Executive Summary

THIS SECTION PROVIDES A CONDENSED VERSION OF THE ASSIGNMENT:

- STRATEGY AND BUSINESS DIRECTION (GROWTH, MAINTENANCE OR DOWNSIZING)

- IDENTIFICATION OF THE KEY GROUP THAT YOU WILL BE FORECASTING AND WHY IT IS A
KEY GROUP (I.E., RELATIONSHIP TO THE BUSINESS DIRECTION)

- A MODEL USED TO FORECAST DEMAND AND THE CORRESPONDING SUPPLY

- THE VAIROUS HR PROGRAMS NEEDED — TO SUPPORT THE FORECAST — TIMING AND
BUDGET

- YOUR CONCLUSION ON WHY HR PLANING IS NEEDED AT THIS TIME FOR THIS KEY
GROUP

Company Background, Business and HR Strategy

THIS IS A SUMMARY OF ASSIGNMENT 1 — WHAT THE COMPANY IS ABOUT, AND WHAT
THE ENVIRONMENTAL SCAN INDICATED WOULD BE IMPORTANT POINTS FOR COMPANY
SUCCESS AND THE CORRESPONDING WAY IN WHICH PEOPLE WILL BE PART OF THE PALN.

Forecasting Group

WHO, WHY AND HOW YOU WILL ADDRESS THIS GROUP FOR THE FORECAST

Forecasting Approaches for Demand and Supply

IN ORDER TO DETERMINE THE DEMAND FOR EMPLOYEES THE COMPANY WILL HAVE, IT IS
NECESSARY TO USE A FORECASTING APPROACH TO IDENTIFY THE PEOPLE — THE SUPPLY --
NEEDED AS WELL AS THE SKILL AND ABILITIES TO PERFORM A JOB. THE FORECASTING IS
ANALYZED IN A SHORT AND LONG TERM, BASED ON CURRENT INFORMATION ABOUT THE
ORGANIZATION GROWTH. THE FORECASTING IS NECESSARY TO DETERMINE THE BUDGET
NEEDED FOR RECRUITMENT, SELECTION, TRAINING AND REWARDS THAT EMPLOYEES WILL
NEED IN ORDER TO REALIZE THE STRATEGY. MACHINERY AND NEW EQUIPMENT ARE ALSO



EXPENSES IN WHICH THE COMPANY INCURS WHEN THE DEVELOPMENT IS IN PROCESS. SOME
OF THE FORECASTING APPROACHES THAT WE ARE ABLE TO USE TO DETERMINE THE DEMAND
OF EMPLOYEES IN THE ORGANIZATION ARE: ...

ONCE A COMPANY HAS FORECASTED THE DEMAND OF EMPLOYEES, IT IS NECESSARY TO KNOW
HOW TO ALLOCATE THOSE EMPLOYEES INTO THE COMPANY ACCORDING TO THEIR
KNOWLEDGE, SKILLS AND ABILITIES. SOME OF THE SUPPLY FORECASTING METHODS ARE:

YOUR COMPANY’S DEMAND AND SUPPLY MODELS:

... COULD BE A RATIO ANALYSIS

Year Sales Number of Ratio (Sales/ees)
Employees

2013 71.9 millions 18 3.994

2014 90.6 million 20 4.53

2015 116.4 20 5.82

2016 132.7 22 6.0

2017 144.6 24 6.0

2018 157.6 26 6.0

*Net sales for fiscal 2014 totaled $4.53 billion, a 20.6% increase over the prior fiscal year. The

average sales in the Central Region were 90.6 million at the end of the fourth quarter.

Forecasting

AN EXPLANATION ON THE FACTORS THAT WENT INTO YOUR DEMAND FORECAST

Recommendations

THE SHORT AND LONG TERM MODELS FOR DETERMINING THE SUPPLY



... COULD BE: Vacancy Model

Short-term Supply 2016
Central Region Sales Department

Level # of people  Annual Promotionsto Level External
Losses level Outflows Hiring
1 1 0 0 0 0
2 1 0 0 0 0
3 1 0 0 0 0
4 1 1 0 1 0
5 19 2 1 2 3
TOTAL 23 3 1 3 3

PROVIDES THE SUPPORT FOR HOW MANY PEOPLE WILL BE NEEDED; THE SUPPLY TO FIT
WITH THE DEMAND FORECAST.

.~ Long-term Supply2017&2018
Central Region Sales Department

Level # of people  Annual Promotions  Level External
Losses to level Outflows Hiring
1 1 0 0 0 0
2 1 0 0 0 0
3 1 0 0 0 0
4 1 0 0 0 0
5 19 3 0 3 5
TOTAL 23 3 2 3 5




Recommendations

BASED ON THE FORECAST AND SUPPLY REQUIREMENTS WHAT ARE THE HR
PROGRAM PRIORITIES:

- SHORT TERM

- LONG TERM

AND WHAT EXTRA BUDGET IS NEEDED - IF ANY TO SUPPORT THESE
PROGRAMS?



