
As we move rapidly into the age of Big Data and Analytics, 
forecasters and demand planners have never been so critical 
to maintaining market share, nor have they been in such high 
demand. This role, however, requires certain skills, and employers 
must be sure their S&OP professionals possess a fundamental 
understanding of the knowledge and practical aspects of the 
fi eld. Certifi cation allows employers to build strong teams, 
with the specifi c skills required to deliver serious value to their 
organization. IBF Certifi ed professionals are more likely to foster 
change, encourage collaboration & consensus, build relationships, 
and improve company performance. IBF Certifi cation sets the 
standard for forecasting & planning excellence, a standard that 
companies across the globe know and trust. Certifi cation benefi ts 
professionals by having their skills formally recognized, with 
each level of certifi cation representing a milestone in knowledge, 
allowing professionals to secure career progression. 

IBF Certifi cation is the gold standard of forecasting excellence - 
sign up to get you and your team certifi ed today. 

“  The forecasting function is approximately three years old 
at our company. Yes, the exam(s) did a good job of verifying 
my professional experience along with knowledge gained 
through IBF conferences and tutorials.” 

  T. Durkee, Demand Manager

  ENGINEERED MATERIALS SOLUTION

CERTIFICATION FEE:

IBF Members: $375 (USD) per exam
Non-Members: $425 (USD) per exam

CPF

ACPF

CPF-C

TURBO CHARGE YOUR CAREER WITH IBF: 
Benefi ts Of IBF Certifi cation

BOOK 

Fundamentals of Demand Planning and Forecasting 
3RD EDITION 
Author: Chaman L. Jain 
This is the most comprehensive book written in demand planning 
& forecasting, covering every major topic a professional needs to 
know. It discusses not only the different models of forecasting in 
simple terms, but also how to use forecasts effectively in business 
planning. It covers forecasting & planning processes from Silo to 
Consensus Forecasting to Sales & Operation Planning (S&OP) to 
Collaborative Planning, Forecasting and Replenishment (CPFR) 
to Integrated Business Planning. This book is packed with many 
real-life cases that demand planners can expect to encounter 
throughout their careers. It explains how to sell forecasts to 
management and gain buy-in for planning resources. It discusses 
in detail, key performance indicators, which are used or should 
be used in business. Above all, this book brings out several worst 
practices, with the thinking that once companies recognize what 
they are doing wrong, huge improvements can be made.

Price: $124.95 (USD) + shipping

ELIGIBILITY CRITERIA

There are 3 ways an individual can be eligible for the Certifi cation 
program.

1   The potential candidate must have at least a Bachelor’s 
degree and one year of professional experience in Forecasting 
and Planning

2  If the individual does not have a Bachelor’s degree, two years 
of professional experience in Forecasting and Planning can 
fulfi ll the eligibility requirement.

3  For students or those new to practicing forecasting & planning, 
you can earn a CPF-C by passing exams 1-3. Then, once you 
complete 1 year of professional experience, IBF can upgrade 
you to full CPF status.

※  MASTER DEMAND PLANNING, 
FORECASTING AND S&OP/ IBP

※  VALIDATE SKILLS WITH A 
GLOBALLY RECOGNIZED 
CERTIFICATE

※  GAIN THE RECOGNITION TO 
SUCCEED IN THIS RAPIDLY 
CHANGING FIELD

※  IMPROVE LEADERSHIP 
OPPORTUNITIES & 
MARKETABILITY

※  BE A CATALYST AND 
INSPIRATION FOR CHANGE 

※  COMPLEMENT SUPPLY 
CHAIN EDUCATION & OTHER 
CERTIFICATIONS WITH IBF

Institute of Business
Forecasting & Planning
TEL: +1.516.504.7576  |  EMAIL:  info@ibf.org  |  WEB: www.ibf.org

IBF IS YOUR COMPETITIVE 
ADVANTAGE — GET YOU AND YOUR 
STAFF CERTIFIED TODAY

Demand Planning, Forecasting, and 
S&OP Certifi cation

PASSING THE EXAMS:
Preparation Materials

 FOR EMPLOYEES: 
•  Accelerate your career 

growth, leadership 
opportunities, 
marketability, and job 
security

•  Validate your 
professional experience, 
knowledge, and skill-
sets in the fi eld

