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Demand Forecasting Solution from Tiger Analytics: TIGER
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/\/

CPG industry is facing a perfect storm driven by rapid growth of digital business models, changing consumer preferences,
new sources of competition and Supply chain uncertainties. This has manifested itself in the form of increased business
volatility and operational complexities as companies struggle to address these forces.

Companies have responded to this situation by envisioning Smart factories supported by Intelligent supply chains and

strong S&OP processes. There is a need to advance planning capabilities across these dimensions and this will be driven by
reliable demand forecasts.
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Our Demand Forecasting Solution helps improve the forecasting accuracy by supporting the forecasting process with the
right analytical capabilities. The solution has been enabled for Consumer Product companies across sectors including
Food & Beverages, Personal & Household Products, Durables & Appliances and QSR.

Our completely white box solution meets the challenges of forecasting in a dynamic environment while addressing
complexities around client product hierarchies and business scale. It also provides easy integration into planning tools
like SAP, IBP, 09, OM Partners, etc.
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TIGER

About Tiger Analytics ANALYTICS

Tiger Analytics is pioneering what Al and analytics can do to solve
some of the toughest problems faced by CPG organizations globally.
Delivering value leveraging Al & Analytics is as much an artas it is @
science. We have honed this through a combination of our talent,
methodologies, technology accelerators and business solutions.

~» Driver Base Forecasting

We have helped deliver 100's of Millions of dollars in value to our CPG

and Retail clients through our services and solutions. Tiger offers a full —P Emerging Business
range of Insight services including Data Engineering, Al & Analytics Opportunities
services and ML Operations.

~» Strategic Revenue

Our Open Solutions A h Jenmasmern
/\p- pp —> SKU Rationalization
We believe that our clients should not tie themselves down to =» Market Mix Modeling
analytical products and solutions in areas that offer competitive . _ .
advantage. Hence we make our investments in Intellectual Property =2 Omni Channel Insights
available and open to our clients so that they can manage and ‘ o
enhance the solution by themselves, if they so desire. =2 Route to Market Optimization
Contact
SRR S
B Sam Ramachandran Kishor Gummaraju
TIG'ER il Sales Head Chief Customer Officer
ANALYTICS sp = Al Solution Provider Leading Data & Tiger Anqutios Tlgor Analytics
ot pace 200 it o 1-312-576-0505 1-510-205-8625
Providers for 2018 Sam@tigeranalytics.com Kishor.gummaraju@tigeranalytics.com

¢, +1408-508-4430 P< info@tigeranalytics.com @ www.tigeranalytics.com



