
 

 

S&OP DESIGN AND IMPLEMENTATION 

For more information contact 

scm@afry.com 

Challenge for the industry today 

Stable conditions for resource dimensioning is a must. 

Forecast handling and understanding, as well as 

connections to the resources which need to be 

dimensioned, are important and challenging areas in the 

industry.  

The Sales and Operational Planning process has a number 

of stake holders who need to get aligned. They need 

proper information handling to secure the overview 

needed to make strategic decisions focusing on the big 

picture regarding sales planning, resource utilization and 

capacity booking with the most important suppliers.  

A properly organized S&OP process is a significant step 

towards a secured and stable growth with profitability. 

 

Service and Approach 

The S&OP process is generic in its basic content. It’s about 

aggregating sales figures and forecasts to the big picture, 

to understand the consequences in the chain of prioritized 

resources to pinpoint.  

It’s also important to understand and specify the 

integration to the operational planning process regarding 

planning principles and parameter setup. 

Main steps in our S&OP establishment: 

• Forecast process design 

• Resource dimensioning  

• Consequences on supplier relations 

• Integration to operational planning  

• Designing the process 

o Define the different meetings 

o Participants  

o Agendas 

o Requirements in overview and KPI 

• Supporting process start-up 

 

Expected Outcome 

When the cross functional S&OP process is established, 

your company will have the market variations under better 

control. The balance between delivery performance and 

capital tied will be improved even when the market 

volatility increases.  

It is probably the strongest enabler for scalability that 

exists, independently of the mix between organic growth 

and acquisitions. 

 

Content of the Offering:  

Challenges: No control on long term planning and 

expected growth, lack of information overview 

Approach: Generic setup of cooperation, agendas 

and IT support 

Outcome: Enabling stabilized growth under 

profitability 


