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An Accurate Sales Pipelines 
Creating and maintaining an accurate sales pipeline is one of the top goals and 
responsibilities for any sales leader. Organizations count on their ability to accurately 
predict revenue so that it can be used to effectively manage operations, the supply 
chain, and even the market. Without it, it is likely that an organization will operate 
ineffectively, and the tenure of the sales leadership is always in question. 

If it’s strong and well-built, a sales pipeline means your company is likely to hit 
growth targets. However, building pipeline comes with its own unique set of 
challenges. Part one of this eBook series covers how to overcome three common 
pipelines challenges. The sales pipeline and forecast go hand in hand. Let’s dive into 
the forecasting aspect.  
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Forecast Accuracy 
While the sales pipeline consists of all opportunities at all stages in the sales cycle, 
the sales forecast is the salesperson’s prediction of which sales will close within a 
given time frame1. The main difference between the pipeline and the sales forecast is 
the prospect must have a need that the organization can address within budget and 
timeframe considerations to qualify for the sales forecast. There also must be a clear 
understanding and agreement about the “next step.” (e.g.: the proposal is to be 
reviewed with the decision maker; the budget process is clearly understood; the 
prospect has made a verbal commitment to buy.)  

Forecasting helps you to put things into perspective: to see the possibilities and 
challenges of the pipeline management and plan your further actions based on that. 
Accurate forecasting helps you to maintain full control of your pipeline and its 
management2.  

While sales forecasts use historical data to project future reality, the truth is most 
sales reps end up inflating their numbers to please their managers, even though 
these goals are often unattainable. As a result, reps and managers may spend hours 
contorting themselves to project a bright revenue future based on a sales pipeline 
that is only 25% accurate3.  

“Forecasting is the most comical thing that takes place in the sales force,” said Jason 
Jordan, partner at Vantage Point Performance Inc., a sales training company based in 
Charlottesville, Va., at the recent Inbound conference in Boston4. “We have historical 
data, but we refuse to use it. Even if I closed 25% of my deals last year, I say the 
likelihood to close new deals is 75%.”  

Poor forecasting methods are also a factor. According to the Sales Management 
Association, 74% of sales leaders believe their company’s sales forecasts are either 
only somewhat accurate or, in worst-case scenarios, not accurate at all.  

There are best practices to avoid the vicious cycle of overpromising and under 
delivering.  
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BEST PRACTICES FOR IMPROVING SALES FORECAST ACCURACY 

1 Enable sales reps with technology. Use tools like CRM and others to accurately 
forecast.  

2 Training. Only 28% of companies in a recent Sales Management Association 
survey said they train sales reps. “If we don’t take the time to define an opportunity 
and train them on how to use the technology, then, to an extent, we kind of get 
what we deserve.”  

3 Hold Sales Force Accountable for Forecasting. Accountability increases sales 
forecast accuracy by 26%. Accuracy is sometimes considered part of some 
companies’ compensation plan for sales reps. Forecasting is an administrative 
burden, but holding people accountable can improve accuracy.  

4 Pipeline Management. According to Sales Management Association data, only 
44% said they manage a pipeline effectively, and 43% said they aren’t adept at 
managing the pipeline. As a result, sales managers don’t have confidence in the 
results they discuss with their reps.  

5 Have a Well-defined Forecasting Method. Most companies lack clearly defined 
terms for forecasting. According to data, only 42% of companies have a defined 
forecasting methodology.  

Part of the challenge with sales management is that managers get so caught up in 
tracking and monitoring their sales reps that they tend to forget about the customer 
on the other end. If reps focus on enabling the buying process, they can achieve 
greater success. The key is to recognize that the sales process mirrors the customer’s 
buying process. 
  

2 alithya.com  

http://www.alithya.com/
http://www.alithya.com/


alithya.com  4 

Conclusion  
Sales pipeline and forecast accuracy can be tricky for any company. At the end of the 
day, you need to deliver simple to understand, actionable insights that are in context 
of the customer relationship.  

Stay tuned for the third guide in this series where we address how to focus and act 
on the right priorities within pipeline and forecasting, and take action with confidence. 
You can derive meaningful intelligence from large amounts of complex data to 
engage your customers in more personalized, effective ways through customer 
intelligence. 
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