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TWO QUESTIONS EVERY SALES

What |S a Sa‘es fOI’E[dSt? FORECAST ANSWERS:

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).

e How much: Each sales opportunity has its own projected amount it'll

bring into the business.
e When: Sales forecasts pinpoint a month, quarter, or year when the

sales team expects the revenue to hit.



A SALES FORECAST

Important forecast ingredients

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

v
v

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?



Who uses sales forecasts?

Virtually all departments in a business
Sales
Product Leaders: product availability Fg"::;f

e Sales Leaders: responsible for team
numbers ) L Product Sales Sales

e Sales Reps: own metrics for key decisions Leaders g leaders Reps

e Finance Dept.: financial health of the
company, etc.




Objectives of sales forecasting | R —

RESOURCES
{' LIRS P ?’" ' :

e Smooth internal operations: reduce the need
for compromises like cutting the workforce,
reducing support, or halting product
development.

e Smooth external operations: perception of
company'’s success, appropriate marketing, '

staffing, future sales, etc. B"TWHE"'DUJT“BN 10




How do | design a sales forecasting plan?

e Design a framework for your sales forecasting plan wnmnun “f'ss#i"s
each year '
Change up your strategies from time to time %’* \;‘lij

e Calculate number and time period: explain how - oW
you'll calculate the estimated monetary amount and _ﬁfarnnvnunﬁ?micnsr *0

what the timeframes will be

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

e 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 IEYOUSAY,SOMETHING IS
UNPREDICTABLE

COVID-19 - all dramatically change your forecast.
Key questions as extraordinary events occur:

How's our pipeline looking today? _
e What are the best- and worst-case scenarios? AREYOU/PREDICTING THAT
e How has the forecast changed from a week or a ITIS UNPREDICTABLED
month ago?

Your forecast implicates resourcing, headcount, and
more



Forecasting during crisis

e During a crisis, reps need to feed their CRM with & 0% chatice o a-lecjonsluamsyn,

and a 50% chance of shipment delays,

data as events unfold so leaders have clear | what's the probability we'll go crazy

visibility into the rapidly evolving pipe. #Zﬁf}" RovaupTIiE o ElEeaREy

18 Yo
&
40 % K

ﬁu‘ O 7%
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e Data enables those leaders to support their reps ’—j

with corporate-level decisions about where they
should be focusing their time

e 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.

margin of error of 100%."




And how do CRM systems forecast revenue?

e In Salesforce, a forecast is based on the gross —
rollup of a set of opportunities
e Rollup of currency or quantity against a set of

dimensions: B
o Owner -
o Time
o Forecast categories
o Product family Drill down into opportunities by:
o Territory

o Sales leader

o  Operating unit

o Manager

o 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

Al Guidance - Sales Cloud Einstein

e Provides an objective, unemotional
point of view on what's actually
happening in sales.

e For example, Einstein might note that an
opportunity has been pushed out three | © o ecrocoen

quarters in a row T i——
o  Out-of-the-box predictions
o Automatic Data Capture
o Advanced Analytics
o Integrates with Einstein Activity Capture

-~



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

FOR USERS “ FOR ADMINS §

FORECAST CATEGORIES

Forecast Categories

SALESFORCEBEN

e Salesforce Forecast Categories are used to predict
the likelihood of winning an Opportunity
e Forecasting works out how likely they are to close,

based on their stage
o Pipeline

o Best Case

o Most Likely (new in Winter ‘22)

o Commit

o Closed

. Opportunity Stages Picklist Values New | Reorder |Replace | Printable View | Chart Colors ¥ Opportunity Stages Picklist Values Help '?

