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Introduction
This paper will discuss demand forecasting based on the principles of business operations management. The paper mainly entails the demand forecast and analysis using the data provided in the Highline Financial Services Ltd case study. The past performance data of the business is used to conduct the analysis and using that basis, the demand forecast of the three services is used to derive a forecast of demand of the three Highline services for the next four years. The paper then uses the demand forecast of the company to highlight general observations with regards to the demand forecast of the three services. Finally, several recommendations are given on how the company can use the forecast to maximize its profit in the projected four years.
Demand Forecasting: Moving Average Method
Using the data from the case study of Highline Financial Services, the firm is currently performing its core business activity by selling three different types of services. A close look at the demand of the given three categories of services offered by the company in the last 8 quarters reveals that the demands of all the three services were fluctuating in that period. Moreover, using the moving average method, the expected demand forecast for the three categories of the three services can be obtained. The forecasted demand results obtained using the moving average method for Service A, B and C is shown using the following curves:
[image: ]
Figure A: Estimated demand forecast curve for service A in the next four years.
(Source: prepared by the author).
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Figure B: Estimated demand forecast curve for service B in the coming four years.
(Source: prepared by the author).
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Figure C: Estimated demand forecast curve for service C in the next four years.
(Source: prepared by the author).
General Observations: Rationale for Choosing Moving Average Method
The moving average method was chosen since it enables comparison of demand forecast for each service and makes it easy to calculate the rate of demand change over the period. Using the same method for the three categories of services makes it possible to compare how demand each service will be performing at a particular time in the projected period compared to another category of service. The method of offers a clear visual representation of expected demand changes with the four years. 
[bookmark: _GoBack] From the resultant three curves of the likely demand of the three types of services offered by the Highline Financial Services Ltd, for Service A, the expected demand of this service will record an increase during the projected four quarters in question. The results of the moving average method also indicate that for service A, the expected demand of the service will show a constant growth. However, it is worth noting that at the same period of the projected time, the expected demand growth Service A within the period will not be significantly high. In addition, the expected demand growth is seen to be a constant growth which is a positive indicator for the growth of the company. In order to achieve more positive demand growth, the managing partner of the company should aim to stimulate such a demand growth rate for all services in the coming four years.
With respect to service category B, it is shown using the results of the moving average forecasting method calculations that the demand of this service will experience a decrease in the projected four quarters. The expected rate of demand decrease for service B will be significantly high. The expected change in demand will decrease from 81.75 to 73.75 in the four quarters. Such a high rate of demand decrease for service B is an indicator that the management of the business requires to take special measures to contain the decrease in demand of service B. Moreover, it is evident from the curve that the expected decline of demand for service category B will be notably high in the last two years. Therefore, the management of the company should take immediate measures to control the situation (Willemain et al, 2004).
For Service C, the demand within the projected time will show fluctuations within the focused four quarters. The service demand will show a decrease in the first quarter, then it will stagnate in the second and third quarters and finally it will show another increase in the last quarter. The moving average method results indicate that the expected fluctuations will not be significantly high. The demand change will oscillate in between 94 to 98, which shows a little change in the demand of the Service C within the period. 
When the obtained demand forecasts of the stated three types of services offered by the firm are simultaneously compared, it is evident that the demand of the three services will be attained from Service C. Such a general comparison also shows that it is only in Service A that a constant growth of the demand will experienced. For the remaining two services categories, Highline Financial Services Ltd management should prepare and implement plausible mechanisms to contain the expected decline in demand in the four coming years.
Recommendations
The results of the demand change obtained from the demand forecast calculations for the three categories of services offered by Highline Financial Services Ltd indicate that Freddie Mack; the managing partner should plan to evade the demand decrease for Service B and C. The demand forecast results also disclose that the demand decrease for the service B and C can contribute to low income for the company in the coming 8 quarters, which is not desirable news for the company management. The managing partner should, therefore, embark on the creation of promotion strategies for these two services in order to boost their demand in the market in the coming for years. The managing partner should employ aggressive promotions strategies for the service B and Service C to help the company make more people aware of these services, which ultimately will lead to more increased demand for these services in the market (Frechtling, 2012).
It is also crucial for the managing partner to promote the demand for Service A in the future. Although the obtained demand forecasting calculations shows that the future demand for Service A will continue to improve constantly, the projected rate of growth in the demand growth is not significantly high in the period. Therefore, it is vital for the company management to lay meaningful marketing strategies to boost the demand increase for service category A in the future (Singh et al, 2006).
The organization should enact measure to improve the demand growth of all services by focusing on their operations and marketing strategy. Based on what the expected demand of the services offered by the company shows, the current marketing and operation strategies need to be changed to achieve more benefits in the future. Freddie Mack partner must use the current market information on the expected demand to better prepare the future of the organization performance. For example, the partner can use short time frames instead of longer ones to forecast to reduce the impacts of economy changes and other unexpected occurrences. Using such short forecasting time frame allows an organization to be flexible when a need to adjust demand forecasting arises.
Conclusion
In this case study analysis, it was possible to forecast the future demand of the three categories of services offered by Highline Financial Services Ltd. The expected demand will show a constant increase in Service A but will be notably higher in the case for Service C in projected period of the next four years. Finally, the expected demand for the Service B in that period will be low and for Service C, the expected demand will stagger with alternating growth and recession periods.
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