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 As a small business owner, if you 
are not concerned with maximizing 
sales, your company may not be 
as profitable as you hope it would 
be. Without the sale of products 
or services, a business becomes a 
hobby or a charitable organization. 
Your business’ sales should not 
be the sole responsibility of your 
sales force. Every employee should 
understand how sales happen and 
what they can do to favorably impact 
sales; if a person isn’t selling, they 
may be missing an opportunity to 
help the company grow and thrive.

Sales come from a variety of 
sources, and most business leaders 
have specific strategies for each 
marketing channel and customer 
type. When a business owner can 
efficiently scale sales up without 
significantly increasing the costs 
per sale, then the business grows 
not only in size, but also in margin 
and profitability. For example, an 
online sales funnel such as your 
website could sell products without 
a sales representative. However, 
the efficiency of fulfilling the order 
and the quality of the customer 
experience is what helps seal the 

deal. This is important, because 
sales generate revenue that pays 
for the virtual storefront, inventory 
and any marketing expenses that 
bring prospective customers to the 
storefront.

Your company’s sales reps serve as 
the point of contact between your 
business and its prospects or existing 
customers and have a range of 
responsibilities including identifying 
and educating prospective customers 
while supporting current customers 
with information and assistance that 
relates to your products.

Your sales team has the role and 
responsibility to create a revenue 

forecast. A revenue forecast, 
simply put, is a prediction of future 
sales revenue based upon an 
understanding of your customers. 
This projection typically accounts 
for specific periods, such as 
monthly, quarterly, or annually. 
But sales forecasts aren’t wild 
guesses—they’re grounded in data. 
More specifically, they draw from 
historical sales data and various 
influencing factors like market 
trends, economic indicators, and 
competitive landscape. By knowing 
your customers and understanding 
their buyer’s journey you can 
position your product to meet their 
needs, answer their questions, and 

https://www.vsjf.org/wp-content/uploads/2024/03/VSJF-Biz-Sense-Sales-RevenueForecasting-032124.pdf
https://www.vsjf.org/wp-content/uploads/2024/03/VSJF-Biz-Sense-Sales-RevenueForecasting-032124.pdf
https://www.vsjf.org/wp-content/uploads/2024/02/VSJF-Marketing-Customer-121323.pdf
https://www.vsjf.org/wp-content/uploads/2024/02/VSJF-Marketing-Customer-121323.pdf
https://www.vsjf.org/wp-content/uploads/2024/03/VSJF-Biz-Sense-Sales-BuyersJourney-032124.pdf


Next Level Tools for Entrepreneurs & Small Business Owners
B U S I N E S S  S E N $ E

ultimately convert their interest into 
sales revenue.

The role of revenue forecasting in 
business is pivotal. By forecasting 
revenue, companies can make 
informed decisions about managing 
cash flow, resource allocation, and 
future business growth. For small 
businesses in particular, an accurate 
revenue forecast can be the compass 
that guides them through uncertain 
economic waters, steering them 
towards success and sustainability.

In summary, sales fuel the engine 
of business growth, enabling 
investments in innovation, 
infrastructure, and talent acquisition. 
From securing new customers to 
retaining existing ones, every aspect 
of business growth and development 
hinges on the efficacy of sales efforts 
and revenue generation.

Understanding why sales is 
important underscores its role in 
fostering customer relationships and 

satisfaction. Effective sales strategies 
go beyond mere transactions; they 
aim to establish lasting connections 
with customers by addressing 
their needs and delivering value. 
By prioritizing customer-centric 
approaches, businesses can 
enhance brand loyalty, generate 
positive word-of-mouth referrals, 
and cultivate a loyal customer 
base. Ultimately, the ability to 
consistently meet and exceed 
customer expectations is paramount 
to sustaining long-term success in 
any business.

In addition to driving revenue and 
nurturing customer relationships, 
another reason why sales is 
important lies in its contribution to 
market expansion and penetration. 
Through strategic sales initiatives, 
businesses can identify new 
opportunities, tap into unexplored 
market segments, and diversify 
their revenue streams. By leveraging 
market insights and consumer 

trends, sales teams can position 
products or services effectively, 
gain a competitive edge in saturated 
markets and capitalize on emerging 
niches.

From revenue generation and 
customer engagement to market 
expansion and organizational 
innovation, sales permeates every 
aspect of business operations. 
Sales success fosters a culture of 
collaboration, accountability, and 
performance excellence, uniting 
cross-functional teams toward 
common goals. By understanding 
why sales are important and 
embracing a customer-centric 
mindset, organizations can unlock 
new growth opportunities, build 
enduring relationships, and thrive 
amidst uncertainty. Embracing a 
strategic approach to sales not only 
drives immediate results but also 
lays the foundation for sustainability 
and success in the years to come.

Business Sense is a no-fluff source of information that gets right to 
the heart of what small business owners need: essential tools and 
informational resources to help their businesses grow. Written by our 
team of business coaches, this series shares their decades of experience 
in areas such as financials, operations, sales and marketing, human 
resources, leadership, and governance. Business Sense is designed to 
provide entrepreneurs and small business owners in various sectors, 
including agriculture, forestry, waste management, renewable energy, and 
environmental technology, with recommendations and practical advice to 
help their businesses not only survive but thrive.

Our business management coaching and Business Sense Resource Guide 
are designed to accelerate the growth of the enterprises we work with 
and expand the leadership capacity of the enterpreneurs who own and 
manage these businesses. 

Let Us Help You
and Your Business

The Vermont Sustainable Jobs Fund 
provides tailored business management 
coaching, entrepreneurial support, and 
training to position Vermont-based 
entrepreneurs and small business owners 
in our designated market sectors for growth 
and long-term success. We partner with 
state government, private sector businesses 
and nonprofit organizations to build a 
thriving economic, social and ecological 
future for Vermont. Learn more at VSJF.org
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