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    SAN RAMON, CA, November 22, 2013 /24-7PressRelease/ -- Ventana Research has
released the findings of its latest benchmark research, on the important business topic of Sales
Forecasting. The research assessed the sales forecasting process and investigated the use of
technology to improve its efficiency. It was designed to explore trends and maturity in sales
forecasting, assess how executives and managers use sales forecasts and the role they play in
their organizations, and examine the sales pipeline and information collected to create a better
understanding of the demand for an organization's products and services. The research offers
new insights into trends in sales forecasting today.

In the last few years, the demand for better sales forecasting and planning has grown
dramatically. Sales forecasting is an essential business process for every sales organization,
but this research shows that most do not make the investment into the technology needed to
ensure its accuracy and timeliness. In fact, the research finds, only 35 percent of organizations
have sales forecasts that are more than 80 percent accurate. Moreover, while more than half
(55%) view sales forecasting as very important to their organization, fully two-thirds are not
satisfied with the process they currently use. 

This research reveals that in most sales organizations, inconsistent execution is the most
significant impediment motivating organizations to invest in new technology. The efficiency of
the forecasting process is influenced by technology and experience; those that have used
dedicated technology for sales forecasting for more than a year can create and compile their
forecasts more quickly far more often than can organizations that do not use dedicated
technology. The degree of collaboration matters as well, the research finds.

"Sales forecasting is a process that has lacked investment and effective execution to the level
that it needs to operate efficiently," said Mark Smith, CEO and chief research officer of Ventana
Research. "Most sales organizations have not taken this process seriously and continue to use
reports or spreadsheets for sales forecasting, which has not helped them plan well and gain the
insights on future sales performance that would help them competitively. In fact, more than half
of organizations that use spreadsheets admit the reliance on spreadsheets makes it difficult for
them to manage the sales forecast efficiently."

To learn more about this Sales Forecasting benchmark research, please visit: www.ventanares
earch.com/salesforecasting
. Ventana Research, a leading business technology research and advisory services firm,
provides access to a free copy of the executive summary of the research report.
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benchmark business technology research and advisory services firm. We provide insight and
expert guidance on mainstream and disruptive technologies through a unique set of
research-based offerings including benchmark research and technology evaluation
assessments, education workshops and our research and advisory services, Ventana
On-Demand. Our unparalleled understanding of the role of technology in optimizing business
processes and performance and our best practices guidance are rooted in our rigorous
research-based benchmarking of people, processes, information and technology across
business and IT functions in every industry. This benchmark research plus our market coverage
and in-depth knowledge of hundreds of technology providers means we can deliver education
and expertise to our clients to increase the value they derive from technology investments while
reducing time, cost and risk.

Ventana Research provides the most comprehensive analyst and research coverage in the
industry; business and IT professionals worldwide are members of our community and benefit
from Ventana Research's insights, as do highly regarded media and association partners
around the globe. Our views and analyses are distributed daily through blogs and social media
channels including Twitter, Facebook, LinkedIn and Google+.

To learn how Ventana Research advances the maturity of organizations' use of information and
technology through benchmark research, education and advisory services, visit www.ventanar
esearch.com . 

Media: Copies of benchmark research report and interviews are available upon request.

Tweet this: News: @VentanaResearch releases new Sales Forecasting research #SFA #CRM 
http://bit.ly/1bVai8R

Media Contact:Marketing(925) 242-2412 marketing@ventanaresearch.com
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