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CPIM On-Demand Training
for Self-Study Professionals

Are you preparing for the CPIM certification through
self-study? As an experienced supply chain professional,
you already have strong practical knowledge—but some
topics may still need expert clarification. Fhyzics Business
Consultants bridges that gap with on-demand, topic-
oriented CPIM training sessions designed specifically for
self-learners.

Whether you need guidance on a single concept or an
entire module, our focused training helps you master
complex areas quickly and confidently. Get personalized
support, strengthen your exam readiness, and elevate
your supply chain expertise—on your schedule.

Mobile: +91-900-304-9000 (WhatsApp)
Email: Certifications@Fhyzics.net




Demand Channels and Sources

1. Understanding Demand Channels

Demand channels represent the pathways through which
customer demand reaches the organization. These include
direct sales, distributors, wholesalers, e-commerce
platforms, retail stores, and service channels. Each channel
has different order patterns, lead times, service
expectations, and forecasting requirements. Mastery
involves understanding how channels influence demand
variability, customer behavior, and product flow. For CPIM,
you must identify how different channels shape planning
decisions, segmentation, and prioritization. Organizations
must align supply strategies to channel characteristics to
maintain service levels while optimizing cost and inventory.

2. Direct-to-Customer (D2C) Demand

D2C demand originates from customers purchasing directly
from a manufacturer through online stores, brand outlets,
or catalogs. This channel provides rich customer data, faster
feedback loops, and tighter control over pricing and
promotions. However, it can generate high demand
variability, smaller order quantities, and higher fulfillment
costs. For CPIM, understand how D2C impacts forecasting,
safety stock, transportation planning, and service
expectations. Companies must balance speed and cost
while aligning production and distribution resources to
support fast-moving D2C demand patterns.

3. Distributor and Wholesaler Channels

Distributors and wholesalers purchase in bulk and resell to
retailers or end consumers. Their demand tends to be
lumpy,.driven.by.bulkseplenishmentcycles,inventony



strategies, and promotional activities. For CPIM exames,
understand how distributor behavior influences upstream
forecasting, service levels, and planning collaboration.
These partners may share POS data, stock levels, or
replenishment triggers, improving demand visibility.
However, the bullwhip effect is common when
communication is weak. Managing these channels requires
coordinated replenishment strategies and collaborative
forecasting arrangements.

4. Retail Channel Demand

Retail channels include brick-and-mortar stores,
supermarket chains, pharmacies, electronics stores, and
specialty outlets. Retail demand is influenced by
seasonality, promotions, merchandising, and consumer
behavior. CPIM requires understanding how POS data, sell-
through rates, and stock-on-shelf requirements affect
upstream planning. Retailers often demand high service
levels and short replenishment cycles. Companies may use
vendor-managed inventory (VMI) or collaborative planning
as strategies. This channel requires SKU-level forecasting
accuracy, assortment planning, and responsive
replenishment systems to avoid stockouts or overstocks.

5. E-=Commerce and Omnichannel Demand

E-commerce creates highly dynamic and time-sensitive
demand with short lead-time expectations. Omnichannel
adds complexity, allowing customers to buy online, pick up
in-store, or return through any channel. For CPIM,
understand how this channel increases forecasting
difficulty, creates multi-node inventory requirements, and
requires



integrated distribution networks. Data analytics is essential
to predict trends. Companies must synchronize online and
offline inventory, manage reverse logistics, and align
fulfillment speed with cost efficiency. Omnichannel
strategies influence warehouse design, safety stock policy,
and transportation planning.

6. B2B Demand Channels

Business-to-business demand arises from companies
purchasing components, raw materials, or finished goods
for their operations. B2B demand is often contractual,
predictable, and long-term, but changes in customer
production schedules can cause variability. CPIM focuses on
understanding how lead times, minimum order quantities,
and service agreements influence planning. B2B
relationships commonly involve shared forecasting, joint
planning, and coordinated deliveries. Strong collaboration
reduces supply risk and improves operational stability.
Operators must align capacity, materials, and inventory with
customer commitments.

