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Planning,
Why do we care?

HOW GREAT LEADERS INSPIRE
EVERYONE TO TAKE ACTION
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Everyone Needs a Plan
Each function needs a plan

‘ Plans ‘ Sales Plans
Financial Product Plans
MERE
Logistics Supply Chain
Plans Plans
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Marketing




Yet, plans without coordination leads to
problems

= Siloed plans optimize
a specific function, yet
not the enterprise
overall




IBP/S&OP objective is to integrate functional
plans

= When all you have is a
hammer, everything
looks like a nalil......

= Do your homework to
be sure you're ready
for IBP and it’s the root
cause problem (zr o)



https://ibf.org/sop-maturity-model

If early in the IBP implementation journey,
find a framework
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A process is a unique activity performed to meet
predefined outcomes. The SCOR processes are those
that a supply chain must execute in order to meet its
primary objective of fulfilling customner orders. For
each unique process, SCOR only has one
representation.
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IBP/S&OP are well known processes, choose a known approach and adapt.... Little value in
creating your own
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Classic 5 Step S&OP Process

Internal sources

—

External Sources

For simplicity, Finance plans result from Demand and Supply plans (Revenue and
Cost) and are generated for the Pre-S&OP meeting)
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Executive leadership is
CL T EL

- |IBP is a critical process

- Engagement and guidance
are vital

- Establish KPI's driving
integration

- Evaluate org structure and
alignment

- Lead by example

"..‘
Attend and participate in =
meetings

This Photo byUk own Author sed under CC BY-NC-ND
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Leadership is demanding and a playbook
with tips is useful

There are no sliver
bullets

Transformation is
hard work

Tips from others can
help ease the
process




Tip 1

Engage the
organization

If you want to go fast, go alone, if
you want to go far...bring others
with you.
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Presenter Notes
Presentation Notes
Sponsorship and involvement are key, get leaders to show-up, it matters

Most S&OP efforts fail because Executive management does not show up and support the team – you’ll need an exec sponsor

Power of S&OP is transparency and asking questions …. From a human-factors perspective, turf fights will happen …… which will lead some to try to kill the activity rather than change/improve



w2 | Start your engines

“It’s easier to steer a moving car”

Design business processes and get moving

Reduce the risk of crashing with high-performance
software few can handle (simplify then automate)




K Be Customer Driven!

Demand drives everything — customer
satisfaction depends on delivering
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Presenter Notes
Presentation Notes
B2B Customer’s have metrics

B2C Customer’s “vote with their feet”

Customer satisfaction is everything, and every measure of customer satisfaction include fulfillment as a critical success factor.

Every product-based company is dependent on demand forecasts as a starting point to calculate supply-matching/fulfillment. ……. Service-based businesses need the resources to meet demands.  COVID websites were down to register for vaccine because they lacked resources.

Supply-demand match is possible, but it’s driven by demand plans.  Short-term demand changes eliminate a firms ability to respond


Plan for the long-run, align across horizons

Tip 4
= Long Range

= New products, New facilities,
Acquisitions/divestitures,
Sustainability, Capital needs

= Mid Range
= Assured supply/Risk mitigation

= Pricing pressures, exchange
rates

= Execution

= Meet customer demands

= Capacity utilization, scheduling,
work sequencing, etc.

This Photo by Unknown Author is licensed under CC BY
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Tip 5 Integrate plans

 Demand

* Supply

* Logistics

« Sustainability
* Financial

“Single version of the truth”




Metrics and
Upis Measures

Establish KPI's and measures for

key areas (Demand, Supply,

Financial, etc)

« Forecast accuracy, Inventory
turnover, Service levels, OTIF

Set and track improvement goals

 \What would it take to do
weekly IBP

“You get what you inspect, not what
you expect”
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Presenter Notes
Presentation Notes
Dimensions to measure: 
Time to create plans, 
resources needed to create plans (estimate costs)
accuracy of plans, etc.


Metrics influence behaviors – have metrics for each area and for IBP/S&OP overall (how does marketing measure plans, sales, inventory, etc)  Work may happen independently, yet win’s are a group effort



o7 |Celebrate the Journey!

S&OP is not an overnight trip... you're
traveling as a team

Plan rest stops

Celebrate successes (and set-backs)
Recognize traveling companions
Switch drivers from time to time
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s | Land and Expand

Small wins build momentum

Success breeds success (envy is a motivator)

Start with one product line or family, prove the
process.... Then add other groups



Presenter Notes
Presentation Notes
as experience, knowledge and tools are refined. ( start with a product line, group, some subset of the business)  Success and wins create envy and momentum�


Tied | Poka-Yoke

» Evaluate processes and what
could go wrong

» Mistake proof where possible
» Assured supply/Supply Chain
Risk Management
» Scenario Planning/What-if

“Start with the end in mind™ — Stephen Covey
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S&OP relies on people
making good business
judgements......

