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Ciber intro

Sales & Operations Planning process
Critical elements for successful S&OP
Practical approach

How can SAP SCM support S&OP?

Expected benefits
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Worldwide IT service organization (top 25)
+8000 employees, 85 offices in 17 countries in Europe
+1700 employees, 8 countries

In The Netherlands 400+ employees, 5 offices (Eindhoven,
Nieuwegein, Den Bosch, Rotterdam, Amsterdam)

B CIBER Service Line - Supply Chain Planning
®  Combination IT and Business consultancy

B SAP special expertise partner Supply Chain Planning
(2006/2007/2008!/...)
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S&OP is the set of business processes and tools that enable a
company to respond effectively to demand and supply variability

and support:
optimal market deployment
most profitable supply chain mix
strategic targets

ciber

committed to the limit.



Functions of S&OP

SAPd

Balance

Sales & Operations Planning is a process that enables the balancing of
demand and supply within financial and strategic boundaries.

Commitment

The results of that plan are measured, communicated and mandatory
for all organizations like sales, marketing, finance and manufacturing or
logistics operations.

Adaptiveness

In case of changing market conditions it allows to identify impacts to all
areas and interdependencies of resolution strategies.
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Sales & Operations Planning - looking forward

18 months out

S&OP provides future planning
to avoid surprises ... What can
be done differently now?

— Unexpected levels of
; working capital required

Demand exceeds capacity
Unexpected plant shutdown

Competition grows capacity

New product intro & cannibalization

Impact of planned price increase

Things seem OK at the moment
Backorders are high

Today ; Not all shipments are on time



The need for (better) Sales & Operations
Planning

Inability to respond to changes in market
Lost sales
Excess inventories

Mismatch of available production and actual demand
Increasing backlogs
Resources used inefficiently
Unreliable delivery performance

Lack of market focus

Best customers served poorly
Market deployment lagging
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The need for (better) S&OP
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Fully integrated planning cycle

1. Financial/Strategic Planning
Rationalize Products, Channels, Customers
New Product Planning
Align Pricing

5. Management
Evaluation and
Analysis

KPI Measurement
Plan vs. Actual

Root Cause Analysis
Continuous
Improvement

4. Plan Reconciliation
Constraint Management
What-if Analysis
Analyze Revenue, Margin, and Working Capital
Impact
Identify Gaps Between S&OP and Strategic Goals
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2. Demand Planning
Quantitative Forecasting
Sales, Marketing Input
What-if Analysis
Consensus

3. Supply Planning
Capacity Planning
Inventory Planning
Procurement Planning
Logistics

SAPd
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Critical elements for successful S&OP (1)

People
Executive sponsorship & involvement
Cross functional teams, representing all key functional area’s

Process
Formal meetings, remit clearly defined
Responsibility for input of data clearly defined
Defined planning cycle, defined planning horizons
Real-time demand & supply visibility, one set of data
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Critical elements for successful S&OP (2)

Technology / tools
To plan, evaluate and balance demand & supply
To align Operational plans to Business plans
To manage S&OP process

Performance, KPI's, reporting
You can not improve what you can not measure!

Define KPI's, so only Key Performance Indicators (e.g. Oliver Wight
Checklist)

Only report accurate data, prevent disputes on data
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elop common S&OP vision across entire organization
ke sure the Business owns the initiative, not IT

Ign the work process

m the right teams

Ine Targets / KPI's

ild the tools to support the S&OP process

dress change management
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Process — Monthly cycle (example)
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Performance - KPI's

S&OP:
Sales Plan / Forecast Performance by Prod Family and Product

Production Plan Performance (planned production volume versus
actual)

Financial performance

Related KPI's:
OTIF (On Time In Full deliveries to customer)
Master Schedule Performance (initial schedule versus final schedule)
Manufacturing Schedule Performance (ability to stick to the schedule)
Supplier Delivery Performance

see Oliver Wight definitions
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SAP S&OP support

R/3 SOP

Plant centric planning
Material/Material Group
Tactical planning

No financial data
Based on LIS

ciber

SAP SCM

Allows aggregation of
data

Can include financial
data

DP and SNP solution
No predefined KPIs
No process tracking

SAPd

SAP ?

Pre-defined KPlIs
Analytic dashboards for
specific plans and
overview

Data aggregation tools
when extracting from
SAP applications
Process tracking tools
Provides visibility to
multiple plans
Leverages SCM, BW and
R/3 data



SAP S&OP support

R/3 SOP

Plant centric planning
Material/Material Group
Tactical planning

No financial data
Based on LIS
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SAP SCM

Allows aggregation of
data

Can include financial
data

DP and SNP solution
No predefined KPIs

No process tracking

SAP SCM - configured for
S&OP

Pre-define S
Analytic dashboards for
specific plans and
overview

Data aggregation tools
when extracting from
SAP applications
Process tracking tools
Provides visibility to
multiple plans
Leverages SCM, BW and
R/3 data



Monthly S&OP cycle ...

Step #5
Executive

Decisions and

: Game Plan
Meeting

Conflict Resolution,
Recommendations, and
Agenda for Executive
Step #3 Meeting

Supply — Supply Plan
Planning Capacity Constraints
Step #2

Demand — Demand Plan
Planning

Step #1

Gathering Sales and Supply Actuals
Data Statistical Forecasts

-
CIber Thomas F. Wallace and Robert A. Stahl, Sales & Operations Planning: The Executive's Guide, (Cincinnati, OH: TF Wallace & Co, 2006).
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Step #5
Executive

SAP SCM et
(DP and SNP)

Step #3
Supply
Planning SAP SCM

Configured for S&OP

An easy to implement tool that

= consolidates data,

= provides analytics & KPI's and

m supports preparation of multiple
S&OP scenario’s

Step #2
Demand
Planning

Step #1
Gathering

Data = Enhances the use of SAP SCM
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S&OP Planning book example
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Planning Book: [Live]

SOP / DEMAND & SUPPLY PLANNING

Freely definable
aggregation levels
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Extended possibilities for S&OP

SCM APO DP module is flexible in design:
Any aggregation level can be added
Any data key figure can be created
Any data can be loaded from multiple sources (BW, R3, other)
Any calculation can be made

The Demand / Supply balance can easily be modeled in APO DP to
support the S&OP process.

A typical S&OP design is being developed by Ciber.
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Expected area’s of improvement

Post-Sales Service and Support |

Manufacturing |

Marketing Effectiveness |

Procurement |

Fulfillment |

Customer Service |

Sales Revenues |

Area of Improvement

0 20 40 60 80

% Companies Expecting Improvement in Each Area

_The Sales and Operations Planning Benchmark Report, Aberdeen Group
C1Der
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Questions?
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WWW.CIBER.NL
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