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Industry Overview

To understand the critical role that forecasts play in the business environment,
you must be aware of the different types of forecasts and the data used to create
these forecasts.

The industry overview consists of the following topics:
[] Industry Environment and Concepts for Forecasting

] Idea to Action: The Competitive Advantage

Industry Environment and Concepts for Forecasting

Forecasting has grown beyond the simple prediction of future sales based on
data from previous years. The globalization of businesses has created a need for
multiple forecasts by area, revision level, and perhaps even by key customer.

Now more than ever, businesses must be able to quickly create multiple
scenarios for instant evaluation in making informed planning decisions.
Businesses require the ability to build customer or item forecasts at the detail
and aggregate level with algorithms that reflect product demand patterns. It’s
imperative that companies can proactively plan and manage forecasts with the
flexibility needed for specific business requirements.

Forecasting characteristics include the following topics:

e Forecasting methods

e Multilevel forecasting

e Demand forecasting

e Simplifying the forecast
e Measuring accuracy

e Integrating information
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Forecasting

Forecasting Methods

To stay competitive, companies need to build realistic forecasts based on their
organization’s unique business practices. For example, companies require the
ability to use multiple industry-standard forecast algorithms for Quantitative or
Intrinsic forecasting, including the following values to match market patterns:

e Seasonal

o Weighted average

e Exponential smoothing

e Percent over last year

e (Calculated percent over last year

e Last year to this year

e Moving average

e Linear approximation

e Least square regression

e Second degree approximation

e Flexible method

e Linear smoothing
Using these industry-standard forecasting equations, businesses need their
system to calculate the percentage of accuracy for the “best fit” forecast,

normally using Mean Absolute Deviation (MAD), according to current and
historical demand information.

Businesses also require the ability to revise the data going into their forecast. For
example, a business might leave data that is not typical. To forecast more
accurately, the data must be revised. Another example for this revision capability
requirement is the need to insert data that was not captured in the past because
of some unpredictable on-hand information.

Forecasting uses the Qualitative technique. It uses subjective projections based
on judgment, intuition, and informed opinions. Extrinsic techniques, using
economic indicators, are also necessary methods in calculating a forecast. For
example, an economic indicator can be the amount of disposable income, which
affects demand.

The ability to develop hypothetical scenarios using the different forecasting
methods and techniques is a must if companies want to keep up-to-date.

1-4 OneWorld Xe (09/00)
To access English documentation updates, see
https://knowledge.jdedwards.com/JDEContent/documentationcbt/overview/about_documentation_updates.pdf



Industry Overview

Multilevel Forecasting

Businesses require the ability to forecast at any level. For example, they might
need to generate either detail forecasts (single-item) or summary forecasts that
reflect product line demand patterns. They might need to forecast at the
company, department, item group, or at a specific item level.

Demand Forecasting

In today’s customer-focused environment, businesses need to create separate
forecasts for major customers or customer groups in order to isolate key demand
sources. Demand forecasting is essential in a customer-driven environment.
Coordination between planning by the Operations department, through materials
management, and meeting customer needs by the Marketing department is the
key to recognizing and managing product demand.

Simplifying the Forecast

To simplify the forecast process, companies generally use a Planning Bill.
Planning Bills are an artificial grouping of components, or bills of material, used
for planning purposes. For example, if there are 24 different bills of material,
based on different end products, the 24 bills can show the percentage split for
each type of component on one bill.

Measuring Accuracy

Forecast error due to bias, which is the difference between actual demand and
forecast demand, needs to be calculated to make more informed forecasting
decisions. One commonly used method for measuring error is MAD. MAD is
calculated by dividing the sum of absolute deviations by the number of total
observations.

Integrating Information

Companies need integration within their supply chain. The ability to access all
pertinent information for accurate forecasting and planning is imperative.
Systems need to talk to each other to facilitate decision-making and planning.
This integration eases the process of obtaining the necessary information to
generate an accurate forecast.
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Forecasting

Idea to Action: The Competitive Advantage

The following is a typical problem in the forecasting industry, the business
activator that resolves the problem, the return on investment, and the industry
that is affected by the problem.

