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Introduction

In this case study, we share the story of a technology company that set out to
overcome one of the biggest challenges in enterprise sales — forecasting accuracy.
For years, their management team struggled to get reliable predictions and a real-time
view of deal momentum. The company decided it was time to transform forecasting
from an administrative task into an intelligent, self-updating system that could think
ahead.

1) Clients Overview

The project was developed for a multinational B2B technology provider in the
enterprise software and digital infrastructure industry. Their solutions are used by large
corporations across Europe, North America, and Asia.

The main challenge was the lack of reliable sales forecasts across regional teams,
each using different methods and tools. The company’s leadership wanted a unified,
dynamic system that could deliver accurate forecasts and actionable insights across
all business units.

The target audience within the organization included regional Sales Directors, VP-level
leadership, and the Executive Management Team responsible for investor
communications and strategic planning.
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2) Overall challenges and objectives

Challenges

The company’s existing forecasting process relied heavily on manual input,
spreadsheet consolidation, and subjective interpretation by regional managers. As a
result, forecasts were inconsistent, outdated, and often inaccurate by the time they
reached executive review.

Even though the company had implemented an advanced CRM system, it served
more as a data archive than a source of real-time intelligence. Sales leaders described
the process as “guesswork with better formatting.”

The leadership team recognized three key issues:

e [orecasts were reactive — always reporting the past instead of predicting
what’s next.

e Sales teams spent hours every week updating data instead of selling.

e Decisions were made on incomplete information, without a sense of actual deal
momentum or buyer engagement.

These limitations created missed opportunities, reduced sales velocity, and
undermined confidence in the sales pipeline presented to investors and the board.

Objectives

The leadership set clear and measurable goals to transform their forecasting process
into an intelligent, autonomous workflow:

1) Forecast Accuracy
Build a continuously learning system capable of generating unbiased forecasts
based on live deal activity rather than manual input.

2) Sales Productivity

Reduce administrative workload by at least 70%, freeing sales managers to
focus on strategic decision-making and customer interaction.
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3) Real-Time Insights
Enable leadership to access up-to-the-minute sales projections that
automatically adjust as workflows evolve, replacing static reports with dynamic
intelligence.

4) Unified Forecast Framework
Implement a single, globally synchronized forecasting method that could adapt
across regions, products, and markets — without additional configuration or
manual harmonization.

3) Product Description

BlueCallom’s SALESTICE was selected for its ability to transform the sales forecasting
process from static reporting into a dynamic, self-learning intelligence system. The
company’s leadership viewed SALESTICE not as a tool, but as an intelligent workflow
layer capable of sensing, learning, and adapting in real time.

The selection was based on four decisive advantages:

1) Forecasting Intelligence at Quantum Speed
SALESTICE continuously analyzes all activities across the sales workflow —
from emails and meetings to proposal timelines — to generate forecasts that
evolve with each interaction. It identifies early indicators of momentum and risk
without the need for manual data entry.

2) Zero-Administration Workflow
The system eliminates traditional CRM reporting tasks. Instead, it automatically
interprets all interactions and updates forecasts, reports, and next-step
recommendations. Sales teams can focus entirely on selling, while SALESTICE
manages the data and analytics layer autonomously.

3) Context-Aware Adaptation
Unlike conventional systems that require pre-defined rules, SALESTICE learns
from human intent and adjusts forecasting models dynamically. It understands
not only what happened but also why it happened — recognizing sentiment,
engagement level, and deal stage progression.

4) Enterprise-Level Transparency

Executives gain a unified, real-time view of global sales performance. Forecasts
can be viewed per team, region, or product line — with every number directly
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traceable to underlying workflow signals, not manually entered assumptions.

The Al-native design of SALESTICE provided the scalability and future-readiness the
organization was looking for. It was not an upgrade to their CRM — it was a complete
rethinking of what forecasting could be in the era of intelligent workflows.

4) Implementation Process

Leadership Considerations

From the beginning, executive sponsorship was identified as the key success factor.
The CEO and CRO jointly championed the initiative, positioning it as a strategic move
toward becoming a data-intelligent enterprise.

Their vision was not merely to automate forecasting but to liberate their sales
organization from administrative drag. The CEO described the initiative as “giving our
teams a sixth sense for sales performance.”

The leadership’s early involvement helped ensure full commitment from regional
managers and built confidence that the Al-driven forecasts would be trusted for
executive decision-making.

Technological Prerequisites

The implementation required no deep technical integration. SALESTICE operated as
an independent intelligence layer, running parallel to the company’s existing CRM.
During the pilot, data synchronization occurred automatically through standard API
connections, requiring only minimal IT oversight.

Because SALESTICE autonomously observes activity patterns (emails, meetings,
documents, and deal progression), it rapidly began generating forecasts within days.
Sales leaders could monitor accuracy improvements in real time without waiting for
manual data cleanup or process redesign.

Within four weeks, the team had fully transitioned to using SALESTICE forecasts for
operational reviews, with CRM reporting gradually phased out.
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Client Engagement

The project was driven collaboratively between the sales operations team and
BlueCallom’s implementation specialists.

To ensure system intelligence aligned with company-specific realities, the client
provided anonymized deal data from the past twelve months. This allowed
SALESTICE to learn baseline patterns of successful and unsuccessful deals,
calibrating its initial prediction engine.

Training sessions focused on interpreting Al-driven insights rather than entering data.
Sales managers learned how to read the momentum graphs, understand confidence
intervals, and act on early signals of deal friction.

By the end of the second month, the sales organization was no longer “feeding” the
system — it was learning from it.

