
Sales and Operations Planning 
Quick Diagnostic

Study and analyze your planning process in the context of your business model and  
best-in-class practices to develop recommendations and implementation steps:

 Measure – Assess the process
 Map – Identify process pain points with stakeholder interviews, and data analysis
 Gaps – Highlight key areas of opportunity and value enhancing process solutions
 Value – Provide recommendation with a facilitated one day workshop

Integrated business planning



Does your organization have a financial 
forecasting process that is distinct from your 
supply chain planning process? This could 
potentially result in a disconnected supply 
chain plan, causing sub-optimal inventories 
and inferior customer service. Implementing 
an efficient and cost-effective Sales and 
Operations Planning Process brings together 
all elements of Sales, Marketing, Finance 
and Operations into one integrated set of 
plans. This integrated planning forum greatly 
enhances communication of key market and 
customer intelligence into the supply chain. 

Sales and Operations Planning is the best 
practice planning solution that starts with 
creating an unbiased demand forecast, 
reviews the feasibility of the demand plan in 
the face of supply constraints and arrives at 
a constrained operational plan to drive the 
supply chain operations in the immediate 
planning horizon.

During our engagement, we will explain 
the design and mechanics of this internal 
collaboration process which brings together 
all stakeholders. We will discuss the key 
components of the S&OP process – the 
mechanics, reports, consensus and hand-offs 
as well as the metrics. 

INTEGRATED S&OP

Our Consulting Model Employs  
the Six-Sigma Methodology of: 

Define
Measure
Analyze
Improve and Control (DMAIC)  

The key steps in an S&OP process re-design:

1)  Assess the key objectives of the  
 Planning Process

2)  Identify the key pain points
3)  Identify the Key Component Meetings
4)  Design Content and Timing of Meetings
5)  Meeting Templates
6)  Supply Collaboration Process
7) Budget Shortfall Review
8) Exception Management
9) Sales, Operations and Inventory Planning
10) Supply constraints and Scenario     
 Management

11)  Value Chain Metrics

CONSULTING METHODOLOGY

Brought to you by Demand Planning LLC
To discuss your Demand Planning process, or schedule a Demand Planning Diagnostic for your company, 
call  us (781)995-0685 or email info@demandplanning.net

Exception management in 
demand planning:

 “80% of your supply 
chain errors derive from 20% 

of your event drivers”



9:30 am - 11:00 am 
s&op overview

why s&op?
• Fragmented Planning Activities
 - Supply chain challenges 
 - Service, costs and inventories
• Disparities between the Financial forecast and 

operational forecasts
• Bottom Line challenges from  

Fragmented Planning
• Benefits of a holistic S&OP Design

core components of s&op

• Consensus Demand Planning
• Rough Cut Planning and Supply Collaboration
• Executive Presentation
• Demand-Supply Balancing

11:00 am - 11:15 am  
coffee Break

11:15 am - 12:30 pm  
DemanD forecasting process

• Introduction to demand planning- what,  
why and how?

• Key Terminology – Forecast Horizon, 
 Buckets & Periodicity
• How do you define the Forecasting Level?
• Demand Communication to Sales  

and Marketing
• Demand Collaboration
 - Roles and Responsibilities of Sales, 
  Marketing, Finance and Supply Chain 
 - Arriving at Demand Consensus with Sales  

 and Marketing
  > What to include in the forecast –  

  firm, may be and ideas
  > Supporting plan for incremental demand
• Forecast Reconciliation with the financial 

forecas

12:30 pm - 1:30 pm 
 lunch Break

1:30 pm 2:45 pm 
s&op process flow

• S&OP Process Flow
• Designing the Process flow for Monthly S&OP
• Balancing Demand and Supply 
 - Family Level Balancing – Excel Examples
 - Addressing key item level exceptions – Excel   

 Examples
  > Constrained vs. Unconstrained forecasts
  > Demand Management
• S&OP Meetings
 - Resolutions
 - Recommendations to the Executive Team
• Executive S&OP Meeting

2:30 pm 
assignment of group case stuDy to participants

2:45 pm 3:00 pm 
coffee Break

3:00 pm - 4:00 pm 
supply collaBoration
• What are the Supply Chain Constraints?
• Short-term Constraints – Schedule, Raw Material 

Availability
• Long-term Constraint – Capacity
• Rough Cut Capacity Planning
• Review by Supply Resource availability
• Identify and review Supply Chain constraints
• Capacity issues – Resolutions and 

Recommendations
• Production Smoothing
• Material/Supplier Sourcing Issues
• Over-all Process flow for Supply Collaboration