o Omitted =
Action Stage Name API Name Type Probability Forecast Category Chart Colors Modified By
Edit | Del | Deactivate [Prospectlng Frospecung Open 10% Assigned dynamically Ava Admin, 23/07/2021, 16:04
Edit | Del | Deactivate Qualification Qualification Open 10% Pipeline Assigned dynamically Ava Admin, 29/01/2021, 14:32
Edit | Del | Deactivate Needs Analysis Needs Analysis Open 20% Pipeline Assigned dynamically Ava Admin, 29/01/2021, 14:32
Edit | Del | Deactivate Value Proposition Value Proposition Open 50% Pipeline Assigned dynamically Ava Admin, 29/01/2021, 14:32
Edit | Del | Deactivate Id. Decision Makers Id. Decision Makers Open 60% Pipeline Assigned dynamically Ava Admin, 29/01/2021, 14:32
Edit | Del | Deactivate Perception Analysis Perception Analysis Open 70% Pipeline Assigned dynamically Ava Admin, 29/01/2021, 14:32
Edit | Del | Deactivate Proposal/Price Quote Proposal/Price Quote Open 75% BestCase Assigned dynamically Ava Admin, 11/03/2021, 15:56
Edit | Del | Deactivate heaoliatmn/ReVEW I Negotiation/Review Open 90% A55|gned dynamically Ava Admin, 11/03/2021, 15:56
Edit | Del | Deactivate Closed Won Closed Won Closed/Won 100% Closed Assigned dynamically Ava Admin, 29/01/2021, 14:32
Edit | Del | Deactivate Closed Lost Closed Lost Closed/Lost 0% Omitted Assigned dynamically Ava Admin, 29/01/2021, 14:32


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

e You can change the forecast category of an Opportunity stage by editing
the Opportunity stage picklist value.

e Users can change the mapped category on an Opportunity without
changing the stage, as well by editing the Forecast Category field.

Opportunity Stages

Change the forecast category of a
stage to suit your business process



Forecast Quotas

Q_ quota

~ Feature Settings
v Sales
~ Forecasts
Forecasts Quotas

Didn't find what you're looking for?
Try using Global Search.

Setup Home  Object Manager

SETUP
Forecasts Quotas

Forecast Period

Forecast Type

Q

Select a Forecast Period and Forecast Type

Search Setup

July FY 2022

Opportunity Revenue

Show Quotas

Assign Quotas to Users

Q_ Search people and roles...

Role-Based Forecasts

Name

Jay Service
Brenda Service
Vance Channel
Andrea Admin
Ricky East

Ely East

Barry Brown
Sean Silver
Vanessa Central
Valerie East
Vince West
Jamie Green
Elliot Executive
Savannah Smith
Bill West

Erin Marsh

Wendy West

v

Quota

175,000
175,000

1,000,000
1,000,000
1,000,000

5,000,000
200,000
200,000
200,000

200,000

Role T b

Customer Service Manager

Customer Service Manager
Director of Channel Sales
Director of Human Resources
East Sales

East Sales

Meri

ian Partners Partner User
Pinnacle Partners Partner User
RVP Central

RVP East

RVP West

Summit Resellers Partner User
VP of Sales

West Sales

West Sales

West Sales

West Sales

Manager Name

Elliot Executive

Valerie East

Valerie East

Elliot Executive
Elliot Executive

Elliot Executive

Vince West
Vince West
Vince West

Vince West



Individual Forecasts

n Forecasts > Opportunity Revenue
% BillWest v

Elliot Executive > Vince West > Bill West

Months # Einstein Prediction

Total: 13 Months )

