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 Introduction 
Forecastera allows you to capture various sales and operational inputs which form the basis for your 

Business Intelligence. Sales drivers are correlated with your operational plans, giving you best analytical 

insights to power your business. Forecastera allows Companies to spend more time in analyzing the 

forecast and taking corrective action. 

 

Forecastera uses a new approach of sales driven planning whereby your CRM is transformed to capture 

all the inputs needed for accurate financial and operational planning. Since ForecastEra is a native 

Salesforce® application, it comes with functionality chatter with social collaboration, security and role 

access from Salesforce®. Sales and Marketing have a one stop shop to input their plans, Finance gets 

accurate inputs for forecasting and Operations gets the right insights to manage capacity and plan their 

costs. With integrated plan we can guarantee removing redundancy and increasing your organizations 

productivity. 

 

Functionality 

Sales Hierarchy: 

Define the sales hierarchy based on the roles. To create Sales Hierarchy navigate to Dynamics 365  

ForecastEra  ForecastEra settings  click on Sales Hierarchies as shown below. 
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 To create new user hierarchy click on new 

 In the user look up select the user  

 In the Role look up select the security role which the user has assigned for his role. 

 If the user is sub ordinate and he has manager then in the manager look up select the manager 

for this user. 
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To add the subordinates, click on the + icon as shown above in the subordinates sub grid. 

 

 

 To add the image the user navigate to settings  security  user  click on the image icon. 

 Then you will get option to select the image. 

 Browse the image and click on OK. 
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To know the start date for quarter1 

 Start date will be considered from the fiscal calendar date from CRM. 

 To know the start date navigate to settings  Business management  Fiscal year 

settings  

 Start Date. 

 From this date to next 3 months will be considered as Quarter1. 

 From the below date to next 6 months will be considered as quarter2. 

 

 

 

Planning version: 

To create planning version navigate to Dynamics 365  ForecastEra  Forecast settings  click on 

planning versions as shown below. 
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 From the Planning version type select the option set type as Revenue Planning Version 

(As of now only one option is available, will add more in the next phase as per client 

requirement). 

 Select the version name 

 Choose fiscal year 

 Choose fiscal period. 

 Enter quarter 2 start date and end date. 

 Give the planning version status from the option set. 

 Note: only open (user) planning version is available for input for Sales booking. 
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Quota: 

To create Quota navigate to Dynamics 365  ForecastEra  Forecast settings  click on Quota as 

shown below. 

 

 

 

Create quota as shown below. 

 



 

 

 
 

 Version 0.1                                Confidential, Copyright © 2017 MTC LLC. USA Page 11 of 16 

All Rights Reserved 

 

 

 

Quota lines will be created automatically. Please see the navigation for quota lines as shown below. 

 

 

 

Based on the total, start date and end date quota line items will be created. 
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ForecastEra Settings: 

Navigate for ForecastEra settings  Dynamics 365  ForecastEra  ForecastEra settings  click on 

the ForecastEra settings as shown below in red color. 

 

 In this Settings, you can define the default settings for planning periods. 

 Forecast Category has two options.  
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 Use Stage Category 

 Forecast Category 

 If the Forecast Category option set field selected option is use stage category, then entire flow 

will be based on the business process flow. 

 The business process flow stages are defined as shown below (Qualify, Develop, propose, close, 

identify, Research, Resolve, approval). 

 Based on the input given for the respective stages in the settings those will reflected when you 

are moving from stage to stage in business process flow (opportunity). 

 

 

 If the forecast category option set has value of Forecast Category field (this will be on 

opportunity form). 

 Then you have to give input to the option set field as shown below. 

Opportunity: Use Stage Category 

 Use Stage Category: Based on the stages Forecast Category will be defined from the settings 

page. 

 If you click on Next stage it will navigate to other stage. 
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Opportunity: Forecast Category 

 In the ForecastEra settings if the option is selected as Forecast Category, then you need to give 

the input for this field. 

 

 In the opportunity, Forecast category field will be enabled if settings page has selected option as 

forecast category other wiles this field will be in hide. 
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To open Sales Booking FCST Navigate to Dynamics 365  ForecastEra  Sales Booking FCST as 

shown below in red colour. 
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Sales Booking FCST: 

 Sales Booking will show sum of the opportunities estimated Revenue based on the forecast. 

 Quota – will show the amount of selected quarter in the planning version. 

 Closed - sum of all opportunities estimated revenue of forecast category Type is closed 

 Commit - sum of all opportunities estimated revenue of forecast category Type which is commit 

and closed 

 Best - sum of all opportunities estimated revenue of forecast category Type is best case, closed 

and commit 

 % Achieved: This can be obtained by (Commit / Quota)*100 

 Judge: 

Expand\Collapse functionality for the main and subordinates. 

Note: 
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