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	Sales forecasting is crucial for any business as it aids in managing inventory and also the cash flows of the business. It is sufficient to note that through sales forecasting especially in the Café and Food Truck business it makes it easy to come up with informed decisions that will affect the operations of the business. This is because it helps in determining the amount of a particular product that might be sold, and the price within a specified period of time (Lasek, Cercone, & Saunders, 2016). This helps to plan the amount of staff that one will need, also the inventory supply within a specified period of time. Because the business is a startup, the sales forecasting will be for a short-term period that is for three months.
	The rise in demand for street food and also the changes in lifestyle, which provides a market for the Café and Food Truck forms the basis of the sales forecasting. Without sales forecasting it will be difficult to manage inventory, for example, the amount required for a particular period and thus might result into delays especially when sometimes the available food stock runs out because of higher sales (Makridakis, Wheelwright & Hyndman, 2008). Moreover, the business might end up hiring staffs expecting high sales and because of the lack of sales forecasting, it turns to be an additional cost for the business.
	In the sales forecasting, some of the things that are taken into account include the list of the goods and services to be sold. Primarily most of the fast foods will make 80% of the goods to be sold while the remaining 20% will account for the general foodstuff found in restaurant sit down for the mobile truck. This is because from the analysis street food mainly consists of fast food which has significant convenience for the customers. Additionally, there should be an estimate of the number of goods to be sold, because it is a startup and it lacks a prior sales baseline, thus the business will expect about 50 sales for a single day. Furthermore, millennials tend to be the primary target market and therefore, they too might want to associate with the already established brands which are basically because of the increased health consciousness and the risk that people fear especially in consuming food from sources they are not familiar with. This is a smaller number which is manageable for a startup. Choosing the smaller number of sales is guided by factors such as competition, where they have an already established business which signifies that they tend to have a large market share because of the already established brand. 
	The sales forecasts will assist in managing the cash flows. Some of the aspects in the cash flow will include financing, operating and investing costs which indicate the Cash Paid for the various services while the Cash Received Indicates the Cash the business will generate from the sales of goods and services. The sale forecasts might help predicts the following with regards to the cash flow.
 (
Cash Flow
)

 (
Cash Inflow
) (
Cash Outflow
)

 (
Financing
) (
Investing Cost
) (
Operating
) (
Sales
)

 (
Staff Salary
Suppliers
) (
Cash Payment for Equipment
) (
Debt Servicing
)

Sales forecasting is critical as it will help in managing the cash flow, which is the lifeblood of the operations of the company. In this case, the business will be able to make decisions that will not jeopardize the stability of the cash flow because when the outflow exceeds the inflow especially in the form of expenses the business might end up incurring losses. 
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