Sales and Operations
Planning

e e T

mﬂmmmm
i ‘Jl\huilmm




CSCP On-Demand Training
for Self-Study Professionals

Are you preparing for the CSCP certification through
self-study? As an experienced supply chain professional,
you already have strong practical knowledge—but some
topics may still need expert clarification. Fhyzics Business
Consultants bridges that gap with on-demand, topic-
oriented CSCP training sessions designed specifically for
self-learners.

Whether you need guidance on a single concept or an
entire module, our focused training helps you master
complex areas quickly and confidently. Get personalized
support, strengthen your exam readiness, and elevate
your supply chain expertise—on your schedule.

Mobile: +91-900-304-9000 (WhatsApp)
Email: Certifications@Fhyzics.net




Sales and Operations Planning

1. Definition and Purpose of S&OP

Sales and Operations Planning (S&OP) is a cross-functional
business process that aligns demand, supply, and financial
plans into a single integrated plan. Its purpose is to ensure
that the organization can meet customer demand profitably
while optimizing resources. S&OP creates balance between
what the market needs and what the company can deliver,
enhancing communication, visibility, and accountability
across functions.

2. Objectives of S&OP

The main objectives of S&OP are to synchronize supply and
demand, align operational plans with corporate strategy,
and improve financial performance. It seeks to balance
trade-offs among cost, service, and inventory. S&OP fosters
proactive decision-making, enabling leadership to anticipate
issues and implement corrective actions before they impact
performance.

3. Five-Step S&OP Process

The S&OP process typically includes five key steps:

* Data Gathering — Collect demand, supply, and financial
data.

 Demand Planning — Develop a consensus forecast.

e Supply Planning — Evaluate capacity and resource
requirements.

* Pre-S&OP Meeting — Reconcile demand and supply
plans.

* Executive S&OP Meeting — Approve the integrated
business plan.



This structured approach ensures alignment, transparency,
and accountability at every level.

4. Cross-Functional Collaboration

Effective S&OP depends on collaboration among sales,
marketing, operations, finance, and supply chain teams.
Each function contributes insights—sales provides market
data, operations ensures production feasibility, and finance
validates profitability. Cross-functional engagement ensures
that plans are realistic, aligned with business goals, and
supported throughout the organization.

5. Demand Planning in S&OP

Demand planning is the foundation of S&OP, combining
statistical forecasts with business intelligence. It integrates
inputs from marketing campaigns, promotions, and sales
insights. The goal is to create a realistic, consensus-based
demand plan that drives production and supply decisions,
minimizing uncertainty and improving responsiveness to
market shifts.

6. Supply Planning in S&OP

Supply planning evaluates available capacity, labor,
materials, and supplier capabilities to meet forecasted
demand. It balances production, procurement, and logistics
constraints with demand priorities. The supply plan
identifies potential shortages or surpluses and forms the
basis for capacity adjustments, outsourcing, or inventory
strategies to ensure delivery reliability.



7. Financial Integration in S&OP

Linking S&OP with financial planning ensures that
operational decisions align with profitability and cash flow
goals. Financial integration allows companies to evaluate
trade-offs between cost, revenue, and margin. Scenario
modeling helps assess the financial impact of different
supply-demand strategies, ensuring the business remains
on track to meet its targets.

8. Executive S&OP Meeting

The executive S&OP meeting is the final step in the process
where leadership reviews recommendations from
functional teams. The focus is on decision-making—
balancing demand and supply, approving resource plans,
and resolving conflicts. Executives align on one integrated
plan that supports corporate strategy, ensuring
accountability for execution.

9. Scenario Planning and What-If Analysis

Scenario planning evaluates alternative strategies under
different business conditions (e.g., demand surges, supplier
disruptions, economic shifts). What-if analysis quantifies
the impact of various decisions, enabling proactive risk
management. By comparing multiple scenarios,
organizations can make informed trade-offs that maintain
stability and profitability even under uncertainty.

10. Performance Metrics and KPIs in S&OP

Key metrics such as Forecast Accuracy, Customer Service
Level, Inventory Turns, Capacity Utilization, and Plan
Adherence measure S&OP effectiveness. Financial KPIs like
revenue variance and gross margin alignment ensure



operational plans support corporate goals. Regular review
of KPIs fosters accountability and continuous improvement
across departments.