How do I create reliable Solution: Because distilled beverages are manufactured in

forecasts for distilled two phases, liquid production and bottling, you can use
beverages in the long-term rolling forecasts in both detail and summary.
Consumer Packaged Using this type of forecasting, you can supply your
Goods industry? customers with the right product, in the right quantity, and

at the right time. And, by providing higher customer
satisfaction, you increase your revenue.
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Forecasting Overview

Effective management of distribution and manufacturing activities begins with
understanding and anticipating market needs. Forecasting is the process of
projecting past sales demand into the future. Implementing a forecasting system
allows you to quickly assess current market trends and sales so that you can
make informed decisions about your operations.

You can use forecasts to make planning decisions about:

Customer orders
Inventory
Delivery of goods
Work load
Capacity requirements
e Warehouse space
e labor
e Equipment
Budgets
Development of new products

Work force requirements

The Forecasting system generates the following types of forecasts:

Detail forecasts Detail forecasts are based on individual items.

Summary forecasts Summary (or aggregated) forecasts are based on larger

product groups, such as a product line.

Planning bill forecasts Planning bill forecasts are based on groups of items in a

OneWorld Xe (09/00)

bill of material format that reflect how an item is sold, not
how it is built.
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Forecasting

System Integration

1-8

The Forecasting system is one of many systems that make up the Enterprise
Requirements Planning and Execution (ERPx) system. Use the ERPx system to
coordinate your inventory, raw material, and labor resources to deliver products
according to a managed schedule. ERPx is fully integrated and ensures that
information is current and accurate across your business operations. It is a
closed-loop manufacturing system that formalizes the activities of company and
operations planning, as well as the execution of those plans.
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Forecasting Overview

The following graphic shows the systems that make up the J.D. Edwards ERPx
product group.
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Forecasting

The Forecasting system generates demand projections that you use as input for
the J.D. Edwards planning and scheduling systems. The planning and scheduling
systems calculate material requirements for all component levels, from raw
materials to complex subassemblies.

Detail Forecast
(F3460)

Detail Forecasts

RRP Resource Requirements Planning
MPS Master Production Schedule
MRP Material Requirements Planning

oot

DRP Distribution Requirements Planning

The Resource Requirements Planning (RRP) system uses forecasts to estimate the
time and resources needed to make a product.

The Master Production Schedule (MPS) system plans and schedules the products
your company expects to manufacture. Forecasts are one MPS input that helps
determine demand before you complete your production plans.

Material Requirements Planning (MRP) is an ordering and scheduling system that
explodes the requirements of all MPS parent items to the component levels. You
can also use forecasts as input for lower-level MRP components that are service
parts with independent demand, which is demand not directly or exclusively tied
to production of a particular product at a particular branch or plant.

Distribution Requirements Planning (DRP) is a management system that plans

and controls the distribution of finished goods. You can use forecasts as input
for DRP so you can more accurately plan the demand that you supply through
distribution.
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Forecasting Overview

Features

You can use the Forecasting system to:

e Generate forecasts
e Enter forecasts manually

e Maintain both manually entered forecasts and forecasts generated by the
system

e Create unique forecasts by large customer
e Summarize sales order history data in weekly or monthly time periods

e Generate forecasts based on any or all of 12 different formulas that
address a variety of forecast situations you might encounter

e (Calculate which of the 12 formulas provides the best fit forecast

e Define the hierarchy that the system uses to summarize sales order
histories and detail forecasts

e Create multiple hierarchies of address book category codes and item
category codes, which you can use to sort and view records in the detail
forecast table

e Review and adjust both forecasts and sales order actuals at any level of the
hierarchy

e Integrate the detail forecast records into DRP, MPS, and MRP generations

e TForce changes made at any component level to both higher levels and
lower levels

e Set a bypass flag to prevent changes generated by the force program
being made to a level

e Store and display both original and adjusted quantities and amounts

e Attach descriptive text to a forecast at the detail and summary levels

Flexibility is a key feature of the J.D. Edwards Forecasting system. The most
accurate forecasts take into account quantitative information, such as sales trends
and past sales order history, as well as qualitative information, such as changes
in trade laws, competition, and government. The system processes quantitative
information and allows you to adjust it with qualitative information. When you
aggregate, or summarize, forecasts, the system uses changes that you make at
any level of the forecast to automatically update all other levels.

You can perform simulations based on the initial forecast to compare different
situations. After you accept a forecast, the system updates your manufacturing
and distribution plan with any changes you have made.
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Forecasting

The system writes zero or negative detail records. For example, if the quantities
or amounts in Extract Sales Order History, Detail Forecast Generation, or
Enter/Change Actuals are zero or negative, the system creates zero or negative
records in the Forecast table (F3460).

