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THE IMPACT OF  
PEOPLE AND  
PROCESSES ON 
FORECAST ERROR  
IN S&OP 

By Chaman L. Jain

Tobin College of Business   |  St. John’s University  |  Email: jainc@stjohns.edu

Sponsored Research Report
Sponsored/co-branded research report by the industry’s leading 
academic/research organization. Topic to be mutually agreed upon. 
IBF will produce all or part of the report, carry out surveys and, if 
desired, will distribute.

Content: Industry-leading research report created by the leading 
academic/research organization in the field.

Audience: Forecasting, demand planning, analytics 
professionals, including managers, and directors of 
demand planning, analytics and supply chain.

Promotion: Via social media channels and  
emails to database.

Price for creation of research report including 
surveys: $40,000

J O U R N A L  O F

BUSINESS FORECASTING

    

  Machine Learning in 
Supply Chain Planning–  
When Art & Science 
Converge  

 By Henry Canitz
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11 Customer Service  
and S&OP
By Patrick Bower 

Strong and Efficient 
Decision Making at the 
Executive S&OP Meeting   
By Todd Dunn, CPF

Statistical Forecasting: 
Earning a Seat  
at the Table
By Carlos Madruga, ACPF
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Institute of Business
Forecasting & Planning

29 32

MEDIAKIT
Article in The Journal of 
Business Forecasting
Thought-leadership or educational 
article. Will be labeled as 
‘Sponsored Article’.

Content: 1500-2000 words with bio 
and byline.

Distribution: 8200 

Readership: 21,000 

Audience: Forecasting, demand 
planning, analytics professionals, 
including managers, and directors 
of demand planning, analytics and 
supply chain.

Sponsored article: $10,000

•
 readership

21,000 

•
60,000 

database 

70,000 
followers on social 

channels



350 Northern Blvd, Suite 203, Great Neck NY 11021   |   Tel: +1 516 504 7576    |   Info@IBF.org   |   © Copyright IBF 2019

Banner  
Ads On  
Demand-Planning.com
A rotating banner ad that will sit 
at the top of all pages, including 
homepage, on the world’s leading 
forecasting and planning site. It 
will rotate with a maximum of one 
other banner ad.

Audience: Forecasting, demand 
planning, analytics professionals, 
including managers, and directors 
of demand planning, analytics and 
supply chain.

Price: $5,000 for 1 month

Article Published on Demand-Planning.com
Thought-leadership or educational article. Will sit on Demand-Planning.com,  
the leading online resource in the forecasting, demand planning and analytics 
field. Will be promoted on homepage above the fold. Includes do-follow link.

Content: Thought-leadership or educational article.

Circulation: Circa 40,000 visits per month. 

Audience: Forecasting, demand planning, analytics professionals, including 
managers, and directors of demand planning, analytics and supply chain.

Price: $5,000

Promotion on social media channels: $2,500

rotating
 banner ad

Circulation 
CIRCA

40,000
visits per month

•

•
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•

Sponsored Webinar
A webinar co-hosted with IBF. Content provided by sponsor and reviewed 
by IBF. Partners receive registration lists. Webinars will be promoted once 
to the IBF database and once via social channels. Webinars are labeled 
‘Sponsored’ when promoted to the IBF database.

Content: Educational content on an area of demand planning, S&OP 
forecasting or analytics.

Audience: Forecasting, demand planning, analytics professionals, including 
managers, and directors of demand planning, analytics and supply chain.

Number of attendees: Typically 500-1000

Promotion: Via social media channels and emails to databases.

Price: $20,000

500-1000
Attendees

•

Your
LOGO
HERE

•



350 Northern Blvd, Suite 203, Great Neck NY 11021   |   Tel: +1 516 504 7576    |   Info@IBF.org   |   © Copyright IBF 2019

JBF readers are decision making planning  
& forecasting professionals world-wide...

