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CONFIDENTIALITY
Rights to the content of this work 
© Copyright 2018 by Blue Ridge Solutions, Inc. All rights reserved. This material is protected by the Copyright Act of 
1976, as amended, as an unpublished work and the foregoing notice and legend shall not be deemed to constitute 
publication or an intent to publish thereunder. These materials are proprietary and confidential information of Blue Ridge 
Solutions, Inc., and may not be disclosed and used only as authorized in the License Agreement and Confidentiality 
Agreement controlling such disclosure and use. 

Modification to the content of this work 
Blue Ridge Solutions, Inc., reserves the right, at any time and without notice, to change these materials or any of the 
functions, features or specifications of any of the software described herein. Blue Ridge Solutions shall have no warranty 
obligation with respect to these materials or the software described herein, except as provided in the Blue Ridge Solutions 
software license agreement with an authorized licensee. 
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Integrated Business Planning 

• A formal process led by senior management that on a 
monthly basis, evaluates time-phased projections for new 
products, demands and resulting financials

• Is a decision-making process to ensure the tactical plans in 
all business functions and geographies are aligned and in 
support of  the companies' strategy

• A Process to reach consensus on a single operating plan, 
which allocates critical resources to most effectively and 
profitably meet customer's needs

• Cross functional involving Top Management, Sales, Supply 
and Purchasing
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Integrated Business 

• Highlights imbalance between supply and demand

• Requires action to be taken

• Allocates resources  effectively (people, facilities, equipment, 
materials)

• Meet customers needs

• Consider short and long term constraints

• Drives profitability 
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FORECASTING: An attempt to predict the future. In 
business, an attempt to predict demand and impact on 
resources (materials, labor, equipment, facilities, etc.).

DEMAND MANAGEMENT: Method of  recognizing 
independent demand for goods and services. Users 
forecast, firm customers orders and other analysis to 
project and support market demands.

INTEGRATED BUSINESS: A process used to bring 
together functionally separate business groups to develop 
a consensus plan of  record.
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