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and the operations plan. The double-headed arrows show that the development of the S&OP and the 
other functional plans are an iterative process that requires extensive exchange of information and 
revisions among the various functional groups.

17.3 Framework of the Sales and  
Operations Planning Process
There are six stages in the process of developing an S&OP plan. Figure 17.2 shows a framework of 
integrated and interdependent business planning and reviews. The reviews verify that the tactical plans 
created by the S&OP process support the overall company strategy. Developing the process framework 
is critical to forging the necessary consensus among the company’s stakeholders through collabora-
tion and information sharing. Through this framework, top managers can understand and analyze the 
various alternatives, and it gives them the foundation for developing the tactical plans necessary to 
effectively satisfy demand with an integrated and responsive supply chain. The six-stage review process 
begins with data gathering, followed by demand and supply planning, and financial reviews. S&OP is 
a continuous, monthly planning process, with a planning time frame that depends on the nature of the 
business. It can take from 12 months to 24 months to complete the process. For example, because of 
the longer time frames needed to produce wines and spirits, Brown-Forman develops and implements 
both strategic and tactical supply chain planning processes. To develop demand, near-term inventory, 
and production plans, the company’s S&OP process creates an 18-month consensus forecast.10

Let us consider each stage of the S&OP framework in Figure 17.2 on page 606.

Data Gathering
The success of the S&OP process depends on the quality and reliability of the data collected and 
assembled from the various departments within the organization. As demand, supply, new product, 
and financial data are reviewed as part of the S&OP process, it is critical to interpret and organize 

FIGURE 17.1: Sales and Operations Plan: Key Inputs and Outputs
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