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SCATERS SALES

This user guide is for Scaters employees with a responsibility to make and record sales. It has
been created by the Scaters office manager with the help of IT. All enquiries should be
directed to the office manager. Aside from this user guide there are various video presentations

available from the scaters website:
@ Scatan K

+« = Oy O Netsecus | scaterscom

= =] =
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Scaters

Scaters

WELCOME TO Scaters

The rescurcas at this ske are of use to Higher
irrees Mizr h
Erquiries may b

How ta Order

FRtailers mary order by emad or phore..

only.
5 beaching of leaming about management -

Presentation

Comments

Link

Simulation Briefing

Watch this (5 minute) video first to
learn about the simulation

https://www.scaterboys.com/simulation /briefin

Downloads Learn how to download and https://www.scaterboys.com/downloads
configure the software by watching
the five minute video.
Scater's Sales Manager | This film will show you how to use https://www.scaterboys.com/team/sales
role the Scaters system if you have been
allocated the sales manager role.
Management team View the video user guide by clicking | https://www.scaterboys.com/team

roles

on your role

Help The (<5min) video presentation https://www.scaterboys.com/simulation /help-
shown will explain how to use the during-the-simulation/
help facility

Ending stage 1 You can watch the following video https://www.scaterboys.com/simulation /stage-

which explains what to do when
stage 1 of the simulation comes to an
end. The video also discusses how to
start stage 2.

1/ending-stage-1/

Learn from the
simulation experience

Watch this 25 minute video to learn
how to reflect on your Scatet's
experiences

https:/ /www.scaterboys.com/simulation /learning-
from-the-simulation

Table 1 Table of video presentations
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SCATERS SALES

Logging in

Scaters

Simulation
All done for now - the system is
configured and ready to go! You may
now have a practice, start or log out

Exit now
{start later)

»

Figure 1 Start screen

You must first launch the Scaters application by double clicking on it. You should only need to
do this once at the start of the simulation.
Once you click the “Start” button, see Figure 1 Start screen, the log-in screen will appeat.

Scaters

Scaters Login

26/03/2020 02:56
Select Employee:

| v

Quit
Maps are

off/ Turn On
i

Each user should take turns to log-in when they have a task to perform. Simply click the drop
down to select the relevant employee. The Home form, discussed next will then load.




Revenue by Sales
Person

See Graph on Home
form

SCATERS SALES

Home form

This is your main form and interface with the Scaters system.

hen you log in the Home form will load.

Use this form to navigate to everything you need.

Heme

Scaters I

My Active Orders Hew Customer Order
v - ¥ Add New Order
# - |[Status - | Date - | Customer

|  EEER nvoiced  23/03/2020 Kickflip Co

You may move the
form. O Ofarrell
Sales by Month o Muir
Inventory O Kelly
Scatersstock
“
°
Orders <
2
Customers 2
<
Purchase Orders =
Suppliers
Employees
shippers

Planned Orders

Products

IT Scpport el

-
-

23/03/2020 19:02

Figure 2 Home form

When you close the Home form (by clicking the “Log out” button in the top left corner, the Log-in
form will reload for the next user.




SCATERS SALES

New Customer order

When customers place orders (normally by sending you a purchase order PO) you must open a
new order and enter the PO data.

Order Details

Order #3941 e
b

Customer | o

s Salesperson Phil Kelly
E-mail

23/03/2020

Customer PO: Drler S

Order Details  Shipping Information  Map

Product - | Oty ~ | UnitPrice - | Discount ~ | Total Price ~ | Status «
* ~
Total

Record: 1 1of1 [ s Search

Figure 3 New Order

Check the amount in stock when you select a product

Use the tab key when you enter a product

Enter the quantity

If the quantity exceeds stock you may need to raise a PO or Planned order for production!
Take a note of the status (allocated if goods are in stock)

You can only raise the invoice when the goods have been allocated and shipping costs
calculated.

Shipping

Each customer belongs to a shipment zone (0-9). Each ordered product is weighed (Kg). The
zone and total weight ate used to compute the shipment cost. However, customers in zone
“0” are supplied at NO shipping fee. When you have entered the order, click on the “Shipping
Information” tab and then click the “Calculate” button.
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My active orders

Any order you raise will be visible in the active orders window until accounts close the order by
processing payment.

Home

Scaters

My Active Orders New Customer Order
Y = e Add Hew
# - | Status - Date = | Customer

Invoiced  23/03/2020 Kickflip Co

Inventory
Scaters stock et
e
Orders = £450 __'K
W
Customers g £400 +—|
=
Purchase Orders - £350 T—
Suppliers £300 +—
£250
Employees
£200 —
Shippers
£150 +—
Planned Crders
£100 —
Products
£50 —

T Support helpline
@ < O

Figure 4 MyActive Orders

Note

Goods will be automatically allocated to an order if they are or become available

What next.

When you have invoiced, the warehouse can ship.
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Home
My Active Orders e
# - | Status
| B invoiced
Yo & the
Inventory
Scaters stock
Orders
Customers
Purchase Order:
Suppliers
Employees
Shippars
Planned Orders
Products.
T Support hedp lire
o ‘

Figure 5 Home form menu
From the menu bar you can:
1. View all Orders (open or closed and from all sales persons)
2. View Customers
3. Open Scaters Outlook

Emails will periodically drop in but you may wish to either check for new emails yourself
or re-open old mail.