7. B2C Demand Channels

Business-to-consumer demand comes directly from
individual end customers. This demand is highly sensitive to
price, product availability, marketing, and external trends. It
often exhibits seasonality and impulse purchasing patterns.
For CPIM, understand how B2C channels require agile
forecasting, responsive supply chains, and high customer
service levels. Companies must manage large SKU portfolios
and fast fulfillment expectations. Inventory positioning,
safety stock, and segmentation strategies are key. B2C
demand requires high flexibility in production planning and
logisti€s:



8. Geographic Market Channels

Demand varies by region due to cultural preferences,
economic conditions, climate, and logistics accessibility.
Geographic channel segmentation supports tailored
forecasting and inventory planning. CPIM highlights the
importance of aligning distribution networks and
transportation with regional demand patterns. Companies
may use regional warehouses, customized assortments, and
market-specific service levels. Understanding geopolitical
risks, local regulations, and currency fluctuations is also
important. Geographic segmentation improves
responsiveness, reduces transport costs, and enhances
customer satisfaction.

9. Seasonality and Cyclical Demand Sources

Seasonality and cyclical patterns impact demand channels
significantly. Retail, agricultural, fashion, and tourism-
related industries experience predictable peaks and
troughs. CPIM requires understanding how historical
patterns, climatic events, and promotional cycles influence
demand. Effective planning uses seasonally adjusted
forecasting, capacity planning, workforce adjustments, and
inventory builds. Companies must balance cost and service
by preparing for peak seasons while avoiding excess
inventory in low periods. Seasonality awareness
strengthens S&OP and operational stability.

10. New Product Introduction (NPI) Demand

New products often have unpredictable demand due to
limited history and uncertain customer acceptance.
Demand channels respond differently—retailers may push
trials, D2C may show quick uptake, and distributors may



delay adoption. CPIM focuses on forecasting approaches for
NPIs, such as analog products, market research, and early
sales signals. Companies must plan flexible capacities, short
production runs, and controlled launch inventories.
Collaboration with sales and marketing is essential. NPIs
require strong monitoring, fast course correction, and early
alignment with supply chain partners.

11. Replacement and Aftermarket Demand

Aftermarket demand includes spare parts, repairs,
replacements, and service components. It is often erratic
but essential for customer satisfaction. CPIM examines how
failure rates, installed base analysis, warranty policies, and
service contracts influence forecasting. Replacement
demand must be supported with high service levels and
specialized inventory strategies like multi-echelon stocking
or service parts planning. Companies must balance the cost
of carrying slow-moving parts with service commitments.
Strong relationships with service centers and distributors
support visibility and effective planning.

12. Promotional and Event-Driven Demand

Promotions, discounts, festivals, and marketing campaigns
create temporary demand spikes. Demand channels such as
retail and e-commerce are heavily influenced by these
events. CPIM focuses on understanding how promotions
impact forecasting accuracy, inventory positioning, and
replenishment planning. Collaborative planning with sales
and marketing improves demand visibility. Companies must
consider cannibalization, stockpiling behavior, and post-
event demand drops. Effective planning requires scenario
analysis, safety stock adjustments, and alignment with
production.and legistics teams:



13. Contractual or Program-Based Demand

Many B2B customers place long-term volume commitments
through annual agreements or multi-year contracts.
Demand becomes more predictable but must be monitored
for compliance. CPIM examines how contract terms—
minimum quantities, delivery schedules, penalties—affect
production planning, capacity allocation, and inventory
requirements. Program-based demand supports better
S&OP alignment but may compete with spot or retail
demand. Understanding customer segmentation and
profitability helps prioritize resources effectively. Visibility
from contractual demand reduces uncertainty but requires
strong monitoring.

14. Derived Demand in Manufacturing

Derived demand originates from downstream demand for
finished goods. For example, demand for tires comes from
demand for cars. CPIM emphasizes understanding how
BOM structures, product configurations, and production
schedules influence component demand. Advanced
planning must consider multi-level dependencies, lead
times, and variability expansion. Mastery includes
recognizing how upstream disruptions ripple through the
supply chain. Accurate MRP inputs and strong coordination
between planning levels reduce risk and improve
synchronization across channels.

15. Independent vs. Dependent Demand Sources
Independent demand arises from external customers, while
dependent demand stems from internal manufacturing
requirements. CPIM focuses on correctly classifying demand
to apply appropriate forecasting or planning tools.



Independent demand requires forecasting and service-
driven inventory strategies. Dependent demand is
calculated through MRP and BOM structures.
Misclassification causes stockouts, overproduction, orin
accurate planning. Understanding this distinction helps
select the appropriate planning method, safety stock level,
and replenishment policy. It also strengthens MRP accuracy
and S&OP alignment.