11. S&OP Time Horizons

S&OP operates on a tactical planning horizon—typically 12
to 24 months—bridging the gap between short-term
scheduling and long-term strategic planning. The process
uses a rolling monthly cycle, constantly updating forecasts
and capacity plans. Understanding different horizons
ensures synchronization between day-to-day operations
and strategic objectives.

12. Role of Technology in S&OP

Modern S&OP relies on advanced planning tools, data
analytics, and integrated software platforms. Technologies
such as ERP, APS, and Al-driven analytics enhance visibility,
automate data collection, and support scenario modeling.
Digital S&OP enables real-time collaboration, improving
accuracy, agility, and decision speed across the supply
chain.

13. Demand and Supply Reconciliation

Reconciliation is the process of comparing and resolving
differences between the demand plan and the supply plan.
It identifies imbalances, capacity gaps, or overproduction
risks. Adjustments may include capacity expansion,
overtime, outsourcing, or demand shaping. The
reconciliation process ensures that the final plan is
executable and balanced.



14. Top-Down vs. Bottom-Up Planning

Top-down S&OP starts with executive-level goals and
cascades targets downward to functions. Bottom-up
planning begins with detailed operational data and rolls up
to create an aggregate plan. The most effective S&OP
processes integrate both approaches, ensuring alignment
between strategic direction and operational feasibility.

15. Alignment with Corporate Strategy

S&OP is a strategic process that connects day-to-day
planning to the company’s long-term vision. It ensures that
decisions around demand, capacity, and inventory support
financial and market objectives. Alignment between
operational execution and corporate goals enhances
competitiveness, profitability, and responsiveness to
changing business environments.

16. Risk Management within S&OP

S&OP serves as a platform for identifying and mitigating
risks related to demand volatility, supply disruptions, and
market uncertainty. Through scenario planning and
contingency analysis, organizations develop proactive
responses to minimize business impact. Integrating risk
management into S&OP enhances resilience and business
continuity.

17. Maturity Levels of S&OP

S&OP maturity progresses through stages—reactive,
standardized, integrated, and optimized. Mature
organizations move from siloed decision-making to
enterprise-wide collaboration and data-driven planning.
High-maturity S&OP processes leverage technology and



analytics to achieve synchronized, financially integrated,
and agile planning across all business functions.

18. Executive Sponsorship and Leadership Commitment
Leadership support is essential for successful S&OP
implementation. Executives must promote participation,
enforce accountability, and ensure alignment with strategic
goals. Without strong sponsorship, S&OP can degrade into a
data exercise rather than a decision-making process.
Leadership commitment drives engagement, discipline, and
long-term success.

19. Continuous Improvement in S&OP

S&OP should evolve continually through process audits,
performance reviews, and stakeholder feedback.
Continuous improvement focuses on refining forecasting
accuracy, collaboration, and decision quality. Implementing
lessons learned after each cycle enhances process
efficiency, agility, and alignment with dynamic market and
business conditions.

20. Integrated Business Planning (IBP) Evolution

IBP extends S&OP by incorporating financial, strategic, and
operational alignment across the enterprise. It connects
demand, supply, and profitability through advanced
analytics and real-time visibility. IBP focuses on forward-
looking decision-making, scenario modeling, and strategic
alignment—making it the next evolutionary stage beyond
traditional S&OP.
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Micro-Learning Programs in
Supply Chain Management &

Procurement

Enhance your professional edge with Fhyzics Business
Consultants’ Micro-Learning Programs in Supply Chain
Management and Procurement. Designed as focused, two-
hour Executive Development Programs, these sessions
deliver practical insights and tools to solve real-world
business challenges. Conducted in small batches for
personalized learning, participants gain a deeper
understanding of key supply chain and procurement
strategies that drive efficiency and profitability. Each
participant receives a certificate of completion, adding value
to their professional profile and career growth. Whether you
aim to advance in your current role or explore new
opportunities, this program equips you with the knowledge
and confidence to excel.




Micro-Learning Programs in
Supply Chain Management

. Fundamentals of Supply Chain Management
. Supply Chain Planning and Optimization

. Demand Forecasting Techniques

. Inventory Control and Management

. Distribution and Logistics Strategy

. Warehouse Layout and Operations Efficiency
. Supply Chain Risk Management

. Supply Chain Performance Metrics (KPIs)
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9. Lean Supply Chain Practices

10.
11.
12.
13.
14.
15.
16.
17.
18.
19.
20.
21.
22.
23.
24.
25.