4. Check stock levels using Inventory
It’s the purchasing manager’s job to order stock and authorize purchase order. However, if you take

a sales order for out-of-stock goods, you may need to raise a new Purchase Order. This may have to
be authorized.




SCATERS SALES

Order list

As noted previously, you can view all orders (regardless of sales person) by opening the order
list from the home form menu.

N OrderList »
Order List %
View Invoice Packing 3Iip@ Invoice tPDFI@
# - | OrderDste - | S5tatus - | Salesperson - Customer - - Total -
3540 23/03/2020 Invoiced  Phil Kelly Kickflip Co £371.10
3857 23/03/2020 |Closed Francis Muir Fuct Skateboards 29/03/2020 | £2,501.88
3784| 22/03/2020 |Closed Jack Ofarrell Exist Clothing 26/03/2020 | £3,150.50
11| 22/03/2020 |Closed Phil Kelly Airtime Sports 31/03/2020 £28.13
3742 22/03/2020 | Closed Fhil Kelly Airtime Sports 07/04/2020 | £1,278.85
3936 21/03/2020 |Closed Jack Ofarrell Sugar Sports 06/04/2020 | £4,628.00
3873 21/03/2020 |Closed Phil Kelly MNeutral Density 31/03/2020 £99.75
3923| 20/03/2020 |Closed Phil Kelly Tumyeto 23/03/2020 | £4,338.00
3247 20/03/2020 |Closed Jack Cfarrell Fuct Skateboards 27/03/2020 £261.60
3318 20/03/2020 |Closed Phil Kelly Yakwax 26/03/2020 | £35,438.00
3639 20/03/2020 |Closed Jack Cfarrell Society Boardshop 29/03 /2020 £184.33
3215 19/03/2020 |Closed Francis Muir Rolladome 31/03/2020 | £2,196.75
3732 19/03/2020 |Closed Phil Kelly Lush Longboards 28/03/2020 £780.00
3153| 19/03/2020 |Closed Phil Kelly Villan Skateboards 28/03/2020 | £11,699.05
3350, 19/03/2020 |Closed Francis Muir Maverick Industries Ltd 20/03/2020 | £2,625.00
3597 16/03/2020 |Closed Phil Kelly Climaxmfg 19/03 /2020 £62.50
3626 16/03/2020 | Closed Fhil Kelly Meutral Density 01/04/2020 | £6,297.62
3403| 16/03/2020 |Closed Phil Kelly Dizsent Skate Shop 26/03/2020 | £3,825.00
3805 15/03/2020 |Closed Francis Muir Maverick Industries Ltd 28/03/2020 | £1,575.00
3285 15/03/2020 |Closed lack Ofarrell Exist Clothing 26/03/2020 | £2,626.65
3060| 15/03/2020 |Closed Franciz Muir Lush Longboards 20/03,/2020 £20.65
3158 15/03/2020 |Closed Francis Muir Chocolateskateboards 23/03/2020 £878.50 | ™
4 4
Figure 6 Order list

From the list (see Figure 6 Order list) it is possible to view the status of any order. This functionality
can help with customer service but also when you are approaching the end of simulation to ensure all
orders have been closed.

You can open a specific order by double clicking on it.
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Customers

From the home form menu you can access the customer list, Figure 7 Customer list.

N Scaters Customers = O
Customer List o
{: MNew Customer ]

Company = | FirstName - Last Name - lob Title =
Airtime Sports Elizabeth Andersen Purchasing Representative
sportfocus Catherine Autier Miconi Purchasing Representative
Yakwax Thomas Axen Purchasing Representative
Backyards Surf and Skate 5hop |Jean Philippe | Bagel Cwiner
Empire Skate Shop lohn Edwards Purchasing Manager
skullzkates Alexander Ezgerer Accounting Assistant
Willan Skateboards Michael Entin Purchasing Manager
Dizzent Skate Shop Caniel Goldschmidt Purchasing Representative
Kickflip Co Antonio Gratacos Solsona | Owner
Mative Skate Store Carlos Grilo Purchasing Representative
Stimulus Skateboards lonas Hazzelberg COwiner
Maverick Industries Ltd Feter Krechne Purchasing Manager
Society Boardshop Helena Kupkowva Purchasing Manager
Neutral Density Christina Lee Purchasing Manager
Snot boards Soo Jung Lee Purchasing Manager
chooolateskateboards George Li Purchasing Manager
Prizm Skateboards Run Liu Accounting Assistant
UK Ramp Hire Andre Ludick Purchasing Representative
Zcaters (Warehouse) Warehouse Manager Manager
Rolladome Sven Mortensen Purchasing Manager
Exist Clothing Martin O’ Dannell Cwiner
Lush Longboards Francisco Pérez-Clasta Purchasing Manager
Sugar Sports Amritansh Raghawv Purchasing Manager
Tumyeto Luciana Ramaos Purchasing Assistant
Fuct Skateboards lohn Rodman Purchasing Manager
climaxmfg Bernard Tham Accounting Manager

Total 29
Figure 7 Customer list

From the customer list you can (1) edit customer information and (2) add a new customer to the
Scaters database. Double click on a customer from the list to open the customer form. Aside from
contact data you can also view all of their purchase history (past orders).