Forecasting Levels and Methods

1-12

You can generate both detail (single item) forecasts and summary (product line)
forecasts that reflect product demand patterns. The system analyzes past sales to
calculate forecasts using 12 forecasting methods. The forecasts include detail
information at the item level and higher level information about a branch or the
company as a whole.

Best Fit

The system recommends the best fit forecast by applying the selected forecasting
methods to past sales order history and comparing the forecast simulation to the
actual history. When you generate a best fit forecast, the system compares actual
sales order histories to forecasts for a specific time period and computes how
accurately each different forecasting method predicted sales. Then, the system
recommends the most accurate forecast as the best fit.

Demand
‘ Best Fit
ki)
:
|
History 'Holdout Future
Period

Present
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Forecasting Overview

The system uses the following sequence of steps to determine the best fit:

1. Use each specified method to simulate a forecast for the holdout period.
2. Compare actual sales to the simulated forecasts for the holdout period.

3. Calculate the percentage of accuracy or the MAD to determine which
forecasting method most closely matched the past actual sales. The system
uses either the percentage of accuracy or the MAD based on the
processing options that you select.

4. Recommend a best fit forecast by the percentage of accuracy that is closest
to 100 percent (over or under) or the MAD closest to zero.

MAD is the mean of the absolute values of the deviations between actual and
forecast data. It is a measure of the average magnitude of errors to expect, given
a forecasting method and data history.

Forecasting Methods

The Forecasting system uses 12 methods for quantitative forecasting and
indicates which method provides the best fit for your forecasting situation.
Specify the method you want the system to use in the processing options for the
Create Detail Forecast program (P34650).

Method 1 - This method uses the Percent Over Last Year formula to
Itipl h fi i h ifi

Percent Over Last Year ™Y tiply each forecast period by the specified percentage
increase or decrease.
This method requires the number of periods for the best
fit plus one year of sales history to forecast demand. This
method is useful to forecast demand for seasonal items
with growth or decline.

Method 2 - This method uses the Calculated Percent Over Last Year
formula to compare the past sales of specified periods to
sales from the same periods of the previous year. The
system determines a percentage increase or decrease, then
multiplies each period by the percentage to determine the
forecast.

Calculated Percent Over
Last Year

This method requires the number of periods of sales order
history plus one year of sales history to forecast demand.
This method is useful to forecast short-term demand for
seasonal items with growth or decline.
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Forecasting

Method 3 -
Last Year to This Year

Method 4 -

Moving Average

Method 5 -

Linear Approximation

Method 6 -

Least Square Regression
(LSR)

1-14

This method uses last year’s sales for the following year’s
forecast.

This method requires the number of periods best fit plus
one year of sales order history to forecast demand. This
method is useful to forecast demand for mature products
with level demand or seasonal demand without a trend.

This method uses the Moving Average formula to average
the specified number of periods to project the next
period. You should recalculate it often (monthly or at least
quarterly) to reflect changing demand level.

This method requires the number of periods best fit plus
the number of periods of sales order history to forecast
demand. This method is useful to forecast demand for
mature products without a trend.

This method uses the Linear Approximation formula to
compute a trend from the number of periods of sales
order history and project this trend to the forecast. You
should recalculate the trend monthly to detect changes in
trends.

This method requires the number of periods best fit plus
the number of specified periods of the sales order history.
This method is useful to forecast demand for new
products or products with consistent positive or negative
trends that are not due to seasonal fluctuations.

This method derives an equation describing a straight-line
relationship between the historical sales data and the
passage of time. LSR fits a line to the selected range of
data such that the sum of the squares of the differences
between the actual sales data points and the regression
line are minimized. The forecast is a projection of this
straight line into the future.

This method requires sales data history for the period
represented by the number of periods best fit plus the
specified number of historical data periods. The minimum
requirement is two historical data points. This method is
useful to forecast demand when there is a linear trend in
the data.
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Forecasting Overview

Method 7 -

Second Degree
Approximation

Method 8 -

Flexible Method
(Percent Over n Months
Prior)

Method 9 -

Weighted Moving
Average

Method 10 -

Linear Smoothing

OneWorld Xe (09/00)

This method uses the Second Degree Approximation
formula to plot a curve based on the number of periods of
sales history to project the forecast.

This method requires the number of periods best fit plus
the number of periods of sales order history times three.
This method is not useful to forecast demand for long
term.

