Steelwedge Sales Pipeline Manager

In today’s volatile business environment, companies can no longer rely on statistical projections of backward-facing demand data to forecast future demand and drive executive-level decisions. Both sales pipeline information and historical demand must be taken into consideration. However,  the attempt to align sales pipeline information with demand projections based on historical data has typically been an informal and disjointed process. Forecasts are gamed by the sales force, operational information is often misleading and forecast coordination across functions is extremely difficult. Sales leads provide a critical source of forecasting information, yet using them for an enterprise-level forecast is fraught with multiple difficulties. 

Steelwedge Sales Pipeline Manager (SPM) addresses these issues by creating alignment between sales pipeline-based and demand history-based forecasts. This allows organizations to quickly respond to changing market conditions and improve revenue predictability. 

Steelwedge SPM enables you to identify consistent, predictable patterns in Customer Relationship Management (CRM) and Sales Force Automation (SFA) data and correlates those with the abundance of historic shipment and product lifecycle information available in ERP and SCM systems, thus dramatically improving forecast accuracy and better aligning demand and supply. 
Leverage Sales Data to Improve Forecast Accuracy

CRM and SFA tools collect huge amounts of data on component sales, configured products and sales probabilities. However, relating that data in a meaningful way is an overwhelming chore. You cannot simply dump data into spreadsheets and pull out reasonable conclusions. 

Sales pipeline information provides valuable insights because it reconciles sales-driven estimates with historical operations data, providing a more accurate view of sales trends. Forecasts that are based on CRM data, for example, are typically ‘underweight’ because they reflect short time horizons, fail to consider all sales and are subject to gaming by the sales force. Historic demand data, on the other hand, is often unreliable, especially in volatile environments. Historic trend information that is pulled from the demand data, however, helps normalize the underweight sales pipeline information.

Sales pipeline information itself is frequently ignored because demand analysts see it as gamed or manipulated. While that is often true, the manipulation is typically done in a systematic and consistent way. Research demonstrates this phenomenon in study after study. So, given a certain incentive structure, sales people will either exaggerate or hide sales opportunities, but there is a pattern to that behavior. Making sense of those consistencies is one of the keys to improved forecasting.

In order to make sense of two large data domains (sales opportunity and operational information) and involve the sales force without detracting them from their responsibilities, it is necessary to have an advanced, integrated forecasting and planning solution that ties customer-based sales pipeline opportunities to detailed item-level demand forecasts

Sales Pipeline Management from Steelwedge

Steelwedge Sales Pipeline Management addresses these issues comprehensively. With Steelwedge SPM, you can capture and archive sales opportunities, weight them by their probability of success based on statistical analysis of historic trends, eliminate misleading exceptions, identify patterns within gamed information, and perform gap analysis against statistical forecasts. This allows you to significantly improve forecast accuracy, visibility and business agility while reducing the forecast cycle time. In simple terms, sales pipeline data is translated into terms meaningful to the rest of the organization.

The technology which makes this all possible is Steelwedge’s proprietary Statistical Bill of Materials or sBOM. Unlike standard planning BOMs, Steelwedge sBOM technology leverages statistical information and projections regarding the expected composition of sales opportunities to tie together sales and operations data. This is especially important when sales opportunity information cannot be directly tied to detailed demand history data.

SPM Core Capabilities

· Filter, clean and manage information. Eliminates gaming and highlights exceptions. Incorporates multiple business rules and logic to automatically clean, filter, and adjust sales pipeline data. Statistical and regression-based techniques enable demand managers to separate out true changes in demand signals from the “noise” created by errors, manipulation, individual bias and subjectivity.

· Data bridge between clean pipeline data and unit demand data. Allows users to compare different information sources on an equal basis and to conduct gap analyses between pipeline-based projections and demand data. Enables users to view pipeline data at a more detailed level, from various perspectives and levels of aggregation.

· Flexibly view and override data. Users analyze, slice, dice, and edit data in every conceivable manner. This flexibility is critical in the process of reconciling pipeline-based forecast data with order history, causal data and other data sources. Pipeline opportunity data can also be manually adjusted for forecasting purposes.
· Alert and event management system. Automatically send emails and messages (based on business rules) to highlight when there are important changes in sales opportunities, new opportunities, or what appear to be errors or illogical inconsistencies. 

· Archiving and Alerting. Archive all changes in pipeline data and set-up e-mail messages to alert demand analysts to changes in sales pipeline data to quickly identify unexpected upticks or downward demand trends.
· CRM/SFA system links. Easily connect to CRM and SFA systems with pre-built adapters.
For more information on this and other Steelwedge technologies please call 925.249.3400 or visit our website, www.steelwedge.com.

Quote

“Due to the downturn in the economy and multiple reports with inconsistent data, there is a greater executive focus on our pipeline-based forecast. It is critical that the forecasts we get out of Steelwedge are accurate and timely.

If I had to rely on Excel to develop my opportunity reports, I'd be here until 2:00 a.m. each week  (like I used to have to) slicing and dicing the data and still not get a complete answer. Now your solution does it for me so I can spend more time analyzing and adding value to the forecast.”

Tami Page

Demand Manager, Global Marketing

Tellabs, Inc

Steelwedge SPM Addresses These Key Sales Pipeline Management Questions

· How should emerging trends in the aggregate sales pipeline be factored in to the final forecast?

· How can statistical projections be reconciled with pipeline-based forecasts?

· How should sales pipeline information be filtered prior to inclusion into a forecasting process?

· What is the impact of a specific pipeline opportunity change on the unit forecast?

· What is the relationship between sales pipeline opportunities and the final forecast?

· How should gaming and errors in the sales pipeline be factored in?

· How can customer level sales pipeline opportunities be associated with detailed item level forecasts?