•  Build confi dence 
knowing that you’re 
prepared for today’s 
changing marketplace

•  Complement your supply 
chain education & 
certifi cations with IBF

•  Become more 
recognized at your 
company, as well

THREE LEVELS OF CERTIFICATION

 FOR EMPLOYERS: 
•  Save time and resources as 

IBF certifi ed individuals are 
pre- qualifi ed, allowing you to 
quickly identify the right person 
for a forecasting, demand 
planning, and S&OP job

•  Gain assurance that an IBF 
Certifi ed individual has the 
background to help improve 
planning performance and hit 
the ground running

•  Increase the value of your 
forecasting and demand 
planning staff, department, and 
company

•  Save time and resources 
in training - CPF or ACPF 
professionals already have a 
verifi ed body of knowledge

Demand Planning,
Forecasting & S&OP

Certifi cation 
Program

1 Certifi ed Professional Forecaster (CPF)
 Earned by passing exams 1, 2 & 3 

2 Advanced Certifi ed Professional Forecaster (ACPF). 
  After receiving CPF, earned by passing exams 4 & 5

3 Certifi ed Professional Forecaster–Candidate (CPF-C). 
  A starting point for students as they enter the job market.
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CERTIFIED PROFESSIONAL 
FORECASTER (CPF)
To earn the CPF designation, one must pass exams 1, 2, and 3.

EXAM 1

What You Need To Know About Demand 
Planning, Forecasting, and S&OP

• Role of Forecasting & Planning in Decision Making
• Demand Planning (Demand Sensing, 

Shaping, & Creating)
• Forecasting & Planning Process
• Consumption (POS Data) Based 

Forecasting & Planning
• Consensus Forecasting & Planning
• Sales & Operations Planning (S&OP) Process
• Collaborative, Planning, Forecasting, & 

Replenishment (CPFR)

EXAM 2

Data Management and Time Series 
Forecast Modeling

• Data Analysis & Treatment
• Fundamentals of Models & Modeling
• Types of Models
• Time Series Models
• Model Selection
• Metrics: Measuring Forecast Error and Performance

EXAM 3

Reporting, Presenting, New Product 
Forecasting and Planning

• Forecast Reporting, Presentation, 
and Communication

• Winning Support and – Confidence of 
Management

• Gaining Buy-in from Stakeholders
• New Product Forecasting

ADVANCED CERTIFIED PROFESSIONAL FORECASTER (ACPF)
One must be a Certifi ed Professional Forecaster (CPF) to qualify. To earn the ACPF designation, one must pass exams 4 and 5.

EXAM 4

Forecast Modeling 
(Advanced)

• Regression/Cause & Effect Models
• Steps to Build a Regression Model
• Diagnostic Tools for 

Assessing Regression Models
• Development and Application of 

Dummy Variables in Multiple Regression
• Improving a Multiple 

Regression Model 
• ARIMA/Box-Jenkins Modeling
• Assumptions of ARIMA Modeling 
• ARIMA Models vs. 

Regression Models 
• Types of ARIMA Models
• Steps to Build an ARIMA Model 
• Improving ARIMA Models

EXAM 5

Technology and Worst 
Practices in Forecasting & 
Planning

• Forecasting & Planning 
Technology

• Forecasting Package vs. 
Forecasting  System 

• Selecting a Forecasting Package
• Technology Capabilities
• Scalability
• Forecasting System 

Implementation
• Worst Practices in Forecasting & 

Demand Planning
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Companies with CPF or ACPF (partial list):

“  The reason I wanted IBF certification was to give me more knowledge about the forecasting area...It has 
helped me tremendously, not only with just being knowledgeable about the forecasting & planning area and 
best practices, but it also helped show other people that I am knowledgeable about what I am doing... 
It helped me not only to land the job, but get the compensation that I was looking for.  Estee Lauder felt, given 
the fact I took the time to study and get certified meant that I really knew what I was doing.  That made me 
more confident to take on a role and it made me feel I was working for a company that really understood what 
forecasting was all about”                – Keyamma Garnes, Director of Demand Planning, ESTEE LAUDER