Additionally, subscribers represent:
Chief Officers, Department/ Functional Heads, Directors, Managers, Leaders, 

Planners, and Analysts at all levels responsible for (partial list):• Allocation 
Planning • Big Data • Brand & Product Management • Business Development • Call 

Volume Planning • Collaborative Planning, Forecasting, & Replenishment (CPFR) • Customer Service 
• Demand Management • Demand Signal Repository Management • Distribution • Economic Analysis 
• Engineering • ERP Implementation • Finance• Forecasting • Information Technology • Integrated 
Business Planning (IBP) • Inventory Management • Load Forecasting • Logistics & Transportation 
• Marketing • Master Scheduling • Materials Management • Merchandising • Mergers & Acquisition 
• New Business/ Product Development • New Product Forecasting & Planning • Operations • 
Predictive Analytics • Procurement/ Buying/Purchasing • Product LifeCycle Planning • Production • 
Promotions Planning • Retail Collaboration • Sales • Sales & Operations Planning (S&OP) • Sourcing 
• Statistical Modeling • Strategic Planning •  Supply Chain Management • Warehousing

They work in a number of industries including:
Aerospace/Defense • Apparel • Automotive • Chemicals • Construction • Consulting • Consumer 
Durables • Consumer Goods • Electronics • Entertainment • Financial Services • Food/ Beverages 
• Gas/Electric • Government • Health/ Beauty Aids • Healthcare • Industrial Products • Insurance • 
Logistics/Transportation • Oil/Petroleum • Paper • Pharmaceutical • Publishing • Retail • Technology/
Software • Telecommunications • Textile • Travel/Hospitality

They are located throughout the world with 17% of them residing outside USA.

THEY HAVE THE AUTHORITY TO  
BUY YOUR PRODUCTS!

Companies that advertise in the JBF
(partial list)

•	Terra Technology

•	Demand Solutions

•	Smart Software

•	Logility

•	Demand Works

•	Forecast Pro

Frequency:
QUARTERLY
Readership 
21,000 
Distribution 
8200

•	Infor

•	John Galt

•	SAS

•	RER

•	Scientific Computing 
Associates

Subscription 
Hard Copy
DOMESTIC
$ 95
FOREIGN
$120
PDF File
$ 55
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•	 Arizona State University (Professor Dan Schwimmer. Article, An 
S&OP Maturity Model, Larry Lapide, Fall 2005) used in Spring 2006

•	 Cornell University, School of Hotel Management and Executive 
Program

•	 Elmhurst College (Prof. Carlos Avila) 2007. Benchmarking Best 
Practices by Lapide, Larry, Winter 2005, Volume: 24, Issue, 4, 
Pages: 29-32.

•	 Elmhurst College (Prof. Carlos Avila) 2007. Control System 
Approach to e-commerce Fulllment: Hewlett-Packard’s Experience 
by Scott Culbertson, Jim Burruss Jim and Lee Buddress. Winter 
2000-01. 

•	 Elmhurst College (Dr. Roby Thomas) 2007. Utilizing Forecast 
Information to Drive Solutia’s Supply Chain by Raymond by W. 
Lavallee II. Summer 1998. 

•	 University of California, Irvine (Tathagata Dasgupta) 2008. Lapide’s 
article published in 2002. 

•	 Penn State University, Two different professors, Aggon & Stenger. 
Gallucci’s article Spring 2008. 

•	 University of California, Irvine (Tathagata Dasgupta) 2008. 
Lapide’s article published in 2002. 
(using second time in 2009) 

•	 FedEx (for educational 
Supply Chain Strategies 
program)

•	 Decisioneering, Inc.

•	 SAS Institute (articles used 
on website)

•	 HP (article used for internal 
website)

•	 Mark IV Automotive  
(internal use)

•	 Lucent Technologies (article 
re-printed in newsletter)

THE JBF GETS 

INTO THE 

HANDS OF 

PROMINENT 

BUSINESS 

PEOPLE

•	 New York University

•	 California State University, 
Hayward

•	 Hofstra University

•	 Oakland University

•	 Bentley College 

•	 University of Oregon

•	 Athabasca University, 
Canada 

•	 Institute of Chartered 
Financial Analysis of India 
(ICFAI)

•	 APICS used one article for 
their certication exam.

Sample of universities that have used JBF articles for 
classroom use or for their executive program

•	 Levenbach Associates (article 
for publicity purposes)

•	 Calgon Corporation (article 
for distribution at meeting)

•	 PeopleSoft, Inc. (article for 
promotional campaign)

•	 Mercia Software Limited 
(article used at customer site)

•	 APICS (American Production 
and Inventory Control 
Society, Inc.)

JBF articles reprinted by corporations



350 Northern Blvd, Suite 203, Great Neck NY 11021   |   Tel: +1 516 504 7576    |   Info@IBF.org   |   © Copyright IBF 2019

3COM

3M

A/C INDUSTRIES/ CARRIER 
TRANSICOLD

ABBOTT LABORATORIES LTD.

ADOBE SYS.

