Data Concepts & KPI definitions:
1. "Bookings" refers to 'revenue bookings' which is the $ value of all the deals that have been closed in the quarter. Bookings are measured in "ACV", the 'annual contract value' of the deal, which refers to what the customer will pay every year (even for multi year years)
1. For every contract: ACV * Contract term (yrs) = Total contract value (TCV). So a $100K contract that is 3 years long has an ACV of $100K and TCV of $300K
1. The sum of ACV is called ACV bookings where stage = '5_closed_won' (or more commonly simply 'bookings')
1. The sum of TCV is called 'TCV bookings' where stage = '5_closed_won'
1. Sum of TCV / sum of ACV is called 'average contract duration'  or 'average term'
1. Renewal rate is calculated by sum of ACV where deal_type='renewals' & stage = '5_closed_won' , divided by sum of all 'original_renewal_amount_acv' values (won and lost). When forecasting 'renewal rate', include expected ACV in numerator 
1. deal_type refers to the type of transaction which can be 'renewals', 'new logo' or 'expansion and upsell'. One opportunity_id can have more than one deal type associated with it represented as separate line items, e.g. it can have a renewal line as well as an 'expansion and upsell' line
1. stage = forecast stage for a deal. It can include: 0_discovery, 1_validate_fit, 2_show_business_value, 3_structure_deal, 4_final_negotiation, 5_closed_won, closed_lost. The last two: '5_closed_won', 'closed_lost' represent opportunities that are no longer active and have either been won or lost

Methodology for estimating ACV forecast & key associated metrics for a given quarter:
1. Take the table containing pipeline data for the quarter being forecasted 
1. Filter pipeline data to deals that have closed or are expected to close in the quarter based on close_date
1. Sum up all the won ACV bookings and exclude the lost deals.
1. For the in-quarter deals that are still open (based on stage), list them by opportunity_id and deal_type. We need to calculate closing probabilities for them. The low and high historic conversion probability range by deal_type and stage is available in the historical_conversions table. Apply the percentiles associated with base, bull and bear case in the 'scenario_percentiles' table to this high/low range and then map these segments (intersection of deal_type and stage) to the open deals in the pipeline to calculate the closing probability for each unique deal under each scenario. Multiply the probability with the ACV deal value to calculate the expected ACV. The Base/Bull/Bear ACV scenarios should be calculated as columns in one table
1. Look at the input table called deal_overrides. This table has various opportunity_ids in it and a probability field. These probability values for any deals included here (by opportunity_id) should override the probabilistic calculations for these deals in the previous step
1. Then sum the ACV for actual closed_won deals in the quarter with the expected acv value of open deals, under the various base/bull/bear scenarios, to come up with final estimates of the in-quarter forecast
1. Then calculate total TCV as well using a similar methodology as ACV (probability * TCV value)
1. Keep customer_region and customer_segment in all intermediate tables so we can slice by that later
1. Next, we need to calculate YoY compares for the key metrics. This can be done by referencing the table with historical data from the same quarter in the prior year. Calculate YoY growth comparisons for all the key metrics
1. Include the following summary tables & charts in the results

9. A summary table of total ACV bookings forecast by deal_type for all three scenarios (base/bull/bear) and YoY growth estimates. Prepend S1_ to table name
0. Create a dual-axis stacked bar + line chart where x-axis = scenario (base, bull bear), y axis = ACV forecast value, stack = deal_type. Then on the secondary axis, plot a line which shows YoY growth for total forecasted ACV. label bar values in $M with 1 decimal place
9. A summary table of total ACV bookings forecast by deal_type for the base scenario broken out by closed vs. still open. include a total. Prepend S2_ to table name. 
1. Create a stacked bar chart on this data. label bar values in $M with 1 decimal place
9. A summary table of total ACV bookings forecast filtered for deal type 'new logo' and 'expansion and upsell' for all 3 scenarios (as rows). Include a breakdown for closed, expected and total along with a YoY growth comparison. Prepend S3_ to table name
2. Create a dual-axis bar + line chart where source data is just filtered for deal_type = 'new logo' & 'expansion and upsell', x-axis = scenario (base , bear , bull), y-axis = ACV value. The bars should be grouped and there should be 1 bar for forecast for current quarter and 1 bar for ACV actuals in the prior quarter. Then on the secondary axis, plot a line which shows YoY growth for this forecasted ACV vs the same period in the prior year. label bar values in $M with 1 decimal place

