
 | 1 (888) 259-6666 | info@ca.syspro.com  www.syspro.com/ca

FIVE SALES AND OPERATIONS 
PLANNING (S&OP) MYTHS THAT 
ARE HURTING YOUR BUSINESS
 

mailto:info%40ca.syspro.com?subject=
mailto:info%40ca.syspro.com?subject=
https://www.syspro.com/ca/


 |  1 (888) 259-6666  |  1     info@ca.syspro.com  www.syspro.com/ca

INTRODUCTION

It is widely accepted that most businesses plan. Most critically, a manufacturing 
business needs to plan—and plan effectively for optimal supply and demand readiness. 
Sales and Operations Planning (S&OP) is a business management process that leading 
organizations have been using for the past 35 years to connect corporate business 
planning with tactical planning—driving master scheduling and distribution planning, in 
order to support the business plan and meet demand.

However, this cross-functional planning process can often be challenging for 
organizations to implement successfully, given that the process requires many cross-
department stakeholders to support the strategic and tactical forecast, budget and 
plan. As there is little formality to the process and the technology for undertaking 
successful planning, there are varied approaches to implementing a Sales and 
Operations Planning methodology. This lack of standardization makes it difficult for 
organizations to determine where to start, and means the process can be easily 
derailed by common misconceptions, myths and untruths that hinder the adoption of 
successful formal planning strategies.

This solution sheet outlines five common myths surrounding successful Sales and 
Operations Planning, the reasons manufacturers have a misguided understanding of 
S&OP, and why a formal approach to Sales and Operations Planning can substantiate 
and deliver proof that connecting the strategic plan to the tactical plan can equal 
financial reward.
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S&OP IS AN OUTDATED PROCESS

Sales and Operations Planning was first introduced as a methodology in the 1980’s—but 
it hasn’t remained trapped in time. In fact, Integrated Business Planning, a new business 
process that has rapidly gained popularity in recent years, is S&OP with a 21st-century 
makeover.1  It’s based on the same principles as S&OP, with advanced integration of diverse 
processes. Connecting the extended supply chain, product portfolios, customer demand 
and strategic planning into one seamless management process. Making S&OP just as 
relevant today, as when it was first introduced.

This is because businesses today are still struggling to connect their budgets and financial 
planning to their operational and tactical planning. Moreover, as manufacturing businesses 
are faced with increasing complexity in their supply chains and competitive environments 
to meet customer demand, organizations who strive for performance excellence and 
increased growth need to adopt a more formal approach to planning. This strategic 
approach to Sales and Operations Planning for inventory supply and demand reliability, 
forecasting, scheduling, distribution and operational efficiency is required for manufacturers 
to stay competitive and successful in today’s marketplace.

S&OP drives improved performance, including :

Reducing functional and departmental silos—aligning people, process, and function with 
business goals

Synchronizing plans, in order to meet unplanned (or unforeseen) organizational and 
marketplace changes that may occur

Improving sales and budget forecasting to meet customer demand

Reducing expensive waste and improving profitability 

1 Oliver Wight, Integrated Business Planning, http://www.oliverwight-eame.com/en-GB/integrated-business-planning

MYTH #1: 
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For many businesses, implementing a successful S&OP process can be challenging.  
Much of the challenge stems from how demanding the process can be, including the 
inconsistencies related to providing accurate forecasts, service level calculations and 
definitions of success. This is especially true when organizations struggle with a lack 
of integration between the sales side, and the production and procurement sides of 
the business. This lack of integration leaves leaves the organization unprepared for 
unplanned changes. There are also varied approaches to implementing a formal Sales 
and Operations Planning methodology, which can make it difficult for organizations to 
determine where to start. 

Business leaders should note that, as with any organization-wide process change, there 
is an adoption curve and adequate lead time, required to implement successful S&OP. 
However, fostering a sustainable and effective S&OP process will pay dividends. 

