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down from 12 hours to four minutes by 
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Their Success with Aviso 
 � Cut forecasting down from 12 hours to four minutes per week by automating 

the forecasting process

 � Accurately predicted where Nutanix would end their quarter within 5-7% of 

their actual number

 � Used data science predictions to improve supply chain efficiency 

 � Coached every rep to success by leveraging Aviso’s early warning indicators 

and deal prioritization. 

The Opportunity
Since 2014, Rickie Goyal, Director of Worldwide Sales, has been responsible for 

managing sales operations and running weekly forecasting calls for Nutanix, a leader 

in hyper-converged datacenter infrastructure. With a several hundred person sales 

organization, aggressive bookings goals, and big deals on the line it was important 

to roll up an accurate forecast. Rickie would spend 12 hours on Sunday working 

tirelessly to do so. The only tool at his fingertips to help? Excel spreadsheets. 

The forecasting process was tedious to say the least. Here’s how it worked:  

 � One master spreadsheet which collected individual sales reps commit 

numbers within each region of the business. 

 � Every sales rep would populate the spreadsheet and send it to their manager, 

who would roll it up and pass it to their VP, and then to SVP who would do the 

same. 

During this process the formulas Rickie had embedded in excel would inevitably 

break - every single time. He would have to copy and paste the data back into the 

master spreadsheet, redo the formulas, make sure that everything was correct again. 

At Nutanix, forecast calls were on Monday, so Rickie would spend all of Sunday going 

through this process. 

“I was getting to the point where from the moment I woke up to the moment I went to 

bed, all I was doing was getting ready for these four one-hour calls on Monday” says 

Goyal. 

As an experienced operations manager, he knew there had to be a more efficient way 

to handle this critical but tedious business process.

Rickie did find an automated forecasting tool. But from his perspective it turned out 

to be worse than spreadsheets; “It didn’t do anything. All it did was collect numbers 

and show them in a way that wasn’t useful.” A sales rep would input their commit 

number, but there wasn’t a way to look at the high level data and drill down into the 

“I was getting to the 
point where from 
the moment I woke 
up to the moment 
I went to bed, all 
I was doing was 
getting ready for 
these four one-hour 
calls on Monday” 

“

”– Rickie Goyal, Director of 

Worldwide Sales Operations
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deal level. Rickie says, “it didn’t allow for easy navigation or manipulation of the 

data, and it didn’t aggregate the numbers to be informative and honest with me.” It 

basically was google spreadsheets for forecasting.  So, Goyal kind of gave up; “this 

forecasting tool was supposed to be the best. It actually ended being horrible.” He 

assumed there wasn’t anything else out there that would work.

So Nutanix went back to spreadsheets. 

Discovering Aviso 
A few months later, Goyal was introduced to Aviso. In the first meeting, he 

immediately saw value; “Aviso solved the automated data collection problem right 

off the bat. That was pretty much the selling decision right there.”  Aviso effortlessly 

syncs with Salesforce and can display real-time data any way you want- by territory, 

individual rep deals, best case, etc. Data is displayed in a user friendly way and it’s 

easy to manipulate and look at from different angles. With a deeper dive into the 

product, Rickie saw how Aviso allowed him to easily manipulate the data, gather 

insights, and make important business decisions. Rickie says, “our decision to buy 

was made after looking at just 10% of the product. That small piece was worth the 

price right there.” But he had no idea how much more it would do for their business.

“To be honest, when I saw the predictive piece and the numbers Aviso was 

predicting for our last quarter, we laughed because we didn’t think there was any 

way we were going to get to that number. We thought we would come in 20 percent 

short of that number. Believe it or not, we actually ended up coming within six 

percent of what Aviso was telling us we were going to do.” 

So it was a done deal. Nutanix went live with Aviso integrated into their Salesforce 

CRM in January of 2015. The cut over was extremely easy, “from the moment 

Nutanix bought it to when it went live, I think was roughly one day for them to import 

the data and build out the model” Rickie says. And what’s even better he continued, 

is that “using it is even easier. It’s extremely intuitive.” 

Time Saver

Since implementing Aviso, the whole sales organization has time back in their day 

to focus on selling, not forecasting. Sales reps spend 30 seconds instead of 15 

minutes, managers spend three minutes instead of an hour, and VPs spend ten 

minutes instead of three hours a week. With all the time saved from forecasting, 

“Everyone’s time is being used much more efficiently since it’s just one seamless 

process now. The days of saving the spreadsheet, updating it, re-saving it, and 

emailing it out again are over.” The reps just go to the Aviso Insights tab within 

Salesforce, input their number and they are done.  