ADVANCED FIBRE COZATIONS

ADVANCED MICRO DEVICES

AGILENT TECHNOLOGIES

AKZO NOBEL/ ORGANON INC.

ALLIANT ENERGY AMANCO

AMERICAN EXPRESS 

AMERICAN HONDA MOTOR CO.

AMERICAN HOSPITALITY

AMERICAN ITALIAN PASTA CO.

AMERICAN TOOL CO. 

AMERICAN WOOD MOULDING LLC 

AMERITECH CO.

AMREP, INC. ANSWERTHINK

ARROW ELECTRONIC 

ARTHUR ANDERSON

ASTRAZENECA

AT & T

AVAYA

AVON PRODUCTS INC. 

BALDWIN HARDWARE 

BANK OF AMERICA

BASF

BAUER NIKE HOCKEY 

BAUSCH & LOMB

BAXTER SA

BAYER CORP.

BEN & JERRY’S HOMEMADE

BIC CORP.

BINNEY & SMITH 

BOMBARDIER

BROAN-NU TONE LLC 

CALLAWAY GOLF 

CARPENTER SPECIALTY ALLOYS

CARPENTER TECHNOLOGY

CASE CORP.

CATERPILLAR

CHAMPION MORTGAGE

CHELSEA BUILDING PRODUCTS 

CHEVRONTEXACO 

CHIQUITA BRANDS 

CIRCUITCITY STORES INC.

CIRRUS LOGIC

CISCO SYSTEM

COCA-COLA ENTERPRISES

COMPAQ

CON AGRA FOODS 

CORNING INC.

COTT BEVERAGES USA 

DAIRY FARMERS OF AMERICA

DAP INFORMATION 
TECHNOLOGIES

DEERE & CO.

DELLOITE & TOUCHE LLP

DELTA AIRLINES

DELTA FAUCET

DEMAND MANAGEMENT INC.

DIAMLERCHRYSLER

DIVERSELEVER

DOW CHEMICAL CO. USA

DRK RESEARCH AND  
CONSULTING LLC 

DURACELL INC.

DRSI

E&J GALLO WINERY

E/STEP SOFTWARE INC. 

EATON/ CUTLER HAMMER INC.

ELAN PHARMACEUTICAL 

ELI LILLY & CO.

EPSON AMERICA

FED EX CUSTOM CRITICAL 

FEDERAL EXPRESS 

FIDELITY INVESTMENTS 

FISHER-PRICE

FRANKLIN COVEY

FRUIT OF THE LOOM

GALLO GLASS CO.

GE APPLIANCES

GENERAL MACHINE PRODUCTS

GENERAL MILLS

GEORGIA PACIFIC

GILLETTE CO.

GLAXOSMITHKLINE 

GODIVA

GOODYEAR TIRE AND RUBBER

GREAT SPRING WATERS OF 
AMERICA

GREEN MOUNTAIN COFFEE 
ROASTERS

GUIDANT CORP.

HARLEY DAVIDSON MOTOR CO.

HEINZ

HERBALIFE

HERSHEY FOODS CORPORATION

HEWLETT-PACKARD COMPANY

HJ HEINZ CO. 

HOFFMANN LA ROCHE

HONEYWELL INTERNATIONAL - 
CPG

HUNTER FAN CO.

IBM

IKON OFFICE SOLUTIONS

IMPERIAL TOBACCO CANADA

IMS HEALTH

INCITEC FERTILZERS

INDEPENDENT BLUE CROSS (IBC)

INTERNATIONAL PAPER

INTUIT INC.

JANSSEN PHARMACEUTICAL

Long Term IBF Members and  
JBF Subscribers 
(partial list)

Articles excerpted or appeared in full length in books 
•	 Stephen J. Smith. How to make a decision about mergers and acquisitions,—Journal of Business 

Forecasting, July 2005, Vol. 24, Issue 2, p. 11. Excerpted in the book by Copper Leife. Organisation 
Development and Change. Thomson Learning Australia. July 2007.

•	C.L. Jain. Benchmarking Forecasting Models. Fall 2002, pp. 18-20, 30. Book, Operations 
Management. 

•	 McGraw-Hill Ryerson Limited, Canada, March 2006. 

•	 Rich Gordon. Role of the Forecasting Function, Winter 97-98, Book, Willam Stevenson Operations 
Management. McGraw-Hill Ryerson Limited, Canada, March 2006.