FOR FURTHER INFORMATION,  PLEASE CONTACT US AT:   EMAIL :  info@ibf .org   |   PHONE:  +1 .516 .504 .7576  (NEW YORK)   |   WEB:  www.ibf .org
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“This is much more than another dry book about forecasting. Yes, the math is there, but it is much more 

than that, with over 40 years of experience and real life examples where the function is at the moment, how 

we got here and most importantly where we are going. Whether you are just getting into the vocation or an 

executive looking to take your Demand Planning to the next level, make sure to pick up this book to ensure 

your organization is heading in the right direction.”           —Michael Wachtel, Vice President of Demand Planning, L’OREAL

“The authors have captured the key issues of managing a world-class Demand Planning process. The book 

strips down a complex subject to its essential elements and explains them clearly and concisely. They use 

practical, real world examples to illustrate the concepts presented. It is a must for managers responsible for 

improving their organization’s Demand Planning capability or someone new to Forecasting who needs to 

understand the basics of proper data selection, forecasting models, or improvement metrics.”  

—George Hesser, Lead Consultant – Demand Management Center of Competency, DUPONT

“The authors thoroughly detail current best practices in Forecasting, Demand Planning, and Sales and 

Operations Planning (S&OP) across all types of industries. It is an excellent educational resource for both the 

novice forecaster and the experienced planning professional.”  

 

—Richard Herrin, Director of Supply Chain Management, AXIALL CORPORATION 

“The book is an important contribution to Forecasting and Planning literature, written by authors who 

have had their pulse on Business Forecasting and Planning for decades. They’ve done an excellent job in 

blending the body of knowledge from various sources, along with their own practical business and teaching 

experiences, to produce a very readable book that bridges theory with what is really going in Business 

Forecasting and Planning. My kudos goes to them!”                   
           

 —Larry Lapide, Research Affiliate, MIT CENTER FOR TRANSPORTATION & LOGISTICS  

“This is a ‘How to Book’ every Forecaster and Planner should have on their desk! The book has provided the 

Forecasting and Planning community a well balanced view of the science and art of creating a forecast in 

a very conversational tone.  Using real world examples, the authors explain ‘What needs to be done, Why 

to do it, and How to do it.’ I appreciate the authors for taking the time and effort to put down on paper a 

summary of their 40+ years of insight, which includes the experience from leaders the IBF has brought together over 

the years. This is a beautiful work of substance, built on real world experience, and skillfully articulated that anyone in 

the Planning organization could benefit. Well done!” —Mark Covas, Director of Demand Planning, JOHNSON & JOHNSON

“It is surprising how some senior leaders lack the needed understanding of Demand Planning & Forecasting. 

They often oversimplify, are mystified, or sometimes just plain wrong in how they think about Demand 

Planning. This book is an excellent Demand Planning guide, from the process to techniques to metrics to 

data to systems; it is not just for the novice, but also for practicing professionals. Leaders will find it perfect 

to educate their teams, peers, and management on critical business processes that keep the supply chain in motion. 

This book will be a must read for members of my team.”         

 

 —Todd Gallant, VP of Integrated Business Planning, DECKERS BRAND

“I found the book to be highly comprehensive and readable, an accomplishment in the often technical 

subject of forecasting. I would recommend the book to any Demand Planning practitioner as a practical way 

of maintaining current knowledge in this rapidly changing field.” 

 —Jay Nearnberg, Director, Global Demand & S&OP Excellence, NOVARTIS CONSUMER HEALTH

“This work is a great foundational book for anyone working in the Forecasting and Demand arena. It provides 

loads of information in a thorough yet concise manner. Definitely a must have for your library.”  

—Curtis Brewer, Head of Forecasting–Environmental Science USA, BAYER CROPSCIENCE

“The book provides a comprehensive review of the Fundamentals of Business Forecasting. It goes well beyond 

the typical analytical modeling that most forecasting books emphasize.It highlights the relevant and timely 

business implications of Forecasting and its importance in strategic business processes. Anyone wishing to 

improve their Business Forecasting results should read.” 