This method allows you to select the number of periods
best fit block of sales order history starting 7z months prior
and apply a percentage increase or decrease with which
to modify it. This method is similar to Method 1, Percent
Over Last Year, except that you can specify the number of
periods that you use as the base.

Depending on what you select as 7, this method requires
the number of periods best fit plus the number of periods
of sales data indicated. This method is useful to forecast
demand for a planned trend.

The Weighted Moving Average formula is similar to
Method 4, Moving Average formula, because it averages
the previous month’s sales history to project the next
month’s sales history. With this formula, however, you can
assign weights for each prior period.

This method requires the number of weighted periods
selected plus the number of periods best fit data. Similar
to Moving Average, this method lags demand trends, so it
is not recommended for products with strong trends or
seasonality. This method is useful to forecast demand for
mature products with demand that is relatively level.

This method calculates a weighted average of past sales
data. In the calculation, this method uses the number of
periods of sales order history (from 1 to 12) indicated in
the processing option. The system uses a mathematical
progression to weigh data in the range from the first (least
weight) to the final (most weight). Then, the system
projects this information to each period in the forecast.

This method requires the month’s best fit plus the sales

order history for the number of periods specified in the
processing option.
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Forecasting

Method 11 -

Exponential Smoothing

Method 12 -

Exponential Smoothing
with Trend and
Seasonality

See Also

This method calculates a smoothed average, which
becomes an estimate representing the general level of
sales over the selected historical data periods.

This method requires sales data history for the time period
represented by the number of periods best fit plus the
number of historical data periods specified. The minimum
requirement is two historical data periods. This method is
useful to forecast demand when there is no linear trend in
the data.

This method calculates a trend, a seasonal index, and an
exponentially smoothed average from the sales order
history. The system then applies a projection of the trend
to the forecast and adjusts for the seasonal index.

This method requires the number of periods best fit plus
two years of sales data, and is useful for items that have
both trend and seasonality in the forecast. You can enter
the alpha and beta factor or have the system calculate
them. Alpha and beta factors are the smoothing constant
the system uses to calculate the smoothed average for the
general level or magnitude of sales (alpha) and the trend
component of the forecast (beta).

o Appendix A: Forecast Calculation Methods for more detail and samples of

each method

1-16
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Forecasting Overview

Demand Patterns

The Forecasting system uses sales order history to predict future demand. Six
typical examples of demand patterns follow. Forecast methods available in the
J.D. Edwards Forecasting system are tailored for these demand patterns.

Six Typical Demand Patterns

Demand Demand Demand

/\/\\"\/\ﬁ

Time Time Time

Horizontal Demand Positive Trend Demand Negative Trend Demand

Demand Demand Demand

_\//_\\/\/

Time Time Time

Seasonal Demand Trend-Seasonal Demand Non-Annual Cycle

You can forecast the independent demand of the following information for
which you have past data:

e Samples

e Promotional items

e Customer orders

e Service parts

e Interplant demands
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Forecasting

You can also forecast demand for the following manufacturing strategy types
using the manufacturing environments in which they are produced:

Make-to-stock The manufacture of end items that meet the customers’
demand occurring after the product is completed.

Assemble-to-order The manufacture of subassemblies that meet customers’
option selections.

Make-to-order The manufacture of raw materials and components that
are stocked in order to reduce leadtime.

Forecast Accuracy

The following statistical laws govern forecast accuracy:

e A long-term forecast is less accurate than a short-term forecast because the
further into the future you project the forecast, the more variables can
impact the forecast.

e A forecast for a product family tends to be more accurate than a forecast
for individual members of the product family. Some errors cancel each
other as the forecasts for individual items summarize into the group,
creating a more accurate forecast.

1-18 OneWorld Xe (09/00)
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Forecasting Overview

Forecast Considerations

You should not rely exclusively on past data to forecast future demands. The
following circumstances might affect your business and require you to review
and modify your forecast:

e New products that have no past data

e Plans for future sales promotion

e Changes in national and international politics

e New laws and government regulations

e Weather changes and natural disasters

e Innovations from competition

e Economic changes
You can also use the following kinds of long-term trend analysis to influence the
design of your forecasts:

e Market surveys

e Leading economic indicators

Forecasting Process

You use Extract Sales Order History to copy data from the Sales Order History
table (F42119), the Sales Order Detail table (F4211), or both, into either the
Forecast table (F3460) or the Forecast Summary table (F3400), depending on the
kind of forecast you plan to generate.

