Batd an Derwprararid Waetart Thosagh Dur Drstgn Mhanking ramrWed

True Value in Sales
and Operations
Planning

Sales and Operations Planning (S&OP) is a crucial process for businesses
to optimize their operations and achieve their goals. By integrating the
planning activities of sales, marketing, and operations, companies can
effectively manage demand, inventory, and production, leading to

improved profitability and customer satisfaction.
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The Importance of Integrated Planning

Integrated planning breaks down silos between departments and fosters a shared understanding of business objectives. It

ensures alignment between sales forecasts, production capabilities, and marketing strategies, ultimately leading to more

accurate planning and efficient resource allocation.

Improved Forecasting

Combining sales, marketing, and
operational insights provides a more

holistic view of demand patterns.

Enhanced Collaboration

Regular communication and data
sharing between teams create a
collaborative environment for

decision-making.

Reduced Risks

By anticipating potential disruptions
and bottlenecks, S&OP helps
companies mitigate supply chain

risks.
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Key Objectives and Metrics

S&OP aims to align sales, marketing, and operations around a common set of goals and metrics. Key objectives include
maximizing profitability, enhancing customer satisfaction, and optimizing resource utilization. Key metrics include sales revenue,

inventory turnover, production efficiency, and lead time.

Sales Revenue Inventory Turnover Production Efficiency

Measures the total income generated Indicates how efficiently inventory is Reflects the effectiveness of

from sales activities. managed and sold. production processes in generating
output.
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Demand Forecasting and
Inventory Management

Accurate demand forecasting is crucial for informed decision-making in inventory
management. S&OP integrates sales forecasts with historical data, market trends,
and operational constraints to create a reliable picture of future demand.

1 Data Collection

Gathering data from sales, marketing, and customer feedback.

9 Demand Forecasting

Using historical data and statistical models to predict future demand.

3 Inventory Planning

Optimizing inventory levels to meet anticipated demand while

minimizing costs.
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Capacity Planning and Resource Optimization

Capacity planning ensures that the organization has the necessary resources to meet production demands. S&OP aligns production capacity with

forecasted demand, ensuring optimal resource allocation and minimizing bottlenecks.

Resource Capacity Planning

Production Equipment Ensuring sufficient machinery and equipment to meet production
targets.

Labor Hiring or adjusting workforce levels to match production requirements.

Raw Materials Securing adequate supply of raw materials to meet production needs.

07.10.2024 Dr. K. Mohan Kumar, ASP/MBA/SNSCT-SALES AND OPERATIONS PLANNING 5/8



r\_i_\_/ =

R
o’
e
—

)

‘3

& =
A

Nedtugring Comman Mad § Besirss bonirs Ennrtrons

_Sﬂ

BwAd iw Erprrararisl Mistert Thssagh Dur Deyign Thisking Pramrifet

Aligning Sales, Marketing, and Operations

S&OP fosters collaboration between sales, marketing, and operations, ensuring alignment between

their strategies and objectives. This integrated approach helps organizations to maximize revenue,

improve customer satisfaction, and optimize resource utilization.
1550
Sales

Provides insights into customer demand and market trends.
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Marketing
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Drives demand creation and customer acquisition.
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Operations

Manages production, inventory, and supply chain logistics.
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~ Mitigating Supply Chain Disruptions

S&OP helps organizations proactively identify and mitigate potential supply chain disruptions, Rer

such as natural disasters, political instability, or economic downturns. By analyzing potential
risks and developing contingency plans, companies can minimize the impact of disruptions on

their operations.

Goods

Risk Assessment

Patentizl
Disruption

1 Identifying potential risks and vulnerabilities in the supply chain. Goods

Contingency Planning

2 Developing alternative plans and strategies to mitigate the impact of

disruptions.

Communication and Coordination O
3 Establishing clear communication channels and coordinating responses with

suppliers and customers.
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Driving Continuous
Improvement

S&OP is not a static process but rather an ongoing cycle of improvement.
Regular review and analysis of performance metrics help identify areas for
improvement, leading to optimized processes and greater efficiency.

Continuos 1 Process Optimization o9  Data Analytics
Im preveme nt Identifying and eliminating Leveraging data to identify
inefficiencies in planning, trends and patterns, enabling
production, and distribution. more informed decision-
making.

g3  Collaboration and Communication

Fostering a culture of continuous improvement through

communication and knowledge sharing.
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