August FY 2022 2

September FY 2022 v

October FY 2022 2

November FY 2022 <

December FY 2022 =

January FY 2023 -

February FY 2023 -

March FY 2023 -

April FY 2023 -

May FY 2023 -

June FY 2023 S

Quota

$767,678.00

$200,000.00

$333,446.00

$234,232.00

Last updated 01/22/2023 at 12:34 PM

Closed Only Commit Forecast Best Case Forecast Open Pipeline
$640,000.00 $690,000.00 $951,860.00 $428,620.00
83.4% 89.9% 124.0% 55.8%
$25,000.00 $25,000.00 1 $25,000.00 4 $0.00
125% 125% 12.5% 0.0%
$31,000.00 $31,000.00 1 $31,000.00 1 $0.00
$0.00 $0.00 $0.00 $0.00
$0.00 $0.00 $0.00 $0.00
$0.00 $0.00 $0.00 $0.00
$82,000.00 $82,000.00 1 $82,000.00 1 $0.00
$502,000.00 $502,000.00 4 $626,600.00 1 $230,360.00 ¢
150.6% 150.6% 187.9% 69.1%
$0.00 $0.00 $75,000.00 1 $75,000.00 4
0.0% 0.0% 32.0% 32.0%
$0.00 $0.00 $0.00 $0.00
$0.00 $0.00 $26,000.00 1 $26,000.00 1
$0.00 $50,000.00 1 $50,000.00 1 $61,000.00 1
$0.00 $0.00 4 $36,260.00 1 $36,260.00 1

Best Case F

$95°

$2

RANGE

Set Forecast Range
DISPLAY OPTIONS
v Show Quota Column
+ Show Quota % Attainment
+ Show Rows with All Zero Values
+ Show Changes in Last 7 Days
FORECAST TYPE
v Opportunity Revenue

Product Family Revenue

Revenue Splits

$82,000.00 1

3at12:34 PM

peline
520.00
55.8%
$0.00
‘ 0.0%
$0.00

$0.00

$0.00

$0.00

$0.00



Product Family Forecasts

a Forecasts > Product Family Revenue & v |C
Valerie East v Last updated 01/22/2023 at 12:37 PM

Elliot Executive > Valerie East

Months Quota Closed Only Commit Forecast Best Case Forecast Open Pipeline
$2,565,600.00 $2,580,600.00 $2,659,600.00 $181,693.07
v January FY 2023 -
$2,475,600.00 1 $2,490,600.00 1 $2,569,600.00 1T $160,000.00
Products Not Categoriz... =
- $0.00 $0.00 $0.00 $0.00
>  Services =
. $0.00 $0.00 $0.00 4 $799.00
>  Software Licenses -
$0.00 $0.00 $0.00 $0.00
> Product =
X $0.00 $0.00 $0.00 ¥ $16,462.52 4
> Service -
$0.00 $0.00 $0.00 $0.00
>  Solar Panels -
: $90,000.00 1 $90,000.00 1 $90,000.00 1 $2,325.22
v Batteries =
$90,000.00 1 $90,000.00 1 $90,000.00 1 $0.00 4
, Ely East Y &
$0.00 $0.00 $0.00 $2,325.22 1
! Ricky East -5 -
$0.00 $0.00 $0.00 $0.00
a Valerie East's Ow... -



Product Families

Product Information
*Product Name

Battery, High Capacity

Edit Battery, High Capacity

Product Family

Batteries

Inventory Level

ETA

Description Information

Product Description

Image

Image

Spotter Configuration

Search Spotter Configurations...

Product Code

B-1000

Product SKU

B-1000

Active

This product is easy to integrate and provides enhanced performance for an open solution with no compromises.

Image URL

https://sfdc-ckz-b2b.s3.amazonaws.com/SDO/2021/E




Opportunity Split Forecasting

Forecasts > Revenue Splits fo 3 4 (65

Wendy West v Last updated 01/22/2023 at 01:26 PM

Elliot Executive > Vince West > Wendy West

Months Quota Closed Only Commit Forecast Best Case Forecast Open Pipeline P
wevemuer 11 zuze
$813,000.00 $902,000.00 1 $1,109,000.00 1 $410,000.00
January FY 2023 =
$0.00 $45,000.00 1 $93,149.00 1 $167,776.38 1
February FY 2023 =
$0.00 $0.00 $90,000.00 1 $191,000.00 1
March FY 2023 -
< $0.00 $42,000.00 1 $114,200.00 1 $416,307.58 1
April FY 2023 &
$0.00 $65,000.00 1 $112,000.00 1 $112,000.00
May FY 2023 -
$0.00 $0.00 $0.00 $8,000.00 1

