How BIG can
my business
be?

Steps to
Forecasting sales
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Objective:

To consider and apply
various methodologies
to estimating the future
sales of your business.




Agenda:

1. Your common denominator

2. Three Business Questions:
1. How bigdo I need it be?
2. How big can it be?
3. How bigdo | wantitto be?

3. A Fourth Method
4. Thoughts and considerations %
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A successful Business
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s ..cover the costs of running the
Often pusiness, to pay yourself, and

Kkeeping some money in the
ousiness so it can grow.
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Your Company Slegan

Street Address DATE: Date
City, ST 2P Code INVOICE # 100
Phone [number] Fax [number] FOR: Project or senvice - -%

descriplion o

Bill Te:

Mame

Company Mame
Street Address
City, 5T 2P Code
Phone

DESCRIPTION AMOUNT

TOTAL | &

Make all checks payable to Your Company Name

i you have any questions conceming this invoice, Contact Name, Phone Mumber, E-mail
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Pitching to a Dragort
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How big do you want.it to be?

*How many potential customers do you
have?

*How many competitors?

*How big is your potential market?
*How often do they buy?

*How much will they pay?



Your market potential

Your Market
/

Number of competitors +1

Potential:

The maximum sales
X

— based on the
! customers.

Price



How much time do you have?

* How much time does it take to complete
the job you are invoicing for?

« How many of those can you do in one day?

* How many operating days do you have per
year?

* What is the price you are charging for that
product/service?
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3 Numbers-Which is the correct one?

1.What you need?
2.What you can produce?

3.What your market will bear?



A fourth approach

1. Take a calendar for the next
year

2. Each month ask yourself.
“What will limit the number
of units | can sell this
month?”

3. Write that number down

4. Total for the year

5. Compare with Top Down,
Bottom up and Needs
Amounts

2021 Calendar

JANUARY

FEBRUARY

MARCH

Mo Tu We Th Fr Sa Su

12 3
4 5 6 7 8 9 10
11 12 13 14 15 16 17
18 19 20 21 22 23 24
25 26 27 28 29 30 31

Mo Tu We Th Fr Sa Su
1 2 3 4 5 6 7
8 9 10 11 12 13 14
15 16 17 18 19 20 21
22 23 24 25 26 27 28

Mo Tu We Th Fr Sa Su
1 2 3 4 5 6 7
8 9 10 11 12 13 14
15 16 17 18 19 20 21
22 23 24 25 26 27 28
29 30 31

APRIL MAY JUNE
Mo Tu We Th Fr Sa Su Mo Tu We Th Fr Sa Su Mo Tu We Th Fr Sa Su
2 rT 1 2 1 2, 34 56

5 6 7 8 9 1011
12 13 14 15 16 17 18
19 20 21 22 23 24 25
26 27 28 29 30

JULY

3 4 5 6 7 8 9
10 11 12 13 14 15 16
17 18 19 20 21 22 23
24 25 26 27 28 29 30
31

AUGUST

7 8 9 101112 13
1415 16 17 18 19 20
21 22 23 24 25 26 27
28 29 30

SEPTEMBER

Mo Tu We Th Fr Sa Su

1 2 3 4
5 6 7 8 9 10 11
12 13 14 15 16 17 18
19 20 21 22 23 24 25
26 27 28 29 30 3

Mo Tu We Th Fr Sa Su

1
2 3 4 58 7 8
9 10 11 12 13 14 15
16 17 18 19 20 21 22
23 24 25 26 27 28 25
30 31

Mo Tu We Th Fr Sa Su

1 2 3 4 5
6 7 8 9 10 11 12
13 14 15 16 17 18 19
20 21 22 23 24 25 26
27 28 29 30

OCTOBER NOVEMBER DECEMBER
Mo Tu We Th Fr Sa Su Mo Tu We Th Fr Sa Su Mo Tu We Th Fr Sa Su
1 2 3 1 2 3 4 5 6 7 1 2 3 4 5

4 5 6 7 8 9 10
11 12 13 14 15 16 17
18 19 20 21 22 23 24
25 26 27 28 29 30 31

8 9 10 11 12 13 14
15 16 17 18 19 20 21
22 23 24 25 26 27 28
29 30

6 7 8 9 10 11 12
13 14 15 16 17 18 19
20 21 22 23 24 25 26
27 28 29 30 31
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Summary:

“An educated guess is one that you make after you
have all of the information.” —Anonymous

* Methods of forecasting

* 3 Questions:

1. How big does my business need to be?-Budgeting

2. How big can my business be?-Market Potential

3. How big do | want my business to be?-Capacity

* A fourth approach- Calendars and limitations



How big can my business be?