 
—Deborah F. Goldstein, Vice President, Industrial Demand Planning & Customer Fulfillment, McCORMICK 
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Management
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ADVANCED CERTIFIED PROFESSIONAL FORECASTER (ACPF)
One must be a Certifi ed Professional Forecaster (CPF) to qualify. To earn the ACPF designation, one must pass exams 4 and 5.
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Forecast Modeling 
(Advanced)

• Regression/Cause & Effect Models
• Steps to Build a Regression Model
• Diagnostic Tools for 

Assessing Regression Models
• Development and Application of 

Dummy Variables in Multiple Regression
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• Types of ARIMA Models
• Steps to Build an ARIMA Model 
• Improving ARIMA Models

EXAM 5

Technology and Worst 
Practices in Forecasting & 
Planning

• Forecasting & Planning 
Technology

• Forecasting Package vs. 
Forecasting  System 

• Selecting a Forecasting Package
• Technology Capabilities
• Scalability
• Forecasting System 

Implementation
• Worst Practices in Forecasting & 

Demand Planning
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Companies with CPF or ACPF (partial list):

“  The reason I wanted IBF certification was to give me more knowledge about the forecasting area...It has 
helped me tremendously, not only with just being knowledgeable about the forecasting & planning area and 
best practices, but it also helped show other people that I am knowledgeable about what I am doing... 
It helped me not only to land the job, but get the compensation that I was looking for.  Estee Lauder felt, given 
the fact I took the time to study and get certified meant that I really knew what I was doing.  That made me 
more confident to take on a role and it made me feel I was working for a company that really understood what 
forecasting was all about”                – Keyamma Garnes, Director of Demand Planning, ESTEE LAUDER
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“This is much more than another dry book about forecasting. Yes, the math is there, but it is much more 

than that, with over 40 years of experience and real life examples where the function is at the moment, how 

we got here and most importantly where we are going. Whether you are just getting into the vocation or an 

executive looking to take your Demand Planning to the next level, make sure to pick up this book to ensure 

your organization is heading in the right direction.”           —Michael Wachtel, Vice President of Demand Planning, L’OREAL

“The authors have captured the key issues of managing a world-class Demand Planning process. The book 

strips down a complex subject to its essential elements and explains them clearly and concisely. They use 

practical, real world examples to illustrate the concepts presented. It is a must for managers responsible for 

improving their organization’s Demand Planning capability or someone new to Forecasting who needs to 

understand the basics of proper data selection, forecasting models, or improvement metrics.”  

—George Hesser, Lead Consultant – Demand Management Center of Competency, DUPONT

“The authors thoroughly detail current best practices in Forecasting, Demand Planning, and Sales and 

Operations Planning (S&OP) across all types of industries. It is an excellent educational resource for both the 

novice forecaster and the experienced planning professional.”  

 

—Richard Herrin, Director of Supply Chain Management, AXIALL CORPORATION 

“The book is an important contribution to Forecasting and Planning literature, written by authors who 

have had their pulse on Business Forecasting and Planning for decades. They’ve done an excellent job in 

blending the body of knowledge from various sources, along with their own practical business and teaching 

experiences, to produce a very readable book that bridges theory with what is really going in Business 

Forecasting and Planning. My kudos goes to them!”                   
           

 —Larry Lapide, Research Affiliate, MIT CENTER FOR TRANSPORTATION & LOGISTICS  

“This is a ‘How to Book’ every Forecaster and Planner should have on their desk! The book has provided the 

Forecasting and Planning community a well balanced view of the science and art of creating a forecast in 

a very conversational tone.  Using real world examples, the authors explain ‘What needs to be done, Why 

to do it, and How to do it.’ I appreciate the authors for taking the time and effort to put down on paper a 

summary of their 40+ years of insight, which includes the experience from leaders the IBF has brought together over 

the years. This is a beautiful work of substance, built on real world experience, and skillfully articulated that anyone in 

the Planning organization could benefit. Well done!” —Mark Covas, Director of Demand Planning, JOHNSON & JOHNSON

“It is surprising how some senior leaders lack the needed understanding of Demand Planning & Forecasting. 

They often oversimplify, are mystified, or sometimes just plain wrong in how they think about Demand 

Planning. This book is an excellent Demand Planning guide, from the process to techniques to metrics to 

data to systems; it is not just for the novice, but also for practicing professionals. Leaders will find it perfect 

to educate their teams, peers, and management on critical business processes that keep the supply chain in motion. 

