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What is a sales forecast?
A sales forecast is an expression of expected sales revenue.  A sales 
forecast estimates how much your company plans to sell within a certain time 
period (like quarter or year).

● How much: Each sales opportunity has its own projected amount it’ll 
bring into the business.

● When: Sales forecasts pinpoint a month, quarter, or year when the 
sales team expects the revenue to hit.



Important forecast ingredients
Who, what, where, why, and how to make their forecasts?

● Who: Sales teams make their forecasts based on who their prospects are.

● What: Forecasts should be based on exactly what solutions you plan to sell.

● Where: Where is the buying decision made, and where will the actual products be used?

● Why: Why is the prospect or existing customer considering new services from your company in 
the first place?

● How: How does this prospect tend to make purchasing decisions?



Virtually all departments in a business

● Product Leaders: product availability
● Sales Leaders: responsible for team 

numbers
● Sales Reps: own metrics for key decisions
● Finance Dept.: financial health of the 

company, etc.

Who uses sales forecasts?



Objectives of sales forecasting
● Smooth internal operations: reduce the need 

for compromises like cutting the workforce, 
reducing support, or halting product 
development.

● Smooth external operations: perception of 
company’s success, appropriate marketing, 
staffing, future sales, etc.



How do I design a sales forecasting plan?
● Design a framework for your sales forecasting plan 

each year
● Change up your strategies from time to time
● Calculate number and time period: explain how 

you’ll calculate the estimated monetary amount and 
what the timeframes will be

● Review and revise: review the forecast at key 
milestones and revise it if necessary

● Break the patterns: breaking your patterns can help 
you find new ways of crafting even more accurate 
forecasting



What happens to sales forecasts in unpredictable times?
Extreme weather, economic crises, global pandemics like 
COVID-19 – all dramatically change your forecast.

Key questions as extraordinary events occur:

● How’s our pipeline looking today?
● What are the best- and worst-case scenarios?
● How has the forecast changed from a week or a 

month ago?

Your forecast implicates resourcing, headcount, and 
more



Forecasting during crisis
● During a crisis, reps need to feed their CRM with 

data as events unfold so leaders have clear 
visibility into the rapidly evolving pipe.

● Data enables those leaders to support their reps 
with corporate-level decisions about where they 
should be focusing their time

● Quick access to sales data and the ability to pivot 
territories and resource deployment accordingly 
can make the difference between business 
continuity and dissolution.



How accurate are sales forecasts?
Findings over 20 years:

● Sales leaders tend to be accurate within 10% of 
their forecast the majority (more than 50%) of the 
time.

● It’s rare for forecasts to be within 5%, but it does 
happen.

● If you’re within 5% of your forecast, and you’re 
dealing with a big number of opportunities, 
you’re a sales forecasting rockstar.



And how do CRM systems forecast revenue?
● In Salesforce, a forecast is based on the gross 

rollup of a set of opportunities
● Rollup of currency or quantity against a set of 

dimensions: 
○ Owner
○ Time
○ Forecast categories 
○ Product family
○ Territory

Drill down into opportunities by:

○ Sales leader
○ Operating unit
○ Manager
○ Individuals



Reports and Dashboards
● These highlight where the business 

challenges are, in plain and simple terms
● Which products are my top sellers?
● Who are my highest value prospects?
● Which marketing campaigns have been 

the most successful?
● How satisfied are my customers?

https://trailhead.salesforce.com/content/learn/modules/reports_dashboards/reports_dashboards_overview


AI Guidance - Sales Cloud Einstein
● Provides an objective, unemotional 

point of view on what’s actually 
happening in sales.

● For example, Einstein might note that an 
opportunity has been pushed out three 
quarters in a row
○ Out-of-the-box predictions
○ Automatic Data Capture
○ Advanced Analytics
○ Integrates with Einstein Activity Capture

https://help.salesforce.com/s/articleView?id=sf.aac_how_it_works.htm&type=5


Forecast Categories
● Salesforce Forecast Categories are used to predict 

the likelihood of winning an Opportunity
● Forecasting works out how likely they are to close, 

based on their stage
○ Pipeline
○ Best Case
○ Most Likely (new in Winter ‘22)
○ Commit
○ Closed
○ Omitted

https://help.salesforce.com/s/articleView?language=en_US&id=sf.forecasts3_customizing_forecasts_categories.htm&type=5
https://www.salesforceben.com/forecast-categories-in-salesforce-everything-you-need-to-know/


How to Adjust Forecast Categories
● You can change the forecast category of an Opportunity stage by editing 

the Opportunity stage picklist value.
● Users can change the mapped category on an Opportunity without 

changing the stage, as well by editing the Forecast Category field.