hina EV 2022

Wendy West « April FY 2023 « Open Pipeline « $416,307.58 Ll R

Opportunity Name v | Account Name \/ | @ Opportunity S... Vv | Forecast... v ‘ Amount v [ split | Close Date v ‘ Stage v ‘ Pro... v ‘ Fore... ‘v | Owner Full Name
1 Universal Services - Add-On Business - 42K Universal Services Not Available $42,000.00 $42,000.00 100.00% 4/19/2023 Negotiation 90% Com... West, Wendy
2 Towson Inc. - Add-On Business - 64K Towson Inc. Not Available $63,500.00 $63,500.00 100.00% 4/30/2023 Qualificati... 20% Pipeli... West, Wendy
3 Towson Inc. - Add-On Business - 72K Towson Inc. Not Available $72,200.00 $72,200.00 100.00% 4/13/2023 Discovery 35% Best ... West, Wendy

4 Morpon Brothers - New Business - 72K Morpon Brothers Not Available $72,225.00 $72,225.00 100.00% 4/7/2023 Qualificati... 20% Pipeli... West, Wendy

o Your Feedback Matters!




orecast Adjustmen

SETUP
Forecasts Settings

Enable Forecast

Make it easy for sales teams and interested parties to project sales. To turn Collaborative Forecasts off, contact Salesforce Customer Support.

Active

Available Forecast Types

You can activate up to 4.

Forecast Type ... V' ‘oblm v [Measure v | Product Famil... v ‘ Date v ‘ Hierarchy v ‘ Custom Filter v ‘ Custom Column Vv |stnus v l
Opportunity Line It..  Opportunity Product  Total Price Selected Close Date (Opport... User role No No Active (v
Revenue Opportunity Split (R..  Amount N/A Close Date (Opport... User role No No Active v
Opportunity Revenue ~ Opportunity Amount N/A Close Date (Opport... User role No No Active v

Create a Forecast Type

Prad, .

Family

Change the product families that appear on the forecasts page and the order they appear in. The more product families you add, the more rows show -
in the forecast grid, up to 2,000. These settings apply to all product family forecast types.

|

Enable Adjustments

Let forecasts managers and users edit forecasts without affecting the data in the related opportunities.

Save
v Manager adjustments
Managers can adjust forecasts for users and child territories one level below them in forecasts hierarchy.

v | Owner adjustments
Users can adjust the forecasts they own, including territory forecasts.

Closed Only Commit Forecast Best Case Forecast Open Pipeline
$570,000.00 $542,000.00 b $570,000.00 $292,530.00
24.5% 233% 24.5% 126%
$0.00 $000 $0.00 $0.00

00% 00% 00% 00%
$60,000.00 $3200000 ¥ $60,000.00 $0.00
120.0% 64.0% 1200% 00%

You can hover over the cell to see the change details.

$10,000.00 +

Al

N

Adjustments

Bruce Wayne :

Bruce Wayne's Subordinates :
Without Adjustments :

Amount increased by $9.9K
$100.00 to $10,000.00

Updated on July 19, 2022

$10,000.00

$797.00

$0.00



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

Adjust
*Best Case Forecast
$100,000.00

ents: $90,000.00

New sales intelligence info came in. Things are looking better than we thought

79/255

.00

00  Adjustments

Elliot Executive : 00,0000

Without Adjustments : $90,000.00

Adjustment Note

.00

New sales intelligence info came in. Things are looking
better than we thought.

.00

.00 $100,000.00




Einstein Forecasting

Considerations for Setting Up
Einstein Forecasting

Do you want all your opportunities scored in a single group?

-

Yes
Consider all opportunities equally.

