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THE PRODUCT

The planning workbook,
off the spreadsheet

SYED AHMAD KAMAL

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.

Sales Forecast Portal Sales Operations

i Dashboard Dealers Models  Sales ents Import  Reports  Settings so v
)i tterix Dealer network planning v P P 9 Administrator
PLAN YEAR AS OF DEALER MODEL
Measured to Tue 08 September 2026

2026 v 09/08/2026 1 All dealers v All models v

ACTUAL TO DATE ACHIEVEMENT VARIANCE YEAR-END PROJECTION DEALERS BEHIND PLAN

4,113 90.6% -428 4,445 10 of 21

against 4,541 planned day 251 of 365 units vs plan to date plan 4,908 - gap -463 below 90% of plan to date

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 12 365 3

dealersin the sample models across the range days of plan perdealerand levels of access, enforced
network model by the system

Dealer scorecard

Export CSV.
21 active dealers - projection assumes the current run-rate holds
# DEALER YEAR TARGET PLAN TO DATE ACTUAL VARIANCE ACHIEVEMENT v STATUS PROJECTED GAP TO PLAN
1 Northgate Motors 390 359 399 +40 ®111.1% A On or above plan 433 +43
2 Glenmara Motors 190 177 189 +12 ® 106.8% A On or above plan 206 +13
3 Westhaven Cars 285 263 280 +17 © 106.5% 4 On or ahove nlan 303 +18

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



SYED AHMAD KAMAL SECTION 01

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.



DEALERS

Every target on one screen

SYED AHMAD KAMAL

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.

Sales Forecast Portal

. . Sales Operations
Dashboard Dealers Models  Sales entr Import Reports  Settings v
)¢ tterix 27" POV Sanning y p p 9 Administrator
PLAN YEAR AS OF DEALER MODEL
Measured to Tue 08 September 2026
2026 v 09/08/2026 £ All dealers v Allmodels v

Dealers STV Add dealer
21 active - plan year 2026

DEALER REGION REPORT CONTACT YEAR TARGET  PLAN TO DATE  ACTUAL  VARIANCE  ACHIEVEMENT  STATUS AcC
Ashgrove Motors Dublin Fiona Cregan fiona.cregan@example.com 340 312 215 -97 68.9% v Well behind plan Edit details Edit plan Deactit
Ballyroan Auto Dublin Cormac Whelan cormac.whelan@example.corr 300 276 231 -45 83.7% ¥ Behind plan Edit details Edit plan Deactiy
Carrigmore Motors Munster Aoife Mulcahy aoife.mulcahy@example.com 210 193 148 -45 76.7% v Behind plan Edit details Edit plan Deactiv

Dunhaven Cars Leinster Ruairi Behan ruairi.b com 165 152 114 -38 75.0% v Behind plan Edit details Edit plan Deactit
Eastport Motors Leinster Niamh Tobin niamh.tobin@example.com 245 228 195 -33 85.5% v Behind plan Edit details Edit plan Deactiy
Fernbridge Auto Dublin Declan Roche declan.roche@example.com 415 384 397 +13 103.4% 4 0n or above plan Edit details Edit plan Deactit
Glenmara Motors Connacht  Sinead Gaffney sinead.gaffney@example.com 190 177 189 +12 106.8% A On or above plan Edit details Edit plan Deactit
Harbourfield Cars Munster Padraig Nolan padraig.nolan 275 256 264 +8 103.1% A On or above plan Edit details Edit plan Deactiv
Inisbeg Motors Connacht  Orla Deasy orla.deasy@example.com 120 112 119 +7 106.3% 4 0n or above plan Edit details Edit plan Deactiy
Kilbarra Auto Leinster Eoin Traynor eoin.traynor@example.com 155 144 110 -34 76.4% v Behind plan Edit details Edit plan Deactiy
Lakemount Motors Ulster Maeve Corrigan ma orrigan@example.com 205 188 143 -45 76.1% v Behind plan Edit details Edit plan Deactit
Mornington Cars Leinster Barry Sheehan barry.shechan@example.cor 260 242 178 -64 73.6% ¥ Well behind plan Edit details Edit plan Deactiy

