Abstract  Distributors today face more competition than ever before. It
has resulted in decreased profit margins and increased competition. In
order to retain both profit and competitive power, distributors have to
provide more product availability and low cost services.

Most companies forecast future demand with formula that take into ac-
count supply lead-time, past sales records and/or buying history whose
aim is to prevent both excess inventory and chance loss. If distribu-
tors can manage their current inventory regarding to its volume and
assortment, it would be able to meet or sometimes exceed customers’
expectation, and thereby it can maximize the distributor’s net profits.
In this thesis, we propose a simple and easy short-term demand predic-
tion method for high-mix and short life cycle products. The principal
points of the proposed method are as follows; first we classify the busi-
ness days into three types, which is deeply involved with the difference
of demand level in working days. Secondly, the sales data are distributed
into the respective categories, and utilized for estimating their descrip-
tive statistics: means and variances. In third, a total demand during the
lead time is estimated utilizing these obtained parameters.

In chapter 1, we first introduce several activities in public companies
for inventory reduction. They are mainly operated with JIT or TOC
theories in manufacturers, and with QR or ECR methods in retailers
and wholesalers. Subsequently, we indicate that demand prediction is
important for inventory control. Chapter 2 explains an outline of SCM
and its relevant ideas: QR, ECR, VIM and CPR.

In chapter 3, we review several conventional inventory control techniques
such as fixed-quantity ordering method, periodical ordering method, and
economic ordering model. In addition, after reviewing typical demand
prediction methods based on regression model, correlative model, and
time-series analysis, we indicate their failings to be improved.

In chapter 4, we propose a new method for demand prediction where
the primary focus is for products whose sales quantity depends on the
day-of-the-week. With the help of the existing sales records in a certain
company, the effectiveness of proposed method is confirmed in chapter

5. Finally, chapter 6 summarizes this thesis.
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