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Sales Forecast
Portal
Plan the year for every dealer, track each of them against it day by day, and write their
monthly report ready to send.

DISTRIBUTOR NETWORK PLANNING SAMPLE BUILD  ·  INVENTED DATA



T H E  P R O D U C T

The planning workbook,
off the spreadsheet

S Y E D  A H M A D  K A M A L

A distributor sets a year for every dealer in the network, splits it across the model range, then spends the rest
of the year working out who is behind and telling them so. That job usually lives in one macro workbook that
only one person can have open at a time.

The Sales Forecast Portal is that workbook rebuilt as a web application. The apportionment method is carried across

exactly, so the figures people already work to do not move. What changes is everything around it. Everyone signs in with

their own account, two people can work at the same time, every change is stored against the person who made it, and

there is nothing to recalculate by hand.

The network in five figures. Actual against the plan due by today rather than against the whole year, the variance, where the year lands at the
current rate, and how many sites are behind. Change the dealer, the model or the date at the top and every chart below follows.

21
dealers in the sample
network

NETWORK

12
models across the range

RANGE

365
days of plan per dealer and
model

GRANULARITY

3
levels of access, enforced
by the system

CONTROL

And every dealer ranked. Target, plan to date, actual, variance, achievement, projection and the gap to plan, sortable on any column and
exportable in a click.

02



S Y E D  A H M A D  K A M A L S E C T I O N  0 1

Setting
the plan

A yearly target per dealer, shaped by a seasonality curve and

split across the model range, turns into a figure for every dealer,

every model and every day of the year.
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D E A L E R S

Every target on one screen
S Y E D  A H M A D  K A M A L

Names, regions, report contacts and targets, with performance against plan on the same row. Type straight into the target

column, watch the network total move, and save the lot in one go. Each changed dealer’s plan is rebuilt as it saves.

The dealer list, editable in place, with status read from the same figures the dashboard uses.

One dealer’s year DEALERS › DETAIL

Target, plan to date, actual, variance and where the year lands, for the one site you are looking at.
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D E A L E R S

How a target becomes a daily plan
S Y E D  A H M A D  K A M A L

The seasonality curve DEALERS › DETAIL

Twelve percentages that shape the dealer’s year. They always add to a hundred, and the running total says so as you type.

The model split, month by month DEALERS › DETAIL

Each model takes a share of the yearly target and starts in a given month. A model that goes on sale in May compresses its whole year into
the months from May on, rather than losing the volume. Change a split and the year rebuilds as it saves.

0 1

Target first
One number per dealer for the year. Everything below is a
way of spreading it.

0 2

Curve second
The seasonality percentages shape the months. In a market
with plate months, that shape is most of the story.

0 3

Split third
Each model takes its share, and a mid year launch
compresses into the months it is actually on sale.

0 4

Days last
The month figure is spread across its days, so plan to date
means the plan due by today and not a fraction of a year.
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S E T T I N G S

The defaults behind every new dealer
S Y E D  A H M A D  K A M A L

A new dealer has to start from something. These are the shapes it starts from: the seasonality curve for the plan year, and

the model roster with each model’s share and its start month. Dealers already on the system keep their own.

The default curve for the plan year, with a running total so the percentages always add up.

The default model roster. Add a model here and it joins every dealer’s plan, with the share and start month it should have.

Plan maintenance and system state SETTINGS

A repair tool rather than part of the normal path. Rebuilding every dealer’s plan from their stored target, curve and splits is available when it is
wanted, but nothing depends on somebody remembering to run it.
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S Y E D  A H M A D  K A M A L S E C T I O N  0 2

Tracking
the month

Plan and actual are read at the same points in time, so the gap

between them is a like for like comparison rather than an

artefact of when the figures happened to be entered.
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D A S H B O A R D

Pace, not just totals
S Y E D  A H M A D  K A M A L

Plan against actual, and the cumulative gap DASHBOARD

Same units, one scale. The faded bar is the full plan for a month still running, so its achievement is measured against the plan due so far and
not the whole month. On the right, the gap between two lines is the story rather than any single month.

Which models carry the year, and who is behind DASHBOARD

Model performance against plan to date, ranked by volume, and every dealer’s variance sorted so the outliers come first.
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D A S H B O A R D

Every dealer, every month
S Y E D  A H M A D  K A M A L

The percentage of each month’s plan delivered, for the whole network at once. A dot means the month is not due yet, so an empty cell
never reads as a failure. Click a name to open that dealer.

The scorecard DASHBOARD

The projection assumes the current run rate holds. It is deliberately the plainest assumption available, because a projection nobody can
explain is a projection nobody trusts.
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G E T T I N G  T H E  N U M B E R S  I N

Two ways in, and neither of them is
retyping

S Y E D  A H M A D  K A M A L

Paste the daily report IMPORT

Copy the block from a registrations sheet and paste it. The portal reads the date, the models and every dealer row on its own, asks about
anything it cannot place, and remembers the answer for next time. Nothing is written until you have seen exactly what will change.

Or type it in SALES ENTRY

A grid that moves with the arrow keys, showing the day’s planned figure under each box. Only the cells you actually change are written.

