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InterAcct 
Customer Sales Budget
A new InterAcct customer that has a reasonably small Products Database required a sales budgeting  feature that allowed the creation of their Sales Budget by customer.

This is what is generally called a “Base-Line” budget approach where the sales budget can be calculated at the lowest level – of what customers are expected to purchase by product, by month.

As a background to this, InterAcct support the budget figures by being able to show historical sales results by customer by month, plus the actual product item sales by customer.

The whole budgeting process is virtually automatic.  InterAcct copies the list of products by customer, and also creates a blank budget entry for each by calendar month.  All that is required is the input of the budget quantity (and even this aspect could be automated - based on selling days per month).

Once InterAcct has that budget quantity (by product, by month), then the system calculates that customer’s correct selling price (from the Pricing Matrix), brings in the standard cost, to then calculate budget sales, profit, and margin automatically.  It is a very quick data entry process.
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From that sales budget there are numerous sales/profit analysis files that are automatically updated (by Division/State, Salesperson, Product, etc.) that allow comparison to actual sales results with the variances calculated (Sales, Profit, Margin and Quantities).  In  this example, we are also showing a calculation of litres (drinks sold).  This sales budget routine could be easily personalised to suit.
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@ CLIENT BUDGET PRODUCTS list., Dan Murphy's Liquor Group, Charles Smith, GUILDFORD, NSW/
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View Go Advanced Graph Design Help

Group “Product ltem _ Units Bud Gty Lites #  BudSales$  Bud Profit$ Margin X July  Description

11> BITTERS  AB-200ML BOX10 164 328 1.456 669 45.95 1Jul09  Avomatic Bitters, 200ml
2 BITIERS  BITTERS-BULK  EACH 134 6700 64,930 31430 48.45 1Jul03  Bulk Bitters
3 BITTERS  0B-100 BOX12 310 an 3,069 1411 4598 1Jul03  Orange Bitters, 100ml

608 7399 69515 33570
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Month

Product Item Units Quantity Lities # NetScll $| Bud Sales$|  Bud Profit$ Daily #

1 1> 08100 Jul03  BOX12 il £ 9.90 07 M 1348
2 oBaoo Aug:03  BOX12 36 43 9.90 356 164 1714
3 oBaoo Sep-03  BOXI12 2 2 9.90 208 %  0.955
4 0Ba00 0ct09  BOX12 25 20 9.90 248 114 1136
5 0B100 Nov-03  BOX12 2 Eil 9.90 257 18 1238
6  0BA00 Dec03  BOX12 25 20 9.90 248 114 1190
7 oBaoo Jan10 BOX12 24 29 9.90 238 109 1.263
8  0BA00 Feb10  BOX12 20 24 9.90 198 91 1.000
9 o0B100 Mar10  BOX12 23 28 9.90 228 105 1.000

10 08100 Apr10 BOX12 2 Ell 9.90 257 118 1.368

1 oBao May-10 BOX12 27 2 9.90 267 123 1.286

12 oBa00 Jun10 BOX12 2 Eil 9.90 257 118 1.238

310 an 3,069 1411
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o Product ltem __ Month BudOy#  ActQu#  VarQy# BudSales$ ActSales$ VarSales$ BudProfits  ActProfits  Var Profit$ Bud Margin %
AB-200ML Jun-10 2 0 22 195 0 195 %0 0 -0 5.1
AB-200ML May-10 21 il 21 186 il 186 86 1] 86 45.21
AB-200ML Apr-10 16 i 16 142 i 142 65 0 65 45.77
AB-200ML Mar-10 15 0 15 133 0 133 61 0 51 45.8¢
AB-200ML Feb10 12 0 12 107 0 107 43 0 49 45.75
AB-200ML Jan-10 14 0 BT} 124 0 24 57, 0 57 45.97
AB-200ML Dec-09 13 0 a3 115 0 115 53 0 53 46.08
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