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1 INTRODUCTION 

 

 There are many companies, especially trade companies that have their branch stores 

spread out in different regions in Slovakia. Although Slovakia is a relatively small country, 

but the divergence among some regions can be quite large, because differences between very 

east and very west regions are large in purchasing power, the population density, in the 

lifestyle and traditions. However, when comparing the neighbouring regions, the mentioned 

differences would not be so great and various neighbouring regions might be regarded as 

similar. This is precisely the situation on which this paper is based, and delivers the study of 

forecasts creation of sales of goods in an unknown branch store in the neighbouring region 

with known parameters such as the sale data from known (sample) branch, the geographic 

size and density of the population in the neighbouring region where an unknown branch store 

operates or will operate [1]. It is the analogy approach in forecasting which uses the 

quantitative methods of forecasting. The observed company is the distributor and seller of 

consumer electronics goods, but it refused to mention its company brand because of providing 

the confidential information, which is purposely changed but trends and graph curves were 

kept. 

 

 

Abstract: The paper deals with the possibilities of sale forecasting by the comparison with 

other branch stores owned by one company but located in different regions. The location 

and especially population of a particular region can play an important role to precise 

forecasting. This paper shows how the forecasting can be created when no data from other 

branch store exists or what expectations could be when new branch store is opened. There 

is still other information available, which can be useful for forecast creation. 
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2 THE FORECAST CREATION OF SALE IN THE SAMPLE BRANCH STORE 

  

 A forecast sale of selected products for the year 2015 was created on the basis of the 

monthly sales of previous two years i.e. 2013 – 2014 in the region of Košice. The selected 

products are televisions, refrigerators and washing machines because it is the most sold 

products by experience of sellers [2]. Next, these selected products were not differentiate by 

type and brand, just to keep simple calculation of forecast therefore these products are marked 

as product groups further (i.e. group televisions, group of washing machines and group 

refrigerators). It was needed to use different method for forecast creation to each group, 

because the sale of products in each group has a different behaviour, which depends of a 

number of factors [3, 4]. For example, typically most TV-sets are sold before the Christmas 

time - about a month ago, when people buy it for themselves or for their relatives to make 

them happy. Also it is not a rarity that the purchasing of TV-sets continues in January during 

big sale discounts. White appliances are the most sold in early spring and during the summer, 

what is explained by the increase number of re-works of customer households [2]. 

 

 
 

 
 

 
 

Fig1. The sale of the chosen groups of products [2] 
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Tab 1. The real sale and forecast overview of the selected product groups [2] 

    
Real Sale 

     

Forecast 

     

Deviations 

[%]   

Product group 

Jan 

2015 

Feb 

 2015 

Mar 

2015 

Jan 

2015 

Feb 

2015 

Mar 

2015 

Jan 

2015 

Feb 

 2015 

Mar 

2015 

TV-sets 296 171 173 324 198 189 8,64 13,64 8,47 

Refrigerators 82 84 90 85 86 94 3,53 2,33 4,26 

Washing machines 122 90 125 122 103 124 0,00 12,62 -0,81 

 

 

3 THE FORECAST CREATION OF SALE IN THE BRANCH STORE IN 

NEIGHBOURD REGION. 

 

The following considerations will show the applicability of the above-obtained data 

(Table 1) for making forecasts in Prešov neighbouring region. The reason of comparison with 

this region is because the city of Prešov is also located in eastern Slovakia, residents have 

much in common with the residents in the Kosice region, and in both cities are branch stores 

of one company, including the rivalry. An assessment of statistical data about demography 

and the average wage will give sale forecasting of the number of group of products in branch 

store in the Prešov region. The real data, finally obtained from so-called unknown branch 

store in the Prešov region is good for evaluation of the forecast. 

 

Tab. 2 Comparison of Košice and Prešov regions [6] 

 

 

 

 

 The calculation of Prešov region coeficient is provided based on weighted average when 

the bigger weight is given to average salary, what is more important parameter at decision of 

purchasing [2, 5]. 

 

Tab. 3 Ratio value of parameters from Prešov region point of view 

Parameter Ratio value of Prešov region Weight 

Residents 1,03 0,3 

Average salary 0,83 0,7 

 

Resulted region coefficient (RC):  𝑅𝐶 =
(1,03.0,3)+(0,83.0,7)

1
= 0,89. 

Forecast of the selected products goods in Košice region branch store are corrected by the 

region coefficient and the forecast results for the first quarter of the year 2015 are listed in the 

table 4. 

 

Tab 4. The real sale and forecast of “unknown” branch store of the selected product groups 

    

Real Sale 

     

Forecast 

     

Deviations 

[%]   

Product group 

Jan 

2015 

Feb 

 2015 

Mar 

2015 

Jan 

2015 

Feb 

2015 

Mar 

2015 

Jan 

2015 

Feb  

2015 

Mar 

2015 

TV-sets 278 151 155 288 176 168 3,47 14,20 7,74 

Refrigerator 63 75 73 76 77 84 17,11 2,60 13,10 

Washing machine 117 88 96 109 92 110 -7,34 4,35 12,73 

Region / Parameter Residents: Average salary: 

Košice region 794 756 people 916 EUR 

Prešov region 818 916 people 757 EUR 
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4 CONCLUSION 

 

If the mean percentage absolute errors of forecasting (MAPE) for individual product groups 

are compared, the predistion for the Košice region branch store, calculated directly from 

obtained data is more accurate than the derived forecasts for an unknown branch store in the 

neighboring region (Table 5). 

 

Tab. 5 The MAPE comparison of product groups forecast in both regions 

Product group 
Košice region Branch store Prešov region Branch store 

MAPE MAPE 

TV-sets 11,50% 9,51% 

Refrigerator 3,49% 12,79% 

Washing machine 5,08% 8,66% 

 

But even in case of derived forecasts, the MAPE ranges around of 10% level, what means that 

the derived forecast can be considered as good and acceptable. This option can be used in the 

case studies at designing of establishment a new, not-yet existing, branch store in the 

neighbouring region.  
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