Retail Forecasting Note Guide
Forecasting:

Types of Forecast for the Retailer:

Sales Forecast:


Short Term:


Long Term:

Sales Forecast:

1.

2.

3.

And force the buyer to:

1.

2.

3.

Target Market:


Retail Forecasting must:


1.


2.


3.

Forecasting requires identification of changes in the consumer market like:

1.

2.

3.

4.

Forecasting requires understanding consumer behavior:

Buying motives:

1.

2.

3.

Maslow’s Hierarchy of Needs:

Types of Patronage Buying Motives:

1.

2.

3.

4.

5.

Developing the Sales Forecast:

Internal Forces

External Forces

Getting the Data:


Primary


Secondary

Making the Forecast:

1.

2.

3.

4.

5.

6.

