
Case Study:  Establishing product stocking levels for sales locations

Problem:  

A customer of ours periodically adjusts the product stocking levels for all of their non-warehouse sales 
locations.  In order to keep inventory dollar levels in check the customer wanted to stock only the top 50 
items, by quantity sold, for all of his major product lines and subcategories. The customer felt that 
looking at the past 4 months sales for each location would be a good indicator of which products to 
stock.  All of the other non-stocked products can be obtained from the warehouse the same or next day.

With the customer’s current sales and inventory system this was a complicated and time consuming 
process.  They had no way to produce a single report that showed product inventory levels and a date 
range of sales for those same products.  They had to run two separate reports, dump them to Excel, and 
then write lookup formulas just to produce useable data.  Then, they had to do multiple sorts in order to 
produce a top 50 list for each product category.  This full process had to be repeated for each location.

The Solution:

AutoCube.  Because this exercise often took several days to accomplish the customer only ran the report 
a couple of times a year.  They were hoping to do this analysis more often, and with AutoCube they are 
able to look at it any time they want, since they can produce a finished report in just a few of minutes.
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We start the process by selecting 
a location and the previous four 
full months of sales, then 
sorting the result by descending 
sales dollars. 

They also add in the current on-
hand inventory balance and 
cost.
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The next step is to drill down to the product 
category level.

Then, drill down to the final level, the individual part 
number, and sort by descending quantity shipped.

Since a number of the product categories have quite a 
bit more than 50 items this presents an issue, like in 
the example above which has 63 items in the category 
01-Oil Filters.  While the customer previously had to 
manually identify each set of top 50 items on his 
spreadsheet, with AutoCube he can simply use the 
Top Filter function to display the top 50 items only.
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The items are now filtered to the top 50 part 
numbers in each product category.  

The customer can now analyze the data and 
determine what changes to make to the quantity 
currently on hand as well as the safety stock and 
reorder point levels.

Repeating this analysis for another location is as 
simple as changing the location filter in cell B1. 

The data will refresh with the top 50 products by 
category for the new location, as you can see by 
comparing the original report above with the new 
report below.


