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Introduction 
 

Mycroft Assistant is an automated supply chain management solution that helps small and mid-sized 

businesses avoid inventory overstocks or shortages, reduce waste, cut costs, and maximize profitability. 

Based on an accurate analysis of sales and current inventory levels, the solution precisely calculates 

which products to order, in what quantity, and where to ship them. Replacing paper forms or 

spreadsheets, companies can grow without taking on additional staff to manage complex, manual 

calculations.  

Mycroft Assistant integrates with a company’s existing accounting and CRM systems.  The solution is 

easy to learn and use, and managers can be productive using the system in a matter of days, without 

extensive training. 

Unlike systems built for large enterprises, Mycroft Assistant is priced specifically for small and mid-sized 

businesses. It is delivered as a software-as-a-service (SaaS) solution and requires no expensive 

implementation, hosting, or ongoing maintenance. 

Mycroft Assistant has been developed by an experienced team with deep expertise in developing cloud-

based technology solutions for supply chain management. The solution has been successfully 

implemented by a variety of businesses, which have sharply reduced inventory, cut financing costs, and 

grown operations without adding headcount.  

The system is logically divided into four subsystems: 

 

IMS – an expert system (decision-making system), which analyzes daily turnover against the company's 

current status (residues, sales, reserves and items in transit) and decides which positions and in what 

quantities the company should purchase. The decision is made based on sales history and goods 

calculation properties. The result of the subsystem's work is a supplier order and purchase plan. The 

reporting system works in tandem with the IMS, showing you the current inventory assortment status in 

a warehouse. 

 

Sales Analysis – An analytical "intelligence" subsystem (i.e. business intelligence), which allows the 

operator to display real-time data in a cross-section view of the company's current sales. An analysis is 

performed considering the historical dynamics, thereby enabling an estimate of the company's existing 

trends in addition to an automatic calculation of critical changes. This generates a summary user 

analysis. The result is a report on sales dynamics as well as a report on company activities, or the sales 

plan. 

 

Budgeting (planning) – A subsystem that generates an annual budget of income and expenses. It 

includes monthly purchases and sales plans. The subsystem evaluates plan execution (actual/target 

analysis) and, if there are deviations from the plan, notifies the operator. 

 



Reports – This subsystem is an integrated analytical tool for use by the administrator or authorized 

individual, who can evaluate the company's current state and business dynamics. 

 

Notifications – A service subsystem that combines all three components described above. The 

notification system allows the manager to make automatic purchases and receive advance e-mail 

notification specifying the need to make an order before goods run out. For the Sales Manager, this 

system will notify about significant changes in the dynamics of sales in a given cross-section. In the event 

that any clients this month have decreased their purchases less to buy than previously, the system will 

generate a notification. In addition, based on the company's work over a week, month or year, summary 

reports are generated in a concise format for managers regarding current company trends.  

 

Thus, the coordinated work of all subsystems allows you to work with the Mycroft Assistant in a reactive 

mode (i.e. when the system tells you what to do and what is going on), without wasting time on manual 

data collection and analysis. 

 

  



A. Before you start 
 

Before you start working with the system, you will need to do the following: 

1. Register. To do this, go to the LINK and register. You will be sent an email notification about your 
successful registration to the address provided. The email will contain your login, password, and access 
key.  

2. Access the system via your browser at http://i.mycroft2b.com. To access, you will need to enter your 
username and password. 

3. Mycroft Assistant works with your company's trading activity data, so you will need to regularly 
export data from your accounting system. 

To carry this out, we propose xml format as a universal exchange format (the data format can be viewed 
on the "Mycroft Assistant API" website). The system features an open interface for data acquisition, so 
you can download data from any of your important sources. Most importantly, the export format should 
match what is necessary (for interface and download data, go to the section "For developers" on the 
website.) 

For the most popular accounting systems, we offer ready-made exchange modules, which you can 
download at http://mycroft2b.com/api-mycroft-assistant/  

 

  

https://i.mycroft2b.com/Account/SignUp
http://i.mycroft2b.com/
http://mycroft2b.com/api-mycroft-assistant/


B. Importing and deleting data 

1. Importing using online integration modules  
 

Mycroft Assistant provides the ability to integrate with popular online accounting systems, including 

integration modules available to the user immediately when connected to the system. The modules 

allow you to import data from client accounting systems and to export the necessary data. 

To select  configure integration through a communication module, carry out the following steps: 

1. Click on the "Import modules" settings tab: 

 

 

2. Click "Add new". On the form that appears, select the exchange module from the list that you 

want by clicking "Select": 

 

3. Next, the connection settings form appears where you must specify the name of the module to 

be used later on when importing, the address to connect to your online accounting system, as well as 

the login and password for accessing the data.  After filling out this form, click "Save": 

 

 
 



 

4. The module is successfully added to the system and a record thereof appears in the list of 

available modules: 

 

 

 

5. To load the data from the selected module, you need to click on the "Loading data" tab and then click 

"Press to get the data from import module" under the "IMPORT DATA" field: 

 

 

The result of the operation will be displayed in run time and in the "Logs" tab 

 

2. Manual import 

 
Data can be imported into the system either automatically or manually. Exchange is performed 

automatically using special connectors that are used for various accounting systems. 

For manual import, you first need to prepare the imported data in the proper format (more information 

about the proper format is at http://mycroft2b.com ). You can do this by setting up a connector or 

manually on your own. System import is carried out as follows: 

1) Prepare the Data.zip upload data file (information on how to do this is available on the website on the 

API page at: http://mycroft2b.com/api-mycroft-assistant/ ) 

http://mycroft2b.com/
http://mycroft2b.com/api-mycroft-assistant/


2) Log into to Mycroft Assistant. Choose "Settings" at the top of the page. In "Settings", go to the "Data" 

tab and click on the cloud icon to open a file selection dialog, or else drag the file you created into this 

field. Download will start automatically and as a result the system will enter the sales analysis panel. The 

result of the load operation can also be found under the "Logs" tab. 

 

 

 

You can also delete data (to clear the database completely or reload) under the "CLEAR DATA" field by 

clicking the "Press to delete all the data" button. Once this button is pressed, the database will be 

cleared completely.  



B. Product properties setting 
 

Before you start working with the system, you will need to program an initial setup of the properties of 

items and groups. You will specify these settings just once. Thereafter, with further calculations, these 

settings will be applied automatically to calculate the recommendations and forecasts of each item. 

To enter the settings, select the “Items” section above: 

 

 

On the left you can see a tree of your items, and on the right, the settings for the items and groups. 

There are three levels of settings (by ranking of action): 

1) In the entire database as a whole (default name: "Item database") 

2) For the group (if the group icon is yellow, the settings are set to the parent; if green, then individual 

settings for this group have been entered) 

3) For the product (if the icon is white, the settings are set to the parent; if it is gray with an asterisk, 

then the individual settings for this item have been entered) 

In "Settings" you assign the same calculation methods to your selected group of products or a particular 

product as those applied to the product or all positions within the group, when you specify the group 

settings. When you specify the settings, the principle of "the individual is stronger than the group" 

applies. Thus, you can specify individual options for the entire group while specifying others for a 

specific group member. 

When choosing an item or a group, you can easily see what settings have been applied to the position 

you have selected to the right in the panel. 

 



 

 
To change the setting, select the item or group in the tree on the left and in the right panel click 

"Recalculate" if you are entering a new setting, or "Change" if you want to change an existing setting. 

After changing a setting, you need to save it. If the setting has not been specified yet, the button will be 

called "Save". 

After making all the necessary changes, you need to recalculate the recommendations. Otherwise, all 

the recommendations will be calculated according to the previous settings. However, in daily 

recalculation, which occurs after the settings are changed, the calculation will be made according to the 

new settings. 

 

1. Settings parameters 
 

The settings are divided into two subsections: General "settings", such as the calculation methods and 

properties of the goods, and "seasonality." Each parameter features a comment explaining why this 

option is needed. You can read the comment directly on the form by hovering your mouse over the 

question mark icon on the right. 

The "Make calculations" setting can be turned on or off. If disabled, an analysis of the history of product 

sales will be conducted, but the recommendations will not be displayed. It should be used if there are 

still residuals of the given product and there is a sales history of the product available, but there are no 

plans to continue purchasing it (out of production, etc.) 