MYTH #2: S&OP IS A COMPLICATED PROCESS TO IMPLEMENT
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Gather intelligence: A successful S&OP process will be based solely on organizational 
data, not approximations or assumptions. Take the time to collect vital business data on 
demand (orders, promotions, market trends, historical data) and supply (production 
capacity or limitations at all stages of the supply chain) to ensure movement towards 
better alignment is rooted in facts.

Develop a strategy: Business leaders from all departments should review the 
organizational data in collaboration, to develop a strategy—and ultimately a forecast. 
The strategy and forecast must support the organization’s goals. The group in its entirety 
should:

Evaluate performance measures

Analyze the financial impact of the strategy

Address any constraints or limitations

Specify actions required to align supply and demand

Secure executive approval: The strategy and forecast should be reviewed, amended 
and approved by executives or leadership, to ensure that all branches of the 
organization will proceed to work in collaboration—using the same metrics to achieve 
the same goals.

2.

3.

4.

S&OP IS A COMPLICATED PROCESS TO IMPLEMENT

Engage members of all departments: Leaders from sales, HR, operations, 
finance, product management and procurement must all be consulted and 
engaged during the entire process, from planning to roll-out—and beyond. 
Ideally, an S&OP leader will manage the development and implementation 
of the process, but it’s critical that all business functions must take ownership of 
their part in the process.

1.

MYTH #2: 

Phasing your S&OP approach into “digestible” stages can reduce the feeling that it’s 
overwhelming or daunting for your company to manage—and increase cross-department 
adoption. Follow these four easy steps, as part of your roll-out strategy:
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S&OP REQUIRES SPECIAL SOFTWARE

Becoming operationally efficient takes the proper people, processes and technology. 

It’s true that more sophisticated organizations today—especially those with multiple 
entities and locations—use advanced technology and automation to support operational 
efficiency. However, that doesn’t mean that smaller organizations can’t implement 
a substantial S&OP process using the tools (or less robust technology) already at their 
disposal.

Many organizations begin their S&OP journey relying on simple Excel spreadsheets to 
manage monthly/annual forecast for sales, inventory, production and other operational 
metrics.

As an organization grows, manufacturing leaders may encounter limitations with Excel 
including being prone to manual/ data-errors, a lack of insight into future changes, and an 
inability to translate data into decision-making information.

By implementing appropriate Enterprise Resource Planning (ERP) software, organizations 
are better prepared to see through effective S&OP from start to finish by:

Leveraging real-time data from a variety of sources, in order to align and connect 
production to demand (reducing departmental/functional silos)

Simulating numerous “what-if” scenarios, in order to support demand planning

Utilizing complex analytics to support in-depth, on-demand analysis and reporting

MYTH #3: 
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S&OP IS UNNECESSARY, IF COMPANIES BUDGET  
ANNUALLY 

This statement might be true if—and only if—the business environment is so stable that 
plans can be set in stone a year in advance—with no unforeseen or unplanned changes. 
Unfortunately, this is not the case for the vast majority of manufacturing organizations. 
Plans change. Demand evolves. Supplies fluctuate. Supply chains fail. A Sales and 
Operations Planning process addresses these challenges by creating a method for 
integrated planning that connects sales and operations.

Does S&OP render an Annual Operating Plan invalid? Absolutely not. S&OP isn’t about 
dramatically altering the budget as situations change. The budget, in most cases, will 
be the same number the year started with. The Sales and Operations Plan will be a new 
projection that drives the company forward, based on this new reality. The important 
thing to understand is that S&OP brings about a single operating plan with numbers that 
everyone can agree on.

Since Sales and Operations Planning is usually updated monthly as a 12-month rolling 
projection, the budget becomes the starting goal for the year, while the plan keeps 
the business moving forward, in response to changes. This ability provides insight for 
management to proactively address unforeseen events not included in the budget, that 
could drastically impact cost and inventory levels. 

