
VIEW POINT

AI SALES FORECASTING: 
THE NEXT-GEN CRO’S ANSWER 
FOR PREDICTIVE GROWTH

Chief Revenue Officers today face a volatile and uncertain market 
where traditional forecasting struggles to keep pace with shifting 
buyer behaviour and longer, complex sales cycles. Forecast accuracy 
has declined, and siloed processes weaken visibility across revenue 
operations. The next-gen AI-powered predictive CRO must go 
beyond task automation and embed AI into everyday workflows. 
By using varied data, scenario modelling, and predictive insights, 
AI sales forecasting enables leaders to anticipate risks, personalise 
engagement, and align resources effectively. With emerging 
technologies like conversation intelligence, sentiment analysis, and 
agentic AI, forecasting is evolving into a driver of growth.
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The sales and revenue environment in 2025 is marked by complexity and unpredictability. The disruptions have created conditions where 

traditional RevOps often fall short.

Key challenges defining today’s sales and RevOps reality:

Reality check: state of the market

Sales cycles have become longer as 

decision-makers take more time to 

research, compare, and validate vendors. 

In B2B, buying groups typically include ten 

or more stakeholders, and digital content, 

peer reviews, and broader market signals 

significantly influence decisions. Hence, 

sales journeys are becoming increasingly 

drawn-out and non-linear, making it 

difficult to forecast closures.

Consumers and B2B buyers are trading 

down in some categories while selectively 

investing in others, complicating 

forecasting for businesses. Buyers today 

are more informed and value-conscious 

about their purchases. However, they are 

equally selective in their spending. Most 

consumers are trading down on everyday 

purchases while selectively spending in 

specific categories.

Heavy reliance on past data, manual 

updates, and siloed systems limits the 

agility and responsiveness of sales teams. 

Forecasting systems built on such static 

data cannot capture evolving buyer 

signals. Moreover, fragmented data 

sources and siloed teams reduce visibility 

across the revenue pipeline. Such legacy 

processes are often manual and slow, and 

fail to respond to sudden market changes.

Social, economic, and geopolitical factors 

spur sudden shifts that static forecasting 

cannot capture. Studies show that 

traditional demand forecasting methods, 

which largely rely on historical sales data, 

fail to account for real-time changes. As 

a result, businesses have to deal with 

inaccurate projections and poor resource 

planning.

Value-conscious buyers Demand variability

Rigid legacy processes

Longer, multi-
stakeholder cycles

It is no surprise that buyer evolution has outpaced seller adaptation in recent years. Such dynamic expectations are hard to meet through 

traditional sales motions.

Chief Revenue Officers are working in 

a VUCA (volatile, uncertain, complex, 

and ambiguous) world. Market 

unpredictability, disruptive technologies 

and shifting buyer expectations have 

combined to make revenue leadership 

increasingly complex. The next-gen CRO 

is expected to deliver growth by steering 

businesses through the rough waters of 

uncertainty, new business models, and 

changing competitive landscapes. 

At the same time, buyer behaviour has 

undergone significant changes over 

the last few years. Buyers today are 

better informed and prefer digital-first 

approaches; they expect a seamless, 

tailored experience that meets their 

specific needs. This shift has made 

traditional forecasting methods less 

reliable. Recent market research revealed 

that forecast accuracy declined for deals 

that were expected to close within the 

period.

The era when automation alone could 

deliver a competitive advantage is over. 

Next-generation CROs must move beyond 

repetitive task automation. The pressing 

need is to integrate AI into the core of 

sales and revenue operations (RevOps). 

With AI sales forecasting, CROs can evolve 

from tracking performance to anticipating 

risks, aligning resources and responding to 

disruption with confidence.
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Sales forecasting has always been central to revenue planning, but in today’s environment, its weaknesses are more visible than ever. 

Traditional methods have long struggled with accuracy and agility. Although there is a rising adoption of AI, its potential is still limited to 

automating tasks rather than providing predictive foresight. For a next-gen AI-powered predictive CRO, these gaps pose real risks of eroding 

trust in forecasting, stalling growth strategies, and undermining business agility.

Sales and revenue forecasting: pain points and hard truths

Accuracy gaps and 
missed opportunities

Traditional forecasting models rely on 

historical performance data and pipeline 

stage progression. Over time, their 

forecasting accuracy rates have fallen. Poor 

forecasting accuracy weakens the trust 

in the process and can lead to improper 

resource allocation, resulting in missed 

opportunities and revenue loss.

Inflexibility in dynamic 
markets

Standard models assume that tomorrow 

will look like yesterday. However, today, 

demand is shaped by several factors 

that are outside the sales team’s control. 

Whether it is economic shocks, such as 

tariffs, changing consumer sentiment, or 

even viral social trends, a static forecasting 

model cannot effectively integrate real-

time changes in demand. This rigidity 

can lead to significant revenue loss for 

businesses, as they are unable to respond 

quickly to external shifts.

Inefficient workflows 
and silos

Several work hours are wasted on manual 

reporting cycles, spreadsheet models and 

ad-hoc CRM updates to track sales metrics. 

Moreover, fragmented data systems across 

marketing, finance, and sales can create 

silos that reduce cross-functional visibility. 

A majority of businesses reported that 

data inconsistency issues impacted their 

decision-making process.

