Corporate Sales
Forecasting Training

Transform Organizational Learning
With Precision Revenue Forecasting
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The Capability Activation Curve

Old State

Traditional Guessing

Scale And Complexity
Diverse Learning Needs
Content Update Delays

Guessing Market Trends

Turning Point Outcome

Data-Driven Upskilling Precision Revenue
Forecasting

v A
— e

« Expert Instructor-Led @ Risk Mitigation

Trainin i imizati
9 @ Profit Maximization
« Integration Of Forecasting ; -
Tools @ Strategic Decision-
Making

« Statistical Forecasting
Models
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Enterprise Scale Meets Precision Delivery
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) Virtual / On-Site /
12 - 16 Hrs Instructor-Led Off-Site

Comprehensive Duration Expert Group Training Flexible Delivery Modes

SR ;%
10,000+ Certificate

Verified Global Trainers Documented Completion
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The Path To Forecasting Mastery

Mastery w

Strategic Resource
Allocation & Budget
Decision-Making

w——p

Milestone

Synthesize Qualitative
Insights With Market
Trends

Milestone

Apply Statistical Methods
& Forecasting Software

Milestone

Analyze Historical Sales
Data & Identify Patterns

Prerequisite

Basic Sales Process
Knowledge & Data Analysis
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Strategic Syllabus Synthesis

Phase 1: Phase 2: Data Phase 3: Strategic

Foundations & Analysis & Execution &

Market Dynamics Forecasting Models Implementation

Mastering the fundamental ) Applying advanced Deploying collaborative

concepts, economic quantitative regression and forecasting approaches,

indicators, and factors that qualitative expert techniques funnel analysis, and

impact sales forecasts. to prepare accurate decision-making frameworks.
predictions.
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Phase 1: Foundations & Market Dynamics

Internal Drivers

Evaluating the impact of pricing
strategies, product changes,
and marketing efforts.

Competitor Analysis

Mapping the competitive
landscape and industry-specific
dynamics.

Factors

Impacting Sales
Forecast

Economic Indicators

Analyzing economic cycles and
the impact of macro market
trends.

Customer Behavior

Understanding customer
segmentation and behavioral
influences.




Phase 2: Data Analysis & Forecasting Models

Traditional Approach

Historical
Guesswork

-

Forecasting Models
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Inconsistent
Estimates

Course-Enabled Approach

Data
Collection

—p

Statistical &
Qualitative
Analysis

Ce

>

Business Risk

Accurate
Revenue
Prediction

1. Time Series & Trend
Projection

2. Regression Analysis
Techniques

3. Delphi Method &
Expert Opinion

4. Scenario Planning &
Market Research
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Phase 3: Strategic Execution & Implementation

Collaborative {fé} vﬁ Funnel Ana|ysis
Approaches g .
« > Deep analysis of the sales
Integrating forecasting across pipeline and conversion
multiple organizational stages.
departments. . ~
Enterprise
Implementation
Predictive Analytics |f6\ @ Continuous Evaluation
Utilizing econometric » Monitoring, evaluating,
modeling for forward-looking and updating forecasts as
insights. conditions change.
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Aligning Course Modules To Enterprise Pain Points

Organizational Challenges Key Skills Gained Business Outcomes
Scale And Complexity Information Synthesis Strategic Resource Allocation
Content Update Delays Market Trend Analysis Competitive Advantage

Risk Mitigation & Cash Flow

Diverse Learning Needs Statistical Forecasting Tools Stability
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The Business Transformation Engine

[ Diverse Teams }—

[ Historical Sales Data } >
—>
—>
[ Market Research } »

[ Economic Indicators }—

Edstellar Instructor-Led
Training Platform

Cash Flow Stability

Profit Maximization

Optimized Inventory
Management

Strategic Long-Term
Planning




Target Audience Alignment

Technical/Analytical
Core

Sales Analysts, Financial
Analysts, Market Researchers,
Demand Analysts

Operational Management
Sales Managers, Revenue Managers,
Demand Planning Teams,
Marketing Managers
Strategic Leadership

Strategic Planners, Sales Operations
Managers, Financial Planning Teams

v
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Flexible Deployment Ecosystem

.

-

Virtual Live
Instructor-Led
e Zero travel required

e Seamlessly scales for large
global groups

e |nteractive tools for
maximum engagement

On-Site
Face To Face

e Tailored specifically to the
workplace environment

¢ High engagement via direct
interaction

¢ Hands-on process
demonstration

Axan
Off-Site
Face To Face

e Distraction-free immersive
environment

e Significantly improves
team bonding

® Boosts employee morale
and commitment
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Proof of Impact

‘Attending the Sales Forecasting training was
transformational for my professional development...
My ability to architect solutions and solve complex
problems has improved substantially. This course has
become foundational to my continued success.”

Rolando Chandler
Senior Customer Success Director
Sales Performance Company
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Enterprise Scale Global Reach

®

100+ Countries
Delivered

Seamless global integration ensuring
uniform learning outcomes.

10+ Languages
Supported

Including English, Espafiol, &i&iZ,
Deutsch, Francais, BZ& g, and more.
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Initiate Your Talent Transformation

~
Certificate of Completion

Presented to [Participant Name] for dedicated
skills development and successful completion
of [Program Name]).

Get a customized proposal tailored to
your team's specific needs.

WY
&5 edstellar.com

contact@edstellar.com