16. Demand from Service and Repair Networks

Service networks require timely availability of parts for
technicians, repair centers, and mobile service vans.
Demand patterns are volatile, urgent, and driven by
equipment failure rates. CPIM highlights tools such as
service parts forecasting, criticality analysis, and multi-
echelon inventory strategies. Service channels require high
fill rates to preserve customer loyalty. Companies must
balance cost and responsiveness by positioning inventory
close to demand points. Understanding service demand is
crucial for industries like automotive, electronics, and
machinery.

17. Government, Institutional, and Project-Based Demand
Public-sector demand often involves large, infrequent
orders with strict specifications and long lead times.
Project-based demand is associated with construction,
infrastructure, and large engineering projects. CPIM focuses
on planning around long durations, phased deliveries, and
milestone-based forecasts. Supply chains must consider
supplier capacity, regulatory compliance, and risk
mitigation. This demand source affects long-term
production planning, capital allocation, and resource



planning. Forecasting requires close coordination with
project managers and government agencies.

18. Demand from Distribution Requirements Planning
(DRP)

DRP calculates replenishment needs across distribution
centers based on inventory, forecasts, and lead times.
Demand at each node becomes the supply plan for
upstream facilities. CPIM emphasizes how DRP improves
visibility, reduces stockouts, and synchronizes the network.
It helps companies understand how distribution channels
drive production and procurement needs. DRP helps
convert channel-level demand into aggregated supply plans.
Accurate DRP depends on strong data discipline and
network visibility.

19. The Bullwhip Effect Across Channels

The bullwhip effect refers to demand distortion as orders
move upstream due to poor communication, lot sizing,
promotions, and forecasting errors. CPIM examines how
different channels amplify variability. Retail promotions,
distributor batching, and limited visibility contribute.
Managing the bullwhip effect requires POS data integration,
collaborative planning, lead-time reduction, and stable
pricing strategies. Understanding how channels cause and
magnify demand swings is crucial for effective supply and
inventory planning.

20. Data Sources for Demand Visibility

Accurate demand planning depends on reliable data
sources such as POS data, e-commerce analytics, customer
forecasts, market intelligence, distributor stock levels, and



loT signals. CPIM highlights the importance of data quality,
frequency, and integration into planning systems.
Companies must prioritize real-time visibility to reduce
uncertainty and improve responsiveness. Better data helps
identify channel trends, align inventory policies, and
strengthen S&OP. Understanding data sources enables

planners to build more accurate and actionable demand
plans.
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Micro-Learning Programs in
Supply Chain Management &

Procurement

Enhance your professional edge with Fhyzics Business
Consultants’ Micro-Learning Programs in Supply Chain
Management and Procurement. Designed as focused, two-
hour Executive Development Programs, these sessions
deliver practical insights and tools to solve real-world
business challenges. Conducted in small batches for
personalized learning, participants gain a deeper
understanding of key supply chain and procurement
strategies that drive efficiency and profitability. Each
participant receives a certificate of completion, adding value
to their professional profile and career growth. Whether you
aim to advance in your current role or explore new
opportunities, this program equips you with the knowledge
and confidence to excel.
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Micro-Learning Programs in
Supply Chain Management

. Fundamentals of Supply Chain Management
. Supply Chain Planning and Optimization

. Demand Forecasting Techniques

. Inventory Control and Management

. Distribution and Logistics Strategy

. Warehouse Layout and Operations Efficiency
. Supply Chain Risk Management

. Supply Chain Performance Metrics (KPIs)
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9. Lean Supply Chain Practices

10.
11.
12.
13.
14.
15.
16.
17.
18.
19.
20.
21.
22.
23.
24.
25.

Agile and Responsive Supply Chains

Sales and Operations Planning (S&OP)
Supply Chain Network Design

Supply Chain Digital Transformation

Al and Data Analytics in Supply Chain
Supply Chain Sustainability and Green Logistics
Reverse Logistics and Returns Management
Supply Chain Collaboration and Integration
Supplier Relationship Management in SCM
Global Supply Chain Strategy
Transportation Management Systems (TMS)
Inventory Optimization Models
Demand-Driven MRP (DDMRP) Concepts
Blockchain Applications in Supply Chain
Supply Chain Cost Reduction Techniques
SCOR Model and Process Improvement

Fhyzics Business Consultants | Certifications@Fhyzics.net | +91-900-304-9000 13



Micro-Learning Programs in
Supply Chain Management ...

