
  

          

 

 

  

 

Solution Overview 

D e m a n d  S i g n a l  R e p o s i t o r y  ( D S R )  D a t a  

E n r i c h m e n t  

 

A Demand Signal Repository (DSR) 

harmonizes retailer point-of-sale 

data to provide the analytics 

needed by consumer product 

manufacturers to enhance their 

supply chain optimization and 

category management processes.  

But data alone isn’t enough. Many 

companies are realizing that a 

sound approach to data 

management is critical to scaling 

and enhancing the DSR. 

 

At Hitachi Consulting, our 

consumer products industry 

knowledge coupled with our data 

management expertise enable us 

to help our clients implement the 

appropriate tools and processes to 

optimize their investment in a DSR. 

Background  

Point-of-Sale Data Drives Strategy Shift  

More than ever, consumer product manufacturers are leveraging point-of-

sale (POS) data from their retailer channel in order to be more responsive to 

consumer demand. The increased availability of timely, granular POS data 

provided through Demand Signal Repository (DSR) vendors has enabled 

consumer product manufacturers to make significant bottom line impacts to 

their organizations. Leveraging third-party DSR solutions allows companies to 

integrate and utilize retailer data faster than than ever before. However, 

many consumer product companies underestimate the data integration and 

master data management efforts required to ensure sustained success of a 

DSR program. By applying the right technology and implementing the 

business processes to effectively manage the POS data, manufacturers can 

gain the ability to rapidly onboard new retailer POS data, as well as apply 

insights gained from one set of retailer data across other retailers.   

  

Consumer Products Companies Seeing Benefits of DSR 

Recently, AMR Research, in collaboration with Hitachi Consulting surveyed 

consumer product companies and learned that: 33 percent of companies 

currently have a DSR, 23percent are implementing one and 31 percent are 

considering implementing one.  Of those companies who are 

using/implementing/evaluating a DSR, the following results were cited as 

realized or anticipated benefits of their DSR investment: 

 

 



 

               

           

 

About Hitachi Consulting Corporation 

As Hitachi, Ltd.'s (NYSE: HIT) global consulting 

company, Hitachi Consulting is a recognized leader in 

delivering proven business and IT solutions to Global 

2000 companies. With a balanced view of strategy, 

people, process and technology, we work with 

companies to understand their unique business needs, 

and to develop and implement practical business 

strategies and technology solutions.  

 

Hitachi Consulting's client base includes nearly 25 

percent of the Global 100 and many leading mid-market 

companies. From business strategy development 

through application deployment, we help clients quickly 

realize measurable business value and achieve 

sustainable ROI. 

 

Hitachi Consulting – Inspiring your next success!® 

Marketing to insert the BMRC tag line here  
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Solution 

Turning POS Data into Actionable Information 

The successful implementation of a DSR program is dependent upon 

managing POS data effectively and enriching it with specific data 

attributes, such as the consumer product company’s product 

hierarchy information.  This exercise makes the POS data a richer 

source of information to analyze with more dimensions that can be 

sliced-and-diced.   This attribute data comes from corporate systems, 

local repositories and even spreadsheets.  Furthermore, it is usually 

manually maintained and not subject to good data governance 

disciplines.  Hitachi Consulting recognizes these challenges and has 

developed a DSR Data Management Framework that addresses: 

¶ DSR Strategy and Roadmap    

¶ DSR Data Enrichment/Integration Approach  

¶ DSR Data Governance  

¶ DSR Data Stewardship 

¶ DSR Master Data Management  

 

Results 

Enrichment of DSR Data and Process Improves Visibility and Control 

POS data can be a tremendous asset when used properly.  By 
integrating POS data with company-specific attributes, manufacturers 
can leverage that data to collaborate more effectively across the 
enterprise and with their retailer networks.  POS data can then drive 
operational  improvements, such as: 

¶ Reducing out-of-stocks 

¶ Improving demand forecast accuracy  

¶ Sensing product category changes more effectively 

¶ Improving evaluation of new product introductions 

¶ Increasing trade promotion effectiveness 

¶ Lowering inventory and safety stock levels 

Hitachi Consulting’s Consumer Products Industry Practice provides the 

expertise needed to tackle all of the data management challenges 

surrounding a DSR. Our services typically begin with an assessment of 

your operations, so call us for more information or go online at 

www.hitachiconsulting.com.  

http://www.hitachiconsulting.com/

