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Potential benefits of a more formalized approach to forecasting
Forecasting refers to the situation of predicting the future about the demand for a particular product or service within the market to enable an organization or firm plan appropriately with the available resources (Syntetos, 2014). As such, forecasting entails planning in a bid to avert any likelihoods of delay in providing their commodities to the customers within the market. Prediction is usually carried out by the sales persons who conduct the forecast on the number of units that are required by the consumers and relaying the same information to the production department within the processing units of the firm. The salespersons provide the data based on a variety of variables such as the seasonality of the products, prevailing prices of the commodity ad the market demands (Montgomery et al., 2015). Through forecasting, it is possible to determine the potential value of a commodity within the market and evaluating its demand given uncertainties across different markets.

Additionally, forecasting enables a company to decide on the appropriate amounts of capital to be invested in producing the commodity, the number of products to be built over a given period. Forecasting usually indicates the future at a glimpse by providing indicators that could assist a company in realigning their focus and goals towards ensuring they meet their desired targets within the stipulated period. As such, forecasting helps producers and the organizations to enhance the process of distributing its goods and services to its customers across different markets (Montgomery et al., 2015). Thus, it would assist in reducing any possible shortages or surpluses in the supply of the commodities. When the forecast is conducted in an orderly manner, inventory challenges are avoided. The process enhances the production of adequate products for consumers. Therefore, forecasting is essential to firms as it ensures that the company is in light of the possible occurrences and thereby endeavors to put in place measures that could ensure that it reduces its vulnerabilities within the period.

Furthermore, forecasting as a marketing strategy enhances a company's position within the market by boosting its competitiveness in the market. It also saves on the excess labor costs that could be employed in performing various tasks as the productivity of a particular venture would be more specific given the prevailing market conditions. Forecasting, therefore, enhances a company’s certainty in its operations thereby increasing its profitability within the industry (Syntetos, 2014). Since M & L Manufacturing Company fails to incorporate any aspect of forecasting, their managers have been tasked with making the sole decision regarding the company's development agenda that has often affected their operations. As such, the best forecasting method that could be utilized could be the marketing forecast. The marketing forecast endeavors to increase the volume of sales of the particular commodity. On the other hand, for the second product, a simple approach which is the intuitive approach is the most preferable compared to the technical method of determining the forecast for the commodity.
Weekly forecast for the next four weeks for each product
The following would be the forecast for the two commodities for the next four weeks.
Week

Product 1

Product 2

15

92


45

16

93


46

17

94


47

18

94


48

In the first method, the weighted average method was utilized in analyzing the trend to come up with a suitable forecast regarding the commodity (Syntetos, 2014). Through using the technique, the cost of goods available for sale is often divided by the number of available units that are offered for sale in the market. The result provides the weighted average cost of each unit that is sold within the market. The method is utilized since it relies on the previous sales of the preceding weeks by analyzing the sales trend and enhancing a way forward for the forecast of the sales of the commodity in the next weeks. The method is usually a low-cost method that utilizes fewer resources in coming up with the projection. Moreover, it is more reflective of the potentiality of the commodity in the future thereby giving the M & L Company an opportunity to reassess its position within the market. It considers the prevailing market conditions that assist in the analysis of the product within the market.
In analyzing the result for the second product, the simple, naive forecasting method was appropriate. In the technique, the analysis involves intuition of the product by taking into consideration of the current trends (Montgomery et al., 2015)). The method entails simple calculation that estimates the recent trends without considering the impacts of any factors that may have affected the product’s sales or volumes within the previous weeks. Since the simple method entails the time series data in determining the forecast, it only utilizes the available data without considering any essential factors that may cause either an increase or a decrease in the market demands and sales. As such, the M & L Manufacturing Company is a firm that could increase its profit margins from carrying out the forecasting of its products. Although the company has often made informed deductions regarding various situations, it would be imperative for the company to embrace the varied models of forecasting in determining their vulnerabilities within the markets.
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