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E X E C U T I V E

Sales & Operations Planning (S&OP)
W O R K S H O P

M O R N I N G A F T E R N O O N

S E S S I O N  1

SALES & OPERATIONS
PLANNING OVERVIEW  

• I n t ro d u c t i o n

• Te rm i n o l o g y

• Sales & Operations
Planning and Executive
S & O P

• W h e re It Fits, What It Does,
Benefits 

CASE STUDY 1

BAD DAY AT ACME WIDGET

S E S S I O N  2

EXECUTIVE S&OP 

• Display of Information 

- Make-To-Stock 

- Make-To - O rder 

- F i n i s h - To - O rd e r
( P o s t p o n e m e n t )

- Graphical Displays

• The Five-Step Monthly
P ro c e s s

CASE STUDY 2

NORTHERN BLEEN SWIVEL

S E S S I O N  3

DEMAND PLANNING/SALES
FORECASTING FOR
EXECUTIVE S&OP

• A g g regate versus Detail:
Avoiding the Suicide
Q u a d r a n t

• How Accurate Does the
F o recast Need to Be?

• Demand Planning/
F o recasting: Inputs, the
P rocess, Outputs

• Role of Forecast Analysts,
Marketing Managers, Field
Sales People and Sales
Managers, Sales and
Marketing Executives

CASE STUDY 3

ALL AMERICAN ATHLETIC

GOODS–PART 1

S E S S I O N  4

SUPPLY (CAPACITY)
PLANNING FOR EXECUTIVE
S&OP 

• The Rough-Cut Capacity
Planning Pro c e s s

• Validating and the
Simplifying Assumptions

• The “What-If” Pro c e s s :
A l t e rnative Scenarios

• Global Executive S&OP

CASE STUDY 4

WORLD WIDE WIDGET

CORPORATION

M O R N I N G

S E S S I O N  2

CASE STUDY 5

ALL AMERICAN ATHLETIC

GOODS–PART 2

PROBLEM-SOLVING
DISCUSSION 

• W h e re is Your Company
Today: Type 1, 2, or 3? 

• What are your one or two
most difficult pro b l e m s ?

WRAP-UP: THE FUTURE 
OF EXECUTIVE S&OP

S E S S I O N  1

ABC’S OF IMPLEMENTATION

• S o f t w a re for Executive
S & O P

• Data Require m e n t s :
Families and Sub-families,
Units of Measure, Ta rg e t s
for Customer Serv i c e
Levels, Inventory Tu rn s ,
O rder Backlogs, Field
Inventories, Other.

• Potential Data Pro b l e m s :
Acquisition, Cleanliness,
Timeliness 

• P e o p l e :

- Fact transfer versus
behavior change

- Impediments to behavior
change: lack of discipline,
fuzzy accountability, con-
flict avoidance

- The essential role of top
m a n a g e m e n t

- How to sell top manage-
ment and get them on
b o a rd

GEARED TOWARDS PROFESSIONALS 

LOOKING FOR FURTHER EDUCATION OR JUST GETTING STARTED

E X E C U T I V E

Sales & Operations Planning (S&OP)
W O R K S H O P

Executive Sales &

Operations Planning

(S&OP) Wo r k s h o p

To Register, 

please call: 

516 504 7576 

or visit:

w w w. i b f . o rg / 0 7 s o p . c f m

T O  R E GI S T E R ,  P L E A S E  C A L L :  5 1 6  5 0 4  7 5 7 6  O R  VI S I T:  w w w . i b f . o r g / 0 7 s o p . c f m

As more companies of all sizes and regions recognize that forecasting and demand 

planning is critical in business, these firms are grappling with two problems. First, what

kind of skill set should a forecaster have to succeed in the forecasting function? Second,

which prospective candidate has all of what is needed to perform this role efficiently and

effectively? The IBF Certification Program will help solve both problems.

A Sample of the Benefits of Certification

Two Levels of Certification

1. C e rtified Professional Forecaster (CPF)®

This designation can be earned by passing Exam Modules 1 to 3

2. Advanced Certified Professional Forecaster (ACPF)®

Once you have achieved the CPF® designation, work towards an ACPF®

designation by passing Exam Modules 4 and 5

Eligibility Criteria

The potential candidate must have at least a bachelor's degree or adequate p ro f e s s i o n a l

experience. Two years of professional experience in Business Fore c a s t i n g and Planning can

fulfill the requirement of ‘adequate professional experience’.

Exam Module 1 W H AT YOU NEED TO KNOW ABOUT BUSINESS FORECASTING

Exam Module 2 D ATA SOURCES, DATA ANALYSIS & TREAT M E N T, AND TIME SERIES MODELS

Exam Module 3 FORECAST REPORTING AND COMMUNICATION SKILLS

Exam Module 4 FORECAST MODELING (Advanced)

Exam Module 5 FORECASTING SYSTEMS/PACKAGES (Advanced)

FEES

For Employees:

• Improve your career opportunities 

• Validate your experience, knowledge,
and skill sets

• Enhance your credentials, and
advance your career

• Pre-qualify yourself for new positions
in the field

• Set an example for others in your
department

• Become more recognized at your
company, as well as in the field.