To be honest, 
when I saw the 
predictive piece 
and the numbers 
Aviso was 
predicting for our 
last quarter, we 
laughed because 
we didn’t think 
there was any 
way we were 
going to get to 
that number. We 
thought we would 
come in 20 percent 
short of that 
number. Believe it 
or not, we actually 
ended up coming 
within three or 
four percent of 
what Aviso was 
telling us we were 
going to do.

– Rickie Goyal, Director of 

Worldwide Sales Operations
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Better Communication

When it comes to a sales forecasting call, it’s crucial to have visibility into the deals 

tied to each commit number so you can better manage and coach your sales team. 

Prior to Aviso, Rickie used pivot tables to map the commits over time. But because 

those numbers were in spreadsheets, they weren’t tied to specific deals, which 

made it hard to access the insights he needed to collaborate with the reps. Now he 

can click on any two days in the quarter and see exactly which deals are associated 

with each commit number instantly. Visibility into what’s changed in any given 

window of time whether it be last quarter, last month or yesterday, helps him have 

much more productive and effective conversations during a forecasting call. 

 

Prioritizing the Right Deals

Aviso ranks and scores deals based on account characteristics, rep behavior, 

market trends, and hundreds of other features and billions of calculations that 

make up Aviso’s predictive models and algorithms. With the Aviso score, Rickie 

knows which deals are most likely to close so he can optimize the pipeline by 

coaching the sales team on where to focus that quarter.

Early Warning Indicators

Like every sales organization, it’s challenging to anticipate bumps in the road and 

know exactly when a deal will fall off. With Aviso, Rickie watches the Aviso forecast 

daily - if it drops, for example, he knows it’s indicative of something changing in 

the business. “If I start to see the forecast drop today, it gives me a better idea of 

what’s going to happen in the next two months” which gives them time to pivot 

strategy or refocus sales efforts to avoid the miss. 

Real-time Data

If I start to see the 
forecast drop today, 
it gives me a better 
idea of what’s going 
to happen in the next 
two months

“

”
– Rickie Goyal, Director of 

Worldwide Sales Operations
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Before Aviso, in preparation for forecast calls, Rickie would export Salesforce 

reports to compare them to his forecast spreadsheet. This helped him know when 

reps would call a number that wasn’t in Salesforce. However, something could have 

changed from the time Rickie pulled the data to the time of the call, so it wasn’t a 

foolproof process. “With Aviso, data is real-time. I can always see the call number, 

salesforce commit number, and the override number from the manager right in 

Aviso. If anything changes to those numbers, I know, which makes my job a lot 

easier” says Rickie.  

 

War Room Scenarios

At the end of every quarter, Rickie has to figure out which deals are coming in and 

which aren’t. He buckets deals into three categories: hot deals that will close, 50/50 

deals, and deals that are long shots. Rickie would map out every possible scenario 

- in Excel - of how sales would hit their goal based on the combination of deals. “It’s 

difficult when you’re doing it on a spreadsheet. When I think about the sheer volume 

and number of deals that I’m looking at - which is growing every quarter - it just 

wasn’t manageable anymore.” Through Aviso, he can run different scenarios with a 

drag and drop interface, save them and send them to anyone in the company. 

Supply Chain Optimization

Forecasting in the manufacturing department is typically a challenge for any 

hardware company. If the forecast is too high or too low it’s expensive and causes a 

lot of inefficiencies.  Rickie says, “with such a long sales cycle it’s hard to predict if 

we’re going to have too much or too little.” With Aviso, he can look at future quarters 

and see if the pipeline is there so he can easily manage complex supply chain 

scenarios. “To be able to be proactive by using a tool like this in a very intelligent 

way is game-changing” he says. 

The Results
Since implementing Aviso, forecasting has become simple and dependable for 

Nutanix. More importantly, it’s given Rickie and his team even more visibility into 

important data which enables them to forecast with confidence and have more time 

to make key business decisions.

“We’re finally at the point where we’re incredibly dialed in with the forecast, which is 

probably the most important aspect of my job.” 

Rickie purchased Aviso knowing it would solve his main pain point: the forecast roll 

up. He didn’t know how much Aviso would also guide the leadership team and drive 

We’re finally at 
the point where 
we’re incredibly 
dialed in with the 
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aspect of my job.

“

”
– Rickie Goyal, Director of 

Worldwide Sales Operations
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revenue growth. 

“It’s become clear that Aviso is the most important thing that I can do for our business. It’s a tool that makes life 

extremely simple.” 

With the help of early warning indicators, Rickie was truly able to prioritize the right deals and coach the reps to 

success; “I’m not blind to anything anymore and that’s the biggest advantage - that I have a level of clarity and 

visibility that you don’t have with spreadsheets.” So now he has time to do what he’s really supposed to do - work on 

growing the business.

http://www.aviso.com