The dealer list, editable in place, with status read from the same figures the dashboard uses.
One dealer’s year DEALERS > DETAIL

Dealers / Ashgrove Motors

Ashgrove Motors ¥ Well behind plan
Plan year 2026 - Dublin

Yearly target PLAN TO DATE ACTUAL TO DATE VARIANCE YEAR-END PROJECTION

340 312 215 -97 235 (-106)

68.9% achieved
Saving rebuilds this dealer's plan immediately

Monthly seasonality

Target, planto date, actual, variance and where the year lands, for the one site you are looking at.



DEALERS

How a target becomes a daily plan

SYED AHMAD KAMAL

The seasonality curve PEALERS > DETAIL

Monthly seasonality
How this dealer's year is shaped. Each model's yearly number is spread across the months by this curve

Jan Feb Mar Apr May Jun Jul Aug Sep Oct

20 11 13 10 5.t 2 22 5.0 4.

Curve totals 100.3%, so the plan is scaled by this total and anything other than 100% moves every model target.

Reset

Save curve

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

The model split, month by month PEALERS > DETALL

Model plan
Split allocates the yearly target across models; start month compresses a model's whole year into the months from then on.

MODEL START MONTH SPLIT JAN FEB MAR APR MAY JUN JuL AUG SEP ocT NOV DEC TOTAL
lonia S All Year v 11.33 8 4 5 4 2 1 9 2 2 1 0 1 39
lonia All Year v 1.58 1 1 1 1 0 0 1 0 0 0 0 0 5
lonia G Hybrid May v 4.97 2 1 9 2 2 1 0 0 17
Vantis 2 Hybrid Mar v 8.7 6 5 2 1 10 2 2 1 0 1 30
Vantis 3 EV All Year v 0.97 1 0 1 0 0 0 1 0 0 0 0 0 3
Vantis 3 Hybrid Nov v 0 0 0 o
Meridian All Year v 6.63 5 3 3 2 1 1 5 1 1 1 0 0 23
Meridian 6 Saloon Feb v 10.33 5 6 5 2 1 10 3 2 1 0 0 35
Meridian A Fetate Feh v 217 2 2 1 1 0 3 1 1 [ 0 0 11

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 splitand the year rebuilds as it saves.

01
Target first

Onenumber per dealer for the year. Everythingbelowis a
way of spreadingit.

03
Split third

Each model takes its share, and amid year launch
compresses into the monthsitis actually on sale.

02
Curve second

The seasonality percentages shape the months. In amarket
with plate months, that shapeis most of the story.

04
Days last

The month figureis spread across its days, so plan to date
means the plan due by today and notafraction ofayear.



SETTINGS

The defaults behind every new dealer

SYED AHMAD KAMAL

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.

2026 v 09/08/2026 0O All dealers v Allmodels v

Default seasonality — 2026
The curve a newly created dealer starts from. Existing dealers keep their own.

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec

2 % 10 % 13 % 9 % 6 % 2 % 24 % 6 % 4 % 2 % 1 % 1

Totals 100.0% Save defaults

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

i e e
CAR MODEL START MONTH SPLIT
lonia S All Year v 10
lonia All Year v 2
lonia G Hybrid May v 5
Vantis 2 Hybrid Mar v 8
Vantis 3 EV All Year v 1
Vantis 3 Hybrid Nov v 0
Meridian All Year v 8
Meridian 6 Saloon Feb v 10
Meridian 6 Estate Feb v 3
Terra 5 Mar v 12
Meridian U All Year v 26
Terra 7 All Year v 15
Total 100.0%

Splits total 100%. Save model defaults

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

Plan maintenance
Repair tool, not part of the normal path

Rebuild every dealer’s 2026 plan from its stored target, seasonality curve and model splits.