You can generate detail forecasts or summaries of detail forecasts based on data
in the Forecast table. Data from your forecasts can then be revised.

The following graphic illustrates the sequences you follow when you use the
detail forecasting programs.
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Forecasting

Sales Order History
F42119

Extract Sales
Order History
P3465

Online
Simulation
F3460

Generate Detail

Forecast

P34650

Forecast Pricing
P34007

Price Rollups
P3460

Summarize Detail
Forecasts
P34600

Enter/Change
Summaries
P34200

Force Changes
P34610
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Detail Forecasts

Enter/Change
Actuals
P3460

«-—  le—] j—] f— ] fe—] fe—] fe—] fe—

Detail Forecasts
F3460

Enter/Change
Actuals
F3460

Review By Type
P34300

Forecast Summary
F3400

Forecast Summary

F3400
DRP/MPS/MRP
—_—> Generation
P3482
DRP/MPS/MRP
—_—> Generation
P3483
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Forecasting Overview

Tables Used by Forecasting

Business Unit Master
(FO006)

Address Book Master
(F0101)
Forecast Summary

(F3400)

Forecast Summary Work
(F340006)

Forecast Prices (F34007)

Forecast (F3460)

Category Code Key
Position (F4091)

Item Master (F4101)

Item Branch (F4102)

Sales Order Detail

(F4211)

Sales Order History
(F42119)

OneWorld Xe (09/00)

Identifies branch, plant, warehouse, or business unit
information, such as company, description, and assigned
category codes.

Stores all address information pertaining to customers,
vendors, employees, prospects, and others.

Contains the summary forecasts generated by the system
and the summarized sales order history created by the
Extract Sales Order History program.

Ties the summary records from the Forecast Summary
table (F3400) to the detail records in the Forecast table
(F3460).

Stores price information for item, branch, customer, and
forecast type combinations.

Contains the detail forecasts generated by the system and
the sales order history created by the Extract Sales Actuals
program.

Stores the summary constants you set up for each product
hierarchy.

Stores basic information about each defined inventory
item, such as item numbers, description, category codes,
and units of measure.

Defines and maintains warehouse or plant level
information, such as costs, quantities, physical locations,
and branch level category codes.

Provides sales order demand by the requested date. The
system uses this table to update the Sales Order History
table (F42119) for forecast calculations.

Contains past sales data, which provide the basis for the
forecast calculations.
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Forecasting

Menu Overview

Forecasting (G36)

@ Periodic Forecasting Operations (G3421)

Forecasting Setup (G3441)

Fast Path Commands

Advanced and Technical Operations (G3630)

e Forecasting Interpretability (G36301)

The following table lists the fast path commands you can use to access the
Forecasting menus. From any menu, enter the fast path command at the

command line.

Fast Path Command |Menu Title

FC G3421 Periodic Forecasting Operations
PFOR G3421 Periodic Forecasting Operations
SFOR G3441 Forecasting Setup

1-22
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Detalil Forecasts

Detail forecasts are based on individual items. Use detail forecasts to project
demand at the single-item level according to each item’s individual history.

Forecasts are based on sales data from the Sales Order History table (F42119)
and the Sales Order Detail table (F4211). Before you generate forecasts, you use
the Extract Sales Order History program to copy sales order history information
from the Sales Order History table and the Sales Order Detail table into the
Forecast table (F3460). This table also stores the generated forecasts.
Detail forecasts consists of the following tasks:

[] Setting up detail forecasts

] Working with sales order history

[ Working with detail forecasts

OneWorld Xe (09/00) 2-1
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2-2 OneWorld Xe (09/00)
To access English documentation updates, see
https://knowledge.jdedwards.com/JDEContent/documentationcbt/overview/about_documentation_updates.pdf



Setting Up Detail Forecasts

Before you generate a detail forecast, you set up criteria for the dates and kinds
of data on which the forecasts are based, and set up the time periods the system
should use to structure the forecast output.

