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This pricing worksheet is designed to provide an analysis framework anytime you are contemplating decreasing prices within LINKS.

Complete the "Before" columns and review the "Before" columns with your team members.  Complete the "After" column with actual data from the next quarter, after the results are available.  Review the before-after comparison with your team members.

	PRIVATE 
Firm
	
	
	Service
	
	
	Region
	
	
	Quarter
	


	PRIVATE 

	
	
	Before Action Analysis, Review, and Forecast
	
	After Action Review

	
	
	
	Last Quarter, Actual
	Next Quarter, Predicted
	
	Next Quarter, Actual

	
	Industry Sales Volume [units]
	
	
	
	
	

	*
	Volume Market Share [%s]
	
	
	
	
	

	=
	Sales Volume [units]
	
	
	
	
	

	*
	Price [$]
	
	
	
	
	

	=
	Revenue [$]
	
	
	
	
	

	-
	Variable Costs [$]
	
	
	
	
	

	=
	Gross Margin [$]
	
	
	
	
	

	-
	Fixed Costs [$]
	
	
	
	
	

	=
	Operating Income [$]
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Sales forecasting drives everything in demand-supply coordination and management.  Unfortunately, sales forecasting is extraordinarily challenging due to the many factors influencing your sales (your current and recent marketing programs, current and recent competitors' marketing programs, and exogenous market forces).
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Here's a judgmental sales forecasting process that, at a minimum, provides an organizational template to systematically approach the sales forecasting process.  Judgmental adjustments are challenging, but at least you're explicitly taking into account that your marketing (customer-facing) program changes, and those of your competitors, influence your sales.

· Step 1 (the "easy" part):  Construct a trend‑line extrapolation of past sales realizations based on a crucial assumption:  future market and environmental forces will continue as they have existed in the recent past.  Be watchful for structural considerations like unfilled orders.

· Step 2 (the "hard" part):  Make adjustments for planned changes in your marketing (customer-facing) programs.  The potential impacts of changes in service design, price, distribution, communications, and service operations on your sales must be quantified.

· Step 3 (the "subtle" part):  Account for foreseeable competitors' changes in their marketing (customer-facing) programs.  It's easy to overlook competitors in forecasting.  Assume that competitors are vigilant and thoughtful and present.

	PRIVATE 
1
	Trend-Line Extrapolation of Past Sales Realizations (Base-Line Forecast)
	

	2
	Adjustments For Planned Changes In Marketing Program (list specifics, with judgmental estimates of sales impacts [expressed in +/- %s])
Service Design Changes

Price Changes

Distribution Changes

Communications Changes

Service Operations Changes
	

	3
	Adjustments For Foreseeable Changes In Competitors' Marketing Programs (list specifics, with judgmental estimates of sales impacts [expressed in +/- %s])
Service Design Changes

Price Changes

Distribution Changes

Communications Changes

Service Operations Changes
	

	Adjusted Sales Forecast
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Strengths
What are your firm's strengths relative to your competitors?  What are your most important strengths?  Why?

	
Weaknesses
What are your firm's weaknesses relative to your competitors?  What is impeding you from achieving your desired results?  Prioritize your weaknesses.


	
Opportunities
How can you convert these strengths, weaknesses, and threats into opportunities for your firm?  What considerations are most important for your success?

	
Threats
What organizational, competitive, and environmental threats do you face now and in the near future?
































































































