choosing an incorrect model
l Changing the models used during the product life cycle
l Applying a Seasonality Index
l Extrapolation of a trend
l Discussion of causal events and regression analysis

It is often sated that by very nature the phrase ‘Forecast Accuracy’ is an oxymoron – a 
contradiction in terms, it is not a guarantee. To quote Keith Launchbury, “The only thing 
that we can be certain about is what happened in the past, so by definition a forecast is 
bound to have an element of error” hence we will look at various Accuracy measures 
including Mean Absolute Deviation and MAPE. We will discuss Bias within Forecasts and 
how it and how it can be detected with Tracking Signals, although as Nate Silver points 
out “we can never make perfectly objective predictions, they will always be tainted by our 
subjective point of view” suggesting sometimes we actually introduce bias ourselves. To 
this end we will look at some of the ‘game playing’ / personal agendas which often inhibit 
our ability to have full trust in the numbers supplied to the supply chain function.

SESSION 3 Using the S&OP Process to Drive  
 Our Master Planning Function  

One of the toughest tasks in any business is getting everybody on the same page. It is 
tough to attain a goal with everyone going in different directions. Multinational companies  
have implemented S&OP in order to get everyone focused on the key goals of the  
company. How the traditional S&OP methodology is emerging into a strategic course  
correction tool – IBP (Integrated Business Planning). This section covers the disaggrega-
tion of the volume plan into the Master Scheduled mix plan.

SESSION 4 Day 1 Closing Session

Demand Forecasting & Inventory Management Masterclass

 Proven concepts
 Emphasis on getting the basics right and  

the importance of data integrity
 Tips and pitfalls to avoid
 Pre event case company to prepare partici-

pants for some of the issues to be discussed
 Real-life examples and case studies
 Group feedback and individual exercises
 Take-away questionnaires to ascertain your 

next steps
 Delivered by an experienced International 

trainer with a genuine passion for the  
subject matter

KEY POINTS ABOUT 
THIS COURSE 

8:00 am (Day 1) Registration and Coffee/Tea
8:30 am (Day 2) Coffee/Tea
9:00 am Program Commences
10:30-10:45 am Morning Refreshment
12:30-1:30 pm Lunch
3:00-3:15 pm Afternoon Refreshment
5:00 pm End of ProgramTR
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Working in small teams, attending participants will be invited to provide feedback  
relating to the fictitious case company being followed. It is envisaged this would take the 
form of high level strategic suggestions – likely proposing the perceived current state, 
transition state, and future state (vision) of the company. Note, a more detailed Action 
Plan will be presented by each team on Day Two.



Lindsay Harding is founding Di-
rector of Hilf Supply Chain Solutions  
- a UK based company which has 
been providing high quality supply 
chain training for almost 12 years.
Lindsay is an APICS Certified Supply 
Cain Professional (CSCP) and 
holds both the CPIM (Production & 
Inventory Management) and CIRM 

(Integrated Resource Management) and holds an MSc 
in Logistics & Supply Chain Management (Cranfield). 
He is the only person in Great Britain to be recognised 
by APICS as a Master Instructor. 
He has been a guest lecturer on the University of Leeds 
Professional Development Program “Pharmaceutical 
Technology & Quality Assurance” (MSc Module CONT 
5060) and on the University of Wales (Newport) MSc in 
Strategic Supply Chain Management. He has delivered 
training sessions as far afield as China, Bahrain, Thailand, 
Singapore, Saudi Arabia, Sweden, Jordan, Ireland, 
South Korea, Denmark, Switzerland and Malaysia. 
He has extensive industrial and consultancy experience, 
predominantly within the manufacturing sector, meaning 
he can bring a presentation to life using relevant examples 
and interesting anecdotes to compliment the course content. 
Lindsay’s customers include:-
l Oil & Gas: Schlumberger, Weatherford, GE Oil & 

Gas, Baker Hughes
l Aerospace: Meggitt, Rolls-Royce, Aircelle (Safran), 

Hexcel, Trelleborg, Pattonair
l FMCG: Unilever, Reckitt-Benckiser, SC Johnson, 

Kimberly-Clark, Estée Lauder
l IT/High-Tech: Microsoft, Nokia, RIM BlackBerry, 

Epson, QAD, Rittal
l Food & Beverage: Weetabix, Carlsberg, Accolade 

Wines, Pepsico, Lindt & Sprϋngli
l Commercial Vehicles: Caterpillar, Bergstrom, 

Carlisle Brakes
l Medical:- Johnson & Johnson, Smiths Medical, 

GE Healthcare, Invacare, Frontier Medical, Abbott, 
Siemens Diagnostics

l Packaging: SCA, Kleerex, Tetra Pak, COSI, FlexCon, 
Payne

l Chemicals: BASF, PPG , Johnson-Matthey
l Military/Defence: General Dynamics, Thales, 

