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Be Ready

 

Bring Structure & Scalability to 
RevOps 

Future Proof your 
Forecasting
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Nice to meet you!

Team:

● 40 sales reps (not including BDRS)
● 6 regional managers 
● Multi-product business

Goals:

● Forecast accuracy
● Reduce deal variance & slippage 
● Improve productivity
● Greater visibility for coaching & 

enablement VP, Revenue 
Operations



Be Ready © Copyright Mindtickle. Confidential.

Deal intelligence 
and fact-based 
forecasts

CRUSH QUOTA CONSISTENTLY

Systematic enablement 
+ coaching that creates 
more winners

BUILD A REVENUE ENGINE

Ideal Rep 
Profile

DEAL RISKS

ENGAGEMENT LEVELS

CALL THEMES

CONTENT SHARED

NEXT STEP RECOMMENDATIONS

of seller interactions     are 
now tracked 

82%

CRO Top Priorities
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Build Knowledge

Align Content

Analyze 
Performance

Optimize Behavior

Sales Content Management

Conversation 
Intelligence

Practice & 
Reinforcement

Sales Coaching

Sales 
Enablement 
& Training

Insights
Dashboard

+
Deal Insights

Activity Insights

Account Insights

Pipeline Insights

Forecast Insights

Our approach 
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Our forecasting 
roll-out process

Be Ready

Set Specific 
Expectations 

Create a Forcing 
Function for 

Weekly Forecast 
Submissions

Enlist 
Champions

Empower Sales 
Reps & 

Managers to 
Think like CEOs

● Weekly forecast 
submission 

○ Thursday - AEs
○ Friday - Managers
○ Monday - review 

with CRO
● Current Quarter + Next 

Quarter
● Current Quarter with 

breakdown for Month 1 & 
Month 2
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Focus Area #1:
Risk 
Assessment 
● Review pipeline at scale. Then, 

zero in on at-risk opportunities 

● Uncover risks & mitigate deal 
slippage 

● Empower managers & help 
them focus with account & 
deal level data 

● Enable reps to self-coach 
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Focus Area #2:
Build a Bridge 
to Enablement
● Inspect emails/calls

● Know which deals & calls to 
review without much thinking

● Compete coaching forms & 
sessions

● Enable self-coaching & 
role-plays 



Navin Persaud
Head of Revenue Operations
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The Art & Science of 
Sales Forecasting



Process, People, Platforms

● Build efficient, scalable & repeatable processes.

● Guide & enable people to understand & use the processes.

● Leverage a unified platform to accelerate business insight.

Forecast Foundation



Art vs Science

● A delicate balance that differs in every organization.

● Master the science, be aware (beware) of the art.

● Continually learn, refine, improve over time.



The Power of Predictability

● The goal of every company.

● The role in setting wider organizational priorities.

● Elevate your team/function within your organization.



The BoostUp Impact

● A simplified extension of what I see in the business.

● The empowerment of our sales leaders to take action.

● Actionable insight to drive continual learning & improvement.

● Time savings:  work to improve vs analyze the business.



“Accountability through 
visibility”



The [Science] of 
Sales Forecasting

Lucas Lam
Product and Solutions Director



1.          Custom Formula Weighted Roll-Up
Does your organization have specific indicators that they use as a 
barometer in each rollup?

You can use BoostUp to calculate commit gaps, weighted scores based 
on intent, and more. These custom metrics are all point and click 
configurable and self-service by your administrators.

          Custom Forecasting Business Rules
Guide your team’s forecasting submissions by setting automatic 
qualifiers or validation rules to determine what deals are eligible to 
be submitted into their forecasts, including auto-include and auto 
exclude.

This is a reliable way to promote best practices, data hygiene and 
more thoughtful rep forecasting.

2.
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            Global Business Types
Global Business Types allow you to delineate your business in ways that are 
meaningful for each role. 

Global Business Types provide a way to create multiple instances of 
BoostUp inside one experience based on how you structure SFDC and 
segment your business or your sales team.

           Blended Forecasting Models
As your teams progress through a quarter, you’ll want flexibility in their 
month over month forecasting and how it can apply to the sum total of their 
overall quarterly call.  

Blended forecasting, which is a mix of quarterly and monthly forecasts, is 
invaluable in situations where there is cross-functional team selling and you 
want to understand the forecast from each team member’s point of view.

3.

4.



          Opportunity Splits
Make it easy for your revenue team to collaborate and share 
opportunity revenue by enabling opportunity splits and 
customizing them for your business. This is extremely helpful 
for solution consultants, product specialists, renewal teams, 
and any scenario where partial deal attribution is present.

            Multi-Role Deal Override
In today’s world of team selling businesses need to understand 
how each member of a team is trending within a deal and what 
their commit forecast is at a deal level. 

Get input from each team member to get a comprehensive view 
into deal’s health.

          Account-Based Forecasting

There is often a need to break opportunities out 
within an account to accommodate different 
offerings, deal types, and cross-sell/upsell situations. 

With BoostUp’s flexible pivoting, you can view a 
rollup dashboard for each account that shows every 
opportunity within an account and all the associated 
deal indicators for each opportunity associated with 
that account.

6.

5.

7.
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          Account-Based Forecasting
There is often a need to break opportunities out within an account to accommodate different offerings, deal types, and cross-sell/upsell 
situations. 

With BoostUp’s flexible pivoting, you can view a rollup dashboard for each account that shows every opportunity within an account and all 
the associated deal indicators for each opportunity associated with that account.

7.



Best Practices

Good Forecasting starts with Good Sales Process
○ Sales Process should feed the Forecast Assembly & Submission

■ Ex. Pipeline inspection -> Deal Progression -> Forecast Submission(s)

Create Rules for “What can or cannot be Forecastable”
○ Importance of adhering to sales process while allowing flexibility in forecasting

■ Ex. Deals in Commit must alway be in your forecast, Best Case is the bucket of deals that 
we review in the forecast meeting

Understand your “People + Process Interaction” and Continually Revise
○ Are these interactions conducive to your forecasting process?

■ Ex. Are reps and managers aligned in the Forecast opinion or do they have differing 
opinions?

1.

2.

3.



Thursday, August 18th, 11 am PT, 2 pm ET