Data Analysis. Selecting the analysis period, forecast horizon, and response time. 

 

 

Specify the period, i.e. the date from which sales analysis should be conducted. It is preferable to specify 

a period long enough but within which no dramatic changes in the sales of goods have occurred (for 

https://slovari.yandex.ru/seasonality/en-ru


example, a substantial rise or fall in sales due to a shift from one group to another). In this case it is 

better to specify the period that most accurately describes the current sales situation. The limit might 

not be shown. In that case, the lower limit will be calculated automatically according to the first 

movement of the product, i.e. revenue or expense. It is important to understand that the analysis is 

always performed based on the current time. 

 

Below, in the setting there are 3 parameters affecting the "Forecast time" calculation (the period for 

which to produce an assessment of projected demand for the product – for further details, read in 

"Methods used and approaches"): "Preparation Time" time (e.g. time spent on operational expenses, 

including communications with the supplier, exchange of documents, etc., as well as the time spent by 

the supplier preparing the product and delivery); "Delivery" - this is an additional directory where you 

specify a delivery option, which is characterized by the time required for the item to arrive; and "Total", 

which refers to the overall system response time as the sum of these two previous parameters. 

Sales Base. The choice of which data the system is to analyze. 

 

 

"Use sales orders" – By default, the system assumes that the reserved goods are available, i.e. it does 

not reduce the current amount of available goods (delta). This option regulates this approach: if 

activated, the system will assume that the reserved goods reduce the current balance in stock. 

Keep in mind an order for the internal transit between warehouses is also considered a reserve. 

"Use arrival orders" – A choice between whether to analyze data on goods ordered from the supplier 

(i.e. the order has been sent to the supplier), but have not yet come to the warehouse. In the analysis, 

the planned date of delivery is considered. If this is not specified, the product will be considered to be 

coming within a specific period. 

Keep in mind that an arrival order is also considered an order for the internal transit between 

warehouses. 

Removing outliers. 

This is a special set of techniques that allows the system to remove strong historical outliers from sales 

that can greatly distort the forecast. Removing outliers will affect the sales forecast: do not use this 

option if your sales are rare and irregular. 



 

"Remove outliers" – This option controls whether the system should clean sales of strong historical 

deviations that can distort the forecast considerably. 

Below - "Method" – There are three methods of removing outliers in the system: "Removal", which 

ignores all values outside the limits of the corridor; "Normalize",  which redefines outliers as normal 

values; "Recovery", which is a composite of the first two options. 

"Deviation" sets the corridor for the analysis of sales, while those sales that fall outside of this corridor 

are considered deviations and the system applies the selected method to them. The corridor is defined 

as a percentage deviation from the average sales for the selected period. The more uniform your sales, 

the narrower the corridor should be (50%). If you have unsteady sales that vary considerably, it is 

recommended to set a wider corridor (200%). A typical value is 80%. 

Forecast –The choice of methods and parameters taken into account when forecasting future sales 

periods. 

 

"Method" – The choice of analysis and sales forecast. You can choose from five methods 

(normal/average, TMA, SMA, EMA, BRT) with additional settings. The method can be chosen manually 

on your own based on these projections. Methods are located on a graduated scale according to the 

sales characteristics. For regular and steady sales, you can use a normal/average or TMA method; for 

occasional or rare sales it is better to use the EMA method, or, preferably, BRT.  

 

The "Service level" is typical to the BRT method. It affects how many customers you are ready to serve 

unconditionally. The lower the level of service, the  lower the stock and the more you will lose clients 

who will not be purchasing the quantity of goods they need. A typical value is 80 or 91% when we serve 

exactly 8 out of 10 clients but are not providing for excess stock for unusually large volumes. 



"Use Hodrick-Prescott filter" switches on or off according to the updated forecast trend. The trend is 

based on the methodology developed by Hodrick and Prescott. Basically, in this option the system 

determines the trend dynamics, e.g. an increasing or decreasing trend and adjusts the forecast based on 

the direction and speed at which the trend deviates. 

 

 

Here in the picture you can see that the trend is decreasing, therefore, to make a sales forecast you 

need to correct for a drop. 

For the purposes of adjusting the trend, it should be noted that we use the following scale, which 

depends on the response time of the system and the forecast horizon (T): 

- For T up to 30 days, the trend is measured in "weeks" 

- For T between 1 and 3 months the trend is measured in "months" 

- For more than 3 months, the trend is analyzed according to an "annual" scale 

"Manual trend correction" – a coefficient set manually and based on which you can multiply the sales 

forecast. Thus, if you want to assume that your sales will grow by 30%, the ratio should be 1.3. The 

default is 1. 

 

SAFETY STOCK – This is a certain amount of goods that you order and store for unforeseen contingencies 

(e.g. transport delays, a sharp rise in demand, etc. and so forth.). 

 

 

"Method" – The system offers a choice of three methods to define the safety stock: 1) fixed or "fixed 

amount", which is when you specify the exact amount of the goods that must remain in stock (this is 

taken into account in the Delta); 2) the "Standard deviation", calculated according to the sales history: 

the more sales are "uneven", the more safety stock will be offered; 3) "For days", which indicates the 



number of days for which you need to have safety stock, with a specific amount of insurance reserve 

calculated based on the sales forecast generated. For more about the methods and principles of 

operation of this tool, please read the section "Methods used and approaches". 

"Number of days" for the "Fixed days" option –Here you set the number of days for which you need to 

have safety stock, with a specific amount of insurance reserve calculated based on the generated sales 

forecast. This time is actually added to the system  turnaround time. 

"Item amount" for the "Fixed amount" option – You must specify the exact quantity of goods that must 

remain in stock. This quantity will be taken into account in the analysis of the current status of goods in 

stock and deducted from the available balance (Delta). 

"Safety stock factor" for the "Standard deviation" option – This adjustment factor will calculate safety 

stock. You have to use it in case you consider your safety stock to be "dynamic". However, you do not 

need the full amount of safety stock to avoid an accumulation of excess goods. This is pertinent for sales 

for goods with irregular and highly varying demand. 

 

Item properties – Logistical supply constraints. 

 

 

 

For an item (or group of items), you can specify multiplicity. This is the minimum amount of items that 

can be ordered from the supplier. For example, if you sell cigarette packs (in single packs) and purchase 

block units of 10 packs each, the multiplicity of packs is 10. If the analysis of the system recommends 

you to buy 17 packs, how many do you order from supplier: 1 or 2 blocks (10 or 20 packs)? The 

multiplicity factor (the slider to the right) helps you make this decision. A factor of 0.6 means that all 

that is recommended beyond 16 packs is the second block unit, and all that is less than 16 packs is the 

1st block unit. A factor of 0.9 indicates that a recommendation of 18 packs will be interpreted as one 

block unit, and 19 as two block units. A factor of 0.2 indicates that for 13 packs, two block units will be 

recommended, etc. 

"Minimum order" offers a similar approach: in this case, if the system decides that it is necessary to 

order less than the specified minimum, the factor corrects this decision according to the rules specified 

above – to a larger (up to a minimum order) or lesser (down to zero) degree. 

 

  



2. Seasonality 
 

For each setting of item groups or individual items, you can specify your own seasonality of sales under 

the second tab: 

 

 

The graph specifies the average monthly deviation in a given month relative to average annual 

consumption set to 0 or higher, with a default value of 1 (which means that monthly consumption is 

equal to the annual average); a value of 2 means that consumption in this month is twice the annual 

average; a value of 0.5  indicates that consumption during the month is half the annual average. 

Seasonality can also be calculated automatically based on the sales figures for the previous year. To do 

this, the user presses the "Calculate" button. If there have been no sales for the previous year (the 

system will notify you), the user can specify the product number for which seasonality of sales will be 

calculated. 

To do this, click "Select the item", then open the selection window: 

 



 

Select items by double-clicking the mouse. The system will calculate seasonality in the chosen item 

number. 

For details on the use and method of calculation of seasonality, please read the section "Used methods 

and approaches". 

 

3. Substitute products (analogues) 
 

The mechanism of substitute products (analogues) should be used if it is necessary to  group a selection 

of products into one as analogues. 

