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Stop working on your forecast. Start 
getting answers from it.

You know the number. You need to know if you can hit it.

You're heading into the board meeting. The number dropped $3M and you don't know why. 
Pipeline views and rep updates got you here - but you need answers you can defend.

The gap isn't effort. It's that nothing connects what's happening in the field to what it means for 
your forecast.

Sellers tell stories. Backstory gives you answers.

Every GTM activity gets captured automatically and powers every number in your forecast. 
What you're looking at reflects what's actually happening with buyers. From there, Backstory 
surfaces what's at risk, what's blocking it, and what to do about it - while there's still time to act.

Walk into every forecast call with answers. Walk out with a number you can defend.
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"In high-performing sales teams, clarity is everything - visibility into activity, pipeline and 
execution is what fuels better decisions, faster course of correction, and more 
predictable outcomes." 
Senior Vice President and Chief Revenue Oǀcer, Red Hat

Act on risk while there's still time

Commit category softening. Two reps with 
deals that haven't moved in three weeks. 
Headlines surfaces your top risk categories 
ranked by revenue impact - engagement gaps, 
stalled deals, missing stakeholders. Click any 
Headline to see which deals need attention 
and what to do. Get to the right deals in week 
two, with time to turn them around.

Walk into every board meeting with the full 
story

The forecast dropped $3M and the board 
wants to know why. Waterfall Charts shows 
exactly what changed - $2M slipped, $1M 
pushed indefinitely. Headlines flags 
engagement gaps in five deals. Drill in, see 
coaching plans already in motion. Walk in 
with the complete story and a clear action 
plan.

Submit a number you can defend

Before you commit, confirm your 
high-confidence deals are as strong as they 
look. Select them with Multi-Record 
Analysis, and ask your Agent: "Are these 
deals as strong as they look?" and get a full 
evaluation with clear recommendations on 
where to shore up. Submit a number you 
can stand behind.

How modern sales leaders forecast