This book will be a must read for members of my team.”         

 

 —Todd Gallant, VP of Integrated Business Planning, DECKERS BRAND

“I found the book to be highly comprehensive and readable, an accomplishment in the often technical 

subject of forecasting. I would recommend the book to any Demand Planning practitioner as a practical way 

of maintaining current knowledge in this rapidly changing field.” 

 —Jay Nearnberg, Director, Global Demand & S&OP Excellence, NOVARTIS CONSUMER HEALTH

“This work is a great foundational book for anyone working in the Forecasting and Demand arena. It provides 

loads of information in a thorough yet concise manner. Definitely a must have for your library.”  

—Curtis Brewer, Head of Forecasting–Environmental Science USA, BAYER CROPSCIENCE

“The book provides a comprehensive review of the Fundamentals of Business Forecasting. It goes well beyond 

the typical analytical modeling that most forecasting books emphasize.It highlights the relevant and timely 

business implications of Forecasting and its importance in strategic business processes. Anyone wishing to 

improve their Business Forecasting results should read.” 

 
—Deborah F. Goldstein, Vice President, Industrial Demand Planning & Customer Fulfillment, McCORMICK 
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CERTIFIED PROFESSIONAL 
FORECASTER (CPF)
To earn the CPF designation, one must pass exams 1, 2, and 3.

EXAM 1

What You Need To Know About Demand 
Planning, Forecasting, and S&OP

• Role of Forecasting & Planning in Decision Making
• Demand Planning (Demand Sensing, 

Shaping, & Creating)
• Forecasting & Planning Process
• Consumption (POS Data) Based 

Forecasting & Planning
• Consensus Forecasting & Planning
• Sales & Operations Planning (S&OP) Process
• Collaborative, Planning, Forecasting, & 

Replenishment (CPFR)

EXAM 2

Data Management and Time Series 
Forecast Modeling

• Data Analysis & Treatment
• Fundamentals of Models & Modeling
• Types of Models
• Time Series Models
• Model Selection
• Metrics: Measuring Forecast Error and Performance

EXAM 3

Reporting, Presenting, New Product 
Forecasting and Planning

• Forecast Reporting, Presentation, 
and Communication

• Winning Support and – Confidence of 
Management

• Gaining Buy-in from Stakeholders
• New Product Forecasting

ADVANCED CERTIFIED PROFESSIONAL FORECASTER (ACPF)
One must be a Certifi ed Professional Forecaster (CPF) to qualify. To earn the ACPF designation, one must pass exams 4 and 5.

EXAM 4

Forecast Modeling 
(Advanced)

• Regression/Cause & Effect Models
• Steps to Build a Regression Model
• Diagnostic Tools for 

Assessing Regression Models
• Development and Application of 

Dummy Variables in Multiple Regression
• Improving a Multiple 

Regression Model 
• ARIMA/Box-Jenkins Modeling
• Assumptions of ARIMA Modeling 
• ARIMA Models vs. 

Regression Models 
• Types of ARIMA Models
• Steps to Build an ARIMA Model 
• Improving ARIMA Models

EXAM 5

Technology and Worst 
Practices in Forecasting & 
Planning

• Forecasting & Planning 
Technology

• Forecasting Package vs. 
Forecasting  System 

• Selecting a Forecasting Package
• Technology Capabilities
• Scalability
• Forecasting System 

Implementation
• Worst Practices in Forecasting & 

Demand Planning
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Companies with CPF or ACPF (partial list):

“  The reason I wanted IBF certification was to give me more knowledge about the forecasting area...It has 
helped me tremendously, not only with just being knowledgeable about the forecasting & planning area and 
best practices, but it also helped show other people that I am knowledgeable about what I am doing... 
It helped me not only to land the job, but get the compensation that I was looking for.  Estee Lauder felt, given 
the fact I took the time to study and get certified meant that I really knew what I was doing.  That made me 
more confident to take on a role and it made me feel I was working for a company that really understood what 
forecasting was all about”                – Keyamma Garnes, Director of Demand Planning, ESTEE LAUDER
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“This is much more than another dry book about forecasting. Yes, the math is there, but it is much more 

than that, with over 40 years of experience and real life examples where the function is at the moment, how 

we got here and most importantly where we are going. Whether you are just getting into the vocation or an 

executive looking to take your Demand Planning to the next level, make sure to pick up this book to ensure 

your organization is heading in the right direction.”           —Michael Wachtel, Vice President of Demand Planning, L’OREAL

