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%cess that provides management the mrocess must reconcile all supply,
ability to strategically direct its businesses to and, and new product plans at both the
achiev c@petitive advantage on a deta_ll and aggregate level and tie to the
contintidus basis by integrating customer business plan”
focused marketing plans for new and existing
products with the management of the supply m “Itis the definitive statement of the company
chain. plans for the near to intermediate term
covering a horizon sufficient to plan for
resources and to support the annual business
planning process.”
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#'To anticipate and prepare for the future Forecasts Orders Orders Orders

-& e adeqguate available resources

u Customer service

mTo fo'& on being proactive

m To avoid problems
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'Whatsithe Alternative?

@The only alternative to planning is NOT planning
@& NOT p annin%means difficult to control

@ NOT plaming means difficult to manage

@ Expediting is the opposite of planning

@Companies that plan and not expedite will win vs
those who don't.
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2. LetSwalk thru an example ACMEBub

umber one planning software in » 500 sku’s
the wortdd's??

= Retail packs, warehouse packs,
= 40,60, 100 etc... watt

= Oem bulk supply

= Ornamental, regular

m Stocking, Catalogue make to order.
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3. Process details

Ments that make up the process T Executive SEOP Mesting ’ i
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‘ . Recommendations &
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Capacity constraints
Supply planning Second pass spreadsheets

) Management forecasts
Demand planning First pass spreadsheets

Run sales forecast reports B o stical forecasts
Field sales worksheets
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Business
Planning

orecasting
Wry input to S+OP
= An necessary Evil.

= Forecasts will be always be wrong

® You need to manage the degree of
“‘wrongness”

m Forecast vs budget
m Separate and distinct to S&OP process

Sales & Operations
Planning

<—H4=-0P>»TP>O

Sales Ops.
Plan Plan
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What is a Resource?

N e
" G

nything that adds value to a

product or service in its Thousands
\ Thousands of cases

Gallons
Conductor Feet
Kilograms
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e Gl S & QP Policies
pichampion “ ?!;tends
" Procehvner = How fa?'ut

[ Spreﬂsheet owner = What families

m Policies m What target strategy

m The players m What resources and levels
m The process m Monthly timing

m Then the technical stuff
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 Questions for discussion Confliet:
4 Is.it more important to have a accurate M don’t have any, something is

wrong

4 Wha$ the #1 fear from sales and = Stick to the facts
operations? m Use the spreadsheet to deflect conflict

castor a process that can adjust?

m Remember having a plan is better then

. What do you do if operations won'’t (can’t) no plan

commit?

Final Jlhoughts - _Customer Satisfaction
% Any. plan is better then no plan | :
» Make a best guess baseline
| Then,‘adjust, adjust, adjust

m Executive Sponsorship
m It's a team process
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o ‘fomer-Serwce Trend
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Resources
s .mpha“

- rmcphail@treeisland.com
e and Resources
www.stee’fwe.com
WWWj alt.com
www.ibf.org
www.supply=chain.org
www,greyresearch.com
www.tfwallace.com
Google S&OP
APICS and IBF conferences

supply chain planning/software S+OP
demand mgt, forecasting
integration of forecasting to planning
standard business models
S+op guru, good resource site
S+OP guru. Good exec kits

= APICS Dictionary, Tenth Edition

1997 1998 2000 2001 2002 L
r a

“Sales and Operations Planning” by R.D. Garwood. 03818

= “Sales and operations Planning” by Thomas F Wallace 03160

-
‘Qad.com free webinar
-

Sales and Operati
Date: Ap: , 201
Location: ne Webinar

s Planning

Sales & Operations Planning is quickly becoming standard
operating procedure for consumer-centric manufacturers who
want to synchronize and align supply capabilities with customer
demand. Join us April 29 for this complimentary Webinar to learn
how S&OP can add value to your organization: Synchronize Your
Supply Chain
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needs of a few”

» “The needs of the many outway the

(Spock)