You should never need this. Every edit rebuilds the plan it affects inside the same transaction, so the dashboard cannot show a stale plan — unlike the workbook, where forgetting CALCULATE left the numbers silently Rebuild plan
wrong. This is here as a repair tool

System
What the database currently holds.

ACTIVE DEALERS ACTIVE MODELS SALES RECORDS STATUS
21 12 3736 ok
Audit trail

A repair tool rather than part of the normal path. Rebuilding every dealer’s plan from their stored target, curve and splits is available whenitis
wanted, but nothing depends on somebody remembering toruniit.



SYED AHMAD KAMAL

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.

SECTION 02



DASHBOARD

Pace, not just totals

SYED AHMAD KAMAL

Plan against actual, and the cumulative gap 0#SHBOARD

Plan vs actual by month Cumulative pace
Same units, one scale. Grey bars are months not yet due; * marks the month still in progress. The gap between the lines is the story, not any single month.

® Plan  ® Actual ® Plan  ® Actual
1600 6000

Today !

1200 4500

800 3000

i II II I -

. ll I Il an II —-m _  _ .
Jan Feb Mar Apr May Jul Au

Jun g Sep* Oct Nov Dec 12 Jan 11 Feb 13 Mar 13 Apr 13 May 11 Jun 10Jul 08 Aug 31 Dec

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.

Same units, one scale. The faded bar is the full plan for a month still running, soits achievementis 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 °#SHEOARD

Model performance to date Dealer variance
Actual against plan to date, ranked by volume Units ahead of or behind plan to date.
® Plantodate  ® Actual ® Ahead of plan @ Behind plan
Northgate
Meridian U 1112 Motors
Westhaven
Terra 7 614 Cars

Fernbridge

TEa S —— 470 Auto
Glenmara

onia S e — 433 Motors
Meridian 6
Saloor

Harbourfield
n I 305 Cars

Meridian S 328 Inisbeg Motors
Vantis 2 Hybrid e 303 Queensbridge

Whitethorn
lonia G Hybrid g 177 Motors
Meridian 6 Rossbeg

tate NS 132 Qssbeg

lonia g 98 Oakhill Auto

Vantis 3 EV g 51 Partvale
Vantis 3 Hybrid o Stonebrook
0 350 700 1050 1400 Eastport

Kilbarra Auto
Dunhaven Cars
Templemoor
Motors
Ballyroan Auto
Carrigmore
Lakemount
Motors
Mornington
Cars

Ashgrove
Motors

Model performance against plan to date, ranked by volume, and every dealer’s variance sorted so the outliers come first.



DASHBOARD

Every dealer, every month

SYED AHMAD KAMAL

Percentage of that month's plan delivered. A dot means the month is not yet due.

DEALER
Ashgrove Motors
Ballyroan Auto
Carrigmore Motors
Dunhaven Cars
Eastport Motors
Fernbridge Auto
Glenmara Motors
Harbourfield Cars
Inisbeg Motors
Kilbarra Auto
Lakemount Motors
Mornington Cars
Northgate Motors
Oakhill Auto
Portvale Motors
Queensbridge Cars
Rossbeg Motors
Stonebrook Auto
Templemoor Motors
Westhaven Cars

Whitethorn Motors

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

The scorecard PASHBOARD

Dealer scorecard Export CSV
21 active dealers - projection assumes the current run-rate holds

# DEALER YEAR TARGET PLAN TO DATE ACTUAL VARIANCE ACHIEVEMENT v STATUS PROJECTED GAP TO PLAN

1 Northgate Motors 390 359 399 +40 ®111.1% A On or above plan 433 +43
2 Glenmara Motors 190 177 189 +12 ® 106.8% A On or above plan 206 +13
3 Westhaven Cars 285 263 280 +17 ® 106.5% A On or ahove nlan 303 +18

The projection assumes the currentrunrate holds. Itis deliberately the plainestassumption available, because a projection nobody can
explainis a projection nobody trusts.



