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Both the individual firm and the economy as a whole enjoy the beneficial effect of better sales forecasting processes. They take hold in broader terms throughout the industry. This has been argued by Wallace, & Stahl (2002). The new economy is believed to function better as the considerable number of manufacturing enterprises have the ability to have a well-formed forecasting model. The purpose of this report is to forecast Food and Beverage Sales in the vintage restaurant, on Captiva Island near Fort Myers, Florida, is owned and operated by Karen Payne. It will estimate the correctness of the forecast sales for January through December of the fourth year. The forecast error is conveyed in the report. By the statistical data of the summer,
	Year 
	Jan 
	Feb 
	March 
	April 
	May 
	June 
	July 
	Aug 
	Sep 
	Oct 
	Nov 
	Dec  

	1
	242
	235
	232
	178
	184
	140
	145
	152
	110
	130
	152
	206

	2
	263
	238
	247
	193
	193
	149
	157
	161
	122
	130
	167
	230

	4
	282
	255
	265
	205
	210
	160
	166
	174
	126
	148
	173
	235

	Total
	787
	728
	744
	576
	587
	449
	468
	487
	358
	408
	492
	671

	Mean 
	262.33
	262.67
	248
	192
	195.67
	149.67
	156
	162.33
	119.33
	108
	117
	223.67

	Var
	400.33
	116.33
	273
	183
	174.33
	100.33
	111
	122.33
	69.33
	108
	117
	240.33

	St Dev. 
	20.01
	10.79
	16.52
	13.53
	13.20
	10.02
	10.54
	11.06
	8.33
	10.39
	10.82
	240.33


Total sales for year 1, 2, 3 are 2106, 2250 and 2399 respectively, with a mean of 6755, variance of 2251.67 and standard deviation of 21464. For illustration, 176.38 is got by finding the summation of 175.5 and 177.25 and the sum total divided by 2. Therefore, by finding the percentage of 145÷176.38 the resultant figure is 82.21%. By calculation of the seasonal index, the results are as below;
The mean total is 1199.48% and the adjusted mean is 144.3 and the grand total mean becomes 120.00%. By illustration, the total of means is equal to 1199.485%. 1.0004% × 144.3% which is equal to 144.36%. The above total is to be adjusted to 1200.00% for the 12 months in a year and the adjusting factor is given as; 1200%÷1199.485=1.0004. To analyze the data in seasonal terms in order to get the de-seasonal data is given by dividing the attendance by seasonal index. For example, for year 1; 242÷144.36%=168, 235÷129.97%=181 and 232÷134.41%=173 for the months of January, February and March respectively. The de-seasonal attendance is calculated up to year 3. By use of the de-seasonal data to predict trend sales for the next 12 months, calculation of the regression equation is done first and then the equation is used to predict sales for the next 12 months. By Calculation of regression coefficients using the equations, ΣY=na+b1ΣX, the value of a=36 and b1=666. In ΣXY=aΣX1+b1ΣX2, a=666 and b1=16206. By using matrix and inverse of the matrix to calculate the coefficients, the value of a=169.4143 and b1=16206. Hence regression equation; Y=169.4143+1.0181X. The trend sales are predicted for the next 12 months using the regression equation where x=37 to 48 corresponding to Jan of year 4 to Dec of year 4 and the monthly forecasts for the 12 months of the fourth year is given as;
	Mont h (yr.4)
	Jan
	Feb
	Mar
	April
	May
	June
	July
	Aug
	Sep
	Oct
	Nov
	Dec

	S. Index
	1.398
	1.293
	1.322
	1.023
	1.043
	0.798
	0.831
	0.865
	0.636
	0.725
	0.874
	1.192

	Forecast
	296.45755
	274.19143
	280.3411
	216.9357
	221.1768
	169.2226
	176.2205
	183.4305
	134.8691
	153.7423
	185.339
	252.7735



There are seasonal variations where the sales made are decreasing from January to September with the effect of fluctuations and sales increases at an increasing rate towards the month of December.
The forecasted January sales are $296,458. Supposing that the actual January sales for the fourth year turn out to be $295,000. Error between actual and forecasted sales is equal to $296,458 - $295,000 = $1458. Percentage Error = (error÷ actual sales) × 100= 0.49%. 
Karen Payne should be assured that her representation to forecast the future sales is extremely favorable and she should not be worried since the percentage error is extremely small.
To resolve her uncertainty in the forecasting procedure, Karen Payne should avoid being so complicated since the business does not entail processes that are hyper-complicated. For this reason, procedures that involve a high level of mathematical calculation and projections are omitted. Inclusion, simple, specific software and applications are readily available to evaluate sales forecasting that gives access to an audit trail. Wallace& Stahl (2002). 
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