
Business Need 

The consumer electronics industry has grown 

intensely competitive. New, innovative products 

are continually being released at multiple  

prices points. Multiple channels vie for  

customers’ attention.  

 

Supply, manufacturing and distribution are 

managed worldwide, allowing for the benefits of 

scale in supply and production. However, multiple 

partnerships increase the risk of production quality 

and timely delivery. Success is highly dependent 

on the ability to innovate in response to industry 

trends and changing customer needs.  

This challenging business climate requires doing 

everything possible to build brand and promote 

product as cost effectively as possible.  Consumer 

electronics marketing executives need to do  

more than ever to win customers: aggressive 

pricing, frequent, innovative product releases, 

creative promotion, and strong partnerships.  

They must execute with an eye to shifting 

consumer preferences and an evolving 

competitive marketplace. And costs throughout 

the value chain need to be minimized in order to 

preserve margin. 

 

Solution Offering  

Hitachi Consulting’s Revenue Management services 

help ensure closed-loop management processes, 

systems and analytics that maximize revenue and 

margin opportunities. Marketing Resource Management 

(MRM) better aligns process, metrics, tools and 

organizational structure that support marketing through 

five core capabilities:  

 Global marketing calendar 

 Objective setting 

 Program and campaign planning 

 Budgeting 

 Reviews of and approvals for planned programs  

and budgets 

As the chart below shows, market responsive 

companies benefit from business process and structure 

that ties the complex chain of marketing activities 

together more closely. Their resulting ability to optimize 

marketing spend by product, channel and region 

maximizes ROMI. 
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Hitachi Consulting’s Marketing 

Resource Management (MRM) services 

drive more responsive marketing 

functions through better aligned 

process, metrics, tools and 

organizational structure. MRM includes  

five core capabilities: 

 

 Global marketing calendar 

 Objective setting 

 Program and campaign planning 

 Budgeting 

 Reviews of and approvals for 

planned programs and budgets 

 

Building the Market Responsive 

Company
SM

 is an approach that allows 

Hitachi Consulting to help companies 

prepare and respond quickly to 

changing external conditions that 

impact their business.  Learn more at: 

www.marketresponsivecompany.com/video 
High

Level 4: Responsive:

Level 3: Efficient

Level 2: Effective

Level 1: Ad Hoc
•Viewed as cost center

•Manual Processes

•Reactive to market  stimuli 

•Fragmented promotions/campaigns

Marketing Maturity Model

Low Marketing Maturity High

• Visionary CMO drives a 

customer-centric approach

• Closed-loop process links every 

step in the marketing lifecycle

• Single source of data provides a 

common view of all programs

• Enabling technologies improve 

performance of key marketing 

functions

• Real time analytics enable 

visibility and informed decisions 

• Visionary CMO drives a 

customer-centric approach

• Closed-loop process links every 

step in the marketing lifecycle

• Single source of data provides a 

common view of all programs

• Enabling technologies improve 

performance of key marketing 

functions

• Real time analytics enable 

visibility and informed decisions 
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http://www.marketresponsivecompany.com/


 
The Challenge 

As a high tech manufacturer with multiple divisions 

and diverse products, the client had to cope with 

sales and operations planning activities that were 

highly fragmented by function and geography: 

 Sales, marketing, operations and finance relied 

on manual processes and different data sources 

to support planning for more than 30,000 

products (including configurable products) 

across 20,000 customers. 

 Global operations in multiple continents led to 

communication and coordination challenges 

that made it difficult to develop a unified 

approach to sales and operations planning   

Negative impact to the business included: 

 Long planning cycles that resulted in product 

and production plans that were often outdated 

before the S&OP cycle closed 

 An inability to accurately and profitably respond 

to sales opportunities that led to lost deals and 

lost revenue 

 Poor supply chain planning that slowed product 

distribution and increased inventories.  

 

JDSU believed that a more dynamic S&OP 

capability could help improve business results. 

Business Benefits  

Hitachi Consulting’s S&OP Solutions will allow the client to better respond in a dynamic marketplace. The following 

benefits are expected: 

 Reductions in average active and excess inventory  

 Increased forecast accuracy at the item level by production site 

 Reduction in late penalty costs resulting from increased on-time delivery to channel partners and customers 

 50% reduction in S&OP cycle, real-time collaboration and greater accountability leading to more accurate 

business planning across all functions 

The Solution 

Hitachi Consulting rolled out a reengineered global S&OP 

solution built on Oracle’s Demantra platform. It supports the 

complete end-to-end S&OP process, and provides the 

capability to support real-time collaboration between sales, 

marketing, operations and finance.  

 

As part of its solution Hitachi Consulting: 

 Developed the end-to-end S&OP process, including 

sub-processes for each functional planning area  

 Improved cross-functional coordination across the 

functional planning areas by linking disparate processes 

and applications 

 Implemented a proprietary design for statistical 

forecasting and planning for configure-to-order products 

 Developed an integrated technology platform for S&OP 

using Demantra to bring together master data from 

Oracle EBS, transactional data from the data 

warehouse,  and sales opportunities from Siebel 

 Enabled closed loop planning through integration with 

plants. contract manufacturers and an APS Master 

Planning Solution; enabled executive dashboards 

through integration with OBIEE  

 Delivered training to multiple sites and functions globally  

 

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!® 

Hitachi Consulting 
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Case Study: C o n s u m e r  

E l e c t r o n i c s  

A siloed organization made it challenging for the 

client to develop an integrated marketing plan that 

would optimize spend cross-market and for all 

products.  Marketing executives noted: 

 Limited visibility into the end-to-end process 

of 500+ marketing projects 

 Partial ability to track marketing spend and 

incomplete visibility into budgets 

 Lack of a central location for client creative 

files, materials, logos, and brand elements 

 Lack of a centralized calendar to plan for 

campaigns across products/campaigns 

 

The Solution 

 Developed and implemented a roadmap  

to reengineer key marketing processes 

 Defined a stronger marketing operations 

function 

 Identified business and technical 

requirements for a Microsoft Enterprise 

Project Management (EPM) enabled MRM 

solution that would offer:  

o Single point of entry for FY budget  

line items (proposals) 

o Auto Calendar capability of proposed  

market activity 

o Report of planned spend for FY buckets 

o Consolidated online view and analysis  

of FY proposals 

 

Business Benefits  

Ability to eliminate 2.5 percent of ineffective marketing spend 

across all P&L divisions due to operational efficiencies like: 

 Targeted spend on initiatives aligned with the client’s 

strategy. 

 Time savings from the ability to track, view, report and 

aggregate multiple marketing budgets & commitments.  

 Enhanced purchase order tracking and overspending 

alert notification structure. 

 Reporting that better informs marketing budget 

allocations and oversight. 

 Improved ability to manage resources and minimize 

duplication of marketing materials.  

 Improved ability to reallocate funds and resources to 

higher performing campaigns and channels as a result 

of increased visibility into all marketing spend.  
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