IBF Member’s Fee:  
$300(USD) per exam module

$250(USD) g roup rate per exam module

2-day In-House/On-site Business Forecasting Training (call for pricing)

Non-Member’s Fee: 
$350(USD) per exam module

$275(USD) g roup rate per exam module

For Employers:

• Certified individuals are pre-qualified, 
allowing you to identify the right  person for a
forecasting position with ease

• Gain assurance that an IBF Certified 
individual will help improve forecasting 
performance at your company

• Increase the value of your forecasting staff,
department, and company 

• Save time and resources in training — 
CPF® or ACPF® professionals already have a ver-
ified body of knowledge

JUN 7 & 8,  2 007 |   CROWNE PLAZA HOTEL |   C H E R RY HILL , NEW JE RSE Y  USA

NOV 29  & 3 0 ,  2 0 0 7  |   CRO WNE  PL AZ A RAVI NI A  | AT L A N TA,   GE ORGI A  USA

Exam available in Atlanta, Georgia 
December 1, 2007

Exam available in Cherry Hill, New Jersey 
June 9, 2007

Crowne Plaza Hotel

AT L A N TA - R AVINIA 
(PERIMETER CTR)

4355 ASHFORD DUNWOODY
ATLANTA, GA 30346 USA
770.395.7700

PA RTIAL LIST OF  EXHIBIT ORS:

Demand Solutions

Developer of supply chain planning software for mfg./distribution industries. 

Principal Product: Demand Solutions. Tel. 314.727.4448

John Galt Solutions

Developer of forecasting, statistical analysis, & data mining software. 

Principal Product: ForecastX Wi z a rd Toolkit/Atlas Planning Suite Tel. 312.701.9026

Smart Software

Developer of demand forecasting, planning, and inventory optimization software .

Principal Product: SmartForecasts Enterprise Tel. 617.489.2743 

Please contact Constance Korol at 516.504.7576 to learn how your company 
can participate as an exhibitor

(PHILADELPHIA AREA)

First Name Last Name/Surname

Job Title Company

Address MS/Suite

City State/Province/County Zip/Postal Code Country

Telephone Fax

Email

Industry

❍ Payment Enclosed ❍ Bill Company  ❍ Credit Card

Visa/Mastercard/American Express/Discover Exp. Date

Signature

WORKSHOP FEE: ❍ $1 4 9 5(USD) (Member) ❍ $1 5 9 5(USD) (Non-Member)

How to Register:
You may register by phone, fax, mail or our 
website. When registering, please state Key Code
listed above your name on the address label.

Tel. 516.504.7576 | Fax. 516.498.2029
Email. info@ibf.org
Web. www.ibf.org/07sop.cfm

Payment:
Payment in full is re q u i red 15 days prior to 
scheduled date of workshop. Unless payment is
received by that day, your registration will be 
canceled.

Workshop Locations:
C rowne Plaza Hotel 

P H I L A D E L P H I A - C H E R RY HILL

2349 W. MARLTON PIKE

C H E R RY HILL, NJ 08002 USA

8 5 6 . 6 6 5 . 6 6 6 6

Sleeping rooms are subject to hotel rack rate

Cancellation:
Registrant may cancel without penalty up to 15 days prior to the
date of scheduled workshop and receive a full refund. All cancella-
tions must be submitted in writing. Cancellations received less than
15 days prior to scheduled workshop are subject to a $100(USD)

service c h a rge. No refunds will be given for cancellations made on
the date and thereafter of scheduled workshop.

The Institute of Business Forecasting reserves the right to 
substitute and/or eliminate speakers if necessary.

PLEASE CALL TO REGISTE R FOR IBF MEMBERSHIP!

Non-Members:

❍ $ 3 50( U S D ) per exam module

❍ $ 2 75(USD) g roup rate per exam module*

IBF Members:

❍ $ 3 00( U S D ) per exam module

❍ $ 2 50(USD) g roup rate per exam module*

*5 or more employees must be enrolled to qualify for group rate.

PLEASE CIRCLE WHICH EXAM MODULE(S)  YOU ARE INTERESTED IN  TA K I N G

1 2 3 4 5

C E RT I F I C ATION FEE

( O P T I O N A L )

* 8 people maximum† International refers to outside USA

IBF Membership Fee:

Domestic $250 (USD)

International† $300 (USD)

Domestic (2yr) $475 (USD)

I n t e rn a t i o n a l† (2y r ) $550 (USD)

Corporate Domestic: * $1800 (USD)

Corporate International†* $2000 (USD)

Corporate Domestic (2yr)* $3500 (USD)

Corporate Intern a t i o n a l†(2y r ) * $3900 (USD)


