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ABSTRACT

Sale manager have some specially develops managerial tools with they should be familiar within order to comprehend completely the managerial environment which goven selling activities. Sales forecasting is one and very essential of management in any business.

Forecasting is an integral part of planning and good planning require management to explicitly consider the company’s future, it is goals, environment competition and strategy. It can serve as a vehicle for management to express what the company is going to make happen out of market opportunities available to it.

The major purpose of this paper is to provide the sales person or student some insight in to the managerial framework, rather sale management environment, understanding its problem the designing a computerized sales forecasting system.
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CHAPTER ONE

1.0 INTRODUCTION

A sales forecast is a prediction of a firm’s sales (dollas or units) during a given period of time in the future. The forecast considers the expected impact of uncontrollable environmental factors and conditions within the firm. If management is displaced with the forecasted the sales volume for the forth-coming year, certain actions may be taken which will call for a readjustment of the forecast. This, forecasting compels – management to think carefully and systematically about future periods, especially about the present actions designed to have a favorable impact upon future results.

The sales forecast is a tools that assists planning in all functional areas of the firm. The firm uses the forecast to plan us production schedule and inventory levels. To accurate forecast will lessen the problems of both stockouts and excessive inventories. Pessimistic forecasts may result in stockouts and in turn may result in both the temporary loss of sales and the permanent loss of customer. Also, in some companies, sales members are continuously distributed by the companies, inability to deliver orders placed by customers. On the other hand, when forecast are too obsolescence, carrying show moving inventory, orunde utilized resources.

The sales forecast affects the accounting and financial area of the firm in terms of anticipating rates of revenues, expenses, and cash flows.  If the firm engages heavily in leasing or installment sales, the forecast is an important instrument in determing accounts receivable levels, credit and collection needs and required periodic borrowings.

Forecast and the personnel managers is planning for the hiring, training, supervision and termination of workers. They are important in planning purchases, transportation and warehousing system, advertising and other promotional efforts, preparative of the annual report and other activities by to management.

Is a sale forecasting usually the direct responsibility of the general sales manager rather than this field sales managers? The answer is a vague “sometimes” or partially” or “It depends on the size type, needs or responsibility for sales forecasting is assigned to the sales planning and analysis manager who reports to the chief marketing executive through the marketing research manager.

These short – run fluction such as increased stocking prior to a price increase affect (sales stability and possibly long run trends.

Some variable such as selling efforts and advertising have a significant effect yet is very difficult to measure. This leads to quantifying subjectivity and often-spurious accuracy. New products are always likely to be a special case.

1.1
BACKGROUND OF THE STUDY

The Nigerian Berrwell limited is a pioneer soft drink company in Nigeria. The company has it headquarters in Apapa, Lagos state. In the word of the plant personnel manage of Enugu branch.

“The company is the largest soft drink producer ion West Africa”. The company was incorporated on the 22nd of November 1953 and currently operating up to nineteen soft drinks throughout Nigeria.


The company is facing an uphill task in the determination of sales forecasting of its production and dates. Some of the raw materials that are needed for smooth production processes like sugar and concentrate are gotten from abroad. This is effect has come untold consequences of not given adequate attention.


It was against this background that this project topic was chosen.

1.2 AIMS AND OBJECTIVES

The expectation of the improved sales forecasting system are enumerated below:

1. To minimize short-run fluctuations in production and balance workloads, there by lessens the hiring firing and overtime activities and results in improved labour relations.

2. To lessen the problem of both stockouts and executive inventories by knowing the inventory level it should maintain at all time.

3. To help in procuring materials and having them available when needed thereby by improved material management.

4. To permit scheduling of materials and components and to quantities and adequate lead-time.

5. To establish departmental cost budgets.

1.2.1 PURPOSE OF STUDY

The purpose of the study, is to carefully study the existing managerial tool, then design and implement computerized sales forecasting system.

1.3 JUSTIFICATION

Sale forecasting is a plan that carried out by the managers in order solution to a problem so that they can get a profit and quantity, quality to produce at any time.

In this issue, it help the manager to know the quantities and quality of goods to produce and checks wither if their can hence a profit or not checks how to sale the production.

Sale forecasting is good to put into a company because it not arrow them to get lost it will make them to know and how quality that customers need and how to proved it to them and know the how much it cost per each.

1.4 LIMITATION OF THE STUDY

The research propose an exhaustive study of sales forecasting of the Nigeria Berrwell Limited. However, certain constraint that might affect  the findings and conclusions time and financial constraints. The knowledge’s of competitors has cause the management not to allow visitor to enter how, thinking that they want to a acquire a substantial amount about a competitor product as well know their selling programme, this prevented the researcher from asking questions or getting more information on the sale forecasting. Hence, they refuse to issue their input and output form. As well other resources did not permit the researcher to carryout an exhaustically.

1.5 METHODOLOGY

This is the method or design, I employed in carrying out the research work it include.

The population for the study. The population of the entire employee of Nigeria Berrwell is about two thousand, who works randomly other various sections.

Sample for the study

Since the entire number of employee is about two thousand employees; but instead of studying the entire population, there is about 50 sections of employee having in each, about 7 – 15 minimum workers, so I, the researcher decide to take 5 employee and random for each section.

Research instrument

The instrument 1, employed used for the research fact-finding or collections and interview.

1.6 PROJECT ORGANIZAION

This project work titled design and implementation of a computerized sales forecasting system was carried out in stages denoted by chapters. The chapter ranged from one to seven.

In chapter one, the researcher looked into the background of the study. The work also introduced here in problem that the study ways enumerated under purpose of study. The objective, limitation of system was also stipulated in chapter one.

Chapter two tried together from secondary sources, material issues and concept about the topic of study. Books journal etc. were reference to get material in favour of or against the topic.

Chapter three call the system overview focused on the topic as well as the case study. Description and analysis, method of data collection used were described here, the problems were analyzed and a new system was proposed here.

In chapter four, the design of the new system commenced here. The scope of design, output and input specification design was discussed here. The use of pseudocodes, systems flowchart procedure chart was used the systems specification that will be used in developing the program for the work.

In chapter five dealt on the program design the implementation stage covers all the stated involved in implementation like staff training, review and maintenance test run. The program was designed using the program flow chart and pseudocode the flow charts were coded and test run.

Chapter six is the documentation and it covers the user and operational manual and some program designed and their uses finally. Chapter seven recommended some approaches for the work and its conclusion.