Agile and Responsive Supply Chains

Sales and Operations Planning (S&OP)
Supply Chain Network Design

Supply Chain Digital Transformation

Al and Data Analytics in Supply Chain
Supply Chain Sustainability and Green Logistics
Reverse Logistics and Returns Management
Supply Chain Collaboration and Integration
Supplier Relationship Management in SCM
Global Supply Chain Strategy
Transportation Management Systems (TMS)
Inventory Optimization Models
Demand-Driven MRP (DDMRP) Concepts
Blockchain Applications in Supply Chain
Supply Chain Cost Reduction Techniques
SCOR Model and Process Improvement
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Micro-Learning Programs in
Supply Chain Management ...

26. Capacity Planning and Resource Allocation
27.Managing Supply Chain Disruptions

28. End-to-End Supply Chain Visibility

29. Cold Chain Logistics Management

30. Supply Chain Compliance and Ethics

31. Import-Export Procedures and Documentation
32. Managing Third-Party Logistics (3PL) Providers
33. Supply Chain Collaboration Technologies

34. Production Planning and Scheduling

35. Strategic Supply Chain Design Using Case Studies
36. Circular Economy in Supply Chain
37.Vendor-Managed Inventory (VMI)

38. Transportation Optimization Techniques

39. E-Commerce Supply Chain Models

40. Omni-Channel Fulfillment Strategies
41.Warehouse Automation and Robotics

42.SCOR DS Roadmap for Supply Chain Excellence
43. Customer-Centric Supply Chain Strategies

44. Supply Chain Finance and Working Capital
Management

45. Supply Chain Data Visualization Using Power Bl
46. Strategic Sourcing in Supply Chain Context
47.Supply Chain Benchmarking and Best Practices
48. Integrated Business Planning (IBP)

49. Supply Chain in Crisis Management and Recovery
50. Future Trends and Technologies in Supply Chain
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Micro-Learning Programs in
Procurement
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Fundamentals of Procurement Management
Strategic Sourcing and Category Management
Supplier Selection and Evaluation

Contract Management Essentials

Cost and Price Analysis in Procurement
Negotiation Strategies for Procurement Professionals
E-Procurement and Digital Tools

Procurement Planning and Budgeting

Risk Management in Procurement

. Supplier Relationship and Performance Management
. Sustainable and Ethical Procurement

. Total Cost of Ownership (TCO) Analysis

. Make-or-Buy Decision Frameworks

. Procurement Policies and Governance

. Procurement in Public vs. Private Sectors

. Procurement Audit and Compliance

. Procurement Data Analytics and Reporting

. Procurement Scorecards and KPlIs

. Strategic Supplier Partnerships

. Category Strategy Development

. Managing Global and Offshore Procurement
. Negotiation Simulation Workshop

. Contract Law for Procurement Managers

. Cost Reduction Strategies in Procurement

. Supplier Risk Assessment Models
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Micro-Learning Programs in
Procurement ...

26.
27.
28.
29.
30.
31.
32.
33.
34.
35.
36.
37.
38.
39.
40.
41.
42.
43.
44.
45.
46.
47.
48.
49.
50.

Procurement Process Mapping and Improvement
Procurement Automation and Al Applications
Managing Procurement Teams Effectively
Procurement Ethics and Transparency
Procurement in the Digital Supply Chain

Vendor Consolidation Strategies

Spend Analysis and Optimization

Demand Forecasting for Procurement

E-Auction and Reverse Bidding Techniques
Inventory and Procurement Alignment
Procurement in Project-Based Organizations
Supplier Onboarding and Development
Procurement Market Intelligence

Measuring Supplier Innovation

Procurement in Times of Supply Disruption
Cross-Functional Collaboration in Procurement
Writing Effective RFPs, RFQs, and RFlIs

Contract Negotiation Best Practices

Green Procurement and Circular Economy

Legal Aspects of Procurement Contracts
Performance-Based Contracting

Procurement Leadership and Strategic Influence
Cost Avoidance and Value Creation in Procurement
Managing Procurement with Power Bl Dashboards
Future Skills and Trends in Procurement
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Fhyzics Business Consultants Pvt. Ltd.
Professional Training Partner of ASCM, USA
www.Fhyzics.net

ASCM Referral Code
XEFHYZ88

Certifications@Fhyzics.net

+91-900-304-9000

CSCP aspirants may buy the CSCP
Learning System and Examination
Credits directly through ASCM Portal.
When purchasing CSCP Examination
Credit, please enter Referral

Code XEFHYZ88 to receive CSCP
Recertification Guidance for life.
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