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�Established in 1908

�The #1 commercial laundry manufacturer:                   
washing machines, dryers and ironers

�$690m turnover with 2,500 employees

�Used in laundromats, multi-housing laundries                     
and on-premises laundries 

Alliance Laundry Systems
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and on-premises laundries 

�US (HQ), Belgium, France, Norway, Spain,                     
Czech Rep., Brazil, Hong Kong and China
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�Excel driven

�Time consuming

�Changing product mix

�Moving to a multi-brand offering 

�Make-to-order business model

Need for change
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�Sales ownership to increase

� Increasing reporting and analysis requirements



Page header content goes here

�Rolling monthly sales forecast 

�Worldwide customer base

�Sales force geographically dispersed

�Online input by Regional Sales Managers

�Workflow to monitor progress and approvals

Forecast process
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�Forecast reviewed

�Forecast reliability measured

�Key input for demand planning, capacity planning, material 
resource planning, staffing requirements and the financial 
forecast 
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Initialize sales forecast by

defining
salesprices and
updating 
exchange rates

Workflow
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RSM

Preparation of forecast

1. Rolling 18 months forecast 
2. Forecast on all customers
3. Forecast Quantities per statistic

family (except spares = amounts) 
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1/ Analyze

2/ Process

3/ Distribute to

Demand Planning

Material Resource Planning

Workflow
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Capacity Planning

Financial Forecast
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�Limited input by sales force:
– Aggregated product level
– By customer
– Quantities only

�Detailed output to the organization by exploding aggregated 

Increase accuracy, reduce input
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�Detailed output to the organization by exploding aggregated 
data using historical reference period

�Centrally managed forecast drivers including exchange rates, 
selling prices and product cost

�Helps sales force focus on core business

� Increases ownership and improves sales forecast accuracy
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�Daily sales report including open orders

�Sales and margin variances per product, customer, region, 
sales manager,…

�Waterfall analysis including price, volume and mix impact

�Forecast reliability measures per sales manager

More dedicated sales support
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�Exception reporting:
– negative margins
– largest price increases and decreases
– most significant margin variances
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�Open system

�Scalable

� Import capabilities

�Fast response times

� Intuitive interface

How does TM1 work for us?
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� Intuitive interface

�Excel add-in (but linked to database!)

�Easy to maintain
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�Secure database environment

�Less time consuming data gathering resulting in more 
dedicated sales support

�Able to capture complexity of multi-currency, produced vs. 
buy and resale, make-to-order and multi-branding strategy

�Overall improvement of forecast accuracy throughout the 

Accurate forecasting increases results
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�Overall improvement of forecast accuracy throughout the 
organization

�Fulfilling organizational needs for actionable information 
enabling us to make better decisions aimed at meeting 
company’s objectives