Chemring Energetics, Ultra Electronics
l Pharmaceutics: AstraZeneca, Thornton & Ross, 

Mundipharma (Napp), Actavis
l Plastics: Algram, Veriplast
l Engineering: ABB, Leggett & Platt, TC Industries
l Automotive: Transhock, Valeo, GKN Driveline
l Leisure & Hospitality: Aristocrat
l Building & Construction: Easyhome (China), 

Howdens Joinery

ABOUT YOUR 
COURSE LEADER

DAY TWO:  Tuesday, 19 August 2014

SESSION 5 Using MRP to Manage Our Dependent  
 Demand Inventory Items

Existing MRP users within the manufacturing industry will have some interesting  
scenarios posed. Participants from non-manufacturing (distribution, retail etc) will gain 
a sound appreciation of the dilemmas faced by their upstream suppliers.

l Dependent demand mechanisms :- MRP (Materials Requirements Planning) – 
with an example presented to demonstrate how a single incorrect stock figure 
could trigger a huge amount of expensive company activity

l Discussion of the latest thinking – DDMRP (Demand Driven MRP)

SESSION 6 Planning & Replenishing Independent  
 Demand & Indirect Inventory to  
 the Optimum Level 

This session will review the various methods of replenishing stock, and trigger points 
necessary, to maintain the desired pre-established levels. The prepositioning and  
replenishment method changes, not only by industry, but even by the parts within the 
portfolio of the same company (fast moving, slow moving, indirect/MRO supplies), again  
a ‘single approach’ is not common. Getting these basic building blocks right is an essential 
prerequisite before larger scale strategic and collaborative gains become fruitful.

l ROP (Re-Order Point/Re-Order Level)
l Periodic review technique – covering calculating a target holding, top-up quantity 

and fixed review period. The extra safety stock required to cover demand uncertainty 
in periodic review systems

l Min-Max (including the pitfalls of this method when Time to Reliably Replenish is 
not adhered to)

l EOQ (Economic Order Quantity)/least total cost method
l Fixed vs. dynamic safety stocks
l Differing availability service levels with associated safety stock holding
l VMI and consignment stocking

SESSION 7 Assessing the Financial Impact of  
 Our Demand Planning Decisions

Here we will discuss the financial implications of the inventory management function – 
discussing the profit returns realised with impressively high stock turns, including the  
benefits achieved by companies in deflationary industries by being able to buy  
components later. After discussing carrying costs, the potential financial implications 
of holding onto slow moving and obsolete stocks are covered (with some alarming  
examples presented - an eye-opening demonstration of the effects of retaining inventory 
‘just in case’ or feeling a scrap note is too expensive to sign off.)

l Stock-turns including the effect on margin
l The cash-to-cash cycle measure

SESSION 8 A View of Inventory from the TOC  
 (Theory of Constraints) Perspective

The work of E. Goldratt will be familiar to many manufacturers who have been faced 
with bottlenecks within their processes. The performance measures used within the 
TOC approach (Inventory, Operational Expenses, & Throughput) are discussed with a 
particular emphasis on the Inventory portion and its effect on profit.

SESSION 9 Day 2 Closing Session ‘

’

Testimonials:
“Keep this training style going – full of useful information”

Materials Planner, Asset Management,  
Star Petroleum Refining Co. Ltd

“Very good knowledge and practical experience. Thanks for the  
useful key learning, I will use to share to my team. I really enjoyed and 

appreciated the knowledge transferred during this training, hope you will 
do some training on other Supply Chain topics in Thailand.”

Senior Supply Manager, Boots Retail (Thailand) Ltd
“The examples of case study are very great!”

Supply Chain Manager, Central Food Retail Co Ltd (Thailand)
“Good knowledge of different industry practices of inventory management”

Assistant Manager Supply Chain, Baxter Healthcare (Asia)  
Pte Ltd (Singapore)

“I have really enjoyed the 2 days training... He gives examples  
of what happened at different companies for almost all  

of the topics being discussed”
SCM Analyst, Philip Morris Singapore Pte Ltd

“Very good speaker and clear explanation on issues raised and  
with wide experiences”

Supply Chain Executive, Sarawak Shell Berhad, Malaysia
“It’s very informative course, good speaker - I get all the information I 

want to know about the inventory management. From the information I 
got, I can choose which methods to my company will suit”

Director from PT Indoporlen (Indonesia)
“Excellent facilitator who really knows his subject matter.  
Would highly recommend Lindsay to other organization”  

Supply Chain Director, Flexcon Europe Ltd

IN-HOUSE TRAINING:
Why not train more people for less money? 
If you have a team of 15 people or more who need to attend this training, it is 
more cost effective to have this course customized to your organization – at your 
training site. Saving can be significant. 
For more information, please contact at  +66 (0) 2 714 1616.