Note

Add a new customer by clicking “New Customer” at the top of the form (menu)




SCATERS SALES

Complaint Handling

Open the customer details form by double clicking the relevant customer on the customer list (Figure

8)

Customer Details

Antonio Gratacos Solsor c#

Goto
General Orders
First Name ‘Antnnin | Company |KickﬂipCu
Last Name ‘Gratacossn\sona | E-mail |Gratacos Solsona@Kickflip Co.com
Job Titie ‘Gwner | Notes
Business Phone ‘[0151)23141100 |

Street |1230Iarem:e$(ree: |C|ty ‘Lwerpool fusta\tude ‘LE STN Fuunty ‘L\verpool |Cuumry |Un|ted Kingdem
@ for iy, aret e By o you gree i s use. Leam more
L al .2 & i @ =
Hard Curys Might Hodal ;::h:-"s e ?L ¥ K ’*5
CAVERN e & i i L
QUARTER. el " Binriielfe
C;‘:.:fm" @f\ %’m *» United Kingeiom - England - Merseysice  Hope Street Quaner | &
i ¥ v Mk |
] Loy ot i e st Hil T e -
Lord Seee % Clapton Scpae i |} i UNIVERSITY DISTR
oot 0 ot CENTRAL ® £ 5 E -
S Cord el e ) s z
.. S Ay T £
. o) Mg, 5 g
A paspoct Crowm Court « Ao Pl
B el g Moy om F £
= ¥ By oy ¥
# i v y, Uicapord i
7 IVERPOOLONE £ " 2 & 4
AT & o S Pl e
B oot Uil com S, - & [ Feedback
m e e Cinsima Faraceo 8, Ta%b’ﬂa, § uiear < e e T
Hitoa & ——
m,'rr:'&“ e S, ROPEWALKS i, pm————
Privacy and Cookies Legal Advertise Abaut aur ads. Help Foedback @ 2020 Micrasoft
[Record: W« 10f1 » » v % Filtered | Search

Figure 8 Customer details
Details of any complaint should be recorded in the Notes field

Note: The financial worth (total amount spent with Scaters) of a given customer can be seen, along
with their order history, on the “Orders” tab of the customer details form:

Customer Details

Antonio Gratacos Solsor

Goto

General Orders

Invoice # + | OrderDate - | Shipped «|SubTotal - | Taxes - |Shipping + | Invoice Total ~ Customer Value

| 28/05/2015 £281.25 £0.00 £0.00 £281.25 Total ammount spent:
| 13/05/2015 £28125  £0.00 £0.00 £281.25 gl i
| 16/04/2015  £296815  £0.00) £0.00 £2,968.15, !
o 29/03/2015 £463.50  £0.00 £0.00 £463.50
| 28/03/2015 £780.00 £0.00, £0.00 £780.00|
| 28/03/2015  £691105  £0.00) £0.00 £6,911.05
| 18/03/2015]  £538175  £0.00) £0.00) £5,381.75,
| 14/03/2015) £28125  £0.00 £0.00 £28125
| 08/02/2015| £60.00,  £0.00 £0.00 £60.00
| 05/02/2015 £28125  £0.00 £0.00 £28125
| 03/02/2015] £28175  £0.00 £0.00 £28125)
| 29/01/2015  £166050  £0.00) £0.00 £1,660.50
7 28/01/2015  £2,529.30 £0.00) £0.00 £2,529.30
o 29/01/2015) _ £17,77320  £0.00) £0.00 £17,773.20
| 14/01/2015] £281.25  £0.00 £0.00) £281.25
| 30/12/2014  £527368  £0.00) £0.00 £5,273.68
| 17/12/2014)  £368163  £0.00) £0.00 £3,681.63
L 02/12/2014  £1,23563 £0.00) £0.00 £1,235.63
| 04/12/2014) £28175  £0.00 £0.00 £28125)
o 28/11/2014 £28125  £0.00 £0.00 £281.25
| 16/11/2014 £281.25 £0.00, £0.00 £281.25|
o 14/10/2014 £28135  £0.00 £0.00 £281.25)
| 09/10/2014 £28125  £0.00 £0.00) £281.25
o 27/09/2014 £28125  £0.00 £0.00 £28125)
| 18/09/2014)  £3900.00  £0.00) £0.00 £3,900.00
| 13/09/2014 £507.40 £0.00, £0.00 £507.40
| 29/08/2014 £677.30  £0.00 £0.00 £677.30
[Record: 4« 10t36 o0 [ B Mo Filter. [ [Search
[Record: W« [1of1__| » b v+ | W Filtered | Search
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SCATERS SALES

Emails
From the Home form menu (left) you can access your simulated emails by
clicking on the button. This will open the inbox (see below). Any delivered
1 emails will be visible in your inbox. You can wait for emails to arrive on a timer
| 'D | or ‘pull’ them through by clicking on the send receive button.
Note

This is a simulated version of email and many of the buttons will not function — with
the exception of the “send receive” button located in the top left corner and in the
ribbon area

Is Inbox - Personal Folders - Microsoft Outlook o = 2
Home Send / Receive Folder View Developer [~ 0
£ .] , 5] (4 Reply = (23 accounts 23 Move - v || [Finda Contact ~ E
tEEE = r_% Reply All "Lf; To Manager - @ Rules ~ |G} Address Book =
New  MNew Delete | . L - - } = ags Send/Receive
E-mail Rems~ | fo~ (2 Forward (3 Team E-mail = Nl oneNote - 7 Filter E-mail = | ~ Al Folders
Mew Delete Respond Quick Steps [ Move Find Send/Receive
> 1l
e o
= -l
| subject |Received ™ |si...|Cat... | [~

