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Course Description

The most successful organizations have a strong sales forecasting function, which allows them
to precisely design their operations to match expected sales levels. In the Effective Sales
Forecasting course, we discuss how to construct a robust forecasting system. Topics covered
include the drivers of forecast accuracy, the forecasting process, sales forecasting techniques,
detecting cresting sales, structural improvements to the process, related Excel tools, and how
to measure forecast effectiveness.
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Log in to your secure account at www.bhfe.com. Go to "My Account.”
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on left side of document window).

Complete the course by following the learning objectives listed for the course, studying
the text, and, if included, studying the review questions at the end of each major
section (or at the end of the course).

Once you have completed studying the course and you are confident that the learning
objectives have been met, answer the final exam questions (online).

Instructions for Taking the Online Exam

Log in to your secure account at www.bhfe.com. Go to "My Account.”

A passing grade of at least 70% is required on the exam for this course.

You will have three attempts to pass the exam (call or email us after three
unsuccessful attempts for instructions).

The exam is not timed, and it does not need to be completed in one session.

For a printed copy of the exam questions, open the exam and press "Print Exam."
Once you pass the exam, the results (correct/incorrect answers) and certificate of
completion appear in "My Account.” A confirmation email is also sent.

CFP Board and IRS credit hours, if applicable, are reported on Tuesdays and at the
end of the month.

Have a question? Call us at 800-588-7039 or email us at contact@bhfe.com.
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Learning Assignment & Objectives

Identify the problems associated with sales forecasting.

Specify the advantages and disadvantages of each approach to sales forecasting, as well as the
situations in which each one works best.

Identify the forecasting method in which a smoothing constant is used.

Recall the information revealed by the correlation coefficient.

Identify the different methods that can be used to expand sales.

Recall the impacts of constraints on projected sales.

Specify the structural improvements that can be applied to the sales forecasting process.

Specify the forecast modeling options available within Excel, and the information they provide.
Specify how forecasting error information is used.
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