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Sales Forecast

Managing a sales forecast involves predicting future sales performance, setting goals, and
monitoring progress. The following strategies can help you:

1. Define the sales process: Define the steps in your sales process, including lead
generation, qualification, and closing, and establish metrics to measure each step.

2. Gather data: Gather data from previous sales, market trends, and industry analysis to
inform your sales forecast.

3. Use forecasting tools: Use forecasting tools, such as spreadsheets, CRM systems, or

predictive analytics, to track sales performance and predict future trends.

4. Set realistic goals: Set realistic and achievable sales goals, taking into account your

company's current performance and market conditions.

5. Assign accountability: Assign accountability for meeting sales goals to individual

salespeople, and hold them responsible for achieving their targets.

6. Monitor progress: Regularly monitor progress against your sales forecast, and make
adjustments as necessary to ensure you're on track to meet your goals.

7. Involve the team: Involve the sales team in the forecasting process.

8. Review and revise: Regularly review and revise your sales forecast as new data

becomes available, and make adjustments.

Idea Sheets provide quick and actionable suggestions to drive more referrals and sales. Visit

www.referralsafe.com/asktra frequently for new additions.
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