Folders
“sjuaw juiodde Gunw oxdn opy ﬁ A

syse] g :depop 1

= )
3| . ” @Semltems L Urread Mail |_\':|’Inbax
n

| | [E[i 1w00% (=F——LU——(#) )

Figure 9 Email inbox
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Post Simulation - Analytics

Ending stage 1

You can watch the following video which explains what to do when stage 1 of the simulation
comes to an end. The video also discusses how to start stage 2.

https:/ /www.scaterboys.com/simulation /stage-1/ending-stage-1

In this section we outline a feature that allows you to understand a wide range of activity related to your
simulation, a compilation of data and statistics which may be used to analyze and report on the
performance of the company. This section concerns the using of existing Scaters company data to gain
insights into the company and its operations. For example, the data may be used to benchmark, identify
problems, opportunities and strengths. Data can be exported from the application as a series of Excel
spreadsheets, through the Analytics form. Data exists for many aspects of the (core) Fulfillment,
production and procurement processes and about current employees and their reporting lines (to aid
the creation of organization designs/ structure charts). You may extract ALL available data.

N Analytics - O x
Scaters Analytics Warehouse Manager
, = 3
Turnover: £3,510,170.76 Daily: £9,616.91 |._—.|E=nbrt analytics data
Fulfillment Analytics  Production Analytics  Procurement Analytics  Supplier performance  HR Warehouse
3 /_——_—_————_________
1%}
]
o
ES
> W KELLY
g
g W Muir
§ W Ofarrell
g M Power
=
=
Sale Amount
Ofarrell
Power
Process Performance (Values are Avg values in d } Orders processed = 1088 RFM (Customers) Data
Month . | Packtime . | ShipTime . | Req deliveny/actual » | Pay time - mm
Mt i s 2t = Valwax Birtie Sparts [ ——
Fab"'ary_“?fa E 3 ; = Sugar Sparts Chocolateskateboar Neutral Density
J;rhryb:afg_ - = : . = UK Ramg Hire Neutral Density  Airtime Sports
N;i:—b;rri:); © — & ; Backyards Surf and | Rafladame Wheeds On Hesks Lte
P E-afa 5 : = 5 Ralladame Bacieyards Surf and | UK Ramg Hire
Snppr:.b,, 2012 5 3 - a Tumyeta Whesis On Hests Lt: The Chaos
August 2013 4 3 7 3 Trighe? Skatshoards Maverick Industies Cimanrlg
July 2019 5 3 T 8 Dissent Skate Shap  Empire Skate Shop  Lush Langbaards
June 2018 [ 10 8 10 Kickllip € Lush Langboards  Spartfocus
May 2013 5 3 T = Errgrive Skate Shap The Chass Exist Clathing
Anril 7018 5 5 7 5 bk
Export data... -
@Ezpananalytica data Lj

Figure 10 Analytics form

Extracting ALL available data

1. Open the analytics form (from the home form or the simulation end form)

2. Near the top right of the form you will see a shaded box “Export analytics data”, simply click
this button!

3. The system will then process your request and create the relevant spreadsheet(s) in the
preferred location.

4. You may then view and edit the spreadsheets. Consider applying statistical functions to
summarize/ analyze the data; compate with benchmark data (see
https:/ /www.scatertboys.com/about-1/benchmarks/ ) etc.

12
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SCATERS SALES

Stage 1 performance

Your performance in stage 1 is judged, in part, by how many times you log-in and out as different roles
(sales, warehouse etc) and this is used to indicate if you were aware of the relevant business processes
and have an understanding of operations. The log-in count is shown on the Scater’s clock. You can
reduce your log-in count i.e. improve your performance (and therefore revenue for stage 1) by doing
additional tasks. These can be found by clicking the button on the simulation task progress form (see
Figure 12).

0 tasks done 16 to go__.
About 195 minutes remaining

Performance score —
lower the better (aim for
<40 by the end of stage 1

Figure 11 Scater’s clock

The main help functions are accessible from the Scaters Clock. Click the text “tasks” below the
progress bar. This will open a form “Simulation task manager”. This form shows the stage 1 tasks
you have and have not done. You may also fast track through the simulation by clicking on the
buttons at the foot of the form. Clicking the “20%” button will move you on approximately 20% of
the simulation — marking the first two simulation tasks as complete. You can use these buttons to
automatically progress through the simulation if time is constrained or you do not know what to do
or simply want to fast track to the end of stage 1 so that you can access stage 1 data and stage 2.
However, use of these buttons will reduce your performance score significantly.

N Simu X
(| ordert -
the sales role is required to process a Kickflip Co order for 10 Black Helmets
O Payment Orderd -
Payment received order 1
O order2-
Airtime Sports order for “First Aid Add On Kit’ X 50
=] Payment Ordera -
Payment received order 2
&) orders -
sales order 200 “Forest green skate - skateboarding - Indy Grab®
O Payment Order3 -
Payment received order 3
O oOrdera -
Backyards Surf and Skate Shop Sales order “Extreme Board” X 20
(| Payment ordera -
Payment received order 4
O orders -
order from Wheels on Heels Ltd for 40 Scaterboy FLIP
O Payment Orders -
Payment received order 5
O Add new customer -
Add new customer: Mark Lewis
=] supplier email changs -
change of supplier email address Isousa@baker com
O New Product -

Add new product:Product Neme skull Dream Team skateboard Backpack Product code X2376

Note: (1) Your overall score is reducd each time you open this form; (2) You must complete the first order before recsiving
further orders; (3) If you are finding it difficult to complete the simulation or are running out of time to finish then you may fast
track through parts of the simulation by clicking on one of the buttons below (%to fast track through) - each task avoided will
decrease your overall performance

(ron)aoneonfo)end)

Figure 12 Simulation task progress form

13
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SCATERS SALES

Practice Mode
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The system now
comes with a practice
mode.

