World Class S&OP Criteria

The following text is a summary of criteria for best-in-class S&OP process.  It is not intended to document all criteria in detail, but instead a quick checklist for assessing existing top management planning processe.

Top Management

1) Top Management owns the S&OP process and participates fully

2) Top management schedules the meetings 12 months in advance and distributes the schedule

3) Both an annual operating plan and a forecast of profit is maintained by the same product families that the demand and operations families are planned
4) Inventory strategies are well understood and products designated (MTO, MTS, etc.)

5) Both inventory and backlog plans are monitored by management in the S&OP

6) Financial plan accuracy is 95+% 
Demand Management

1) Sales and or Marketing owns the demand planning process

2) Deltas in accuracy are reconciled each month by the demand-side process owner

3) The demand plan is measured for accuracy of units per product family

4) The demand plan is planned by product family out 12 rolling months
5) Rules of engagement for order management are well understood and a handshake happens between demand and operations when changes to the rules are required
6) The rules of engagement are documented

7) The demand side of the business defines the market needs for the business such as leadtime and pricing.

8) Demand plan accuracy is 90+% by product family
9) Inventory strategy (MTS, MTO, etc.) is reviewed at least quarterly for updates
Operations Management
1) The VP of Operations or other appropriate manager owns the operations plan
2) Operations is at (or driving to meet) the market needs such as leadtime and cost as defined by the demand side of the business

3) Capacity requirements are reviewed on a 12-month rolling plan and actions linked to this planning process
4) The operations plan is published as a 12-month rolling plan by product family

5) The operations performance accuracy is 95% by product family

6) Information is provided and visible for operational risks such as new products, suppliers or customers being implemented.
7) New product introduction has a disciplined gated introduction process

Master Scheduling

1) The MPS is directly linked to the S&OP process

2) The MPS is reviewed frequently and realigned at least weekly

3) Time fences are well defined, documented and understood by both demand and supply sides of the business

The S&OP Process
1) Is scheduled 12 months in advance

2) Is led by the CEO, president of top person in the facility where held

3) Spreadsheets are distributed at least 24-48 hours before the S&OP

4) Performance is reviewed and gaps analyzed between actual and goal for the preceding month
5) Actions are captured, distributed quickly after the meeting and are reviewed at the next S&OP

6) Plans are verified and agreed-to out 30-60-90 days by product family, analyzing any risks to performance
7) Plans over 90 days are reviewed by product family for any risks to performance
8) Risks reviewed include

a. New products 

b. New or lost critical customers

c. New or lost critical suppliers

d. Product transfers from one facility to another

e. Other major risk factors in the business

9) S&OP happens every month without exception

10) S&OP has reviews during the month to update current status and affect schedule
The Measures and Threshold of Acceptability
1) Business Plan




95%
2) Demand Plan




90%
3) Operations Plan



95%
4) Inventory Plan for MTS families

95%
5) Backlog Plan for MTO product families
95%
6) Customer delivery performance

95%