Working both with multiple products and single items allows you to organize the consistency between 

different products, combining their sales history, reserves and stocks. As a result, you’ll get the 

recommendations for supply of the items as a whole entity, rather than its individual components. 

Situations where you should use this mechanism: 

 replacing one product with another, and the new product is a full analog of the previous 

 you do not need to analyze the specific sales of each individual item, but instead of the goods 

"as a whole" 

 individual products are unique, but are analyzed as one product 

To implement this mechanism, Mycroft Assistant allows you to combine several items into one analogue 

and work with it as a single entity. 

You specify items as analogues just once, and in subsequent updates of transactions of items belonging 

to one analog, information will be updated automatically. 



In order to start working with analogues, go to the "Items" section and in the right panel select the 

"Analogues" tab: 

 

On the left you see a tree of items with the option to mark them, and on the right, a panel for creating 

and changing analogue items. Analogues already created in the item tree on the left are marked in bold 

font. 

To create a new product analogue, you need to select a few positions in the item tree. The right panel 

displays the contents of the newly created entity. 

After selecting all items that you want to add to a product analogue, you must choose the main item, 

which will be the "base" for a new analogue entity. The main item can only be selected from the existing 

list of items composing the analogue. The system will use the main item for searching and ordering, as 

well as filtering by vendor. It will also assign an item to the product group while prices for this item will 

be considered as the purchase and sales price of the entire product analogue. 

After selecting the main product, the name will automatically fill for the newly created entity, but you 

have the option to change the name to something you deem more appropriate. 

Once the name has been filled, click the "Create" button to confirm creation of the product analogue. 

 

 

If you want to change the product analogue by adding a new item, deleting an existing item from the 

group, or changing the main item or the name of the product analogue, select the item in the tree on 

the left, and on the right panel click "Edit". 

 



 

If you want to change the product analogue, there are several available options: 

Adding an item: just mark the items in the tree and they’ll be added to the product analogue. Separating 

newly added items from the previously specified items is quite easy. Items can be deselected by clicking 

the orange "x" on the right. 

Deleting an existing item from the product analogue: simply click the "x" to the right of the item  and its 

color changes to red. That the product will be deleted when you save the changes. 

You can change the basic item and as well as the name of the entire product analog. 

Click "Save" to confirm the changes you have selected. 

To disassemble the entire product analog record, you will need to remove all the products that are part 

of it: choose the product analog, mark all the "Xs" next to each item within it, and save your changes. 

Important: to calculate the recommendations, all the data of items included in the product analog will 

be interpreted as one unit. Thus, this data will be in the form of united sales, united stocks, reserves and 

goods in transit, while recommendations for the product analog will be calculated for the whole unit 

together. 

  



C. Inventory management system 
 

1. Introduction 
 

The purpose of Mycroft Assistant is to make an optimal order to the supplier. 

Through the system you enter your data on your company's trading activity. You load data about current 

balances of goods, information about the history of sales, reserves, and goods in transit (ordered but 

not yet arrived at the warehouse). You also enter the settings according to individual characteristics of 

products and consequently get the output result. The system will automatically calculate and inform you 

if you need to place an order, including which items and how much, and explains why. 

The Mycroft Assistant inventory management system makes recommendations, focusing on the 

following indicators: 

1. response time (time of delivery, period of preparation of the order, operating time 
required) 

2. available to order goods in real time - Delta (current balance, minimum balance) 

3. generates a sales forecast for turnaround time (estimated daily sales) 

4. analysis of goods in transit (generated purchase order) 

The analysis is always performed on the current date; retrospective analysis is not yet available. 

Purchase prices are determined automatically according to the supplier prices data loaded or, if not 

loaded, on the basis of uploaded stock lists according to the latest prices. 

2. System usage 

1. You need to download data from your accounting system (optimally every day, in 
automatic mode) in Mycroft Assistant. The best way to do this is described in section A. 

2. You need to log in to "Mycroft Assistant" (at http://i.mycroft2b.com ) and at the top 
click on "Inventory Management": 

 

3. When you log in, the workspace will open, which includes the following: at the top is a 
filter by company, warehouse, supplier, and ABC group. The Export buttons from 
Mycroft Assistant to external systems is also here; below left is an item tree of your 
catalog, on the right is a description of recommendations for the selected product. 

http://i.mycroft2b.com/


4. It is important to understand that calculations are done automatically for the whole 
directory of items, after which you just work with the results. 

 

2.1 Filters 

1. You can see the recommendations for each catalog item, but in most cases, you only need to 
work with the recommended positions. In order to show only the recommended position, you 
need to check the box in the "Filter" field, top left: 

 

 
 

You can set this option to be turned always on or off by default in the System settings. 

2. If a supplier has been specified for the products, then you can apply a filter by supplier. The 
suppliers available are displayed in a dropdown list in the "Filter" field. After a supplier has been 
selected, the catalog will display only that supplier's products. 

 

3. You can select a product by its ABC group, according to the calculated values. 

4. In addition, you can select the storage (there is a selection of available warehouses) for which 
the calculation is performed. It is important to understand that for the filters by company and 
warehouse, analysis of the original data will be made only by the cross-section specified in the 
filter. 

For example, if you have 3 warehouses: "Central Shop," "Grocery Store," and "Retail Outlet" 
with a total of 30 units (25 in the first, 3 in the second, and 2 in the last), then if you select the 
last two, the system will assume that you only have 5 units remaining. You can apply a similar 
filter to the sales analysis data: analysis is performed on data only from those sections that you 
have specified. 
It is also important to understand that the recommendation will be sent to all stores together, 
so if you have an overstock in one warehouse and a shortage in the other, then the system will 
make a recommendation based on the overall needs of the warehouses selected.  

5. A similar filter can be applied by company 

Caution: you can work with filters in real time as a count of the data for all sections will have 

been made in advance. 



2.2. Item catalog 

1. The catalog corresponds to the directory you downloaded and contains elements that belong 
(or not) to a group of products. You can expand and collapse groups, thereby gaining access to 
embedded products. 

2. For the manager's convenience, for each element and group, per-piece indicators are calculated 
by ABC group, current stock, sales, orders, and recommendations (to purchase): 

 

3. The user selects items (or groups) for the supplier order by ticking the boxes to the left of the 
catalog. The exported (or printed) document will only include goods (or a group within the 
ranking) selected with a tick. 
 

 

  



3. Recommendations 
 

3.1. Text of recommendations 

 
By clicking on the item, you can see the basis on which a purchase recommendation was made. 

 

 

 

The tab comprises three blocks, two of which you can minimize or maximize for your convenience: 

 

3.1.1. General settings 

 
At the top is the recommended item. 

Below that is "History calculation", which indicates the start and end dates of the calculation. 

The "On date" field indicates the date of calculation, the default for which is today's date. 

The "Recommendation calculation method" and "Safety stock calculation method" fields are shown 

according to the item settings. 

 

3.1.2. "General data" tab 

 



 

 

This tab displays the raw data used for the calculation process as well as the performance calculation 

settings. For each firm and warehouse the following information is displayed: 

"Stocks" - shows how much product you have now in stock, expressed in units. 

"Reserves" (displayed only if the reserves option is turned on) - shows how many goods are reserved in 

stock. 

"Min. stock" (displayed only if you have selected the method of calculating safety stock in a particular 

quantity) indicates the minimum reserve in stock. 

"Delta" - this reflects the quantity of goods that you can actually manage. This is in fact the current 

balance of goods, net of reserves and minimum balance (if you have turned on these parameters in the 

settings). Delta can be negative if you actually have less product than you should within the product 

parameters. 

The next three lines contain information about the system turnaround time, whereby data is taken from 

the settings. The final turnaround time is used in the calculations, as is "forecast time". 

These indicators are displayed for your convenience. 

3.1.3. “The process of calculation” tab 

 

This block contains the essence of all recommendations tabs, describing the process of calculation. The 

calculation uses the item settings and data:  real-time data (e.g. delta and goods in transit) as well as 

historical data (e.g. sales history or orders). 