5) Results and Impact

Measuring results relative to the initial challenges

1) Forecast Accuracy and Transparency
Within the first four weeks of deployment, SALESTICE achieved a forecasting
accuracy of over 90% when compared to final quarter-end results. The Al
system continuously refined its predictions, aligning them with real-time deal
activities. The executive board described the results as “the first living forecast”
the company had ever seen.

2) Forecast Responsiveness
Forecast updates that previously took days to compile were now refreshed
automatically every hour. Managers could instantly see how each customer
interaction — an email, meeting, or proposal — shifted probability and timing.
Decision-making became continuous rather than periodic.

3) Productivity Gain
Sales managers reported saving between 8 and 10 hours per week previously
spent on forecast reporting, data verification, and CRM maintenance. The time
saved was reinvested into customer strategy, coaching, and direct
engagement.
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4) Executive Confidence
For the first time, board-level meetings relied on forecasts generated without
subjective bias. The Al highlighted patterns invisible to human analysts, such as
“hidden stagnation” within active opportunities and early acceleration signals
from newly engaged prospects.

5) Sales Cycle Optimization
With visibility into live momentum indicators, sales teams could intervene
proactively — addressing bottlenecks before deals slowed. This led to a 35%
reduction in average sales cycle time over the pilot period.

6) Impact on Team Behavior
The transformation in mindset was profound:
a) Salespeople developed higher trust in system-driven intelligence, shifting
their focus from reporting to performing.
b) Managers transitioned from “checking data” to “interpreting intelligence.”
c) The language in meetings changed — from “What'’s in the pipeline?” to
“Where is momentum building?”
d) Forecast reviews became strategic conversations rather than administrative
check-ins.

7) Scalability and Future Enhancements
Following the pilot’s success, the leadership decided to expand SALESTICE
across all business units and integrate its outputs directly into financial planning.
The next phase will introduce autonomous quote and proposal generation to
complete the end-to-end intelligent sales workflow.

6) Initial and long-term cost

At the pilot stage, the main cost factor was the Al’s processing and learning capacity.
Each forecasting cycle required deep analysis of several thousand data points per
salesperson — including communications, meeting activity, and behavioral patterns
within the sales workflow.

Initial Cost

The average pilot cost was approximately CHF 800 per active salesperson per
month, including setup, data calibration, and continuous model learning. This covered
both the forecasting automation and management dashboards used by regional
directors.
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Operational Cost

After stabilization, the operational cost per forecast cycle declined sharply due to
SALESTICE’s self-learning capability. Once the system established a solid
performance baseline, recurring updates required only minimal Al resources. The
estimated ongoing cost per user is now below CHF 300 per month, significantly lower
than legacy CRM license and maintenance fees.

Cost-to-Benefit Ratio

The productivity gain alone — averaging 8 to 10 hours per week per salesperson —
represented a return on investment exceeding 600% in the first quarter. The
executive management emphasized that “the cost of intelligence was dwarfed by the
cost of not having it.”

Long-Term Outlook

As the deployment scales globally, costs are expected to decrease further while
functionality expands. Future releases of SALESTICE will integrate autonomous
revenue forecasting and full Al-driven performance simulation, allowing predictive
financial modeling across divisions.

The company estimates that by the end of year two, the total cost of ownership will be
less than one-fifth of its previous CRM-based forecasting infrastructure — while
providing exponentially higher accuracy and insight.

7) Lessons learned and Future Outlook

There are several lessons we learned:

Leadership

As in most transformation projects, leadership involvement determined the pace of
adoption. The early and visible engagement of the CEO and CRO ensured immediate
trust in the new forecasting system. Their consistent communication emphasized that
Al was not a control tool, but an empowerment layer for human decision-making.

The leadership team quickly realized that intelligent forecasting was not a technical
upgrade — it was a cultural shift toward real-time awareness and proactive sales
management.

Expertise
While the initial assumption was that deep data-science expertise would be
necessary, the reality proved different. SALESTICE’s Al-native architecture required
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minimal technical knowledge from the users. The real skill was interpretive —
understanding what the system revealed and how to act on it.

After a single-day onboarding session, regional managers were already confident in
reading forecast dynamics, adjusting strategies, and relying on Al indicators for
decision support.

Motivation and Empowerment
Sales managers reported that working with an intelligent forecast was not only more
efficient but more motivating. They described it as “seeing the sales pulse in real time.”

The ability to focus on progress rather than paperwork fundamentally changed team
behavior. Instead of chasing data updates, teams started competing on momentum
— a measurable, visible, and shared performance indicator generated by the Al.

This shift increased collaboration across regional teams and fostered a stronger sense
of ownership over the outcomes.

The team must want it

As with any Al introduction, adoption was highest among those who were curious and
open to change. The pilot confirmed that enthusiasm and readiness to experiment are
more important than technical expertise.

The company encouraged early adopters to become Forecast Champions, helping
others understand and trust the system. Within weeks, the majority of the organization
followed suit.

As one sales director put it: “Al didn’t replace our judgment — it refined it.”
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How to go from here:

Pilot programs are available and can be started at any time. If you face similar
challenges in forecasting or sales visibility, our team will help you explore how
SALESTICE can bring real-time intelligence into your workflow.

Al Readiness

No one starts ready — readiness comes from experience. As one executive noted
during this project: “We didn’t prepare for Al. We learned by using it — and now we
can’t imagine working without it.”

Interesting events

- You will find engaging Knowledge Transfer Webinars on our website.
- We offer whitepapers and additional resources for download.

- Or visit our office in ZUrich — there’s always a good cup of coffee waiting for
you.
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