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Introduction

Sales and operations planning (S&OP) in supply chain integration greatly impact the company. S&OP denotes a strategic alignment between the company’s key stakeholders. This alignment spans across a range of business functions, marketing, supply chain, sales and finance. S&OP remains an integrated process of managing a business via which the leadership team of the company consistently aligns synchronizes as well as manages the supply chain for the achievement of business strategic objectives. 
Q1
Sales and Operations Planning assumes a cross-functional and collaborative course that focuses on the improvement of performance of the business and proper alignment of the levels of supply chain with the levels of demand kept in mind. A business with all functions operating as integrated team rather than merely working to accomplish their respective objectives has an infinite growth opportunities and improved outcomes. A well-executed sales and operations planning strategy are a deriver of results and creator of unlimited opportunities for a company that effectively executes it (Mackelprang et al., 2014). The following factors are the notable benefits for a business that employ a successful sales and operations planning implementation. 

Improved visibility of supply and demand: Same language is speaking by a cross-functional team through a structured strategy that utilizes clean and data and speeds ups the process of decision making. 

Collaborative Forecasting: The overal group, as strategic partners, will be confident that they are establishing a scheme which is right for then firm. Use of S&OP procedure enables a firm to establish a cross-functional strategy that accomplishes margins, instead of accomplishing individual objectives that culminate in adversarial operations influences. 

Accurate Planning of Supply: S&OP process application enables a proactive company leading to a reduction of last-minute shuffling in both distribution and manufacturing process. An organization is thus allowed to address the capacity constraints in its supply chain and issues related to its response timing early enough before hitting the eventual consumers. 

Risk Management Improvement: Properly executed S&OP by right key partners lead to accurate demand forecast, raw material purchase projections, labour utilization rates forecast, and production plans by the firm. S&OP, at high level, eventually drives enhanced flow of cash, superior satisfaction of customers, and a scalable procedure capable of being leveraged long-term (Prajogo, Oke & Olhager, 2016). 

Amazon is firmly focusing on the sales and operation planning with a strong coordination in such two departments. The ERP systems help Amazon to coordinate both sales and operation planning departments. Amazon is increasingly forecasting its demands at several levels. Such levels include short term levels, long term level and medium and medium term level to the team of operations for the forecasting. Such forecasts are generated by the system. Where marketing team analyzes its demand, they place all the particulars in the ERP systems. Via these system-generated information, the team of operation effectively plan their processes. Amazon plan its logistics, warehousing locations and transportations strategically. Amazon focuses on such individual aspects. These remain the core drivers in supply chain. Amazon has been able to thrive this stiff competition since they are special consideration and valued added approach. 
Q2. 
Global sourcing and procurement have great impacts on the supply chain’s overall effectiveness. However, this comes with a range of both benefits and challenges when Amazon is outsourcing both logistics and additional functions. Amazon Company is a global firm and this enables it to work and provide services on a global perspective. Amazon believes that global sourcing and procurement. Amazon undertakes bulk purchases from the original equipment producers or manufacturers (Ralston et al., 2015). Because it is a bulk purchaser at diverse destinations or locations, its suppliers provide Amazon with products at relatively low costs (Chang et al., 2016). As a result of this, Amazon is able to deliver the products to the ultimate consumers at relatively low prices thereby creating a competitive edge to thrive in this competitive industry. Amazon utilizes the global sourcing and procurement in a strategic manner to achieve such benefits as low-cost, competitive edge, and increased profitability. However, Amazon encounters such challenges as difficulty in coordination, damages due to longer distances, and different rules and regulations to adhere to in local countries.  

Q3. 
Amazon has leverage e-commerce strategies to help it effective promote its supply chain integration and increase sales and organizational growth. It achieves this through application of various effective strategies. Amazon uses e-commerce strategies in the promotion of its supply chain integration. The company’s total business is reliant on its supply chain performance. Amazon has to coordinate all its resources in a systematic and efficient manner within short a time to deliver the products at relatively low prices. Specific e-commerce strategies employed by Amazon include letting its customers to help in keeping its website fresh, getting more control over its listings in Google, winning on long-tail key phrases, personalizing the experience, anticipating customer’s questions and making it easy to find items/thins. Amazon benefited a great deal by letting its customers to keep its website fresh. The company managed to integrate the entire supply chain. The customer-supplied information assisted Amazon to integrate its resources from time to another. 

Q4. 

I am in a total agreement with the argument that Amazon is setting an example for other competitors in the industry to follow in terms of supply chain integration. I feel that Amazon is setting the pace for other rival firms to model in respect to integrating supply chain. Amazon has already set an example in the industry for its peers to follow. It remains popular for its supply chain integration due the following reasons: It has a network of effective suppliers, efficient technology, global presence, low price models, customer interface, product variety as well as promotional tools employed by Amazon. Amazon remains ethical in its practice and hence, firms have understood that they will only succeed when they appear as ethical as Amazon (Alfalla-Luque, Marin-Garcia & Medina-Lopez, 2015).   
Conclusion

The Sales and Operations Planning remains a sophisticated process that demands communication and cooperation throughout each department in the firm. A successful S&OP blueprint application remains increasingly effective when customized towards the goal of the firms and its organizational structure. 
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