No
Segment opportunities according to my criteria.

How do | decide?

If you have a group of opportunities that are
especially important to your business, tell Einstein
so0 you can achieve more accurate forecast
predictions.

More Info

Do you want Einstein to consider all your custom opportunity
fields?

O Yes, use all opportunity fields
(Recommended)

@ No, ignore certain opportunity fields
(Advanced)

6 Be careful about ignoring fields

Ignore fields only if you are sure they have no effect on a deal's
chance of closing.

ignoring i ial fields makes Einstein's forecasting
prediction less accurate.

If you're not sure, use all opportunity fields.

Back © L] o

How does Einstein handle custom fields?

It depends on whether custom fields impact your
sales forecast. Einstein only uses custom fields
that improve the accuracy of the prediction.

So Einstein doesn't necessarily use all custom
fields to begin with. If you have fields you are
certain don't affect your sales forecast, you can
tell Einstein to ignore them during analysis.

Be careful about ignoring fields. If you're not sure,
include all opportunity fields.

More Info



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

Forecasts > Opportunity Revenue
Elliot Executive ¥

&

Navita Sharma > Elliot Executive

Months

Total: 12 Months

>  October FY 2022

> November FY 2022
>  December FY 2022

v January FY 2023

D veeiess
19(7

2

-]
<

8

>  February FY 2023

Vance Channel

Vanessa Central

Vince West

My Opportunities

> March FY 2023

> April FY 2023

# Einstein Prediction

$20,794,807.96

$5,858,103.96

$1,669,000.00

$9,935,850.00

$3,331,854.00

Valerie East Team - January FY 2023 - Einstein Prediction - $5,858,103.96

Opportunity Name v | Account Name

1 Acme Partners - New Bu... Acme Partners
2 Displaytech - Add-On B... Displaytech
3 Meridian Partners - New... Meridian Partners

4 Acme Partners - New Bu... Acme Partners

v | - Opportu... v | Amount
Not Available  $15,000.00
91 $15,000.00
Not Available  $15,000.00
Not Available  $18,000.00

v

Quota

$722,333.00

$500,000.00

$5,900,000.00

$500,000.00

$10,000,000.00

$3,400,000.00

$222,333.00

Qu... Vv Close Date

0.00 /4/2023
0.00 1/25/2023...
0.00 132023
4.00 11712023

Q Quip

e &
Last updated 01/24/2023 at 04:30 PM

{l 1} it F . Ty -
Sloac ool Sepmithoreas) %3 Einstein Prediction Details N
$9,594,239.57 $10,755,339.57 January FY 2023 - Valerie East Team
1328.2% 1489.0%
$212,400.00 4 $212,400.00 4 Range
ke e 000000000
$263,500.00 1 $263,500.00 4 $5,858,103.96
$5,272,293.56 $6,443,914.36

$271,730.57 1

$271,73957 4

® Range: + 10% ($685,810.40)

Breakdown
$8,846,600.00 1 $9,008,600.00
1769.3% 1801.7% sTh
$2,565,600.00 $2,580,600.00 1 .+
—— — —_— -
435% 437%
$710,000.00 $710,000.00 ¢~
$5m
142.0% 142.0%
$4,256,000.00 1 $4,314,000.00
— —— — biG
426% 431%
$1,315,000.00 4 $1,404,000.00 4
S ——— —_—
387% 41.3%
$0.00 $0.00
B R som
$0.00 $292,100.00
00% 131.4% B
$0.00 $119,000.00 1
$0
$0.00 $290,000.00
T4
v | Stage V| Pro.. v | Forec.. /| OwnerF.. ‘| C.. Vv NextStep v
ClosedWon ~ 100..  Closed East, Ely great win for us v P —
Negotiation 90% Commit  East, Ric.. Quote sent out, waiting f... v
(3) Your team won more deals than the same day last year.
ClosedWon ~ 100..  Closed East, Ric... great win for us
() The teams in your organization are performing better than the same
ClosedWon ~ 100..  Closed East, Ric... Follow up with Larry B. v

day last quarter.



https://quip.com/AlyNA4jeLbKr

mprove Sales Prediction

TRAILHEAD

Sales Home  Chatter

Forecasts  Opportunities v  Leads v  Accounts v  Contacts v  Dashboards

My Performance

at 4:33 PM

$S9.0M

Einstein Prediction

-51.0M

Einstein Predictionto Q...