Anything you do in
practice mode will
NOT affect the main
simulation.

It therefore presents
an opportunity for you
to learn how to use the
system.

In this section we
describe how to use
the system in practice
mode.

SCATERS SALES

Practice Mode

Practice mode may be selected before you statt the simulation.

The start screen (see Figure 1 Start screen) will appear once you have configured the system
for your group.

Upon clicking the ‘Practice’ button you will be given the opportunity to print a set of user guides if you

have not done so already.

Next, the practice mode menu bar will load:

[ _' Practics session started. Glick a practice button to bagin. =
_— nm | €
Simple Order Order .
close Practioe

Figure 13 Practice mode menu bar
Pre-programmed practices

In this mode you can select up to 4 preset practice scenarios:
Simple (Sales) order
Sales (resale item) order plus Purchase Order

Sales (manufactured item) order

Start the session by clicking the green ‘play’ button in the menu bar.
Next, select the preferred adjacent preset practice button.
You will then be informed of a scenario e.g. an order has just been placed by. ..

Details of the practice scenario will be shown in the text box located around the middle of the practice
bar.

The Home form will load in practice mode.
You must then enter details in the correct way to process the order.
Some help is provided in the form of context specific message boxes.

When you have successfully processed the order, the home form will close, returning you to the
practice mode menu bar.

You may then select another preset practice or redo a practice scenario already attempted. You can
attempt the practices as many times as you like. Records are deleted when you finish.

15



SCATERS SALES

Spontaneous practice
It is also possible for you to determine your own practice scenarios enabling you to freely interact with
the system.

In order to enter this mode you should simply click on the padlock button which will launch the home
form in practice mode. As with the pre-programmed practices, all records will be deleted when you
exit this mode.

Returning to the simulation
When you have finished practicing you may return to the simulation start screen (as shown in Figure
1) by clicking the button ‘Start Simulation’

16
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Stage Two (Management)
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In some cases your
tutor will ask you to
complete certain tasks
associated with stage 2
(Management stage).

The main purpose of
stage 2 will be to either
(1) provide a context
for identifying and
selecting areas of
business improvement
Or (2) to practice
tactical and strategic
management decision
making.

In the case of the first
objective, you will be
provided with data
such as sales forecasts
etc. enabling the
immediate creation of
a master budget for
Scaters. This will then
act as a context for
investment and
improvement
decisions.

SCATERS SALES

Stage 2

Having gained experience of the Scaters company and core processes you are now well placed
to apply management theory to practice and determine where you may make the company
more efficient and effective. Decisions about improvements are investment decisions and need
to be made in the context of available capital and strategic priotities and targets/ goals.

Stage 2 (automatically) follows on from stage 1.
Whereas stage 1 enables users to gain familiarity with operations (executing core business
processes), stage 2 is more about Managing for improvement and the attainment of goals.

The task requirements of stage two will vary from course to course and will be predetermined
by your tutor. Examples of stage 2 tasks include: (1) strategic tasks: environmental analysis
(PESTLE, SWOT etc.), target and goal setting and the identification of improvement projects.
In some cases you may be required to conduct investment appraisal of such projects; and (2)
Budget tasks: forecasting sales, expenses and labour costs.

You may also be allocated a specific (individual) role such as secretary, budget or strategic and
may be given a department to manage (specifying the departmental mission and goals etc.).

Finally, you may be informed of a Budget date and possibly an MD presentation date.

The main outcomes of stage 2 are as follows:

Creation of a master budget for Scaters
this provides a context for investment decisions

Presentation (vetbally and/or in writing) to the MD of ideas to improve the

company.

In this section of the user guide we explain how stage two data is generated, analysis and
projects entered and the master budget prepared and printed.
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Ending stage 1

Upon completion of all (required) simulation tasks, stage 1 will end. A message box will automatically
inform the user of this. Stage 1 represents a year of trading. During the first year of your simulation the
company turnover is set around £3M. The second year of simulation witnesses growth and a turnover
of around £5M. Consequently, at the end of stage 1 the system must generate orders to reflect the next
year (£{5M). After the message box informing you that the simulation (stage 1) is ending a data
processing form will load as shown in the figure below.

Generating Orders
A5 a result of your performance, the system vall now generate orders for the year to the approzimate value of £5,000,000,00
Processing will take several minutes: Preparing system for stage 2

£4,713,938.67

Figure 14 Data Processing (stage 1 end)

Data processing will take several minutes so please be patient!

Do not worty if there are short periods (2-3 mins) of apparent inactivity — this is normal. When
processing is complete the title text will change to Finished’ and a button will become visible to move
on. Click the button to proceed. The simulation (stage 1) end screen will then load as shown in Figure
15.

End of simulation (Stage 1) ...
CTD (D

ies should have provided a Team work
! n, problem
solving and presen n skills. You will have put management and business theory into
whilst enhancing your real world understanding. You will have gained
appreciation of business processes, structure, integrated roles and responsibilities and
other management ies whilst conducting business. This rich experi can now
provide opportunity ion and an appreciation of management theory. \We hope

you enjoyed this group activity.