 

https://slovari.yandex.ru/minimum%20balance/en-ru


 

 

"The average daily sale" shows the calculated average sales forecast per day over time. The calculation 

of average daily sales is based on sales history (for a given period) of an item and on the calculation 

settings selected for the product. The very process of calculating the average daily sale is hidden, as it is 

difficult to display and unnecessary. 

In the "Safety stock" section you will see the extent of the reserve stock the system recommends. The 

volume of the stock depends on the selected method (indicated in parentheses) and related 

parameters: days stored, corrections, etc.  

Below, you can see the sales chart for your chosen product. Below the graph, the text describes the 

calculation sequence: 

First, we calculate how much product will be sold before the next batch arrives. To do this, first we 

multiply average daily sales by the number of days needed for turnaround time. This gives us an 

estimate of future sales. For a full assessment of future consumption we add a calculated amount of 

safety stock. 

In the formula for calculating (in brackets) you can see the months for which seasonal factors were 

calculated.  

Below, we look at the rest of the item in the future. To do this, first we take a product that is expected 

to be available in the future (within a turnaround period) and believe that we will have it at our disposal. 

Then, we take the current item, which is currently at our disposal (Delta), and add to it the estimated 

future remainder thereof, thereby obtaining an estimate of its remainder in a future period. 

From the remainder obtained, we subtract the estimated future consumption, calculated above. The 

result is a number that shows the extent to which future consumption will differ from future remainders 



of a given item. If the estimated value is less than zero, i.e. estimated consumption is more than the 

estimated remainder,  this means that it is necessary to purchase more goods. The extent of this 

difference itself will be a preliminary purchase recommendation. 

After calculating the preliminary recommendation, the system still has some work to do. First, it has to 

adjust the resultant recommendation to the desired multiplicity of goods, and second to the minimum 

order size. 

In the event that after all of the above operations the final recommendation is greater than zero (i.e. the 

item is purchased), then the system checks if the "forecast horizon" (the purchase amount for the 

future) is indicated. If so, then the system will increase its recommendation in proportion to the 

recommended period of days. The system will consider the resulting value as a final recommendation, 

displaying this. 

 

Recommendations are calculated for each analyzed company and warehouse, while each of the 

recommendations is estimated to the end, according to the item parameters (multiplicity, minimum 

order quantity). The final recommendation for all warehouses as a whole will be calculated as the sum 

of the recommendations for each warehouse. 

 

 

Negative recommendations mean there is excess stock. A positive recommendation is for a purchase 

order. 

3.2. Working with the calculation result. 

 
To be able to work with the calculation result, the system allows you to export data manually and 

automatically, as well as to print the purchase order directly. 

Both export and printing are performed on the data you see in the catalog that is ticked (if no boxes are 

ticked, the entire catalog will be exported). Thus, catalog filters are applied to export data. Only those 

items are exported (or printed) for which a recommendation has been made. 

If you want to upload the data to a particular supplier, you need to specify that supplier in the filter. 

Only that supplier's recommendations will be exported. 



To calculate amounts and taxes you can use data originating from the download of delivery price data. 

 

It is important to note that you can choose the source to refill the order. You can do this through the 

“Supplier” filter. If not specified, the supplier will be selected as indicated for each item. If specified, 

then only  products typical to this provider will be selected. 

You can also specify internal warehouses as the source (at the bottom of the supplier list). Then, instead 

of the purchase order document, an Internal Transit Order document will be generated (exported). 

 

3.2.1. Print 

 
In Mycroft Assistant you can immediately create a purchase order to a supplier in PDF format. To do 

this, after making your recommendations, click the "Print" icon on the top right next to the filter. After 

that, a new window will open the set of PDF files created, which you can both save to your disk and print 

immediately. 

 

 

 

 

3.2.2. Export 

 
The calculation results can be exported in several formats, first of all to an Excel file. To do this, you 

must click the Export icon (top right) and select the item from the dropdown menu. This will create a file 

with the recommendations and you will be prompted to save it to disk. 



In the same way you can export in xml format for subsequent automatic processing if needed (for 

information on the format, go to Section "Integration" on the website). 

 

4. Usage Model 

 
IMS helps you answer a single question: "Do we need now to buy something now? If so, what is the 

optimal composition of the order?" 

To work "actively" with the Mycroft Assistant IMS subsystem, it is recommended you do the following: 

1. Unload data from your accounting system. 

2. Log in and make the adjustment calculation, according to management requests 

3. The system then calculates the recommendations 

4. Choose the products you want to order from those recommended (or all of them) and 
either export to your accounting system or immediately print the purchase order 
documents 

To work "pro-actively" with the Mycroft Assistant IMS subsystem, you can do the following: 

1. Unload data from your system 

2. If necessary to purchase the item (i.e. the recommendations are not "0"), the system will 
automatically generate a PDF file with the orders and send to the email address you have 
specified.  

  



E. Sales Analysis 
 

This subsystem allows for a historical analysis of the company's sales. With it you can learn more about 

your products, your contractors, and the work of your company in terms of sales organization. You will 

be able to identify negative trends and get recommendations from the system regarding preferred 

action to improve sales. 

To work with the Sales Analysis subsystem, click the corresponding link at the top. 

 

The interface is divided into two panels. To the left you select the unit of your analysis (or objects), and 

the right pane provides a detailed analysis of the selected object. 

 

1. Selecting an analysis object 

 
The left panel shows the possible analysis cross-sections for your review. 

You can hide the panel (by clicking on the vertical bar to the right of the panel; press it again to reopen 

the panel) and then the panel on the right with analysis data will be displayed in full screen, which 

makes reading the information easier. 

To select objects quickly (available in the left search box, where you can type the desired name, and the 

table will only show the items related to the search text you have typed shows up, displayed according 

to their ranking). 

 



You can select a particular element. For this, just click on it and its data analysis will be displayed in the 

right panel. Similarly, to perform analysis of several elements as a whole (a sum) the boxes next to 

elements to be analyzed need to be ticked: 

 

Analysis by the selected objects will be displayed in consolidated form in the right panel. 

The cross-section panel is divided into tabs, according to possible types of cross-sections: 

1. "Items" - a list of stock items sold by the company. It also includes the following cross-sections: 

 

 

 

1.1. "Item Types" – brings together a cross-cutting group, in the context of which it is possible to see 

an analysis of sales (if this cross-section has  been defined in the raw data) 



 

1.2. "Item properties" – the distribution of items grouped according to properties and their values. 

For each of the property values, you can build an analytical cross-section. For example, if you 

select the color "Blue" (the value of the "Color"), on the right you will see the full cross-section 

of data on sales of items of that color. 

 

 

1.3. "Groups" – the ABC groups formed according to cluster analysis. Each group contains products 

that have been included following an analysis. You can work with the ABC group just as if you 

were working with a list of items. Thus, by clicking on "Group B" in the right panel, you will see a 

cross-section of the analysis of sales of all items included in this group. 

 

 

2. "Clients" – our buyers, i.e. those to whom we sell. 



 

2.1. "Groups" – the ABC groups formed according to cluster analysis. Each group contains clients that 

have been included following an analysis. You can work with the ABC group just as if you were working 

with a group of clients. Thus, by clicking on "Group B" in the right panel, you will see a cross-section of 

the analysis of sales of all clients included in this group. 

 

 

3. "Warehouses" – places where we sell the our products (i.e. storage and retail space) if specified in the 

raw data. 

 

 

4. "Managers" – a list of our staff executing sales. They are the ones who sell the goods to the customer. 



 

 

5. "Companies" – a list of our legal entities, or those on whose behalf we sell our goods. 

 

If the left cross-section is selected, the right pane displays its analysis. If you do not select any cross-

sections, the data will be displayed for all products, customers, warehouses, managers and companies 

as a whole by firm in summary. 

 

2. The period of data analysis 

 
By selecting a particular cross-section, it will appear in the header at the far right of the right panel. 

 

 

You can deselect your choice by clicking the red "X" to the right of the name of the analysis object. By 

default, an analysis of the entire company will open. 



Below you see a selection of the time period that interests you. All data in the analytical panel is 

analyzed automatically according to the period selected and will be displayed specifically in accordance 

with that period, either by using the periodicity specified (for charts) or by displaying the data for the 

latest period (for tables). 

