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Writing a master9s thesis 

sauce in the preface of my bachelor9s thesis, which I 

of a master9s thesis.
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<material= refers to the 
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nventory can be defined as <the accumulations of materials, customers or information 

as they flow through processes or networks= (Slack et al., 2022, p 598). According to this 



also called stock. Physical inventory, or stock, can be defined as <accumulation of phys-

records=. Managing the accumulat





9s model



off is <

=.







the customer9s point of view. There is little to no 



















9 tacit knowledge to the calculation model 















<

by the encountered situation= (Sein et al., 2011).















manager9s



ees9 ideas and points of view. 



workshop can be defined as <a meeting of people to discuss and/or perform practical 

work in a subject or activity= (Cambridge dictionary, 2024). The idea of a workshop as a 
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(Open AI9s ChatGPT





: <

=

: <[ATO] Offering has not been actively managed during the last twenty years=

: <We have stuff which has historically been added for some reason, but we 

don’t really have an understanding why=

: <There should definitely be [documentation on why manual changes have 

you’re left wondering why things are the way they are in stock. If you can easily 

ill clear things up quickly. I certainly don’t remember why 

certain decisions were made two years ago.=



: <I don’t have a

perhaps the biggest problem.=

<

. […] Quarterly could be too frequent,

=

: <[The goal is] to have a harmonized way to determine which products should be 

reducing excess inventory.=



: <From the point of view of availability, w

that lead times don’t become too long compared to customer demand=

: <I =

: <

<

=

8: <P

=

: <Project demand is a bit 

=

: <Have 

If there’s future , then it’s fine [to stock these items] =



4 […] If you only base 

=

<So, the product we want to phase out is given a long lead time, while the new 

d time.=

: <When we get started, there’s a bit of 

limiting factor? Is it availability, meaning we can’t sell more because we don’t have 

that sales are so low that it’s not worth keeping more in stock?=

: <

[…] 

nificantly miss the mark.=



��Āÿā� Āāāý� = �ÿ�þ ā�ÿÿ ∗  �ăÿÿ�āÿ ýāĀĀĂÿĂā�āĀ 

: <A new product might have been launched several years ago, but as sales 

gradually shift to new products, we’ve built the inventory readiness and offering, 

even without historical data. We’ve tracked new product inventories with product 

items are included. There may also be individual cases where we’ve agreed on a 

sales forecast with a customer to build availability specifically for them.=

: <Due to our high variability, mathematical models tend to overshoot or under-

…] When we have 

overshooting significantly.=

<We should also look at the offers we’ve made, not just the ones that resulted 

ability. […] Forecasting based on historical demand tells us where we have suc-

ant to grow […] then we have to understand more clearly what 

we are losing and why we are losing.=

<Why have we lost some offer

.=



<We should, through some process, gather input from sales to identify which 

product areas they think we’re losing business in due to a narrow offering and 

cases.=

: <Maintaining availability is either very expensive because inventory doesn’t 

turn over, or we’re constantly facing availability issues. It’s a bit of a balancing 

act.=

: <

: <Since there’s quite a bit of variation, I do believe that the entire product range 

should be in the offering.=

: <That’s a really good question. I think it’s more impact 4

, it doesn’t matter, but if it costs 5 million euros, then 

=



: <

=

: <Unfortunately, these kinds of theses and calculation models often remain 

theoretical, and the data isn’t directly useful to the people who are actually working 

=

: <If there’s no good suggestion, it needs to be something that makes the infor-

4

If it’s too difficult to use,

being unused.=

: <At best, before COVID and the war in Ukraine, we were able to get shipments 

time. <



: <Our customers are quite conservative, and their existing installed base largely 

offerings.=

xample, it is not worth using a product manager9s time to evaluate 



<Harmonization, it may not make sense to remove. Needs to be investigated. Other

are on the shelf.=

<Availability issue. R&D and the factory 

at the factory.=

<Comes as a DO (direct order), so maybe good to keep in stock. 

from the warehouse in China, as there’s enough time compared to other components. 