Two ways in, and neither of them s
retyping

Paste the daily report *"P0RT

PLAN YEAR AS OF DEALER MODEL
Measured to Tue 08 September 2026

2026 v 09/08/2026 0 All dealers v All models v

Import the daily sales report
Copy the block from your registrations sheet — headings included — and paste it below.

select the block in Excel including the row with "Total" and the model names, then cop:

he date above the table is picked up automaticall

Copy the block from aregistrations sheet and paste it. The portal reads the date, the models and every dealer row onits 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.

Ortypeitin SALES ENTRY

Measured to Tue 08 September 2026
2026 v 09/08/2026 B All dealers v All models

Daily sales entry Show the day’s plan = Export CSV

Enter units sold per dealer and model. Only changed cells are written.

DATE ENTERED PLANNED FOR THIS DAY UNSAVED
03/2026 0O Save changes

MERIDIAN 6 SALOON  MERIDIAN 6 ESTATE TERRAS5 MERIDIANU TERRA7  TOTA

DEALER IONIA S IONIA IONIA G HYBRID VANTIS 2 HYBRID VANTIS 3 EV VANTIS 3 HYBRID MERIDIAN

1 0 0 0 0 0 0 0 0 1 0 0
Ashgrove Motors

0 0 0 0 0 0 0 0 0 0 0 0
Ballyroan Auto |

0 0 0 0 0 0 0 0 0 1 0 0

Carriamore Motors

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 theretoread back SALES ENTRY

0 0 0 1 0 0 0 0 0 0 1 0
Westhaven Cars
) 0 0 0 0 0 0 0 0 0 0 1 0
Whitethorn Motors
Total 2 o o 2 o o o [} o a4 6 o 1
Export CSV.

Daily sales log

912 v rarardad in INIE . A 112 nike

One row per recorded day, opening out to the dealer and model detail with that day’s plan beside each figure.



IMPORT

It learns the names your report uses

SYED AHMAD KAMAL

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.

TYPE IN YOUR REPORT TREATED AS CONFIRMED BY ACTIONS
Dealer Demo Unit Always skipped ops@example.com - 06 Sept, 19:27 Forget
Dealer Northgate Northgate Motors ops@example.com - 06 Sept, 19:27 Forget
Dealer Northline Ashgrove Ashgrove Motors ops@example.com - 06 Sept, 19:27 Forget
Model Meridian U EV Meridian U ops@example.com - 06 Sept, 19:27 Forget

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

01 02

Nothing lands unseen Top up or replace

A pasteis previewed figure by figure before anythingis Choose whether the pastefills the gap to the month total or
written. replaces whatis there.

03 04

Every paste recorded Names remembered

Date, dealer count, figures and units, stored againstthe A dealer or model named differently in the source is matched
person who applied it. once and then handled quietly.



REPORTS

The monthly dealer report, written
fromthe figures

SYED AHMAD KAMAL

Pick adealerand amonth REPORTS

Monthly dealer report
Pick a dealer and a month, review what they will receive, then send it

DEALER MONTH
Ashgrove Motors v August 2026 v O Email not configured
Send to
iona.cregan@example.cor
Download HTML Export CSV Send report
On file for Ashgrove Motors. Type here to send somewhere else this once.

Email delivery is switched off on this server — nothing can be sent from here. Set SMTP_HOST, SMTP_USER, SMTP_PASS, MAIL_FROM in the server environment to enable it. Until then, download the report and send it yourself; it is a self-
contained HTML file that pastes straight into an email.