Thus, if we choose "Week", we will see the sales chart in the week section and table analysis data will be 

displayed for the latest period (i.e. last week). Similarly, by selecting "Year" we will see annual sales 

figures and sales data for the last year. 

At the same time, it is possible to choose a specific period for analysis for each type of period: you can 

select a particular day, week, month or year for which you want to obtain a cross-section of data. All 

displayable data will be displayed for the selected period. 

 

 

 



 

3. Indicators 

 
Below the period selection you will see several tabs. Each tab corresponds to a certain figure, according 

to which the following data will be displayed: 

 

 

 

1. "Sum of sales" – sales of the selected object, in sum totals. 

2. "Sales amount" – sales for the selected cross-section, in sum totals (available only for specific items). 

3. "Number of deals" – the amount of the sale in the selected period. Each document of sale or receipt 

corresponds to one transaction. 

4. "Average bill of deal" – the average transaction size for the cross-section. Assuming that each 

document or check corresponds to one transaction, the indicator displays the average amount of the 

transaction for the selected period. The indicator is not displayed for the "Goods" cross-section. 

3.1. Sum of sales 

 
This indicator shows how many items were sold during a certain period, in monetary terms - "For ... 

(period)." 

 



 

"Total" – the total value of the indicator calculated over the selected period. In this example, as of 

February 2015, net sales amounted to $ 351,153,151. 

"Average for period" – the average value for the selected period, in monetary terms. In this example, in 

February 2015, the average monthly value (in one month) amounted to $ 10,032,947. 

"Deviation from average,%" - [sum total for the period / period average * 100 - 100] shows how the data 

for this period differs from the period average. 

 

3.2. Sales amount 

 
This indicator is available only for specific items. This shows how many items were sold during the 

selected period, expressed in units sold:  "For ... (period)." 

 



 

"Total" – the sum total of the indicator calculated for the selected period. In this example, in February 

2015, the amount sold, expressed in meters, amounted to 1,099 m. 

"Average for the period" – the average value for the selected expressed in units sold. In this example, in 

February 2015, the average monthly value (over a monthly period) amounted to $ 31.42. 

"Deviation from the average,%" - [amount for the period / period average * 100 - 100] the extent to 

which the data for this period differs from the period average.  

 

3.3. Number of deals 

 
In this indicator you will find information about how many transactions there have been (sales 

documents, checks, orders, transactions) during the selected period - "For ... (period)." 



 

"Total" – the sum total value of this indicator calculated for the selected period. In this example, in 

February 2015, there were 37,212 transactions. 

"Average for the period" – the average number of transactions during the selected period for the entire 

sales history. 

"Deviation from the average,%" - [number of transactions for the period / average number of 

transactions for the period * 100 - 100] shows how much the data for this month differs from the 

average. 

 

3.4. Average bill of deal 

 
In this indicator you will find information on the size of the average check (transaction or sales 

document) for the selected period – "For ... (period)." 



 

"Average for the period" – the average check during the selected period for the entire sales history. 

"Deviation from the average,%" - [average check period / period average * 100 - 100] shows how much 

the data this month differs from the average 

 

4. Trend 

 
The trend is displayed for all indicators as an orange line in the corresponding charts. 

 

 

The trend line uses the Hodrick-Prescott filter for the chosen period. 



 

5. Analysis of components 

 
Once you select the object of analysis to the left (product, warehouse, etc.), you will see its historic chart 

and indicators calculated for the latest period chosen. An analysis of the components of the selected 

analysis object will also be available. Thus, you can see what has contributed to the current state of the 

object and how it has developed historically over time. 

To do this, below the main chart you have a choice of analytical sections similar to the choice of the 

analysis object: products (with meta-analysis), warehouses, managers, clients, and the organization. 

When you choose a cross-section, you will see a table that lists the objects identified by the system as 

sold, as well as calculated figures for these objects. Each selected indicator corresponds to the 

alignment of objects. All figures are displayed according to the selected dates. 

For quick selection by object, there is a search field to the right where you can type in the name, and the 

table will only show the items where the text is found. Objects are displayed according to their ranking: 

 

 

If you want to view the selected object as the primary unit of analysis,  just double-click on the name of 

the object you are interested in, and the system will shift to analysis of this object as a primary unit. 

You can export your tables to Excel for further work by clicking the corresponding button. 



5.1. Sum of sales 

 

"Total" – the sum of all objects sold over the selected period, expressed in monetary terms. 

"For ... (period)" – the volume of all objects sold for the selected period, expressed in monetary terms. 

"Average for period" – the volume of all objects sold, expressed in monetary terms, over similar periods 

in the past (as sold on average in a year, month, week, or day). 

"Total, %" - the percentage of total sales represented by the object under analysis \ 

"Period,%" – the percentage of total sales represented by the object over the latest period 

5.2. Sales volume 

 

"Total" – the sum of all sales during a selected period of objects, expressed in terms of units sold 

"For ... (period)" – the volume of all objects sold for the selected period, expressed in terms of unit sales 

"Average for period" – the volume of all objects sold, expressed in terms of unit sales, as an average for 

the same period in the past (as sold on average in one year, month, week, or day); 

"Total, %" – the percentage of total sales represented by the object 

"Period,%" – the percentage of sales represented by the object during the latest period 



 

5.3. Number of deals 

 

"Total" – the sum total of all deals or transactions (checks, sales documents, orders) of an object during 

a selected period 

"For ... (period)" --– the amount of all deals or transactions (checks, sales documents, orders) of an 

object during a selected period 

"Average for the period" – the amount of all deals or transactions, as an average over the same period 

in the past (as sold on average in one year, month, week, or day); 

"Total, %" – the percentage of total sales represented by the object 

"Period,%" – the percentage of sales represented by the object during the latest period 

 

5.4. Average amount of deal 

 

"For ... (period)" – the average amount of the deal or transaction by object in the selected period 

"Average for period" – the amount of all deals or transactions, as an average over the same period in 

the past (as sold on average in one year, month, week, or day); 

"Total, %" – the percentage of total sales represented by the object 



"Period,%" – the percentage of sales represented by the object during the latest period 

 

6. Shares/Percentages 

 
The system offers a convenient visual cross-section of composite objects constituting the main object of 

analysis. Mycroft Assistant presents two pie charts with the current layout as fractions of the main 

objects (current and historical). 

The left pie chart ("Total") shows the fractional layout of the main object that has developed historically 

over time (for the entire time up to and including the selected period). The right pie chart "For Period"  

shows the fractional layout of the main objects that developed during the selected period. 

The comparative percentages allow you to track how much the influence of one or another factor has 

changed over a given period. For example, if the manager during this entire time was responsible for 

about 30% of sales, but only 18% during  the chosen period, then this indicates someone's work was 

either insufficient or they overworked. 

You can analyze the relationship by level of ranking. There are three group levels and an entry level 

available for analysis. 

 



This graph shows only a few basic objects (the specific amount displayed is configured in the user 

profile), and a special assembly section "Other", which includes all other objects. This is done in order to 

be able to identify the key objects that make up the sale, just by looking at the graph. 

The settings for the amount of displayed data (all that doesn’t fall under "Other") are indicated under 

"Settings" in the "General" section: 

 

The second diagram is  a representation of the dynamics of sales percentages. It is constructed over 

time according to the selected period and you can visually determine which object in the sale took 

which share in sales and when. According to this chart, you can determine  how the composition of sales 

has changed historically. By clicking on the diagram, you can open it in a separate window where by 

hovering over it with your mouse you can estimate the specific value of shares. 

 

7. The history of the constituent items indicator 

 
By clicking on the item in the table below you can see a graph showing the sales history of your selected 

object as a constituent item of the object being analyzed. 

The key point is that this is not a display of the main object under analysis, but rather it reflects the 

object as a constituent part of what is being analyzed. 

You can display any available number of diagrams (limited to "Settings" in the "General" section) by 

highlighting the record. 

 

 

Click once on the table to add the diagram to the panel and highlight the record in gray. Press again on 

the highlighted object and this will remove the diagram from the panel. However, the trend line is 

displayed only for the single selected object. 



 

For objects organized by rank, graphs can be added or removed by ticking the box next to the desired 

object or group. 