Financial rpts

If you need to analyse the data from your simulation, then click
the analytics button.

Various will help you reflect on the simulation. We
recommend:

Cole, G A. and Kelly, P P.(2020), 'Management Theory and
Pra ' Ed 9, Cengage Leamning EMEA

Figute 15 Stage (1) end scteen/ form

Shortly after this form has loaded the system may load details of your assessment and may email various
documents to your tutor. Before moving into stage 2 you may wish to explore the analytics (refer back
to Figure 10 Analytics form). YOU SHOULD THEN ONLY CLICK THE NEXT STAGE’
BUTTON IF TOLD TO DO SO BY YOUR TUTOR.
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Entering stage 2

Upon clicking the Next Stage’ button a ‘Scaters Stage 2 Briefing for Students’ document will load. This
document explains what your tutor (and the Scaters MD)) is expecting you (and your group) to do
next.

The main form for stage 2 (Scaters Manager) as shown below then loads.

i N
Scaters Manager
Budget | Strategy | Marketing | Sales | Production | Warehouse Procurament| HR and Payroll |Ac1:ounts | Performance managament| Permissions |
Objective []
£1,026,770 :3 et

(Analvtics | @) £1,522,906 u.....
e ettt £1,878,582

—

£118,353 Raview
Total Costs: and
Approval hmu

Retained profits from previ

et Forecast Revenues  Sou

. £624,687
g £3,580,374
Sour s £4,818,951 /(""' g
Orders Capital Budget for next year: ;

]
Customers Master Production &
DEPARTMENTS budget @ w:,':‘:“ ]
Purchase Order: Marketing: £37.470 ¥ .
Suppliers Sales: £92,473 »
Warehouse: £100,784 »
Employees i
Production: £142,740 ¥
Shippers X
Accounts: £72,343 » Selling/ Materlals
FReports Procurement: £31.458 § Administration llﬁlh"ﬂ"if’*ﬂl
Budget budget [
Products Office: £219,048 » @
HR: £37.470 » &
i , wor
Rand D: £46,778 ¥ C:j brien 1
Exports: £65,128 » Click on text to Go
E]

30/04/2020 11:03 |

Figure 16 Manager form (stage 2)

As discussed earlier, dependent upon how your tutor has configured the simulation you may or may
not be required to enter data in different parts of this form. The data will already be present if you are
not expected to enter data. Similarly, some buttons will have been disabled if you are not required to
enter data in certain areas.

Your main tasks will be to
Assure the cotrect data is in place (teviewing/ populating the form)
Add ideas for improvements (strategic projects/ capital investments)
Print a master budget

Prepare for meetings, presentations or report writing tasks

Each of the main tasks will be outlined next.
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Reviewing/ populating the management form

You should first review the information presented on the various tabs, sub and main form.

Next, if appropriate, review the aforementioned ‘Scaters Stage 2 Briefing for Students’ and
identify tasks where you may need to populate the form.

You may be asked to populate data on the strategy forms or by a specific business function
such as sales etc. Each will be considered next.

If you are unable to enter data in parts of the Scater’s Manager form then you may not have
been given the appropriate permission — check with your tutor if you are completing the
simulation under their guidance. If you are completing the simulation independently then click
the permissions tab of the manager form and then click the button “Unlock All” — this will
give you permission to edit data on the Manager form.

N
Scaters Manager
Budget | Strategy | Marketing | Sales | Production | Warehouse | Procurement | HR and Payroll ‘Accounts | Performance management | Permissions |_
T uniock Al =
S Unlock stage 2 ) Scaters defaultl
(Analytics ")
Aim

- Strategy Tasks Student Roles to Allocate

PESTLE

S

K&

swot

5 FORCES

Scaters stock ic Targets

Orders

HEER

Customers

BE

Purchase Order:

Suppliers

Employees
Shippers
Reports.
Products
Budget Date 01/04/20320
Presentation Date 01/04/2020,

Expenses

2

02/04/2020 16:43 —

Figure 17 Manager privileges
By Function e.g. Sales
The budget process (see later) involves forecasting, setting goals and conducting analysis, prior to

investment decision making. The company needs to estimate income and costs.

Scaters management will need to know how much revenue it is expected to generate in the forthcoming
year. Either the marketing or sales (or both departments) contribute to such forecasts.

