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Can You Deliver on Your Forecast?
See How You Rate.

According to CSO Insights’ 2011 Sales Management Optimization Benchmark Report, less than 50% of
forecasted deals result in a win. In other words, all the resources, selling time, and marketing dollars
spent to move nearly half of your leads through the pipeline have disappeared down the drain without
driving a nickel of revenue.

Why are forecasts so off-the-mark?
For all the possible causes of missed forecasts, it comes down to two things. Either your reps’ forecasts
were wrong to begin with; or they failed to do the right things to close the deals they forecasted. Both
put you at risk of delivering less revenue than you predicted.

Can risks in the forecast be identified?
Closing a higher percentage of forecasted deals is dependent on discovering and eliminating risks.
Unless you have a way to know which deals in your pipeline are for real, what’s at risk, and what you
can do to close at-risk deals, you can’t do much to ensure forecasted revenue comes in.

Your objective, therefore, is to know the true health of the pipeline and which deals in the pipeline may
not close as forecasted. To do that, you must uncover what’s changed and why.

Turning to your CRM , you can see current deal stages, and forecast probabilities. But CRM systems like
Salesforce.com, don’t show you how, why or which opportunities changed - not from last week, or any
prior period. This is a very important point. Without the ability to know what pipeline and forecast changes
have taken place you must resort to conducting extensive deal-by-deal reviews with each sales rep.

That’s a horribly inefficient method. And it eats up a lot of valuable selling time which only compounds
the problem of closing too few forecasted deals. You may discover the risk in the forecast, but you’ll
leave little time to formulate and execute on an action plan.

How equipped are you to eliminate risks in the forecast?
To find out, take the self-assessment on the following page. It will indicate how well positioned you are
to manage your pipeline and eliminate the risk of failing to deliver the revenue and profit you've
committed to deliver in 2012.

If the results of your self-assessment indicate you're not getting the most out of your forecast, it's
imperative that you do something about it. Cloud9 Analytics’ Intelligent Forecasting solution is a tool
that helps sales organizations minimize risk and deliver maximum revenue by addressing key challenges
including forecast accuracy, sales performance, and pipeline management.

Cloud9 is designed specifically for organizations that use Salesforce.com and works with traditional
territory hierarchies as well as territories employing matrixed management, overlay teams, global
account teams, or product-based teams.

It shows you how your forecast and pipeline are changing, which opportunities are at risk, and how
each team is performing. With that information, you know which opportunities to focus on, which teams
need additional coaching, and what actions can be taken to improve performance.

Take the self-assessment on the following page and learn how you rate when it comes to delivering on
your forecasted revenue.
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Visibility into Forecast and Pipeline Health Strongly
Disagree Disagree Neutral

or N/A Agree Strongly
Agree

We’re able to capture deal history over time and calculate key performance indicators
such as deal-stage probability, time spent in forecast, and pipeline vs results. 5 4 3 2 1
We can see and analyze pipeline from any perspective—by overlay team, product line,
role hierarchy, and other views unique to our organizational hierarchy. 5 4 3 2 1

Everyone who needs it, has self-service access to the most current data and analysis. 5 4 3 2 1
We employ a method for assessing pipeline and forecast  health that is consistent across
the organization. 5 4 3 2 1

Analysis of Pipeline and Forecast Risk Strongly
Disagree Disagree Neutral

or N/A Agree Strongly
Agree

We know - based on historical data - the average number of days at each stage of the
sales-cycle so we can quickly identify deals that are stuck. 5 4 3 2 1
We know - based on real data - how many deals each territory needs in the pipeline for it
to meet revenue objectives. 5 4 3 2 1
We have the means to judge forecasts based on pipeline analytics so we don’t have to
rely on gut-feel or tedious territory reviews. 5 4 3 2 1

We know, with relative certainty, whether we’ll make our number for the current period. 5 4 3 2 1

Ability to Take Timely Action to Eliminate Risk Strongly
Disagree Disagree Neutral

or N/A Agree Strongly
Agree

We have the data needed to  give performance-based coaching to individual sales reps
on behaviors that impact key metrics such as forecast accuracy. 5 4 3 2 1
We get automatic alerts when changes indicate at-risk-deals such as repeated lowering
of deal stage, probabilities or value. 5 4 3 2 1
Because we  know which deals are at risk, we can spend our one-on-one time coaching
reps and creating action plans. 5 4 3 2 1
We have the insight needed to prioritize sales activities and direct the rep’s attention
accordingly. 5 4 3 2 1

Subtotal
Add the

scores from
ea column

TOTAL Total the scores from all columns

Total score of 29 or less: You have a good process in place for monitoring your pipeline and eliminating risks of forecast inaccuracy.

Total score of 30-45: You are likely missing important indicators of risks in the forecast. It’s hampering your ability to take the right action in
time to affect your overall forecast accuracy.

Total score over 45: There is a high-probability you’re repeatedly missing forecasts as a result of inadequate insight into the real health of
the pipeline. This puts you needlessly at risk of missing your revenue targets for 2012.

Scoring
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