Limited AI adoption

AI usage has gone up significantly in 

recent years. Most organisations now 

use AI in some form for their sales cycles. 

The challenge lies in moving beyond 

the automation of emails, CRM records, 

lead routing or dashboards. For CROs, 

AI sales forecasting can help RevOps 

move on from automating repetitive 

tasks to gaining predictive insights using 

embedded technology and agentic AI.

Fragmented AI 
ecosystems

With greater adoption of AI comes a 

multitude of AI-specific challenges. 

Different functions adopt their own AI 

tools in isolation. It’s a case of ‘Bring your 

own AI.’ While this patchwork may do well 

for individual functions, AI teams cited 

integration challenges as the primary 

barrier to effective adoption. For CROs, this 

means distorted insights and weakened 

confidence in forecasting outcomes.

Trust, bias and stalled 
adoption

AI models often work like ‘black boxes’ 

where the predictions lack transparency. 

This lack of explainability causes trust 

issues among the users and stakeholders. 

Moreover, AI trains on historical data. Any 

inherent bias in past data can be carried 

forward, making forecasting unbalanced 

and prone to error. Another pain point 

is that most of AI pilots are stalled in the 

adoption stage due to faulty applications.

Another pain point is that most of AI pilots are stalled in the adoption stage due to faulty applications.



External Document © 2025 Infosys Limited

Key strategies for AI-led sales forecasting

Consolidate multi-source data 
into forecasting models

Integrate AI directly into RevOps 
platforms

Adopt scenario-based 
forecasting

Use AI to prompt effective ‘next 
moves’

Personalise engagement through 
predictive insights

Include product or engagement 
decline in forecasting

Expand forecasting to upselling 
and cross-selling

Align AI forecasting with GTM 
strategies

Combine CRM records, customer 

engagement data, external market 

signals, and behavioural data into a single 

forecasting model. With this, forecasts 

become more accurate when trained on 

varied data. Industry reports indicate that 

utilising diverse data inputs can reduce 

forecast error margins by 20% compared 

to traditional single-source approaches, 

thereby significantly improving accuracy 

and confidence in decision-making.

Analyse customer engagement and past 

deal patterns to guide sales reps with 

recommendations for the next steps to 

close deals. Apply predictive models to 

identify high-value opportunities and 

accounts that are most likely to convert. 

This way, recommendations can shorten 

the sales cycle, progress toward closures 

and help sales teams to focus on high-

probability deals. This way, sales efforts are 

directed where they deliver the greatest 

effect.

Combine real-time customer interaction 

data from agentic AI with CRM data 

to anticipate preferences and ideal 

engagement timing. Hyper-personalised 

experiences outweigh a typical, robotic 

interaction. Predictive insights give reps 

an upper hand to approach leads with a 

greater chance of conversion.

Use AI to monitor signals of reduced 

engagement, declining product use, or 

slower renewals, and feed these into 

revenue forecasts. This enables proactive 

account management and prevents losses 

from spiralling out of control. It can also 

help with effective resource planning, new 

product research, and retaining revenue 

streams.

Widen the purview of consumer data 

available to predictive models, such as 

product use and purchase history. Industry 

surveys indicate that such predictive 

insights reveal hidden opportunities 

to upsell or cross-sell, thus generating 

more deals and expanding customer 

relationships.

Output from predictive models can be 

converted into actionable GTM plans 

based on various factors, such as segment, 

geography, or product line. AI-powered 

GTM plans that are well-aligned with 

business goals have the potential to 

directly impact growth and make revenue 

streams more predictable.

You can embed predictive algorithms into 

CRM, sales management and resource 

planning systems rather than treating 

them as a separate tool. Studies show that 

integration provides real-time visibility 

into pipeline health. This enables CROs to 

identify risks early, enhance collaboration 

across functions, and maintain an up-to-

date view of revenue changes.

Use AI to run conditional simulations on 

various factors like pricing, market shifts or 

campaign spend. Such scenario modelling 

helps in devising more resilient Go-To-

Market (GTM) strategies to prepare for a 

volatile future.

Forecasting must evolve from just generating numbers in a spreadsheet to driving revenue and growth. The following strategy shows how AI 

can reshape revenue workflows, along with the advantages they deliver.
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Emerging tech in AI sales forecasting

The new technology in AI-powered 

sales forecasting has ventured beyond 

traditional models that only track pipeline 

data.

Conversation intelligence analyses sales 

calls, emails, and meetings to pick up 

signals of buyer interest or hesitation, 

helping leaders identify deal risks earlier. 

Similarly, activity intelligence tracks how 

consistently and effectively sales teams 

engage with prospects, giving a real-time 

view of pipeline health and the actions 

most likely to move deals forward.

Another advancement, advanced 

sentiment analysis, scans buyer 

communications across channels to detect 

changes in mood or intent. This data is fed 

into forecasts to predict deal outcomes 

with greater accuracy. At the same time, 

cross-functional forecasting integrates 

sales data with marketing, finance, and 

customer relations systems, creating a 

single, unified view of the truth across 

revenue operations. This removes silos and 

aligns decision-making across teams.

Looking ahead, agentic AI represents the 

next emerging technology for RevOps. 

Unlike predictive tools that stop at 

recommendations, agentic AI can take 

autonomous action within set guardrails 

such as drafting follow-ups, updating CRM 

records, scheduling meetings, or even 

adjusting forecasts in real time.
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