Ashgrove Motors — August 2026 ¥ Well behind plan
Reporting period 2026-08-01 to 2026-08-31

AUGUST ACTUAL MONTH ACHIEVEMENT YEAR TO DATE NETWORK RANK YEAR-END PROJECTION
14 63.6% 212 21 of 21 235
plan 22 8 on the month plan 307 - 69.1% median 91.0% plan 341 - -106

Performance summarv

Review what they will receive, then email it, download it, or export the figures. Every sendis logged against the dealer.
The write up comes from the numbers REPORTS

TSy

The commentary that goes in the report. Every line is derived from the figures above
August was a difficult month. 14 against a plan of 22 is 64% of target and 8 units behind.
Year to date that leaves 212 against 307 planned, 95 units behind at 69.1%, and August pulled that average down rather than up.

Across the network that is 21 of 21 on year-to-date achievement, below the 91.0% median , so there is ground to make up on the sites around you.

Meridian was the bright spot — 1 against 1 planned, 100% of its target.

Vantis 2 Hybrid is where the gap opened up — 1 against 2 planned, 1 unit short.

On the current rate the year lands near 235 against a plan of 341. Getting back to target means 129 cars across the last 4 months , roughly 33 a month. Worth a conversation about what would make that

reachable.
August by model The dealer's year
Plan against actual for each model, ranked by units sold. Every month of 2026. August is drawn at full strength; the rest is context.

® Plan @ Actual ® Plan @ Actual
100
Meridian U p— 3
Meridian 6
Saloon G 2 s
Terra S — 2
Terra 7
—
2 50
lonia S p— 1
Ionia G Hybrid gy 1 5
Vantis 2 Hybrid gy 1 I
Meridian  p— 1 0 .
Meridian 6 Jan Feb Mar Apr May Jun Jul Aug Sep oct Nov Dec
Estate NN 1
0 2 4 6 8

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

Model detail
Every model for August 2026

MODEL PLAN ACTUAL VARIANCE ACHIEVEMENT  STATUS

lonia S 2 1 -1 50% ¥ Well behind plan
lonia 0 0 0 — No plan

lonia G Hybrid 2 1 -1 50% ¥ Well behind plan
Vantis 2 Hybrid 2 1 -1 50% v Well behind plan
Vantis 3 EV 0 0 0 — - No plan

Vantis 3 Hybrid 0 0 0 — - No plan
Meridian 1 1 0 100% A On or above plan
Meridian 6 Saloon 3 2 -1 67% v Well behind plan
Meridian 6 Estate 1 1 0 100% A On or above plan

Terra & 2 2 -1 A7% w Wall hahind nlan



ACCESS AND RECORD

SYED AHMAD KAMAL

Who can do what, and what they did

Three levels, enforced by the system SETTINGS

Uasnooara  Uealers  voders
g iterix Dealer network planning

PLAN YEAR AS OF DEALER MODEL

2026 v 09/08/2026 B All dealers v All models

Staff accounts
2 active - dealers do not sign in, they receive reports by email

NAME EMAIL
Network Read Only viewer@example.com
Sales Operations you ops@example.com

What each role can do
Enforced by the API, not just the interface

ROLE VIEW DASHBOARDS AND REPORTS
Read only Yes
Sales operations Yes
Administrator Yes

Sales enuy

ROLE

Read only

Administrator

IMport  Keports  Setungs

LAST SIGNED IN

v 07 Sept, 21:01

08 Sept, 07:56

EDIT PLANS AND ENTER SALES

No

Yes

Yes

su :
Administrator

Measured to Tue 08 September 2026

Add person

STATUS ACTIONS
A Active Reset password Deactivate
A Active Reset password

SEND REPORTS MANAGE ACCOUNTS
No No
Yes No
Yes Yes

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

email.

Everything that has happened SETTINES

Every plan edit and sales save, newest first.

