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Course Introduction

Sales budgeting is a critical component of organizational planning
and performance management. It translates sales targets, market
assumptions, and strategic objectives into measurable financial
expectations that guide decision-making, resource allocation, and
performance monitoring. Without a structured and realistic sales
budgeting process, organizations risk misaligned targets, poor
forecasting accuracy, and ineffective coordination between sales,
finance, and operations.

To support stronger sales planning capability, BOOST has developed
the Sales Budgeting Fundamentals course as a structured
introduction to the principles and practices of sales budgeting for
professionals who are new to budgeting or who contribute to sales
planning activities. The program is designed to build foundational
understanding rather than advanced financial modeling skills,
making it suitable for sales, commercial, and support professionals.

The course focuses on how sales budgets are developed, how
assumptions and forecasts are used, and how sales budgets align
with overall organizational budgets. Participants explore the
relationship between sales volume, pricing, revenue, and costs, and
learn how sales performance is monitored against budgeted targets.



Through practical explanations, examples, and guided exercises,
participants gain the confidence to contribute to sales budgeting
discussions, support forecasting activities, and understand how
sales budgets drive accountability and performance.

ABU DHABI: +971 2 449 6000
ABU DHABI: +971 50 412 3294

DUBAI: +971 4 888 6787 Click Here To Visit Course
KSA: +966 56 416 0617

EGYPT: +20 127 111 1770


https://boostorg.com/courses/SMCS/3033
https://boostorg.com/courses/SMCS/3033

BO®ST

Consulting and Training | Reach New Heights

Target Audience

v Sales executives and account managers

v Sales supervisors and team leaders

v Business development professionals

v Commercial and marketing staff

v Finance and planning staff supporting sales teams
v Operations staff involved in demand planning

v Professionals new to sales planning and budgeting responsibilities
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Learning Objectives

v Understand the purpose and importance of sales budgeting

v Explain key sales budgeting concepts and terminology

v Understand the relationship between sales forecasts and budgets
v Ildentify key assumptions used in sales budgeting

v Understand how pricing, volume, and revenue affect sales budgets
v Support the preparation of basic sales budgets

v Monitor sales performance against budgeted targets

v Identify basic sales variances and improvement opportunities
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Sales Budgeting Fundamentals

Course Outline

Y DAY 1

Introduction to Sales Budgeting and Financial Awareness

v What is sales budgeting and why it matters

v Role of sales budgets in business planning

v Sales budgeting versus sales forecasting

v Basic financial concepts for sales professionals
v Revenue, volume, and pricing fundamentals

v Linking sales budgets to business objectives
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Sales Budgeting Fundamentals

Course Outline

Y DAY 2

Sales Forecasting Fundamentals

v Understanding sales forecasts

v Forecasting methods (basic overview)

v Historical data and market assumptions

v Internal and external factors affecting sales forecasts
v Forecast accuracy and common forecasting errors

v Aligning forecasts with sales targets
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Sales Budgeting Fundamentals

Course Outline

Y DAY 3

Building the Sales Budget

v Components of a sales budget

v Sales volume planning by product, customer, or territory
v Pricing assumptions and revenue calculation

v Coordination between sales and finance

v Documenting assumptions and constraints

v Practical exercise: preparing a basic sales budget
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Sales Budgeting Fundamentals

Course Outline

DAY 4

Monitoring Sales Performance and Variances

v Purpose of sales budget monitoring

v Actual versus budgeted sales performance

v Understanding sales variances

v Volume, price, and mix variances (introductory level)

v ldentifying causes of underperformance or overperformance

v Taking corrective actions
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Sales Budgeting Fundamentals

Course Outline

Y DAY 5

Improving Sales Budgeting and Performance

v Common challenges in sales budgeting

v Improving forecast accuracy and realism

v Using sales budgets as a management tool

v Communication and accountability in sales budgeting
v Integrating sales budgets with operational planning

v Developing a basic sales budgeting action plan

v Course review, reflection, and next steps
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Sales Budgeting Fundamentals

FROM TO DURATION  FEES LOCATION

March 15, 2027 March 19, 2027 5 days 5950.00$ USA, Los Angeles
July 26, 2027 July 30, 2027 5 days 4250.00 $ UAE, Abu Dhabi
Oct. 19, 2026 Oct. 23, 2026 5 days 4250.00 $ UAE, Abu Dhabi
April 26, 2027 April 30, 2027 5 days 4250.00 $ UAE, Dubai
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