
Questions:  Estimating Sales
Questions to Answer

1. How many customers is your business likely to obtain?   Is your estimate based on realistic rates of converting members of your target customer group in your market area into part of a loyal customer base?


2. How often are customers likely to purchase within a given period?


3. How much are customers likely to spend when they purchase?


4. What is your estimate of sales revenue for this possible market opportunity?


5. What assumptions did you make in preparing your estimates and what support do you have for these assumptions?


6. What is your most likely estimate of sales, your best case estimate of sales and your worst case estimate of sales revenue?   What assumptions did you make in computing each of these?


If you are unable answer the above questions with confidence, you need to spend time researching and analyzing your customer and markets in order to feel comfortable about your answers.

Read on!   And, visit http://www.BCEBulletin.com.   
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