To set up detail forecasts, you must:

e Set up inclusion rules to specify the sales history records and current sales
orders on which you want to base the forecast

e Specify beginning and ending dates for the forecast
e Indicate the date pattern on which you want to base the forecast

e Add any forecast types not already provided by the system
Setting up detail forecasts consists of the following tasks:

[] Set up forecasting supply and demand inclusion rules

] Set up forecasting fiscal date patterns

[] Set up the 52-period date pattern (optional)

[ Set up forecast types

[] Define large customers

OneWorld Xe (09/00) 2-3
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Forecasting

Setting Up Forecasting Supply and Demand Inclusion Rules

The Forecasting system uses supply and demand inclusion rules to determine
which records from the Sales Order History table (F42119) and Sales Order
Detail table (F4211) to include or exclude when you run the Extract Sales Order
History program. Supply and demand inclusion rules allow you to specify the
status and type of items and documents to include in the records. You can set up
as many different inclusion rule versions as you need for forecasting.

To forecast by weeks, set up a 52-period calendar.

> To set up forecasting supply and demand inclusion rules

From the Material Planning Setup menu (G3442), choose Supply/Demand
Inclusion Rules.

@ Supply/Demand Inclusion Rules - [Work With Supply/Demand Inclusion Rules] [ [O]x]
1 Fila Edit Preferences Window Help - =] %]

v FBo@ x I & $ 8

Select Find Del.. Close Seg.. Mew.. Dis.. Apo

J Links w Displ.. [8]OLE [#) Intemet

Rule Version MRP MRP Resource Rules I Seledted
Skip to Order Type Ii ﬁ
.
. - Status Rule
@l Included | Order Type | Line Type | Line Status Description e

1 cD EC 520 Enter Sales Order MRP
1 Ch EC 580 Print Invaices MRP
1 ch EC 620 Sales JournaliUpdate MRP
1 ch EC ann Backorder in S/ Entry MRP
1 Ch EC anz Backorder in Commitments MRP
1 ch EE and Backorder in Ship. Conf, MRP
1 Ch EC 912 Added in Commitments MRP
1 cD EC a14 Added in Ship. Conf. MRP
1 cD EC 999 Caomplete - Ready to Purge MRP
i cl i 1820 Entter Sales Order MRP
0 cJ iF 1560 Shipment Confirmation MRP
i cl i 71 Send EDI Advancad Ship Motice MRP
1} CJ iF 1578 Cyele Billing MRP =

=

#

1. On Work With Supply/Demand Inclusion Rules, complete the following
field and click Find:

e Rule Version
2. Review the following fields:
e Included
e Order Type
e Line Type
e Line Status

3. Choose the lines that you want to include and click Select.

OneWorld Xe (09/00)
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The program changes the Included value of each line you selected from 0
(not included) to 1 (included).

Field

Explanation

Rule Version

A user defined code (40/RV) that identifies an inclusion

rule that you want the system to use for this branch/plant.
The Manufacturing and Warehouse Management systems
use inclusion rules as follows:

For Manufacturing:

Allows multiple versions of resource rules for
running MPS, MRP, or DRP.

For Warehouse Management:

Allows multiple versions of inclusion rules for
running putaway and picking. The system
processes only those order lines that match the
inclusion rule for a specified branch/plant.

If you leave this field blank, the system does not update
the capacity plan when you create a work order or change
the status of a work order.

Included A code used to prompt detail selection from a list of items.
0 Not included
1 Included

Order Type A user defined code (00/DT) that identifies the type of

document. This code also indicates the origin of the
transaction. J.D. Edwards has reserved document type
codes for vouchers, invoices, receipts, and time sheets,
which create automatic offset entries during the post
program. (These entries are not self-balancing when you
originally enter them.)

The following document types are defined by J.D.
Edwards and should not be changed:

wn

OP
R2

Accounts Payable documents
Accounts Receivable documents
Payroll documents

Inventory documents

Purchase Order Processing documents
General Accounting/Joint Interest Billing
documents

Sales Order Processing documents
Subcontract

Purchase Order

Contract Billing

OneWorld Xe (09/00)
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Field Explanation

Line Type A code that controls how the system processes lines on a
transaction. It controls the systems with which the
transaction interfaces, such as General Ledger, Job Cost,
Accounts Payable, Accounts Receivable, and Inventory
Management. It also specifies the conditions under which
a line prints on reports and is included in calculations.
Codes include the following:

S Stock item
J Job cost
N Nonstock item
F Freight
T Text information
M Miscellaneous charges and credits
W Work order
Line Status A user defined code (40/AT) that indicates the status of
the line.

