
Sales Forecasting ENTR 4-1 
 
Think Critically 
 
1. Why is sales forecasting important? 

2. List the four general steps to preparing a sales forecast. 

3. Name eight common sales-forecasting techniques. 

4. Why is it important to make more than one type of sales forecast? 

5. Which sales forecasting technique do you think makes the most sense for your business plan? Why? 