With successful Sales and Operations Planning, businesses can proactively manage 
supply and demand, in order to ensure against any mismatch. 

MYTH #4: 

The budget is the goal: It’s the financial plan that the organization sets at the 
beginning of the year, with the hopes of staying on course.

S&OP is the strategy: It’s the operational plan used to adapt the tactics of various 
functions as the year progresses—for the company to meet their goals.
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S&OP IMPLEMENTATION REQUIRES A PAID  
CONSULTANT 

The basics of Sales and Operations Planning are easy to learn and just as easy to apply. 
However, the lack of standardization for undertaking successful Sales and Operations 
Planning makes it difficult for organizations to determine where to start—and in turn, this 
leaves business leaders feeling like they need to hire an external consultant.

It’s not uncommon for a member of the Supply Chain Management function or Operations 
department to own the S&OP process. In this situation, it’s vital that the person charged with 
the S&OP implementation has a direct line of communication with the CEO, as S&OP is an 
executive process. The best S&OP leaders create a culture that brings about one concise 
plan and great transparency.

When having one person or team facilitate the implementation, it is critical to ensure that  
the process is not siloed. The keys to success with a formal approach to Sales and Operations 
Planning is cooperation between all functional departments, in addition to executive support. 
The process must involve on-going dedicated time and effort, from all departments across 
the business, in order to realize optimal results.

The following activities, processes and meetings need to occur each month to ensure proper 
S&OP alignment:

Data Phase: Run monthly sales reports and establish a new sales forecast

Demand Planning Phase: Review plans and get leadership sign-off

Supply Planning Phase: Conduct the supply and demand process

Preparation for S&OP Meeting: Resolve conflicts and prepare agenda 

Executive S&OP Meeting: Decisions are made and an authorized game-plan completed

MYTH #5: 
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CONCLUSION

Organizations who rely on a formal Sales and Operations Planning process will achieve 
greater focus, alignment, and streamlined processes—across all departments and 
business functions. Despite its relevance, a recent global survey by Supply Chain Insights 
found that only 56 percent of businesses consider themselves doing effective Sales and 
Operations Planning.

According to PLANT Magazine’s , a leading publication advancing Canadian 
manufacturing, recent annual Manufacturers’ Outlook Report, which surveyed over 
500 leading Canadian manufacturing executives, respondents reported that only one-
third (34 percent) of executives have their budget development integrated with their 
strategy planning process. As for strategy development and approach to planning, over 
half of the respondents (52 percent) reported to have plans that are both developed 
and refined throughout the year, as needed—reactively not proactively, in response to 
changes in supply and demand.  

By implementing a common-sense approach to building a strategic plan to connect to 
their tactical plan to their operational plan, they can realize tangible business outcomes, 
such as improved productivity, profitability and performance. 

World-class organizations have embraced S&OP and many Fortune 1000 organizations 
make it an integral part of their planning processes. Successful businesses are revisiting 
this overlooked planing process,, in order to compete with today’s complex business 
environments.
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ABOUT SYSPRO

If you want to learn how SYSPRO can help support Sales and Operations Planning for your  
business, contact us today a  info@ca.syspro.com or +1 (888) 259-6666.

NEXT STEPS:

SYSPRO software is an award-winning, best-of-breed 
Enterprise Resource Planning (ERP) software solution for 
cost-effective on-premise and cloud-based utilization.
Industry analysts rank SYSPRO software among the finest, best-in-class enterprise resource 
planning solutions in the world. SYSPRO software’s powerful features, simplicity of use, 
scalability, information visibility, analytic/reporting capabilities, business process and 
rapid deployment methodology are unmatched in its sector.

SYSPRO, formed in 1978, has earned the trust of thousands of companies globally. 
SYSPRO’s ability to grow with its customers and its adherence to developing technology, 
based on the needs of customers, is why SYSPRO enjoys one of the highest customer 
retention rates in the industry.
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