There is a need to estimate price changes and the number of sales. This can either be done at a high
level (marketing) or on a detailed product by product basis (sales forecast).
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X Manager = [m] b4
Budget | Strategy | Marketing | sales | Production ‘Warehnuse Procurement | HR and Payroll |A((Dunt5 ‘ Performance management | Permissions
Edit Group
Pioduatame | Cost , | LsiPrios o |QiySok . | Revenue o | hewPrce  |Taigerantosel | Forecastievenue « |4 || Simulate New Pricing Policy
First Aider {mincr) £3736 2212 £82650.84
nutso 820 4285 £3513063 FionEpolior A e
P — e [purchase cost] to the
(Anaitics | @) o il ol el T (et sl oy ey
(__Locatons ) i A S 2dds the desired profit margin
b i) e i.e. [5) - 0.776512186552648
Skateboard WHEELS Blank S8 £2058 2287 £a0m263 et e
Fx0 £ns2 1301 £oe 04817 is calculztad =5 the [total
Trud £4zT1 1863 EBLA2STT overheads]* [ of sales by the
Pro Skate ) 2267 £206.447.45 product])jthe number of sales
D ety in First sider £3656 1200 £4407200 of the praduct]
elmet £12096 1819 £2000733 You can simulate suggested
o imate Sports First Ad Kit £8353 1002 £15887273 price changes (by product) by
A Feapid Response Kit e S E89.00098 clicking tha buttan belaw.
T Forest green skate - skatebo: fa102 3648 £113 14600 EEATELR BEST S L
Bam e i ire s guantity, of each product,you
Purchase Order: 334 2349 9008277 :;T;:;":ﬁ“;;eﬁ' acthe
Sippiers: fau = ETS0450 Finzlly, the Sales Foracast
E 2830, e [Turnavar/Revenus) will be
G e 2. ELRfn e calculated and shown bslow.
- £18231 1874 E34164388
Shippers EE;’” 4758 :55-975'35 ™ Simulats naw pricing
195 1992 79 560 80 -
. T T
Reports Sea0s 1320 9118135 Jrvja pricing ciiangss
5504 2478 £138.607.43 Turnover
s EHEE Rl Eda5104 Last year £3,737,732
£ f1288 2981 3827395 ) el
fa o p Eo Ersosa0n Marketing Forecast £3,812,486
Togress iy E == e Fansaaer |7 Forecast Growth 55
Search Sales Forecast [Z] £4,702,850
[d] { Open Department g |
o9:38 |

Figure 18 Manager form: Sales tab

The sales forecast data is entered on the manager form sales tab as shown in Figure 17.

If required to do so you may enter the new price and target quantity to sell directly into the form — for
each product. Alternatively you can, based on entered assumptions, automatically entet new pricing
and quantity data by clicking the ‘simulate new pricing’ button.

A similar approach is taken for other business functions.

You may also be required to enter vatious assumptions on a defaults form for a given department —
see Figure 18.

) Y
Scaters Manager
Budget | Suategy | Marketing [ sales | Production | Warenouse | Procurement | 8 and Payroll | Accounts [ Performance management | permissions |
(EanGroup
£1522,506
(Analvtics 1 @)
Procurement Defaults
Procurement Defaults
Last years PO's (Summed A
Product Name - Oty - £unit) - | SUst) . o id e d m
ey Active MAX First AId kit 2243 £is00  £2250 | al
Bell Santa cruz Aftersupper Skatel 1542 £28.75 | £43.13 Gosts (Last yeax £1.408,142.05
Orders Black Helmet 2756 4875 | £2895 it
BLANKS SKATEBOARD DECKS §° D 2288 £35.00 5250 oy
mom— Board Blank 2935 £9550 £14305 .
Purchase Order{ Bolt100 3104 f275 fa13 Expected Price Movement | rise by inflation plus a specified % v
club Arizona 2382  £1200 | £18.00 = o
suppliers Price Movement 1.00%
Entry level Skateboard 5% 92 | 4388 o
Employees Extreme Board 2067  £5034 | £60.00 o
Fast and Furious 29 f2928  fa3ss
Shippers
First Aid Add On Kit 2457 £9.00 £1350
Beports First Aid comprehensive kit 37 £15%0  £238s
i First Aider (minor) 2407 £1500 | £2050 -
Forest green skate - Skateboardin 3579 £43.80 | £2070 || | Expected Sales Growth 105 |
: : ke I
oot @) erszzses  (EHD
j 1 133 |

Figure 19 Defaults
If the relevant defaults button has been disabled you are not expected to enter this data.
Finally, if your role includes managing a specific department you may be asked to complete

tasks such as writing a departmental mission statement, objectives and so on. You can
view/enter such data on the departmental form, see Figure 19.
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Strategic projects
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§ N - m]
Scaters Manager
Budget ‘ Strategv| Marketing ‘ Sales | Production | Warehouse Procurement| HR and Payroll |Accounts | Performance managamant‘ Permissions |
Objective [
F £1,026,770 :> g
(Araivtice 1 OB £1,522,906 Maihet
(Analytics A
pnaiytics | @) £1,878,582 ﬁ % f Anairin
Err— Prici
NonPay Costs - All other Source: Accounts £118,353 o -
Sales.
Total Costs: ‘p;';‘:m I,M.,,
£624,682
Scaters stock £3,812,488
Source: Sales £4,702,850
D Capital Budget for next year:
Customers _
DEPARTMENTS ol X, Departments O x
Purchase Order: Marketing: £37.470 » -
Suppliers Sales: 192,473 = Depa rtments 0
Warehouse: £100,784 » et
Employees
Production: £142,740 ¥ Sales
Shippers. :
Accounts: £72,343 revenue centre |
Reports Procurement: £31,458 »
Products Office: £219,048 » Mission ‘ Objectives | Staff | Costs ‘
HR: £37.470 »
IT: £92,281 b *;‘-ategory i Departmental Annual) Pay Bill £88 985
Rand D: £46,778 » Lease (monthly rent) £50 400.00 Department Overheads (property) £3,488
Exports: £65,128
g Leases, emplayee contracts ete £575.00 Department Overheads (A £92 473
office cleaning £4,800.00
Power Bill £5,530.00
quarterly bill £3,400.00
Telephone Bill £5,064.00
Occupied floorspace (Department; 5%
Overheads (Property etc Total) £69,769
Department share of Overheads £3488
Figure 20 Departmental data

Aside from consideting departmental data you may also enter/view strategic data on the strategy tab
of the manager form.

