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8-1: Discussion integration
Summarize the ways through which sales and operations planning can be integrated. Then extend your findings to additional supply chain management processes that you feel could be better integrated.
 	The integration of sales and operations planning is an important factor of the supply chain and operations management. The integrated processes enable organizations to bring together various planning elements into a single process. The integration process is focused on balancing the different objectives in the best way possible to achieve the best result. 
Sales and operations planning uses two approaches; top-down and bottom-up planning.  The top-down approach involves a single sales forecast that facilitates the planning process. The sales forecast includes a combination of products and services that use the same resources. The bottom-up planning approach is useful to companies that have unstable manufacturing schedule, and the type of finished goods varies from month to month. 
Some of the ways in which sales and operations could be integrated are through inventory planning, demand planning, customer lead time plan, production plan, financial plan, and replenishment planning.
Which two or more processes did you integrate. Why and how?
 Demand and supply Integration (DSI)
This involves the process designed to match demand information with supply capability and financial objectives.  This system allows companies to serve their end users better by empowering each component of the supply chain to develop appropriate solutions to problems that as they arise (Esper et al., 2010). This system facilitates systemic information sharing. The DSI provides a procedure useful in synthesizing the operational plan of the company with the demand plan (Stank & Mentzer, 2007). The operational plan includes procurement, finance, distribution, manufacturing, and human resource plans.  The demand plan looks at what needs to be marketed and sold and when based on the supply capabilities. The demand plans may involve shifting demand from low margin items to the high margin items.
8-2: Short paper: Metrics
The most important metrics for operations managers are customer satisfaction, compliance, financial performance, and internal working environment.
Customer satisfaction and retention
This metric represents how well customers are served.  It reflects the effectiveness of the company’s operations and provides crucial information about the health of the business and management performance.  A positive customer satisfaction metric for a business includes a significant increase in the number of customers. Also, other customer metrics that can indicate positive customer satisfaction include customer retention and positive results from customer surveys (Mishra, 2015). Customers play an important role in influencing business sales revenue. If customers are satisfied with the company products and services, then they will buy more and remain loyal hence income received from the customers' increases therefore if proper management of customers is done, the overall financial performance of the company improves. 
Financial metric
This metric is important in evaluating the performance of the management through the performance of the financial numbers which include costs, sales, and profits. One of the most important metric to keep an eye on is the year-to-year sales as it shows how the performance of sales compares to the previous performance. In case the sales are decreasing, then a manager will be prompted to investigate the reason for the decline. While the sales metric is important, it is also essential to check how profits compare with the previous periods.  Even though sales may be declining, the profits can be kept high so long as the costs are kept down (Mishra, 2015). The most crucial cost metrics include overhead costs such as labor, fees, rent, taxes, and supplies. 
Compliance
This metric is essential in the evaluation of business performance. Effective compliance must demonstrate legal compliance in environmental rules, financial reporting and employee regulations. If a business fails to comply with all the required legal compliances, it may be imposed with sanctions. These sanctions have a financial implication to a company.  The compliance metric shows how many times a company was forced to respond to official sanctions and how fast and effectively the company fulfilled the sanctions requirements. 
Employee satisfaction
Operations managers must ensure these metrics are observed; low employee cases, high employee retention and above average employee productivity. If these metrics are not managed effectively, then employee strikes and employee turnover will have financial implications since it will cost the company resources and lost skills.  This metric provides guidance on the best ways of improving performance by putting more emphasis on the key areas that matter the most to employees. One smart way of measuring the metric is using employee satisfaction surveys (Mishra, 2015).
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