See Also

o Setting Up Supply and Demand Inclusion Rules in the Manufacturing and
Distribution Planning Guide

2-6
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Setting Up Forecasting Fiscal Date Patterns

Fiscal date patterns are user defined codes (HOO/DP) that identify the year and
the order of the months of that year for which the system creates the forecast.
The Forecasting system uses fiscal date patterns to determine the time periods
into which the sales order history is grouped. Before you can generate a detail
forecast, you must set up a standard monthly date pattern. The system divides
the sales history into weeks or months, depending on the processing option you
choose. If you want to forecast by months, you must set up the fiscal date
pattern. If you want to forecast by weeks, you must set up both the fiscal date
pattern and a 52-period date pattern.

To set up fiscal date patterns, specify the beginning fiscal year, current fiscal
period, and which date pattern to follow. The Forecasting system uses this
information during data entry, updating, and reporting. Set up fiscal date
patterns for as far back as your sales history extends, and as far forward as you
want to forecast.

Use the same fiscal date pattern for all forecasted items. A mix of date patterns
across items that will be summarized at higher levels in the hierarchy causes
unpredictable results. The fiscal date pattern must be an annual calendar, for
example, from January 1, 1999 through December 31, 1999 or from June 1, 1999
through May 31, 2000.

J.D. Edwards recommends you set up a separate fiscal date pattern for
forecasting only, so you can control the date pattern. If you use the date pattern
already established in the Financials system, the financial officer controls the
date pattern.
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P 1o set up forecasting fiscal date patterns

From the Organization & Account Setup menu (G09411), choose Company
Names & Numbers.

1. On Work With Companies, click Find to locate the companies in the
system.

2. Choose a company, and then choose Data Pattern from the Form menu.

File Edii Prefeiences Row Repot Window Help NI
- =
Q;gcl F%d a?u c%ay QE. Ql:se Se_gg.. H?N Dﬁ'_.. Aﬁ J Uit < Feve.. [E)OlS., [Ef e
Date Begin End Of End OF End Of End Of End Of End Of End Of End Of End OF En |
Patter Date Per 01 Per 02 Per 03 Per 04 Per 05 Per 06 Per 07 Per 08 Per 09 Pe
A " aM/99 823599 Q2799 1002599 1129099 12/24/99 1/28/00 2125/00 32900 4126000 L
B THmaT TI3a7 831087 I0AGTE TIET 13097 12531797 11198 2428099 331098 q
B THmee Ti31i98 131599 930/98; 1031498, 11030098 12/31/98 1131799 2428099 331099 q
B 7189 Tr31599 831199 930/99: 1031499 11030099 12r31/99 113100 2i29¢00 3¢31600 q
B 7rma Tratio0 ai31i00 930/00F 1031400 11028000 12r31/00 1131501 2628001 3631001 q
B Tt TIao aia1int 930/01: 103101 110300 12031701 1131702 2628002 31002 q
B Tz Tiainz aia1i02 930/02F 1031902 11030002 12r31/02 1131703 2628003 31003 q
B T3 Ti3103 8i31i03 9r30/03: 1031903 11030003 12r31/03 1731704 2628004 331004 q
B Tiind Ti31i04 aia1i04 9r30/04F 1031404 11030004 12r31/04 1131705 2128005 331005 4—
B Trina Ti31408 8i31i05 930/05: 10314050 11030005 12r31/05 131706 2128008 331008 q
[ 4/1/00 4730600 Af31/00 6f30/00 Ti31i00 8i31/00 930/00F 1317000 11430000 12/5f0 1
D 12/26/38 1/25/99 2125689 32599 4725/99 AI25099 6f25/98 7125/99 8125089 9r2589: 1C
D 13/36/880 IGO0 226001 35001 425000 SES00]  BESOOI IS0 BISMO0L B3SO0 1C
D 13/26/00] SO0, 22801 3ESM1] A& &S0 BESMY TIS1 BI2SN %2801 10
F BA/BTI /30T T31Ti B31/STI  B0AT. 10BNAT 11E0/87 13NET 13NEB. 32888 ¢
F 6/8B]  6/30088]  T31088]  B31/98]  30/@8] 10M31/98] 11/30/98] 131/88]  1i3188]  328/88] ¢
F /1/83]  6/30088;  7/31/98]  B/31/38]  O/30/89) 10E31/99] 11/30/88] 123189 1INO0, 22900 ¢
F B0 B/3000;  TEN0D]  B3100) 3000 10100 1130000 1273100, U301 22801
L |
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