Strategy

There are several tabs on the strategy sub form (Analysis, Targets etc.).

Empty boxes (fields) should be populated if enabled.

Use the information on Scaters strategy to provide a context for improvement project
investment.

The strategic projects tab shows a list of strategic (capital) investment opportunities identified
by the management team. Projects aim to assure strategic goals are accomplished. They
represent major areas for improvement (arising from a commitment of resources in the
future).

Based upon your experiences in stage 1 and your reading of management theory to date you
may be expected to identify improvement opportunities. Significant changes (improvement
initiatives) will normally be managed as a strategic project (see examples).

If required to do so, you can add your ideas for improvement projects by clicking the ‘Add
New Project’ button on the tab.

This will launch the strategic projects form which should then be populated by you and your
group.

Strategic projects typically have future cash flows associated with them i.e. costs and benefits
may be incurred and witnessed over more than one year. Consequently, you may be required
to appraise the investment using a technique like NPV.
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Strategic spend

SCATERS SALES

There is a function to help you estimate this. Simply enter your forecast of costs and income
over the next 4 years and then the NPV (using a 10% cost of capital) will be calculated. The
NPV should then be copied and pasted into the ‘Benefit’ field of the strategic projects form.

N StrategicProjects - [m} *
StrategicProjects e
ProjectBeginDate
01/04/2020
BudgetHolder ProjectEndDate
| [~ 01/04/2021

ProjectManager Project status

Under Consideration |-

Project Detailsl Project Plan l{)eliverahlﬁl

ProjectName |

ProjectDescription

Estimated hours Budget Benefit{ £)

| | | [€ETBE

Business Objectives

Project Objectives

Benefits

Constraints

Risk Analysis
Outline

Delete Record Save Record Close

Figure 21 Strategic projects

The next tab along (strategic spend) identifies those projects that have been authorized (by the
MD) — their aggregated cost and benefit.

You will normally introduce ideas for strategic spend (projects) at the budget meeting and may
be asked to present them in detail to the MD.

You should consider how the investment will be funded.

In order to self-fund new investment/ improvement initiatives Scaters must formulate a
budget. The process by which it does this is discussed next.
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The budget process

In the broadest sense, a budget is an allocation of money for some purpose. Budgeting has always been
part of the activities of any business organization of any size. Scaters is no exception. The Scaters
budget not only limits expenditures; it also predicts income, profits, and returns on investment a year
ahead.

Budgeting in Scaters is a collective process in which operating units (functions) prepare their plans in
conformity with Scaters goals. Each unit plan is intended to contribute to the achievement of the
Scaters goals. Unit managers prepare forecasts of sales, operating costs, overhead costs, and capital
requirements. They calculate operating profits and returns on the investment they intend to use. The
(master) budget itself is the projection of these values for the next year. As part of this process, each
unit presents its plans and budget to the MD and management team (budget committee) and may,
thereafter, make whatever changes result from instructions from or negotiations with the budget
committee. Approved budgets then become the road-map for operations in the coming year.

Ideally monthly or quartetly budget reviews track performance against the budget. As part of such
reviews, changes to the budget may be approved. At year-end Scaters managers may be judged by their

performance against the budget.

An overview of the Scaters budget process is presented within Figure 20.

L::} Objective

. % 7 e

Rewview Sales
and budget
Approval e
Production &
Mastor ‘Warehouse
budget budget
Selling/ Materials
Administration |Resale items/ Parts)
budget budget

%ﬂvemﬂd Labour :

Figure 22 Scaters Budget Process

Once all activities have been completed you should print the master budget and explain it at the
budget meeting if one is set. If there is no scheduled meeting you should use the master budget as a
context to generating and evaluating strategic investment opportunities. Such opportunities may be
presented to the MD.
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Running in paralle]l with the master budget process is the capital investment process. This is outlined
within Figure 21.

Having completed this stage, the company may then focus on implementation and operating in the
New Year. Thus the cycle is repeated.

Performance
monitoring

Projectinteractions:
Independent | Mutually
Exclusive | Contingent

Allocate
funds

Figure 23 Capital investment
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Simulation End

When the simulation is over you should reflect on what you have learnt. The Management textbook
will help you to do this.

)
k 1oknow about ined in this book. Prgedicricl
Managamant sounds sasy,unth you Iy i, Ths bock shaws you how 10 manage”
Med Cosde, b of Lowdon Consultants, UK

“This i 1 definitive m anagement book of £ §me. X has created the perfect balance between theory
application and practice for AaGC N MANgEMeNt PACLEONETY.

“Arequired textbook that covers the contemporary management perspectives, in lenms of how management
Itis an easy read for studer

Further

practices”
Daia Hysme. Seslessi, Lacturer in Business Managament, University of Boiton, UK

] NINTH EDITION

et " "2 MANAGEMENT
e m; e au THEORY AND
o 7 7 | PRACTICE

Phil Kelly s and Reader at

™
Friorfo this, he was a business

proctitioner 20 major
Administration from Manchester University.

7+ CENGAGE illilmll
Feer Ry 897 241

Learn from the simulation expetience

Watch this 25 minute video to learn how to reflect on your Scatet's expetiences
https://www.scaterboys.com/simulation/learning-from-the-simulation

IOVONID T
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