$70.2K

Einstein Predictionto ...

-58.5M

Closed to Quota Gap

v

.

s
-
MERELER
-
»”
.
.
PR
.
.

a
‘_.-...--'
.

o]

e it

=&~ Closed =@ Bost Case =@~ Commit == Einstein Prediction

Dec 02 03 04 05 06 07 08 09 10 11 12 13 14 15 16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 31

Reports v  Calendar Quotes v Analytics

Einstein Insights

Amount

was men ed

Sustalnable Energy - New Business - S1.5M X

o

A recent emall Indlcates that the deal amount was
changed

D Relevant Actlvity -a month ago

Re: Deal status
... new CIO only wants Phase 1 at $400K ...

Emall Edit

@ Companyis

&
X

Qpportt

= at responded
Sustalnable Energy - Add-On Business- $46 | & | # X | w

Today's Events

Today's Tasks

| Na commiunication

Wellspring - Add-On Business - $88K % /S X\ v



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 0

Quota Attainment

KEY METRICS

UsSD 6.8M

Einstein Prediction

-USD 219.4K
Einstein Prediction to Quota Gap

USD 166.3K
Einstein Prediction to Commit Gap

-USD 890.1K
Closed to Quota Gap
TRENDING PERFORMANCE

== Closed =@~ BestCase == Commit =@ Einstein Pre

re

pportunities and Future Forecasts

/™

Search Salesforce

Home Campaigns v Leads v Accounts v Contacts v
o Forecasts
& Elliot Johnson v
MONTHS 6 EINSTEIN PREDICTION QUOTA
Total; 3 Months $11,700,000.00
v March FY 2018 $8,755,130.99 $9,500,000.00
"é“ Bill West $3,898,562.00 $3,000,000.00
g ENot East $1,210,415.00 $2,000,000.00
‘;9’ Felix Reed $925,000.00 $1,000,000.00
3 Gloria Barnes $730,000.00 $2,400,000.00
_?. Sue Marketing $1,712,023.00 $1,000,000.00
? My Opportunities .
E
Elliot Johnson Team - March FY 2018 - Closed Only - $4,603,360.00
OPPORTUNITY NAME ACCOUNT NAME O OPPORTUNITY SCORE & AMOUNT
Universal Services - A. Universal Services 9% $65,000.00
Optos Inc. - AGd-On B... Optes Inc 9 $23,000.00
Associated Supply Co.... Associated Supply Co. 9 $33,000.00
Universal Services - N.. Universal Services 98 $261,027.00
Groen Fields Modia - .. Green Fiolds Modia 98 $91,400,00
Employnet - Services -, $100,500.00

Employnet o7

Opportunities

My Open Opportunities w/ Score

CLOSED ONLY

$4,668,860.00
$4,603,360.00
$3,475,259.00
$410,600.00
$112,411.00
$236,063.00
$369,027.00
$0.00
QUANTITY CLOSE DATE
000 03/312/2018
0.00 03/12/2018
0.00 03/12/2018
0.00 03/29/2018
0.00 03/12/2018
0.00 03/05/2018