And every day is there to read back SALES ENTRY

One row per recorded day, opening out to the dealer and model detail with that day’s plan beside each figure.
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I M P O R T

It learns the names your report uses
S Y E D  A H M A D  K A M A L

Every distributor’s registrations report calls things slightly differently from the system that has to read it. Rather than asking

for a column mapping on every import, the portal asks once, records who answered, and applies the answer from then on.

Remove one and it will ask again next time.

What the portal has been told, and who told it.

0 1

Nothing lands unseen
A paste is previewed figure by figure before anything is
written.

0 2

Top up or replace
Choose whether the paste fills the gap to the month total or
replaces what is there.

0 3

Every paste recorded
Date, dealer count, figures and units, stored against the
person who applied it.

0 4

Names remembered
A dealer or model named differently in the source is matched
once and then handled quietly.
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R E P O R T S

The monthly dealer report, written
from the figures

S Y E D  A H M A D  K A M A L

Pick a dealer and a month REPORTS

Review what they will receive, then email it, download it, or export the figures. Every send is logged against the dealer.

The write up comes from the numbers REPORTS

Every line traces back to a figure on the page, and the tone follows the month. A strong month and a difficult one do not read the same.

The detail behind it REPORTS
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A C C E S S  A N D  R E C O R D

Who can do what, and what they did
S Y E D  A H M A D  K A M A L

Three levels, enforced by the system SETTINGS

Read only, sales operations and administrator, enforced in the interface and again behind it. Dealers never sign in; they receive their report by
email.

Everything that has happened SETTINGS

Every plan edit, sales entry, import and report send, stored against the person who did it and the moment they did it.

What the dealer actually receives REPORTS

The email preview is table based, so it renders the same in every mail client, and every attempt to send is listed whether it succeeded or not.
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W H Y  N O T  T H E  W O R K B O O K

The same job, twice
S Y E D  A H M A D  K A M A L

W H A T  Y O U  D O I N  A  W O R K B O O K I N  T H E  P O R T A L

Send one dealer their monthly pack Filter the dashboard to them, hide the rest,
screenshot it, paste into a deck, export a
PDF, attach it to an email.

Pick the dealer, pick the month, send. The write
up is already there.

Send the whole network Repeat the above once per dealer. The same, once per dealer, with every send
logged against them.

Enter the registrations report Read across the sheet and retype every
figure, dealer by dealer, model by model.

Paste the block in. It reads the date, the models
and the dealers itself.

Deal with different naming Translate the source name into your own
name, in your head, every time.

Tell it once. It remembers the rest for good.

Know the figures are current Remember to press the recalculate button,
and hope somebody else did too.

Nothing to press. Anything that changes the
plan rebuilds it as you save.

Add or rename a dealer A macro builds a new worksheet of
formulas, and the name is what joins
everything together.

Name, region, target. Their plan is built as you
save, and their history follows a rename.

Two people at once Not possible. One file, one person at a time. Everyone signs in. Read only, sales operations
or administrator.

Roll into next year Formulas that read today’s date quietly stop
lining up on the first of January.

The plan year is stored. Last year stays last
year.
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S C O P E

What the portal covers
S Y E D  A H M A D  K A M A L

PLANNING

C A P A B I L I T Y W H A T  I T  D O E S

Yearly targets Set per dealer, per plan year, on one screen ✓

Seasonality curve Shapes each dealer’s year month by month ✓

Model splits Shares the target across the range ✓

Start months Launches a model mid year without losing the volume ✓

Daily plan Every dealer, model and day, built automatically ✓

Default roster What a newly added dealer starts out with ✓

TRACKING

C A P A B I L I T Y W H A T  I T  D O E S

Live dashboard Plan against actual, filtered any way you like ✓

Pace and projection Where the year lands at the current run rate ✓

Dealer scorecard The whole network ranked, sortable on any column ✓

Heatmap Every dealer against every month at a glance ✓

Model performance Which lines are carrying the year ✓

REPORTING AND DATA

C A P A B I L I T Y W H A T  I T  D O E S

Monthly dealer report Written from the figures, ready to send ✓

Email delivery Straight to the dealer, every send logged ✓

Paste import A registrations sheet read in seconds ✓

Manual entry grid Keyboard driven, with the day’s plan alongside ✓

CSV export Any table on screen ✓

Accounts and audit Individual sign in, every change recorded ✓
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H O W  I T  I S  B U I L T

The method is carried over, the
machinery is not

S Y E D  A H M A D  K A M A L

The forecasting engine is a set of pure functions with no database or interface dependencies, so the apportionment can

be tested directly and checked cell by cell against the workbook it replaces. Around it sits a typed service layer, individual

sign in with role based access, and a single page front end. It runs on one small server or a managed host, and the whole

thing is one deployment.

Individual accounts, three levels of access, and no self service reset. An administrator issues a new password, which is what most
distributors actually want.

About this sample. Every dealer name, contact, model name and figure in this document is invented. Contact addresses use a
reserved example domain, so a stray send from a sample can never reach a real inbox. The application shown is the real one.

PRODUCT

Sales Forecast Portal

BUILT BY

Syed Ahmad Kamal

ENQUIRIES

Ahmadkamal0473@gmail.com
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