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Abstract: In today’s highly competitive environment and ever-changing consumer landscape, accurate and timely 

forecasting of future revenue, is also known as sales forecasting can offer valuable insight to companies engaged in the 

manufacture, distribution, or retail of goods. Earlier companies used to produce goods without considering the number 

of sales and demand. For any manufacturer to determine whether to increase or decrease the production of several 

units, data regarding the demand for products on the market is required. 
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