 

8. ABC analysis 

 
ABC analysis is a method to classify and structure a company's resources in terms of their impact on the 

company. This analysis is a decision-making tool and can be used by any type of business. 

At the heart of ABC analysis is the Pareto principle, which states that 20% of all goods provide 80% of 

turnover. In relation to ABC analysis, the Pareto rule might sound like this: reliable control of 20% of 

positions allows for 80% control of the system, be this the product range or clients. 

In general, ABC groups are categorized as follows: 

Group A – controls 80% of total turnover. According to the Pareto principle, for an average company this 

group comprises 20% of items or clients. 

Group B – controls 15% of total turnover. In general, this would include 21% to 51% of products or 

clients. 

Group C – controls the remaining 5% of turnover. This has the least effect on the operation of the 

company's products and customers. 

At the same time, it is possible to establish concrete percentages in another way: if you think that you 

do not need 20% for group A (the most influential group) but only 10% instead. The percentages of the 

remaining groups are distributed accordingly. 

Using this method, it is possible to identify those groups of goods (or clients) clearly enough who are 

most involved in the activities of the enterprise, or to solve the opposite problem identifying those 

products (clients) with the least effect on the company. 



Mycroft Assistant lets you conduct ABC analysis (clustering objects into groups) for items and clients. 

And it does this not within a general paradigm of work within the system, without affecting the result of 

ABC analysis in a separate report, but instead working with the analysis result as if it were an ordinary 

group. 

In the profile settings, users for products and clients are invited to select the basic distribution of objects 

into ABC groups: this might be the "Sum" (the sum of all sales) or the "Quantity" (number of 

transactions); and percentages by which these are classified as ABC groups. 

To define the settings for ABC groups, go to "Settings", and in the section that opens up, click on the 

"ABC groups" tab. 

 

 

Separately, it is important to note that the user can conveniently  choose the period for the analysis and  

display of ABC groups.  You can choose between the "For the last time" and "For the year" options. Go 

to "Settings" in the "General" section to select this: 

 

 

If you select "For the last period", the analysis objects will be distributed by groups according to the data 

received for the last period selected (day, week, month, year). When selecting a period, the objects in 

ABC groups change with the period selected: for a month there might be some items in group A, but for 

a week others might appear instead.  

When you set "For the last year”, the analysis objects will be distributed by groups according to the data 

received for the last 12 months and will not change regardless of the selected period. 

ABC groups in the system are processed as follows: for goods and clients, groups are displayed in 

corresponding subsections, as when selecting the object to analyze: 



 

 

... just as when expanding sales into their constituent components, the selection of components is as 

follows: 

 

 

For ABC analysis an advanced functionality is available to ABC groups: you can view an expanded layout 

of the percentage by group composition; see the layout for the products or clients that are part of this 

group by the selected sales object. You may be able to answer the question "Which products does the 

client buy the most from group B?"  by selecting the client as your analysis object, moving over to group 

B and obtaining a layout by group percentages. 



But that's not all: just as with ordinary groups, working with ABC groups you can obtain the sales history 

for this group (or for any number of selected groups) simply by ticking the box next to them. And on the 

panel below the groups, the system will show you the history of sales for number 1199 items and 

"Group B" in an ABC group (for example) to this particular client. The standard selection of goods and 

groups is also available. 

More generally, if you asked the question "What are the products most purchased by Group C clients?" 

Mycroft Assistant will be able to answer this question in two clicks. 

In the left panel, select "Clients" and "Groups", and tick Group C. 

 

In the right panel, the system will show the sales history for this group. Now scroll down to see the 

products that Group C clients are purchasing and in which percentages: 

 

 



Let's see which managers work the most with clients in this group. To do this, simply click the 

"Managers" button: 

 

Thus, unlike other systems, using the Mycroft Assistant ABC analysis is simple and straightforward. And 

the ABC analysis in this task makes it possible to obtain information regarding inefficient use of 

resources, allowing you to make management decisions to reduce costs, improve efficiency, and grow 

your business. 

 

9. Printing a product report 

 
To work with paper reports, it is possible to print the "right" panel with analytical information by object. 

To do this, simply click the "Print" button at the top of the left panel: 



 

 

in the standard dialog box, select the printer  for the report and print. A printout of the report will result 

based on the principle "printed exactly as you see it". 

 

 

10. Settings 
 

Settings for sales analysis can be defined in "Settings" section under the "General" tab 

 

 

Settings affect interpretation of sales data and the display data. The following settings affect Sales 

Analysis: 

Imported deals – the choice among objects of analysis. You can analyze customer orders or sales if these 

objects exist in the downloadable data. 



Number of rows in the table cross-section – specifies how many rows will be displayed in the panel 

analysis (by default: 4 rows): 

 

Number of selected objects on the chart – indicates how many charts can be chosen to display in the 

chart panel for the objects under analysis (by default: up to 5): 

 

Amount of data in a pie chart – indicates the maximum number of objects to be displayed in a pie chart; 

the rest relate to "Others" (by default: up to 5): 

 

 



  



F. Planning 
 

Planning allows you to predict the volume of expected sales and purchases necessary for these sales in a 

monthly cross-section. 

Planning purchases and sales allows us to estimate income and expenditures in the upcoming period, 

helping to create a budget for the months ahead. In addition, the system allows a variance analysis of  

the current month's plan, as well as of plans for the preceding months. 

To work with the planning subsystem, click on the link at the top of "Planning". 

 

The interface is divided into two panels: in the left panel you will see a list of months upon which the 

plan is based, as well as information on the extent of planned sales and purchases this month (in the 

purchase and sales prices). The panel on the right contains detailed information on the purchase and 

sales plan for the month selected on the left (the current month will open by default). 

 

 

Click the  "Calculate plans" button in the left panel to complete the plan. After clicking, a menu 

indicating the year to select for the system to calculate (or recalculate) plans will open. 

 



The plan is calculated starting in the month following the current one. If the plans were formed before 

the calculation, their information will need to be completed again. 

After recalculation, in order to view plan details, you need to select the month  in the left panel. A 

detailed scan of the plan will then open up in the right panel. In the right panel above you can select to 

display the sales plan or the purchase plan.   

Both for sales planning and purchase planning, prices are determined automatically according to the 

latest sales or purchasing transactions. 

 

1. Sales plan 

 

The sales plan determines the amount and composition of the planned sale of items. In drawing up the 

sales plan, the system evaluates the item's or group's current projected consumption. Further, adjusting 

for seasonality, expected consumption for each month is calculated, starting with the month following 

the current one in the selected period. 

During operation, the system allows us to estimate the deviation of actual vs. planned sales in a given 

month. If necessary, in case of a strong deviation from the plan, a notice will be generated informing 

you that the actual sales volume is less than planned. This will allow operational managers to take 

action. 

2. Purchase plan 
 



 

 

The purchase plan determines to the items purchases necessary in the future. To generate a purchase 

plan for each day and until year's end, based on the existing settings  recommendations for tools and 

settings used in the IMS are calculated. In each subsequent month, the purchase plan for the previous 

month is accounted for.  

The system practically creates a model based on the principle "what if the recommendations were to be 

calculated in 20 days? What about 21 days (etc.)" recommendations are calculated for each day. If the 

item needs to be ordered, the system will remember this and adjust its further operation as if the item 

was ordered and arrived within the exact turnaround time. In this way, a set of prospective orders per 

month will be the purchase plan. 

Similar to the sales plan, the system allows you to evaluate the deviation of actual purchases vs. planned 

purchases in a month. If necessary, with a strong deviation from the plan a notice will be generated that 

actual purchases from the supplier are less than planned. This will allow the manager to take action. 

 

3. Model of usage 

 
The planning module involves tracking deviations of the actual state of affairs in the company from the 

plan. 

1. It is essential to formulate plans for future periods 

2. A monthly plan can either be printed out or exported for further work 

3. In pro-active mode, the system will analyze the daily deviation from the plan each day 
and send a notification of the deviation to a user-specified e-mail address (including the 
goods that deviate from the planned indicators). In active mode, you can go to the 



section plan and track to what extent each of the planned items do not match the 
expected value. 