4:00 pm - 4:30 pm 
the s&op score-carD 
• Balancing the Value Chain through Holistic Metrics
• Customer Service Metrics
• Decomposition of Service Failure
• Inventory Metrics
 - Days on Hand,  Average Inventory 
  Dollars & Turns
• Plant and Supplier Metrics
 - Schedule Adherence
 - Lead Time Adherence and Lead time Variance
• The S&OP Score-card

AGENDA



Our quick diagnostics consulting is conducted over 
a period of two weeks. We spend the first week on-
site on stakeholder interviews, process analysis and 
review of metrics and data.   The second week will 
consist of some off-site work including data analysis, 
volatility assessment and diagnostic review of your 
business and demand model.  We can do the final 
presentation on-site at the end of week two or 
schedule it at a time convenient for all stakeholders.  
Alternatively this can be done as an one-week 
diagnostic with topline analysis of metrics and the 
presentations done on the last day of week one. 
 

week one

·  Meeting with the sponsor and stakeholders  
 to lay out objectives and expectations
·  Interview client managers, forecast analysts  
 and supply chain managers.
·   Interview client managers, marketing and  

sales associates.
·    Working session with supply chain analysts  

to review MRP, MPS and RCCP processes
·  Review KPIs and S&OP reports.
week two

·  Analysis of volume, volatility and metrics data
·  Preparation of top-line gap analysis and   
 recommendations.
·  Create diagnostic presentation. Presentation  
 and  discussion of diagnostic findings. Wrap-up  
 and next steps.

CONSULTING MODEL

WEEK ONE SCHEDULE

morning 1 Welcome Session  
with Sponsors

Demand Planner 1-1 Metrics Review Marketing inter views

pre-lunch Planner Group  
Discus sion

Demand Manager 1-1 Sales Manager 
Interview

Marketing inter views

afternoon Finance &IT Supply Planner 1-1 Finance & IT Working Session on 
MRP/MPS/RCCP

evening Planner 1 - 1 Supply Planner 1-1 Systems  
Landscape Review

Gap Analysis

Brought to you by Demand Planning LLC
To schedule a discussion about demand planning.net conducting a quick diagnostic of your  
forecasting process, please contact us at (781)316-8299 or email info@demandplanning.net



SAB Miller
Texas Instruments
Hewlett Packard
Abbott Labs
Clorox
Nomacorc
FMC Lithium

A Sample of Workshop Clients
Campbell Soup
BP Oil
Kraft Foods
McCain Foods
NSTAR Electric
Pacific Cycles
Medtronic

Unilever
Smead
Lifetime Products
F. Schumaker
Lindt
A.T. Cross
Wyeth (Pfizer)
Skyworks Solutions

Gorton’s Fisheries
SC Johnson
H.J. Heinz
Avon
US Navy
KNEX
ConocoPhillips
Honeywell

Demand Planning, LLC.
Demand Planning, LLC is a 
Massachusetts consultancy that 
specializes in business process and 
strategy consulting.  
We have helped a variety of 
businesses across industries to 
streamline their value chains and 
improve efficiency through demand 
analysis and diagnostics, process  
re-design, solutions implementations, 
and customized training.

Dr. Mark Chockalingam 
is the President and 
Founder of Demand 
Planning LLC, a 
Business Process and 
Strategy Consultancy 
helping clients 
across industries: 
Pharmaceuticals, 
Consumer Products, Food and Beverage, 
High Technology, Utilities, Chemicals and 
Fashion Apparel. His specialty consulting 
areas are Sales forecasting, Demand 
management, Supply Chain Analytics, 
Inventory optimization and Sales and 
Operations Planning.

Dr. Chockalingam has worked on many 
strategic projects that have resulted 
in major business transformation for 
clients. This includes helping companies 
re-design processes and implement the 
right technologies that have resulted 
in improved customer service and 
lower working capital costs. Other 
transformational efforts have included 
turning around processes and educating 
the sales force to provide appropriate 
market intelligence and insights to 
improve operational decision making.

We can help you...
 Analyze your existing process to discover 
 areas of opportunity. 
 Design, set up, and implement a planning  
 process that reduces inventories, improves  
 customer service, and grows revenue
 Use collaboration and demand information 
 to create better supply chain forecasts
 Create a holistic planning forum where  
 Sales, Marketing and Operations work off  
 the same plan
 Manage the entire planning process 
 through exceptions 
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Are you a Pretender?
Where are you in the S&OP maturity Curve?

1. Supply Heavy?
2. Demand Focused?
3. Starter?
4. Pretender?
5. Do the right thing!