...... software help speed
processes and reduce
labor

Emerging (AI/ML) technologies can
augment people yet human oversight is
needed




Recap

Silos are the enemy for the business overall, integrating brings the power of the team

There are many flavors to S&OP and levels of sophistication

= Don’t overlook the best for the better — add scenario planning, and other tools when you're ready

People and Process are key — Automaton helps and best when processes are established

= Best of breed software is “best fit” for many organizations

Complete the Open Book Quiz and follow-up with results/questions
(dangelow@txstate.edu)

© Copyright David Angelow 2024 All Rights Reserved



Open Book Quiz

1. Leadership and Engagement

Do you have executive engagement and goals set for your S&OP outcomes (IE, increase RONA)?
o [OYes[No[lNeedsImprovement

Are executive leaders (from sales, operations, supply chain, marketing, and finance) consistently engaged and committed to S&OP meetings?
o [OYes[ONo[Needs Improvement

2. Cross-Functional Collaboration

Are cross-functional teams (sales, finance, operations, and supply chain) collaborating effectively to build an integrated S&OP/IBP plan?
o [OYes[No[lNeedsImprovement

Are all departments attending and engaged in the S&OP/IBP meetings?
o [OYes[ONo[Needs Improvement

3. Metrics and Performance Tracking

Do you have clear Key Performance Indicators (KPIs) to measure the success of your S&OP/IBP process (e.g., forecast accuracy, inventory levels, service levels)
o [OYes[No[lNeedsImprovement

Are the KPIs regularly reviewed, and are they influencing decisions in your planning process?
o [OYes[No[INeeds Improvement

4. Risk Management and Scenario Planning

Does your S&OP/IBP process include scenario planning to assess risks and alternatives (e.g., disruptions in supply, sudden demand changes)?
o [OYes[No[lNeeds Improvement

Are you identifying and addressing potential supply chain risks (raw material shortages, supplier disruptions)?

o [OYes[No[lNeedsImprovement
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Presenter Notes
Presentation Notes
1. Leadership and Engagement
Do you have executive sponsorship for your S&OP/IBP process?
☐ Yes ☐ No ☐ Needs Improvement
Are key leaders (from sales, operations, supply chain, marketing, and finance) consistently engaged in S&OP meetings?
☐ Yes ☐ No ☐ Needs Improvement
Do senior leaders set clear priorities and goals for the S&OP/IBP process?
☐ Yes ☐ No ☐ Needs Improvement
2. Demand and Supply Alignment
Is your demand plan based on accurate forecasts with inputs from all relevant departments (sales, marketing, customer service)?
☐ Yes ☐ No ☐ Needs Improvement
Are your supply plans aligned with the demand forecasts to meet customer requirements while optimizing costs?
☐ Yes ☐ No ☐ Needs Improvement
How often are your demand and supply plans updated (weekly, monthly)?
☐ Weekly ☐ Monthly ☐ Other
3. Cross-Functional Collaboration
Are cross-functional teams (sales, finance, operations, and supply chain) collaborating effectively to build an integrated S&OP/IBP plan?
☐ Yes ☐ No ☐ Needs Improvement
Are all departments represented in the S&OP/IBP meetings?
☐ Yes ☐ No ☐ Needs Improvement
4. Metrics and Performance Tracking
Do you have clear Key Performance Indicators (KPIs) to measure the success of your S&OP/IBP process (e.g., forecast accuracy, inventory levels, service levels)?
☐ Yes ☐ No ☐ Needs Improvement
Are the KPIs regularly reviewed, and are they influencing decisions in your planning process?
☐ Yes ☐ No ☐ Needs Improvement
Do you track progress over time to evaluate improvements in your S&OP process?
☐ Yes ☐ No ☐ Needs Improvement
5. Risk Management and Scenario Planning
Does your S&OP/IBP process include scenario planning to assess risks and alternatives (e.g., disruptions in supply, sudden demand changes)?
☐ Yes ☐ No ☐ Needs Improvement
Are you identifying and addressing potential supply chain risks (raw material shortages, supplier disruptions)?
☐ Yes ☐ No ☐ Needs Improvement
6. Integration and Technology
Do you have integrated systems that allow you to connect data across departments (demand, supply, finance)?
☐ Yes ☐ No ☐ Needs Improvement
Are you leveraging technology to automate data collection and reporting in your S&OP/IBP process?
☐ Yes ☐ No ☐ Needs Improvement
Have you explored advanced analytics, AI, or machine learning to improve your forecasting or decision-making process?
☐ Yes ☐ No ☐ Needs Improvement
7. Continuous Improvement
Is your S&OP/IBP process regularly reviewed and updated to reflect changing business conditions?
☐ Yes ☐ No ☐ Needs Improvement
Do you have a structured process for implementing feedback and making improvements to your S&OP/IBP process?
☐ Yes ☐ No ☐ Needs Improvement
Are you fostering a culture of continuous learning and innovation in your S&OP/IBP practices?
☐ Yes ☐ No ☐ Needs Improvement
8. Customer Focus
Is your S&OP/IBP process aligned with customer demand and focused on improving customer satisfaction?
☐ Yes ☐ No ☐ Needs Improvement
Do you have a system for incorporating customer feedback into your demand and supply plans?
☐ Yes ☐ No ☐ Needs Improvement
Next Steps
Review: Use this checklist to identify areas of strength and areas where improvement is needed.
Prioritize: Select 2-3 areas where improvement will have the most immediate impact.
Action Plan: Develop an action plan to address the identified gaps in your S&OP/IBP process.
Team Involvement: Engage cross-functional teams to align on improvements and create accountability.
Revisit: Schedule regular reviews (e.g., quarterly) to reassess your progress using this checklist.
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