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Prevedere provided global data and
predictive models to forecast phone
sales, store traffic, and wireless
tower demand with corporate sales
and finance.
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THE PROBLEM

Demand for products and categories are highly dynamic resulting in
missed forecasts and revenue targets. Finance and business leaders
needed to create a more accurate forecast to minimize the impact on
profits and extend cash runway.

Without an agile plan, the ability to allocate resources and optimize
working capital is at tremendous risk.




THE CHALLENGE

Wireless Company Challenge

1. Identify product and geographic leading
indicators for their phone sales
2. |dentify optimal location for the next cellular
towers
3. Work with Prevedere to identify leading external
drivers
4. Create forecasts to incorporate into the planning
process and inform sales and finance
e maximize visibility in future headwinds
e reduce risk

e plan for success




THE STRATEGY

Partner with Prevedere to build forecast

1. Prevedere's global data and AlI/ML solution
identified leading indicators in days

2. The company provided their industry and market
insights to incorporate into Prevedere forecast
models

3. Prevedere built and tested forecast and
econometric scenarios then provided executive

insights to their Leadership Teams



THE PROCESS

Billions of calculations, millions of potential signals,
and thousands of models built and tested

Some highly predictive leading indicators were uncovered
e All Employees: Financial Activities
e Average Hourly Earnings: Manufacturing
e Home Price Sales Pair Counts
¢ Vehicle Miles Traveled
e New Privately Owned Housing Units
e Consumer Purchase Intent: Females 18-24

e Consumer Sentiment Index




Forecast models were created for sales by city and region that

T H E R ES U L T improved their forecast accuracy and optimized inventory

Company saw:
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products and regions hunt & gather data at the right store




CONCLUSION

A data-driven strategy allows for timely and highly
valuable insight during unprecedented times

Business leaders now create more accurate forecasts for
future results by leveraging Prevedere.

This company took the opportunity to partner with
Prevedere to provide data-driven external insights into
the planning process.

In just a few weeks, the leadership team was armed with
forecasts that enabled them to increase revenue and
decrease cost across their company.



FOR MORE
INFORMATION:

www.Prevedere.com
inquiries@prevedere.com
(888) 686-7746
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