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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 big do I need it be?

2. How big can it be?

3. How big do I want it to be?

3. A Fourth Method

4. Thoughts and considerations



3 Questions

1. How big do I need my business to be?

2. How big can it be?

3. How big do I want it to be?



A successful Business

Enough People 

Willing to pay enough $

Often enough….
…cover the costs of running the 
business, to pay yourself, and 
keeping some money in the 
business so it can grow.



Picture yourself 
serving a 
customer

• You are writing out an 
invoice.

• What is on the invoice?

• How much time does it take 
to complete the transaction 
you are charging for?



Pitching to a Dragon



Methods of Forecasting

• What I need to 
survive and thrive.

•Goals, objectives 
and dreams.

•Market potential

•How much time do I 
have?

•What will limit me?

•S.W.A.G.

•Divination



How big does my business need to be?

•What will it cost to run your business (monthly)?

•How much do you need to be able to pay yourself?

•How much profit (money left over) do you want/need 
to have?



Personal Budgeting

O=Obligations

N=Needs

W=Wants

Personal $$$$

O

N

W_______

Business



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

x

Frequency

x

Price

Potential:

The maximum sales 
based on the 
potential number of 
customers.



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?



A formula

Number if units per day

x

Operating days per year

x

Price per unit

Capacity:

Maximum sales based 
on you ability to 
produce.



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 I can sell this 
month?”

3. Write that number down
4. Total for the year
5. Compare with Top Down, 

Bottom up and Needs 
Amounts This Photo by Unknown Author is licensed under CC 

BY-NC

http://www.pngall.com/2021-calendar-png
https://creativecommons.org/licenses/by-nc/3.0/


Which now, is the RIGHT Number?

The CHOICE is YOURS!



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 I want my business to be?-Capacity

• A fourth approach- Calendars and limitations



How big can my business be?

Q & Eh?