“The authors have captured the key issues of managing a world-class Demand Planning process. The book 

strips down a complex subject to its essential elements and explains them clearly and concisely. They use 

practical, real world examples to illustrate the concepts presented. It is a must for managers responsible for 

improving their organization’s Demand Planning capability or someone new to Forecasting who needs to 

understand the basics of proper data selection, forecasting models, or improvement metrics.”  

—George Hesser, Lead Consultant – Demand Management Center of Competency, DUPONT

“The authors thoroughly detail current best practices in Forecasting, Demand Planning, and Sales and 

Operations Planning (S&OP) across all types of industries. It is an excellent educational resource for both the 

novice forecaster and the experienced planning professional.”  

 

—Richard Herrin, Director of Supply Chain Management, AXIALL CORPORATION 

“The book is an important contribution to Forecasting and Planning literature, written by authors who 

have had their pulse on Business Forecasting and Planning for decades. They’ve done an excellent job in 

blending the body of knowledge from various sources, along with their own practical business and teaching 

experiences, to produce a very readable book that bridges theory with what is really going in Business 

Forecasting and Planning. My kudos goes to them!”                   
           

 —Larry Lapide, Research Affiliate, MIT CENTER FOR TRANSPORTATION & LOGISTICS  

“This is a ‘How to Book’ every Forecaster and Planner should have on their desk! The book has provided the 

Forecasting and Planning community a well balanced view of the science and art of creating a forecast in 

a very conversational tone.  Using real world examples, the authors explain ‘What needs to be done, Why 

to do it, and How to do it.’ I appreciate the authors for taking the time and effort to put down on paper a 

summary of their 40+ years of insight, which includes the experience from leaders the IBF has brought together over 

the years. This is a beautiful work of substance, built on real world experience, and skillfully articulated that anyone in 

the Planning organization could benefit. Well done!” —Mark Covas, Director of Demand Planning, JOHNSON & JOHNSON

“It is surprising how some senior leaders lack the needed understanding of Demand Planning & Forecasting. 

They often oversimplify, are mystified, or sometimes just plain wrong in how they think about Demand 

Planning. This book is an excellent Demand Planning guide, from the process to techniques to metrics to 

data to systems; it is not just for the novice, but also for practicing professionals. Leaders will find it perfect 

to educate their teams, peers, and management on critical business processes that keep the supply chain in motion. 

This book will be a must read for members of my team.”         

 

 —Todd Gallant, VP of Integrated Business Planning, DECKERS BRAND

“I found the book to be highly comprehensive and readable, an accomplishment in the often technical 

subject of forecasting. I would recommend the book to any Demand Planning practitioner as a practical way 

of maintaining current knowledge in this rapidly changing field.” 

 —Jay Nearnberg, Director, Global Demand & S&OP Excellence, NOVARTIS CONSUMER HEALTH

“This work is a great foundational book for anyone working in the Forecasting and Demand arena. It provides 

loads of information in a thorough yet concise manner. Definitely a must have for your library.”  

—Curtis Brewer, Head of Forecasting–Environmental Science USA, BAYER CROPSCIENCE

“The book provides a comprehensive review of the Fundamentals of Business Forecasting. It goes well beyond 

the typical analytical modeling that most forecasting books emphasize.It highlights the relevant and timely 

business implications of Forecasting and its importance in strategic business processes. Anyone wishing to 

improve their Business Forecasting results should read.” 

 
—Deborah F. Goldstein, Vice President, Industrial Demand Planning & Customer Fulfillment, McCORMICK 
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Director of 
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JOHNSON & 
JOHNSON

“ This is a ‘How to Book’ every 

Fore caster and Planner should 
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Todd Gallant
VP of Integrated 

Business Planning
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