WHEN ACTION ENTITY
08 Sept, 07:56 sign-in user
08 Sept, 07:20 sign-in user
08 Sept, 07:19 sign-in user
08 Sept, 07:18 sign-in user
07 Sept, 21:01 sign-in user

REFERENCE

10

10

10

10

9

DETAIL

{"email"

{"email"

{"email"

{"email"

{"email*

“ops@example.com"}
"ops@example.com"}
"ops@example.com"}
"ops@example.com"}

"viewer@example.com"}

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

Whatthe dealer actually receives REPORTS

Email preview

Exactly what lands in the dealer's inbox — table-based charts, so it renders in Outlook and Gmail alike.

Contact details
Where Ashgrove Motors's reports are addressed

Contact name Contact email
Fiona Cregan fiona.cregan@example.com

Used to address the report

Send history

Every attempt for this dealer, successful or not.

Show preview

Nothing sent yet

Reports sent from this page will be listed here

The email preview is table based, soitrenders the samein every mail client, and every attemptto sendis listed whether it succeeded or not.



WHY NOT THE WORKBOOK

The same job, twice

WHAT YOU DO

IN A WORKBOOK

SYED AHMAD KAMAL

IN THE PORTAL

Send one dealertheir monthly pack

Send the whole network

Enterthe registrations report

Deal with different naming

Know the figures are current

Add orrename adealer

Two people at once

Rollinto next year

Filter the dashboard to them, hide therest,
screenshotit, pasteinto adeck, exporta
PDF, attach itto an email.

Repeatthe above once per dealer.

Read across the sheetand retype every
figure, dealer by dealer, model by model.

Translate the source nameinto your own
name, in your head, every time.

Remember to press the recalculate button,
and hope somebody else did too.

A macro builds anew worksheet of
formulas, and the nameis whatjoins
everythingtogether.

Notpossible. Onefile, one person atatime.

Formulas thatread today’s date quietly stop
liningup on thefirstof January.

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

The same, once per dealer, with every send
logged againstthem.

Pastetheblockin. Itreads the date, the models
and the dealers itself.

Tellitonce. ltremembers the restfor good.

Nothingto press. Anythingthatchanges the
plan rebuildsitas you save.

Name, region, target. Their plan is builtas you
save, and their history follows arename.

Everyonesignsin. Read only, sales operations
or administrator.

Theplan yearis stored. Last year stays last
year.



SCOPE

What the portal covers

SYED AHMAD KAMAL

CAPABILITY WHAT IT DOES

Yearly targets Set per dealer, per plan year, on one screen v
Seasonality curve Shapes each dealer’s year month by month v
Model splits Shares the target across the range v
Start months Launches a model mid year without losing the volume v
Daily plan Every dealer, model and day, built automatically v
Default roster What a newly added dealer starts out with v

CAPABILITY WHAT IT DOES

Live dashboard Plan against actual, filtered any way you like v
Pace and projection Where the year lands at the currentrun rate v
Dealer scorecard The whole network ranked, sortable on any column v
Heatmap Every dealer against every month ata glance v
Model performance Whichlines are carrying the year v

REPORTING AND DATA

CAPABILITY WHAT IT DOES

Monthly dealer report Written from the figures, ready to send v
Email delivery Straight to the dealer, every send logged v
Pasteimport A registrations sheet read in seconds v
Manual entry grid Keyboard driven, with the day’s plan alongside v
CSV export Any table on screen v

Accounts and audit Individual signin, every change recorded v



HOW IT IS BUILT

The method is carried over, the
machinery is not

SYED AHMAD KAMAL

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.

Sales Forecast Portal
Dealer network planning

¢ Iterix

Sign in

Use your Iterix account.

Email address

Plan the year, track the ( )
month, tell every dealer

Password

where they stand.

Forecasting, daily sales entry and monthly dealer reporting for
the Irish network.

rd? An administrator can issue

is no self-service reset.

Access is limited to authorised netwa

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

Aboutthis 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 BUILT BY ENQUIRIES
Sales Forecast Portal Syed Ahmad Kamal Ahmadkamal0473@gmail.com



