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Global Pharma Major Improves Forecast Accuracy
with Multidimensional Demand Intelligence

CLIENT CHALLENGE

A ~$10B, US-Headquartered Global Pharma Major struggled to forecast demand consistently
across 11 treatment areas. Its then existing process relied heavily on historical and IQVIA data,
with limited external signals to reflect changing demand. Monthly and quarterly targets were
expected within ~1%, creating the need for a more accurate, multidimensional approach.
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NEXT PHASE IDENTIFIED

Add external signals - including health-insurance coverage - and continue model learning to test further accuracy
gains.
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The team shifted from a limited, single-source &=
forecast to an Al baseline that intelligently
identified and used native and derived

attributes across multiple dimensions.

The result: higher forecasting accuracy.
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