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Abstract - The usage of the net and social media have
modified client behavior and the ways wherein groups
conduct their business. Social and virtual advertising
offers significant opportunities to organizations via
decrease charges, improved emblem recognition and
increased income. But, massive demanding situations exist
from negative electronic word-of-mouth as well as
intrusive and stressful online brand presence. This
newsletter brings collectively the collective insight from
several main specialists on issues regarding virtual and
social media advertising. The experts’ views provide a
detailed narrative on key elements of this critical subject
matter in addition to perspectives on more precise issues
such as synthetic intelligence, augmented fact marketing,
virtual content control, cell advertising and advertising,
b2b advertising and marketing, electronic word of mouth
and moral troubles therein. This studies gives a vast and
well timed contribution to each researchers and
practitioners within the shape of challenges and
opportunities wherein we highlight the constraints in the
modern-day research, outline the research gaps and
develop the questions and propositions that may assist
boost expertise in the area of digital and social advertising
and marketing.
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I. INTRODUCTION

Business intelligence (BI) approaches have fallen short in
delivering the expected value and return on investment. High
costs, lengthy implementations and increasing complexity
have led to frustration and disappointment for many
enterprises. However, a new generation of BI tools is
emerging. Data discovery tools promise to overcome many of
the advantages of Bl tools, delivering more flexibility, ease of

A sales forecast is a prediction of future sales revenue.
Sales forecasts are usually based on historical data, industry
trends, and the status of the current sales pipeline. Businesses
use the sales forecast to estimate weekly, monthly, quarterly,
and annual sales totals. Just like a weather forecast, your team
should view your sales forecast as a plan to work from, not a
firm prediction. Sales forecasting is also different from sales
goal-setting. While a sales goal describes what you want to
happen, sales forecast estimates what will happen, regardless
of your goal. In my internship SGMS InfoTech I'm working
as seals executive prediction of sales forecasting, current sale
analysis business analytics all those things | handled on this
organization.

Il. METHODOLOGY

Research methodology is a way to systematically solve
the research problem is to how research is done scientifically.
It consists of the different steps that are generally adopted by
the researcher to the study his research problem along with
logic behind them. It is necessary to the researcher to develop
certain tests.

Sales forecasting is vital for any company’s success. Sales
forecast provides insight into how much revenue the
concerned organization will generate. In our uncertain times,
forecasting revenue has become an even more challenging job
with disturbed timelines and businesses and entire growth
strategies in shambles. Sales assumptions are paramount in
mapping and planning ahead and really affect the
organization. Predicting revenue is not easy, but it is also very
important to make strategic decisions for predictable revenue.

Techniques that you can employ to obtain a reliable and
efficient forecast.

use and productivity at a fraction of the cost and time. L. Rely on previous data and reports_
2. Adopt robust tools and technologies

Sales forecasting is a crucial business exercise. Accurate 3. Set processes
sales forecasts allow business leaders to make smarter 4. Adopt the appropriate sales forecasting method
decisions about things like goal-setting, budgeting, hiring, and 5. Look out for exceptions
other things that affect cash flow. Meanwhile, an inaccurate 6. Collaboration
sales forecast leaves sales managers guessing at whether 7. Understand your customers and their needs
they’ll actually hit quota. As a result, they may not be aware
of any problems in the sales pipeline in time to fix them.
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1. RESULTS AND CONCLUSION

This survey conducted an overview of recent progress in
the field of sales forecasting with the focus on food product
and new product sales forecasting. Conventional forecasting
methods face challenges in producing accurate sales data for
new products and consumer-oriented goods. In particular,
uncertain demand, seasonality, product variability as well as a
lack of historical can hardly be handled. Within the recently
introduced approaches, hybrid forecasting models perform
more precisely. Moreover, this study gave an overview of the
literature focusing on the predictive value of user-generated
content and search queries. In food industry uses Test Market
Analysis Forecasting and Multivariable Analysis Forecasting
Using that method the sales is increased 65% in 4 years. For
future work, different aspects of food forecasting can be
followed: Most reviewed works propose complex models in
order to produce precise forecasts, and validate them in most
cases with real sales data. However, still fashion companies
face challenges in adapting these complex models. Therefore,
one interesting aspect is to explore models which are accurate
and at the same time applicable for the daily work of fashion
companies. Furthermore, it is worth to focus more on the
diverse impacting factors which have been described.
Different aspects such as the general handling and the
reduction possibilities on the forecast results can be examined.
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