Forecast Quotas



Individual Forecasts



Product Family Forecasts



Product Families



Opportunity Split Forecasting



Forecast Adjustments

https://help.salesforce.com/s/articleView?id=sf.forecasts3_adjustments_overview.htm&type=5
https://help.salesforce.com/s/articleView?id=sf.forecasts3_adjusting_forecasts.htm&type=5


Forecast Adjustments
● If a Best Case or Commit forecast is 

overstated or understated, you can enter a 
new forecast without affecting the underlying 
opportunities. 

● Your Salesforce admin can enable managers 
to adjust subordinates’ and child territory 
forecasts, or they can enable all 
Collaborative Forecasts users to adjust their 
own forecasts, including territory forecasts 
that they own. 

● Your admin can enable both of them
● This is done at the Profile level



Einstein Forecasting
Considerations for Setting Up 
Einstein Forecasting

https://help.salesforce.com/s/articleView?id=sf.einstein_sales_forecasting_considerations.htm&type=5https://help.salesforce.com/s/articleView?id=sf.einstein_sales_forecasting_considerations.htm&type=5https://help.salesforce.com/s/articleView?id=sf.einstein_sales_forecasting_considerations.htm&type=5
https://help.salesforce.com/s/articleView?id=sf.einstein_sales_forecasting_considerations.htm&type=5https://help.salesforce.com/s/articleView?id=sf.einstein_sales_forecasting_considerations.htm&type=5https://help.salesforce.com/s/articleView?id=sf.einstein_sales_forecasting_considerations.htm&type=5


Einstein Forecasting Column & Insights

https://quip.com/AlyNA4jeLbKr


Improve Sales Predictions

https://trailhead.salesforce.com/content/learn/modules/ai_sales/ai_sales_predictions
https://trailhead.salesforce.com/content/learn/modules/ai_sales/ai_sales_predictions


View Past Opportunities and Future Forecasts



Quota Attainment Reports
Objects: Forecasting Quotas and Forecasting Items

- Not editable in Object Manager



ChatGPT Content
Sales forecasting is the process of estimating future sales of a product or service. It is a crucial aspect of a business as it helps companies make informed decisions 
about production, inventory, staffing, and budgeting. In this presentation, we will discuss the importance of sales forecasting, different methods of forecasting, and 
how to use forecasting to make better business decisions.

First, let's discuss the importance of sales forecasting. Accurate forecasting allows companies to make informed decisions about production and inventory levels. If a 
company can accurately forecast future sales, they can produce and stock the right amount of products, which can lead to significant cost savings. Forecasting also 
helps with staffing decisions, as it allows companies to predict future workloads and schedule employees accordingly. Additionally, forecasting plays a key role in 
budgeting, as it helps companies plan for future expenses and revenue.

Next, let's discuss different methods of sales forecasting. There are several methods that companies can use to forecast sales. Some of the most common methods 
include:

● Time series analysis: This method uses historical data to predict future sales. It is commonly used for products and services with a consistent sales pattern.
● Trend projection: This method uses a trend line to predict future sales. It is useful for products and services with a consistent growth or decline in sales.
● Causal forecasting: This method uses external factors such as advertising or promotions to predict future sales.
● Delphi method: This method uses the opinions of experts to predict future sales.

Finally, let's discuss how to use forecasting to make better business decisions. Once a forecast has been made, companies can use it to make informed decisions 
about production, inventory, staffing, and budgeting. For example, if a forecast predicts an increase in sales, a company may decide to increase production and stock 
more inventory. Additionally, if a forecast predicts a decrease in sales, a company may decide to reduce staffing and expenses.

In conclusion, sales forecasting is a critical aspect of business as it helps companies make informed decisions about production, inventory, staffing, and budgeting. 
There are various methods of forecasting, including time series analysis, trend projection, causal forecasting, and Delphi method. By using forecasting to make better 
business decisions, companies can increase efficiency, reduce costs, and improve overall performance.

https://chat.openai.com/chat


Continued Learning

Einstein 
Forecasting

The Guide to Setting Up 
Forecasting in Salesforce

https://www.salesforceben.com/customizable-forecasting-will-be-retired-how-to-switch-to-salesforce-collaborative-forecasting/
https://quip.com/AlyNA4jeLbKr
https://www.salesforceben.com/10-hottest-salesforce-winter-23-features/
https://www.ebsta.com/blog/salesforce-forecasting-reporting-how-forecasting-works-in-salesforce/
https://www.ebsta.com/blog/salesforce-forecasting-reporting-how-forecasting-works-in-salesforce/
https://www.ebsta.com/blog/salesforce-forecasting-reporting-how-forecasting-works-in-salesforce/
https://www.ebsta.com/blog/salesforce-forecasting-reporting-how-forecasting-works-in-salesforce/


Thank you!
Stay tuned in the Slack channel for the 
next topic and please feel free to suggest 
areas of interest.

Ways to get in touch…

Connect with me on LinkedIn
Email: svet@dc3me.com

Obvious People Slack Channel: 
#salesforce-academy

https://www.linkedin.com/in/svetvoloshin/
mailto:svet@dc3me.com