Forecasts

COMMIT FORECAST BEST CASE §

Forecast Trend  Calendar v

$8,420,703.42 $14,3)
$7,561,603.42 e $11.3
$3,475,259.00 539
$780,000.00 3 51,8
$1,077,65500 ¢ $1.8
5488,063.00 S
$1,239,027.00 52,1
$501,599.42 $9)
T4
STAGE PROBABILITY (%)
Ciosed Won 100%
Ciosed Won 100%
Closed Won 100%
Ciosed Won 100%
Closed Won 100%
Closed Won 100%

a2 af®

Dashboards v Repots v “More v &

2 W,
—
O Einstein Prediction Details b
March FY 2018 « ESiot Johnson Team
RANGE
seves
$8,755,130.99
$7.879,617.89 $9,630,644.0
® Rarge £ 10% (S875,513 10}
BREAKDOWN
satu
& & &
& & & &
& & S K
\4 & <&
éﬁ“ &
o

TOP FACTORS

() The teams in your organization are performing better
than the same day last quarter




Edit Summary-Level Formula Column

Quata Attai tReports =~ “
p ~ M@ Count (1) F°::"’C':n‘:”“"" e De;:imal i =
H . N “ Ml Forecasting Quotas (12) General Display
Objects: Forecasting Quotas and Forecasting Items R .
@& Created Date + - * / a ( ) Help

Not editable in Object Manager

4

Owner: Full Name

Report: Forecasting Quotas and
Forecasting Items A Analyze A ViewTrend | v || Q n Y| e|l & Edit | w
Quota Attainment %
Total Records  Quota Attainment %
&
Quota Attainment %
Quota Attainment %
0 100 200 300 400 500 600 700 800 900
Valerie East
Vance Channel
Vanessa Central

Vince West

Owner: FullName t v | Quota Amount v Forecast Amount v fx Quota Attainment % |~
| 1 valerie East (1 $500,000 $2,565,600 -
| Vance Channel (1) $500,000 $710,000 -
| Vanessa Central (1) $500,000 $4,256,000 -
| ] vince west (1) $500,000 1,315,000 -
| Total (4)

REPORT ¥

Quota Attainment % #  Forecasting Quotas and Forecasting Items

Y Filters @

Search all fields...

M Summary Formulas (1)
fx Quota Attainment %

+ Create Formula

M Forecasting Quotas (12)
A Created By: Full Name

& Created Date

& End Date

A ForecastingQuota ID

+ Is Amount

+ Is Quantity

A Last Modified By: Full Name
& Last Modified Date

A Owner: Full Name

# Quota Amount

# Quota Quantity

& Start Date

* M Forecasting Items (16)

# Amount Without Adjustments

& End Date
A ForecastingQuota ID

Q- X  :=outline

Groups
[E GROUP ROWS
Add group.

Owner: Full Name

[ GROUP COLUMNS

Add group.

Columns
Add column...

# Quota Amount

# Forecast Amount

SUMMARY FORMULA COLUMNS

fx Quota Attainment %

# Amount Without Manager Adjustment

& End Date
# Forecast Amount
© Forecast Category
A Forecasting Item ID
# Forecast Quantity
+ Has Adjustment

+ Is Amount

+ Is Quantity

A Owner: Full Name

1 ForecastingItem.ForecastAmount:SUM / ForecastingQuota.QuotaAmount:SUM

Got Feedback?

n Save & Run save | ¥

Previewing a limited number of records. Run the report to see

i m

Update Preview

everything. Automatically
L
&
Q Quota Attainment %
x Quota Attainment %
0 200 400 600 800 1K
Valerie East
Q
JEr— -
2
3
v =
&
£ Vanessa Central
Q o
x
Vince West
x
Owner: Full Name 1 || | Quota Amount |+ Forecast Amount [¥| fi Quota Attainment % |+
X | Valerie East (1) $500,000 $2,565,600 -
Subtotal 51312%
Vance Channel (1) $500,000 $710,000 -
Subtotal 142.00%
Vanessa Central (1) $500,000 $4,256,000 -
Subtotal 851.20%
Vince West (1) $500,000 $1,315,000 -
Subtotal 263.00%
Total (4)



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.
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