4. Based on the result of the deviation analysis, you will need to take administrative 
measures. In case of a deviation downwards: increase sales and hold a marketing 
campaign. In case of positive deviations: adjust the purchasing plan for the future. And 
so on. 

 

 

  



G. Reports 
 

Reports is a comprehensive analytical tool that a manager or person in charge of evaluating the current 

state and dynamics of the company can operate. 

To access reports, you must select the appropriate option in the top panel: 

 

The reports subsystem interface is divided into two panels: in the left panel you will see a list of 

available reports, grouped by purpose (warehouse and sales). You can hide this panel after selecting the 

reports by clicking the "Hide" bar. 

 

The panel on the right contains the actual selected report. 

 

 

1. Warehouse 

1.1  Calculating the state of warehouse stock 

 

 



The task of any company with a warehouse is to optimize stock so that the stock of goods is always 

optimal for the current project, i.e. there are neither overstocks nor shortages. 

An optimally stocked warehouse is one that features as much merchandise as needed for any planned 

sales, taking into account the arrival times of new batches to the warehouse, in addition to the safety 

stock, if appropriate. 

To calculate the state of warehouse supply, the optimal supply of a given item is calculated in order for 

it to be available for planned sales while considering the arrival time of new batches, in addition to the 

safety stock, if appropriate. 

Thus, the calculated coefficient of availability of an item is as follows: 

CoA = remaining days / (turnaround time + forecast horizon), where 

CoA = coefficient of availability  

Remaining days [= current balance of goods / average daily sales] that characterizes how many days of 

sales are enough for the current balance of goods. 

Turnaround time = the time (in days) within which the items will be delivered after the order has been 

sent to the supplier 

Forecast horizon =  the period until the next order is sent to the supplier 

The ideal CoA is 1, which means that there is as much product as needed. A downward deviation means 

that there is less of the item in stock than needed according to the planned sales, and there is a chance 

that the company will miss sales of this product. An upward deviation indicates there is more stock than 

needed, according to its daily sales, so the company has invested too much money in the residuals of 

this product. 

Items featuring an abnormally high coefficient of availability (or remaining days) should be highlighted 

separately. This can occur if the remaining stock is much higher than actual sales for this item, or else 

there are no sales at all. We consider such items "dead remainders". 

As part of the report, we accept an error of 10% in either direction from 1, considering that the 

following: 

Insufficient supply of goods: CoA <0.9 

Optimal provision of goods: 0.9 <CoA <1.1 

Excessive provision of goods: CoA> 1.1 

Dead residue: goods for which average daily sales are equal to 0 or residue days > 2 years (730 days) 

Here, the total warehouse (or item group) coefficient of availability is considered as the sum of the 

weighted products included in the warehouse (or group) data, according to the cost value of the current 

balance of these goods. 

In this case, if the system allows you to give a monetary assessment for each category of goods, you can 

easily assess the amount of capital that has been invested inefficiently: inadequate investment  in 

insufficiently provided items and excess investment in dead residues and excessively provided goods. 



This will allow you to quickly assess the  state of warehouse supply as a whole (according to its overall 

coefficient), as well as to obtain the distribution of goods (with leftovers) according to the classes of 

provision (dead residue/ insufficient / optimal / excessive). This will help to decide: 

1. which products should be disposed of first — the dead residues. 

2. what products should not soon be bought and how much operating capital has been invested 

excessively. This will have been caused either by a buyer error or an incorrect sales plan. 

3. what products should be purchased as a priority if not sufficiently available. inadequate supply 

of these products can lead to missed sales. This will have been caused either by a buyer error or 

an incorrect sales plan. 

4. setting your goal for optimizing the warehouse — key performance indicators (KPI) according to 

the calculated coefficients of availability for the group or the entire warehouse. With the ability 

to track not only the final coefficient, but also the problem items affected by the actions taken 

by the person in charge of procurement or warehousing. 

The Mycroft Assistant system presents this report in a way that is most convenient and accessible to the 

user. To select the report, click "Report provision of the warehouses" on the left in the report panel: 

 

The report form will open on the right: 

 

The form is divided into two sections: the upper part is the "Filter" and the lower part features details of 

the selected warehouse. 

Filter 



At the top in the filter, you need to select a company (legal person on whose behalf sales occur) and the 

prices to estimate the remainder: either the purchase prices, which are the prices specified in the 

documents of receipt, or the sales prices, which are specified in the transaction documents. 

Below is a table with summary information of warehouses with residual supply of goods. The warehouse 

table includes the following columns: 

Warehouse = the name of the warehouse 

Coefficient of availability = a coefficient of warehouse provision/supply calculated as a weighted sum of 

the coefficients of products with residual supply at the moment. 

For "Current Balance," "Dead residue," "Insufficiently provided," "Normally provided,"  and "Excessively 

provided": 

Items = the number of different products (range) that are in stock 

% =  the percentage this type of residue (dead / insufficient / normal / excessive) occupies in the total 

balance of stock on hand. 

Cost = Sum estimate of the remainder of the goods of this type in the selected price type. 

For a detailed display of records, the operator must click on a specific warehouse. The user can collapse 

a section filter by clicking "-" at top right in order to get more desktop space to work with detailed 

records. 

Detailed records 

Detailed records are generated in the form of a table (or tree) of items with residues in a given 

warehouse. 

 

The data is presented in the following columns: 

Current residue — current balance of the selected stock 



Cost — the current balance, expressed in selected prices (purchases / sales) at the selected warehouse 

Turnaround time — the time (in days) within which the goods will be delivered after a purchase order 

has been issued to the supplier (the data is taken for each product from the item settings in the IMS); 

Forecast horizon — the period until the next purchase order (the data is taken for each product from the 

item settings in the IMS); 

Average sale — designed system the average daily sale of goods, the selected firms and warehouses 

(information about the average sale is calculated according to the setting of CPS for this product) 

The residue for another day — this characterizes how many more days of sales can be covered by the 

current balance of goods. 

The residue for another month — this characterizes how many more months of sales can be covered by 

the current balance of goods. 

Coefficient of availability — this indicates the supply of this item in the given warehouse, based on sales 

to selected companies. 

Please note: in Mycroft Assistant the main parameters of the goods are taken from the item settings in 

"Inventory Management." 

If working with detailed records, the user is provided with a quick filter through which to select which 

items to display: 

 

"All"  displays all selected products at a given warehouse, without a filter 

"Dead residue," "Insufficiently provided," "Normally provided," and "Excessively provided" are only 

items that relate to the corresponding type and belonging to the selected warehouse. 

The user is given the choice of which products to display in a simple item tree: 

 

The item tree and goods grouped by item type (with the coefficient of availability calculated for each): 



 

In this way, the user can evaluate the supply of one or another type of item (if grouped by item type). 

It is possible to display by item properties (variations in the item parameters; for example — the color or 

size). Clicking the "Groups" button allows the user to choose to display information according to the 

calculated ABC groups: 

 

For example, this can answer the question "How well supplied are the most in-demand products?" 

(Group A) and "How much has been invested excessively in goods with no demand?" (Group C).  

Based on the above, by selecting the desired records filter, you can quickly and easily get the answer to 

the question "Which Group A products are in insufficient supply?", i.e.  "Where can we expect a deficit 

in the most in-demand items?" 

Simply select "Insufficiently provided" above, then click on "Groups" below, and view the results. 

 

Thus, you have a powerful tool in your hands that with just a few mouse clicks can categorize your 

current residues in the warehouse and determine how to invest funds in your company's inventory most 

effectively. 



 

 

1.2. Report on warehouse liquidity 

 

One of the challenges of working with a warehouse is optimizing inventories so that reserves of liquid 

products are always optimal for the job and there is no overstock of non-liquid goods.  

Optimal reserves are those that are sufficient for sales (allowing you to avoid missed sales) while not 

being overstocked (which means that operating capital is not lost on extra residues). 

To calculate inventory liquidity, you can estimate the so-called "usage index" of an item, which is the 

relationship between the volumes of an item coming in to the volumes sold. This index  is calculated for 

a specific period (by default: 1 year, but this varies by company). 

In = (VSale — VPurch) / VSale where 

VSale = Sales volume for the selected period, 

VPurch = The purchase volume for the selected period. 