Interactive Group Activity:
Again working in small teams, attending participants are invited to construct a list of 
action points to indicate what the fictitious case company should do next. In greater 
detail than the Day 1 activity, suggested Action Plans should be presented to the 
other participants – with suggestions and comments from peers encouraged. It is 
anticipated that such Action Plans would be segregated into immediate remedial 
action required, near term objectives and longer term objectives.



SAVE

Registration Fee for 2-Day Course
(Fee includes lunch, refreshments, 
and full training documentation) 

Registration Fee 36,900.00 39,900.00 33,210.00 35,910.00
+7% VAT 2,583.00 2,793.00 2,324.70 2,513.70
TOTAL PAID (Baht) 39,483.00 42,693.00 35,534.70 38,423.70

 Early Bird Normal       Early Bird Normal
 (Pay by 18 July 2014)        (Pay after 18 July 2014) (Pay by 18 July 2014) (Pay after 18 July 2014)

4)  Name:    Position:

     Department:  Business E-Mail:  

     Direct Line:  Mobile:  

Yes! Please register the following delegate (s):

 HOTLINE:  +66 (0) 87 029 3939
 
 TELEPHONE:  +66 (0) 2 714 1616 (Automatic Lines) 

 FAX: +66 (0) 2 714 1819

 E-MAIL: info@asiabusiness-connect.com

                       WEBSITE: www.asiabusiness-connect.com

EASY WAYS TO REGISTER

FOR OFFICIAL USE         CODE 8079T

  REGISTRATION FEE (Please check as appropriate)

  METHOD OF PAYMENT

 Cheque/Bank Draft: Please cross cheque or bank draft 
 made payable to: Asia Business Connect Co., Ltd.

 PAY IN   “Asia Business Connect Co., Ltd.”  

 
ASIA BUSINESS CONNECT CO., LTD. 
1033 Sukhumvit Road, Klongton-Nua, Wattana, Bangkok 10110

Payment prior to the training is required to complete your registration. An  
admission form will be sent to you prior to the training. Walk-in delegates with  
payment will be admitted subject to space availability.

FOR NORMAL REGISTRATION: In order to avoid any inconvenient  
circumstances to delegates at the training, payment should reach us 7 days prior 
to the training date.

(The organizer reserves the right to amend programs without notice.)
Copyright @ 2014

TRAINING VENUE:   The Landmark Hotel, Bangkok
  138 Sukhumvit Road, Bangkok 10110
  T. +66 (0) 2 254 0404 F. +66 (0) 2 252 4221  
  www.landmarkbangkok.com

  ABOUT THE ORGANIZER
Asia Business Connect, Thailand’s leading conference and training organizer, is 
managed by a team of dedicated and talented professionals with more than 20 
years experience and expertise in conference management and organization as 
well as training activities for major businesses and their key executives in Thailand 
and other countries in Asia, which include Singapore, Malaysia and Vietnam. Visit 
our website at www.asiabusiness-connect.com

  CANCELLATION AND TRANSFERS
If you are unable to attend, a substitute delegate is welcomed at no extra 
charge. Kindly provide name and title of the substitute delegate at least 2  
working days prior to the training. A refund less Baht 3,500 administration 
charge will be made for cancellation received in writing on or before 28 July 2014.  
Regrettably, no refund can be made for cancellation received after this date. A 
complete set of documentation will however be sent to you.

(Asia Business Connect reserved the right to the final decision  if any dispute arises.)

1)  Name:    Position:

     Department:  Business E-Mail:  

     Direct Line:  Mobile:  

2)  Name:    Position:

     Department:  Business E-Mail:  

     Direct Line:  Mobile:  

3)  Name:    Position:

     Department:  Business E-Mail:  

     Direct Line:  Mobile:  

18-19 August 2014  The Landmark Hotel, Bangkok

(Please photocopy for more delegates. Kindly fill in the registration form in English)

Company: Nature of Business:

Address: 

 Postcode:   Country:   

Tel:  Fax:  Company E-Mail Address: 

Approving Manager: [Mr/Mrs/Ms] Name:

Position: Business E-Mail:

Booking Contact: [Mr/Mrs/Ms] Name:    Position:

Tel: Fax: Business E-Mail: 

Enjoy Early Bird Fee
If book & pay by 

18 July 2014
10% discount for 

a group of minimum 
3 registrations from 
the same company.

B. Special Group Discount Fee per Delegate 
(                   3 or more)     18-19 August 2014 (2-Day Course)

A. Fee per Delegate
18-19 August 2014 (2-Day Course)
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