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10 questions about the benefits of S&OP for your organisation

Management at the helm
Some companies have a well-developed sales & 
operations planning (S&OP) process as a safeguard 
for structured decision-making.

Those companies take an integral view of supply and 
demand, including the financial impact of medium-
term risks. The managers of such companies make 
results-based decisions and are truly at the helm. 
Supply Chain Media and consultancy firm Involva-
tion have developed this checklist to provide insight 
into the added value and the potential of your current 
S&OP process.

Anticipate
The added value of S&OP varies from one company 
to another. For one company the added value will lie 
in avoiding running below capacity and in reducing 
inventory while for another it will be the controlled 
scaling up of new products and services, but it always 
revolves around being able to anticipate and adapt 
the chain to developments in a timely and integral 
manner in order to achieve the strategic objectives.

Involvement
S&OP is an integral process, which means the active 
involvement of Finance, Sales, Product Manage-
ment, Production, Purchasing, etc. To what extent 
does everyone within the company regard the S&OP 
process as the platform for looking ahead and mak-
ing decisions?
S&OP fosters clear and unambiguous communica-
tion and this strengthens teamwork. However, there 
must be consensus within the organisation about 
definitions and the right source of information for 
important reports.
Answer the 10 questions below to gain insight into 
the current added value and the potential of S&OP 
for your company.

0-3 questions answered with ‘No’:
Your current S&OP process is organised in such a way 
that it makes an active contribution to achieving the 
company goals.

4-6 questions answered with ‘No’:
Your company has a basic S&OP process but there is 
still a lot of potential. The further development of S&OP 
will improve the quality of decision-making and hence 
increase the profit.

7-10 questions answered with ‘No’:
S&OP is still in its infancy. It is worth investing in it to 
improve collaboration between departments, to pre-empt 
any operational issues and to make the right decisions in 
conjunction with the overall company strategy.

RESULTS

Checklist of Sales & Operations Planning benefits
Yes   No

 1.  S&OP gives us a clear view of future capacity issues (under-/over-utilisation)  
   for the next 15 months.

 2.  S&OP has already resulted in significant improvements such as higher service  
   levels, shorter delivery times and lower stock levels.

 3.  Having the S&OP plan as the shared starting point for all disciplines enables  
   us to set the right priorities in the case of sudden changes in supply or demand.

 4.  We have prepared several alternative scenarios in S&OP so that we can  
   proactively anticipate opportunities or threats.

 5.  The KPIs in the S&OP process have been defined company-wide and do not  
   result in sub-optimisation per discipline.

 6.  If a KPI score is outside of the bandwidth, we perform root cause analysis to  
   identify the necessary corrective action.

 7.  Because of the risk of data loss and susceptibility to errors, the Excel spread- 
   sheets have already been replaced by a standard application in support of S&OP.

 8.  The S&OP process provides at-a-glance figures, unambiguous assumptions  
   and clear considerations for the management team’s decision-making process. 

 9.  In order to plug the gap between the budget and the S&OP financial forecast,  
   we agree on concrete actions and monitor progress within the S&OP process.

10. Our CEO and CFO regard S&OP as a crucial instrument in achieving the  
   company goals.
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