The index can be interpreted as follows: 

 

An item will be highlighted separately  if there are inventory residues but sales are nil for the period 

selected; this item is considered a "dead residue." 

At the same time, the total usage of a warehouse (or group)  is considered as the sum of the weighted 

products included in the warehouse (or group) data, according to the cost value of the current balance 

of these goods. 

In this case, if the system allows you to give a monetary assessment for each category of goods, you can 

easily assess the amount of capital that has been invested inefficiently: inadequate investment  in 

insufficiently provided items with active usage and excess investment in dead residues, illiquid items, 

and excessively provided goods. 

This will allow you to quickly assess the state of inventory liquidity as a whole (according to its overall 

index), as well as to obtain the distribution of goods (with residues) according to the categories of 

liquidity. This will help to decide: 

a) which products should be disposed of first — the dead residues and illiquidity 



b) what products should not soon be bought and how much operating capital has been invested 

excessively in poorly used items. This will have been caused either by a buyer error or an 

incorrect sales plan. 

c)  what products should be purchased as a priority if not sufficiently available. Inadequate supply 

of these products can lead to missed sales. This will have been caused either by a buyer error or 

an incorrect sales plan. 

d) setting your goal for optimizing the warehouse — key performance indicators (KPI) according to 

the calculated liquidity index for the group or the entire inventory. With the ability to track not 

only the final index, but also the problem items affected by actions taken by the person in 

charge of procurement or inventory. 

 

The Mycroft Assistant system presents this report in a way that is most convenient and accessible to the 

user. To select the report, click "Report liquidity of the warehouses" on the left in the report panel: 

 

 

The report form will open on the right: 

 

The form is divided into two sections: the upper part is the "Filter" and the lower part features details of 

the selected warehouse. 

Filter 



At the top in the filter, you need to select a company (legal person on whose behalf sales occur) and the 

prices to estimate the remainder: either the purchase prices, which are the prices specified in the 

documents of receipt, or the sales prices, which are specified in the transaction documents. 

Below is a table with summary information of warehouses with residual supply of goods. The warehouse 

table includes the following columns: 

Warehouse = the name of the warehouse 

Usage index = the final consolidated warehouse utilization coefficient, calculated as a weighted sum of 

the coefficients of products with residual supply at the moment. 

Items = the number of different products (range) that are in stock 

% =  the percentage this type of residue occupies in the total balance of stock on hand. 

Cost = Sum estimate of the remainder of the goods of this type in the selected price type. 

For a detailed display of records, the operator must click on a specific warehouse. The user can collapse 

a section filter by clicking "-" at top right in order to get more desktop space to work with detailed 

records. 

Detailed records 

 

Detailed records are generated in the form of a table (or tree) of items with residues in a given 

warehouse. 

The data is presented in the following columns: 

Current residue — current balance of the selected stock 

Cost — the current balance, expressed in selected prices (purchases / sales) at the selected warehouse 

Sales — sales of goods from the selected warehouse to the selected company in a given period. 



Purchases — volume of the item moved from the selected warehouse to a selected company in a given 

period. 

Usage index — indicates the calculated value of the index used by the selected position in this 

warehouse, according to the sales of the selected company. 

Indicator — a presentation of the usage index in text form according to the interpretations listed above. 

If working with detailed records, the user is provided with a quick filter through which to select which 

items to display: 

 

"All" — displays all selected products warehouse, without filter 

"Dead residue," "Illiquid," "Slightly used," "Normally used," "Actively used," and "Deficit" are only items 

that relate to the corresponding type and belonging to the selected warehouse. 

The user is given the choice of which products to display in a simple item tree: 

 

The item tree and goods grouped by item type (with the index of usage calculated for each): 



 

In this way, the user can evaluate the supply of one or another type of item (if grouped by item type). 

It is possible to display by item properties (variations in the item parameters; for example — the color or 

size). Clicking the "Groups" button allows the user to choose to display information according to the 

calculated ABC groups: 

 

For example, it can answer the question "How many shortages do we have in our most important group 

(Group A)?" To answer this question, just select "Deficit" above, then click "Groups" below,  and then 

view the results. 



 

Thus, you have a powerful tool in your hands that with just a few mouse clicks can categorize your 

current residues in the warehouse and determine how to invest funds in your company's inventory most 

effectively. 

 

  



Conclusion 
 

Key features and benefits of Mycroft Assistant 

The key features of Mycroft Assistant address the most urgent supply chain management challenges for 

small and mid-sized businesses. By adopting the Mycroft Assistant solution, companies benefit from 

higher efficiency, lower costs, leaner inventory, better planning, and enhanced profitability. 

 

Automatically calculates optimal inventory 

Mycroft Assistant calculates the optimal inventory required for the business. Based on a sophisticated 

analysis of sales and current stocks, the solution determines which SKUs to order, in what quantity, and 

where to ship them. 

Mycroft Assistant eliminates the guesswork from managing inventory. By precisely calculating 

requirements, companies can lower the amount of inventory they carry, cut costs, eliminate waste, and 

deploy capital more productively. The system ensures that they deliver the right goods to their 

customers precisely when and where they need them. 

 

Provides specific recommendations for action 

Mycroft Assistant provides companies with specific recommendations for action. The system 

automatically generates purchase orders with specific instructions on items, volume, and location. 

Companies do not require a large staff of expert analysts to make and analyze complex calculations, and 

as they grow, they do not need to hire additional people to perform these tasks. Instead, companies can 

act instantly on clear instructions automatically generated by the system. 

 

Transparent and configurable 

Mycroft Assistant can easily be configured to allow managers to make adjustments for specific 

conditions. For example, the solution can be adjusted to account for seasonality, special discounts, a 

need for safety stocks, or other unusual conditions. The underlying assumptions used by the system to 

optimize inventory are transparent. They are not inaccessible or hidden in a “black box.” 

 

Easy to learn and use 

Mycroft Assistant has been designed specifically for use within small and mid-sized businesses. With two 

simple clicks, managers can make accurate decisions to optimize inventory. It does not require them to 

perform advanced calculations or rely on years of experience and intuition. 

 



Managers new to the system can be productive with less than two weeks training and no special 

expertise is required. As companies grow, they can manage additional inventory, suppliers, and 

locations without adding expensive managers. 

 

Priced for SMBs 

Mycroft Assistant is priced appropriately for small and mid-sized businesses. The subscription price, tied 

directly to the number of products or locations, eliminates the need for companies to pay a large up-

front license fee. 

The software-as-a-service model also eliminates the expense of deploying, hosting, and maintaining the 

solution internally. SMBs have no need for expensive servers and internal IT resources. Mycroft 

Assistant is hosted on high-performance, secure systems available via the web and is updated regularly 

as part of the subscription. 

 

Integrates with existing systems 

 Mycroft Assistant is easily integrated with companies’ existing accounting and CRM systems. There is no 

need for companies to remove or replace existing systems, and no long, expensive integration process is 

required. 

Orders generated by the solution are automatically transferred into the other systems. Managers avoid 

the need to enter the same information into multiple systems, a tedious task prone to errors. 

 

Provides insights and alerts for better decision making 

Mycroft Assistant provides instant access to relevant information that managers need to manage 

inventory. Through dashboards and reports, they can see inventory levels, orders, performance relative 

to plan, and other vital data at a glance. Managers can drill down to reveal information on particular 

items and products, locations, suppliers, or managers. 

Mycroft Assistant automatically alerts managers to overstocks, shortages, or other potential problems in 

advance. This provides managers with enough time to respond effectively. They are not caught by 

surprise by costly problems. 

 

Supports advanced planning 

Mycroft Assistant forecasts inventory requirements and purchases. Based on past orders, the solution 

calculates the company’s needs into the future for each item and location. Managers can view 

projections for days, weeks, months, or even years in advance. 

This capability allows managers to plan more effectively. They have a longer term view of their needs 

and are no longer scrambling to prepare plans day-to-day. With greater visibility, they can order and 



ship more intelligently, avoid sudden shortages or overstocks, take advantage of volume discounts, 

maximize sales of their most profitable items, and arrange for more favorable financing. 

 

Contacts 
 

Additional information can be found on the website: http://mycroft2b.com  
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