Let’s ask production; they can decide.



< day lead time benefit=

<Slightly 

ered.=

<Special material, not part of the standard offering.=

< eant for a special project, no need to keep it in stock.=

<No reason to add it, no cost data either. Rare.=

<Improves the lead time of only a few typeCodes, and only 1 consumption.=

ing the product manager9s view on 

between a Boolean comment such as <to be added= or <not to be added= was highlighted, 
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Power Query by Left Outer Joining 8Level 0 ID9 from TypeCode with 8Item No Top9 from 

8SupplyChain BOM.BOM Level No9 is filtered to only include Level 1 rows.

he data is filtered to only include rows where 8TypeCode.Level 0 ID9 equals 

8SupplyChain BOM.Item No Top9.
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customer9s



€ / LT days

€ / (pcs/year)

€

€



he main drivers of an item9s cost are 
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these lead time challenges is to add a <LT could be improved by warehousing= calculation 





ues: Cost < 100€ and annual demand > 5 pcs) are warehoused if they are currently 





able on which 8Opportunity Business Type Name9 field 

able on which <Status Name= field values indicate that 





8 9

8 9



the <fail fast= methodology (Koporcic, 2024). As the tool development was iterative, the 



Assuming all products of level 2…n are in 







Power BI report 8Inventory Framework – Order export.pbix9 which the data is also ex-
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8All materials in ATO offering9. Materials which are not in ATO offering get value 0. 

umn 8All materials in ATO offering9 is calculated for each valve. If all materials are in ATO 

000 rows of typeCodes and their status of 8A

offering9, which is exported to Excel for further analysis.
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ATO offering with this <softer= approach.
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<Improv-

products with high demand in an affordable way=



< and if not, why?=
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Embracing the <fail fast 

and learn fast= mindset: conceptualizing learning from failure in knowledge

–
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                                                    7 616 300 € 31 415 € FBC * 5 = 157 076 €
2 164 262 € 301 700 € 10 840 € 2 455 122 € 290 860 € 2 455 122 €

4 800 626 € 492 928 €  € 5 293 553 € 492 928 €

130 083 € 21 610 €  € 151 692 € 21 610 €

2 876 687 € 216 057 €  € 3 092 744 € 216 057 €

Offers where all valves in scope (this series) in ATO (won) €

Valve offer ATO coverage (won) €

Other comps sum if valve is in ATO (won) €
Offers where all other comps are in ATO coverage (won) € 1 591 630 € 1 591 630 € 1 591 630 € 1 591 630 € 1 591 630 € 1 591 630 €

3 471 966 € 3 471 966 € 3 471 966 € 3 512 710 € 3 512 710 € 3 512 710 €

Offers where all valves are in ATO (lost) €

Valve offer ATO coverage (lost) €

142 151 € 142 151 € 142 151 € 149 425 € 149 425 € 149 425 €

Offers where all valves are in ATO (Open) €

Valve offer ATO coverage (Open) €

31 415 €
3 391,00 €

79 €
 €

60 €
52 €
60 €
20 €
10 €
10 €

226 €
 €

84 €
60 €

185 €
29 €

140 €
10 €
20 €

208 €
520 €
147 €

1 230 €
32 €
16 €

187 €
32 €
16 €
10 €

640 €
330 €

40 €
391 €

66 €
325 €

63 €
17 €

838 445 € 1 289 790 €

2 876 687 € 3 092 744 €

5 098 006 €

393 829 €
285 911 €

71 184 € 151 692 €

130 083 € 151 692 €

7 453 208 €

2 696 346 € 2 860 310 €

9 981 599 €
6 700 283 €

3 377 523 € 4 631 429 €

4 800 626 € 5 293 553 €

3 281 316 €

6 700 283 €
285 911 €

5 098 006 €



Onko vastaavia =ketjutusjärjestelmiä= varastoitavuudessa (jos A on varastoi-

Mitä muita =pehmeitä= kriteerejä on, joita on vaikea huomioida laskuissa?








