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APICS and IBF Present 2012 Sales and Operations Planning  
Insights and Innovations Executive Summary
In order to keep industry professionals informed of practices and innovations in sales and operations planning (S&OP), APICS 
and the Institute of Business Forecasting and Planning (IBF) conducted a survey exploring S&OP. Use this S&OP research to your 
advantage. Compare your organization’s data to the overall results of the survey. Where is your organization leading or lagging in 
reported practice? Look for causes or insights as to why difficulties exist. For example, if forming consensus is a challenge, the 
cause may be the different goals expected of the S&OP process among different participants. The 2012 results reveal a number 
of goals typical of S&OP practice beyond balancing supply and demand. 

The 2012 S&OP survey results reveal the following data: 

Planning horizons. S&OP sophistication tends to 
increase based on how far ahead S&OP planning 
horizons become. Comparing “up to 6 months” and 
“more than 18 months” responses shows that S&OP 
demand consensus review, product rationalization 
review, and supplier review become more advanced as 
planning timelines increase. S&OP planning horizons 
may also vary by industry practice and business 
management planning horizons such as budgeting or 
new product research and development.

Budget process. Forty-five percent of respondents say 
they closely link the S&OP process to their financial 
budgets. Strong financial integration should ideally be a 
part of the S&OP process. However, this can be difficult 
to achieve in practice. Financial departments may have 
different forecasting and analysis processes. The survey 
showed this a priority, not necessarily a practice.

Importance of S&OP. Respondents not currently 
practicing S&OP still rate the S&OP process as 
important to their organizations. On a scale of 1 to 10, 
20 percent of respondents rated S&OP an 8; 10 percent 
rated it a 9; and 18 percent rated S&OP as a 10. People 
who realize the importance of S&OP may be good 
resources to support the process, even if they are not 
formally involved in S&OP. 

Customer service. Sixty-seven percent of respondents 
selected customer service as a primary S&OP goal. Only 
29 percent selected customer service as a secondary 
goal. Successful S&OP is not solely internal: customers 
notice. The importance of customer service may further 
reinforce the need for improving S&OP as a competitive 
advantage, not just in terms of supply and demand, but in 
customer relationships.

Demand and supply. Demand consensus review as a 
standard part of S&OP also varied by industry. Seventy-
three percent of respondents in the chemicals industry 
said they do demand consensus review versus 51 
percent of respondents in consumer packaged goods 
(CPG). One hundred percent of respondents in the 
chemicals industry said supply review was a standard 
S&OP process compared to 65 percent in the CPG 
industry. These differences highlight S&OP as an 
adaptive process, reflecting different industry practices, 
challenges, and goals, as well as varying maturity levels 
of S&OP practice.

Where is your organization leading 
or lagging in reported practice? 
look for causes or insights as to 
why difficulties exist.




