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What Do We Do?

Search, Milk Chocolate, 
From Scratch – How it’s 

made 



Combination is Completed

January 28, 2019



Oil and fat technology

Emulsification, fermentation

Soy Protein, 
Plant Based Foods

Cacao bean 
processing

Chocolate & 
Compound 
Production

Broad Technical Platform for Growth and Innovation



Area In Scope for DSX

600+ 

Customers

1,200+ 

Finished 

Goods

21,000+ 

Annual 

Shipments

Expanded Global Network
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Overview of S&OP Process

Executive Review

Demand Review
Reconciliation 

Meeting

Supply Review

Portfolio Review
KPI/Scorecard Review

Gap Analysis

Scenario Planning

Action Plans

Committed 
S&OP Plan

Approved Unconstrained
Demand Plan

Feasible Plan &
Issue Escalation

Issue Resolution
& Monetization



How Does Sales Input Drive the Process?

Reconciliation

Meeting
▪ Rolling plans come

together

▪ Exceptions resolved

across functions

▪ Involve only those

that are required

▪ Resolve majority of issues

in Recon. mtg rather than

in Executive Review

Supply Review
▪ Evaluate ability to meet 

unconstrained demand 

▪ Confirm the supply plan

▪ Confirm inventory position

▪ Review Supply KPIs 

Portfolio Review
▪ Exception based review of 

new production introductions 

& supply chain implications

▪ Evaluate longer-term product 

opportunities

▪ Review Portfolio KPIs

Demand Review
▪ Critically review forecast 

families

▪ Identify gap filling actions

▪ Consensus unconstrained 

demand

▪ Review Demand KPIs 

Executive Review
▪ Address actions escalated 

from Reconciliation mtg

▪ Variances to business plan

▪ Confirm the S&OP Plan

▪ Review S&OP KPIs and 

scorecard



Align Functional Goals to Results in S&OP

Function Goals Results

Sales

Manufacturing

Finance

✓ Low Lead-times
✓ Responsiveness
✓ High Service Levels

✓ Production efficiency
✓ Low production cost
✓ Minimal disruption

✓ Optimized working capital (low 
inventory)

✓ Maximum ROI on assets
✓ Cash to cash cycle

Customer 
Service

Production 
Inefficiencies 
/ disruptions

Inventory   
Levels   

High

Low

High

Low

Many

Few
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Inputs to Demand Planning

Consensus forecasting is about ensuring we are all working off the same set of assumptions.

New business opportunities 
are fed into the plan.

Customer information provided 
directly or indirectly + competitor 
information.

Any inputs from customers 
and/or sales team relating 
to events or promos that 
will impact demand.

Demand planner uses 
forecasting software 
to generate statistical 
forecasts using sales 
history.

Sales team contributes their knowledge of the customer as 
well as information from their customer contacts to provide 
insight into future demand requirements.



S&OP Calendar

Activities Owner 1 2 3 4 5 1 2 3 4 5 1 2 3 4 5 1 2 3 4 5

Lock Plan Demand Planner

Review exception Ranges and lock plan Demand Planner

Portfolio Review Mayur

Prepare Metrics and data for demand review S&OP Team

Demand Review VP, Sales

Stat Forecast Executed for for next period Demand Planner

Forecast adjustments and record review in DSX Demand Planner

Sales team can login and enter updated sales forecast Sales Team

Forecast hand-off from supply planning Demand Planner

Customer specific demand meetings and updates Demand Planner

Review New / Changed records in DSX-RP Supply Planner

Update Capacity Files (Supply Plans in RP where applicableSC Manager

Plant Level Supply Review Prep Calls S&OP Dir.

Prepare Metrics for Supply Review SC Manager

Deck Sent out in Advance SC Manager

Supply Review VP, Operations

Reconciliation Issue Review and Deck Prep SC Manager

Reconciliation Meeting CFO

Executive Slide Deck Prep and Distribution S&OP Dir.

S&OP Executive summary meeting CEO

Period Week 3 Period Week 4
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Sales Forecasting Guidelines

The Sales Forecasting guidelines below define how the Sales organization should manage the forecasting of their 
existing business as well as the new business upsides.

► Sales forecasts at the customer-item level.

► The Sales organization should focus their forecasting effort son their sales volume that makes up the Top 80% of 
sales. These customer-items will be classified as “A” items.

► Account Managers should review and update their forecasts for months 1-24.

► Focus on other “specialty” areas of forecast.

► Statistical forecasts will be used for months 13-24 and for all “B” items.

► Account Managers will need to review and forecast all new products (New) since there will be no sales history for 
new products. Sales will need to forecast New products for the first 6 months of sales, after which statistical 
forecasting will take over and the product classification will be changed from “Managed” to either “A” or “B.”

► Account Managers should send customer forecasts to Demand Planner for entry into DSX. This will allow a forecast 
accuracy comparison against the Sales and statistical forecasts to see which one is the most accurate.

► High volume demand consensus meetings.

► Sales opportunities also included in demand plan.



Sales View - DSX



Measuring Performance - Examples

► Need top down support and measurement of KPI’s

► More forecast activity = higher accuracy and closed to 0 Bias



Summary

► Top Down Support for S&OP Process

► Executive support for sales involvement in demand planning

► Aligning desired results to actions and focus areas (i.e.- forecast items for the result of high 
levels of service)

► Fact based discussions

► Consensus discussions with advance preparation / agendas

► Demand consensus meetings that sales feel as though they are beneficial and add value

► Measurement of KPI’s

► Continued refinement of process as focal areas change



QUESTIONS?



THANK YOU


