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Even small improvements in the 
S&OP process yield significant gains

“Overwhelming”

gains in gross 

margin performance

Source: Ventana Research

Integration of 

financial, forecast, and 

operational data is key 

to improved customer 

service
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Sales and Operations Planning is critical to 
overcoming key industry challenges

� Sales and Operations Planning (S&OP) is the key integrated process that 
supply chain organizations can leverage to achieve visibility and 
transformation throughout the value chain. 

� Key pressures competing against each other amidst increased global 
supply chain complexity

Aberdeen’s S&OP Study Results – Key pressures based on

196 companies involved in S&OP-related initiatives.
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Analytics for Sales and Operations Planning
� Description

� An integrated Sales and Operations Planning solution that allows an organization 

to combine disparate data sources, review and update unconstrained demand 

scenarios, compare that demand to supply constraints, drive to a balanced 

consensus demand and supply plan whilst continuously monitoring the financial 

impacts of those scenarios and final plans. 

� Business Challenges
� Client’s processes for reconciling Supply, Demand and financial impact are loosely 

connected and do not exploit analytics and optimization technologies to identify the 

“best” plan for the company.

� Wide spread use of manual process, Excel and PowerPoint - no scenario or 

financial analysis provided.

� Disparate data sources with time consuming data manipulations 

� Planning and review processes many times exceed the production time.

� Business Outcomes
� Reduce inventory

� Improve cash flow

� Improve Forecast accuracy

� Improve customer service

� Simulate various alternatives to balance customer service, operational, and 

financial performance
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IBM Business Analytics Innovation Center

Performance Blueprints

•Leverage Best Practices

•Models, Templates, Reports

•Support critical business 
processes

• Functional
• Industry-focused

Thought Leadership

• Opinion Leader Articles

• Business Value Guides

• Application 
Briefs

Demand Planning and Operations Planning Blueprints linked to form the 

S&OP Blueprint Suite

Pre-packaged models that support “what-if simulation” in demand, supply, 
and financial plans allow effective visibility and trade offs between 
customer service, operational efficiency, and finance goals.
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7 Operational Effectiveness driven by 
Sales & Operations Planning (S&OP)

� Integrate sales, supply chain, and finance to collaborate on strategy and institute 
a financially-driven S&OP process

� Enables collaboration on a single statement of demand and reconciliation of 
demand to supply plans

� Provides capacity, material, throughput and financial modeling of multiple 
products across multiple plants to meet the demand plan.

� Facilitates plan creation, seeding of base plans, periodic executive review and 
balancing the plan with financial targets

� Model and respond quickly to demand and supply changes to determine the 
impact and trade-off among customer, supply and financial decisions 

� Continuously monitors the plan using scorecarding and analytics, making ‘right-
time’ adjustments as needed

� Plan vs. actual performance for sales, revenue, COGS, inventory, customer delivery, and gross 

margin metrics

� Generates Pro-Forma Financial Plans based on multiple scenarios

� Provide the views and detail appropriate to each role

� Units, revenue, COGS, margin, production hours and utilization, critical components 

� Leverage investment in transaction systems with integration that provides 
analysis of actuals, simulation and optimization of outcomes

� Link operational planning to strategic goals
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IBM Business Analytics S&OP Solution
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Business Objectives

� Reduce number of reporting systems, streamline 
infrastructure, and optimize data assets for global 
consistency and timeliness

� Improve supply chain operations for inventory optimization
� Synchronize global communication and collaboration both 

internally and externally with customers and suppliers

Results

� 50% increase in inventory turns
� 15% improvement in forecasting accuracy
� Improved visibility into supply chain operations provides 

marketing, sales, and operational users with better 
planning information.

� Forecasting conversations transformed to more timely and 
accurate business predictions based on the most current 
information.

� Improved ability to manage and control inventory and 
overall supply chain.

Becker Underwood Streamlines Global Operations and 
Refines Supply Chain Management  

FORECAST

ACCURACY
�

INVENTORY

PERFORMANCE
�

Becker Underwood is a 
global multinational 
company that develops and 
produces a wide range of 
agricultural and horticultural 
solutions for turf 
management, agriculture, 
seed treatment, vegetation 
management, forestry, pest 
control, and many other 
industries
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Becker Underwood Return on Investment

• ROI: 383% 

• Payback: 4 months

Independent analysis by 

Nucleus Research:

Source: Becker Underwood and Nucleus Research

“Our investment in business 
intelligence and analytics has really 
paid dividends for our Company. 
The forecasting and planning 
processes between our operations 
and sales teams now run much 
more seamlessly, and the real time 
information that is available to us is 
invaluable. These are innovations 
that we have come to rely on, have 
adopted quickly, and have become 
an integral part of our company.”

Peter Innes, 
Chief Executive Officer, 

Becker Underwood 

Inventory reduction 
due to better forecasts

Better discounts from 

suppliers due to improved 
communication and raw 

material forecasts

�

�

Timely ordering of 

supplies and better 

delivery to customers
�
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Demonstration
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Questions
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We Value Feedback – Submit 
YOUR Survey!!! 

• Access SmartSite to complete your session surveys

o Any web or mobile browser at iodsmartsite.com

o SmartSite applications for iPhone, iPad, Droid and Blackberry

o Any SmartSite kiosk onsite

• Each completed session survey increases your chance to win an 
Apple TV with daily drawings sponsored by Alliance Tech

Apple TV Giveaway
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Communities

• On-line communities, User Groups, Technical Forums, Blogs, 
Social networks, and more

o Find the community that interests you …

• Business Analytics bit.ly/AnalyticsCommunity

• Information Management bit.ly/InfoMgmtCommunity

• Enterprise Content Management  bit.ly/ECMCommunity

• IBM Champions

o Recognizing individuals who have made the most outstanding 
contributions to Business Analytics, Information Management, 
and Enterprise Content Management communities

• ibm.com/champion
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Please note

IBM’s statements regarding its plans, directions, and intent are subject to change 
or withdrawal without notice at IBM’s sole discretion. 

Information regarding potential future products is intended to outline our general 
product direction and it should not be relied on in making a purchasing decision. 

The information mentioned regarding potential future products is not a 
commitment, promise, or legal obligation to deliver any material, code or 
functionality. Information about potential future products may not be incorporated 
into any contract. The development, release, and timing of any future features or 
functionality described for our products remains at our sole discretion.

Performance is based on measurements and projections using standard IBM 
benchmarks in a controlled environment.  The actual throughput or performance 
that any user will experience will vary depending upon many factors, including 
considerations such as the amount of multiprogramming in the user’s job stream, 
the I/O configuration, the storage configuration, and the workload processed.  
Therefore, no assurance can be given that an individual user will achieve results 
similar to those stated here.
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