26. Capacity Planning and Resource Allocation
27.Managing Supply Chain Disruptions

28. End-to-End Supply Chain Visibility

29. Cold Chain Logistics Management

30. Supply Chain Compliance and Ethics

31. Import-Export Procedures and Documentation
32. Managing Third-Party Logistics (3PL) Providers
33. Supply Chain Collaboration Technologies

34. Production Planning and Scheduling

35. Strategic Supply Chain Design Using Case Studies
36. Circular Economy in Supply Chain
37.Vendor-Managed Inventory (VMI)

38. Transportation Optimization Techniques

39. E-Commerce Supply Chain Models

40. Omni-Channel Fulfillment Strategies
41.Warehouse Automation and Robotics

42.SCOR DS Roadmap for Supply Chain Excellence
43. Customer-Centric Supply Chain Strategies

44. Supply Chain Finance and Working Capital
Management

45. Supply Chain Data Visualization Using Power Bl
46. Strategic Sourcing in Supply Chain Context
47.Supply Chain Benchmarking and Best Practices
48. Integrated Business Planning (IBP)

49. Supply Chain in Crisis Management and Recovery
50. Future Trends and Technologies in Supply Chain

Fhyzics Business Consultants | Certifications@Fhyzics.net | +91-900-304-9000 14



Micro-Learning Programs in
Procurement
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Fundamentals of Procurement Management
Strategic Sourcing and Category Management
Supplier Selection and Evaluation

Contract Management Essentials

Cost and Price Analysis in Procurement
Negotiation Strategies for Procurement Professionals
E-Procurement and Digital Tools

Procurement Planning and Budgeting

Risk Management in Procurement

. Supplier Relationship and Performance Management
. Sustainable and Ethical Procurement

. Total Cost of Ownership (TCO) Analysis

. Make-or-Buy Decision Frameworks

. Procurement Policies and Governance

. Procurement in Public vs. Private Sectors

. Procurement Audit and Compliance

. Procurement Data Analytics and Reporting

. Procurement Scorecards and KPlIs

. Strategic Supplier Partnerships

. Category Strategy Development

. Managing Global and Offshore Procurement
. Negotiation Simulation Workshop

. Contract Law for Procurement Managers

. Cost Reduction Strategies in Procurement

. Supplier Risk Assessment Models

Fhyzics Business Consultants | Certifications@Fhyzics.net | +91-900-304-9000
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Micro-Learning Programs in
Procurement ...

26.
27.
28.
29.
30.
31.
32.
33.
34.
35.
36.
37.
38.
39.
40.
41.
42.
43.
44.
45.
46.
47.
48.
49.
50.

Procurement Process Mapping and Improvement
Procurement Automation and Al Applications
Managing Procurement Teams Effectively
Procurement Ethics and Transparency
Procurement in the Digital Supply Chain

Vendor Consolidation Strategies

Spend Analysis and Optimization

Demand Forecasting for Procurement

E-Auction and Reverse Bidding Techniques
Inventory and Procurement Alignment
Procurement in Project-Based Organizations
Supplier Onboarding and Development
Procurement Market Intelligence

Measuring Supplier Innovation

Procurement in Times of Supply Disruption
Cross-Functional Collaboration in Procurement
Writing Effective RFPs, RFQs, and RFlIs

Contract Negotiation Best Practices

Green Procurement and Circular Economy

Legal Aspects of Procurement Contracts
Performance-Based Contracting

Procurement Leadership and Strategic Influence
Cost Avoidance and Value Creation in Procurement
Managing Procurement with Power Bl Dashboards
Future Skills and Trends in Procurement

Fhyzics Business Consultants | Certifications@Fhyzics.net | +91-900-304-9000 16
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Fhyzics Business Consultants Pvt. Ltd.
Professional Training Partner of ASCM, USA
www.Fhyzics.net

ASCM Referral Code
XEFHYZ88

Certifications@Fhyzics.net

+91-900-304-9000

CPIM aspirants may buy the CPIM
Learning System and Examination
Credits directly through ASCM Portal.
When purchasing CPIM Examination
Credit, please enter Referral

Code XEFHYZ88 to receive CPIM
Recertification Guidance for life.
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