•	 J. Holton Wilson, Barry Keating and John Galt Solutions. Business Forecasting. New York: McGraw-Hill.

•	 Robert E. Markland, Shawnee K. Vickery, Robert A. Davis.Operations Management: Concepts In 
Manufacturing and Services. West Publishing Co.

•	 Davis/Heineke. Managing Services: Using technology to Create Value. McGraw Hill/Irwin.

•	 R. Russell and B. Taylor III. Operations Managements. Prentice Hall.

•	 Operations Management. Duskin/McGraw Hill.

•	 Ilman Willis and Cord O. Aby, Jr. How To Write A Marketing Plan. American Management Association. 
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JC PENNY CO.

JD EDWARDS

JOHN DEERE

JOHNSON & JOHNSON

KELLOGG COMPANY 

KILGORE ASSOCIATES 

KINKOS

KOHLER CO.

KRAFT CANADA

L & N SALES AND MARKETING

LEATHERMAN TOOL LEEDS

LERNER NEW YORK 

LEVITON TELCOM LOGILITY

L’OREAL

LOUISVILLE LADDER GRP

MAIDENFORM 

MANHATTAN TOY 

MANUGISTICS

MC NEIL CONSUMER 

MCAIN USA/ ANCHOR FOODS

MCCORMICK CO.

MCKEE FOODS CORP. 

MCLEOD USA

MCNEIL CONSUMER HEALTHCARE

MEAD JOHNSON NUTRITIONALS

MEAD PACKAGING 

MEADFINE PAPER CO.

MEADWESTVACO

MEDTRONIC INC. 

MELLON BANK

MEN’S WEARHOUSE 

MICROSOFT

MILLER BREWING CO. 

MOLSON CANADA 

MORGAN STANLEY 

MOTOROLA

NABISCO BISCUIT CO. 

NESTLE FOODS 

NEUTROGEN

NIKE INC USA

NINTENDO OF AMERICA INC.

NOKIA

NORTHRUP GRUMMAN

NOVARTIS PHARMA CORP. 

ON SEMICONDUCTOR 

ORACLE

OSRAM SYLVANIA 

OXFORD INDUSTIRES 

PALL TRINITY

PENNZOIL QUAKER STATE 

PEOPLESOFT 

PEPPERRIDGE FARM 

PEPSICO/ QUAKER

PEZ CANDY

PFIZER/ WARNER LAMBERT

PHARMA SCIENCE 

PHILIPS CONSUMER  
ELECTRONICS

PHILIPS LIGHTING CO. 

PLAYTEX PRODUCTS 

POLO JEANS CO. 

PRICEWATERHOUSECOOPERS LLP

PROCTER & GAMBLE 

PROPERTY MARKET ANALYSIS

PSEG POWER

QUAKER OATS

QWEST

R O I ASSOCIATES INC.

RALSTON PURINA

RAYTHEON

RECYCLED PAPER GREETINGS

REGIONAL ECONOMIC RESEARCH

REUTERS AMERICA INC.

REVLON

REXALL SUNDOWN 

RICH-SEAPAK CORP. 

ROCHE DIAGNOSTICS

RUSSELL CORP. 

SAMSUNG ELECTRONICS 
AMERICA

SANOFI~SYNTHELABO 

SAP AMERICA

SAS INSTITUTE 

SCHWARZ PHARMA 

SCOTTISH COURAGE BRANDS LTD

SDG (STIRLING DOUGLAS GRP)

SEAGATE TECHNOLOGY

SEAGRAM AMERICAS 

SENSORMATIC ELECTRONICS 
CORP. 

SENTRY GROUP

SOLO CUP COMPANY

SPRING INDUSTRIES

SPRINT PCS

SPSS

STARBUCKS COFFEE CO.

SUTTER HOME WINERY

SWAROVSKI NA LTD 

SYNCRA SYSTEMS

THE CLOROX COMPANY

THE GILLETTE COMPANY

THE LIMITED LOGISTICS

THE LONGABERGER CO.

THE SCOTTS COMPANY

THE VANGUARD GROUP

THOMAS BUILT BUSES 

THRIVE

TIAUNTERNEHMENSBERAT- 
UNGS-GMBH

TOSHIBA AMERICA 

TOYOTA MOTOR SALES

TRANSENTIC/ UNION PACIFIC

TREK 2000 CORP. 

TROPICANA

UNILEVER HOME & PERSONAL 
CARE-USA 

UNITED AIRLINES

UNITED PARCEL SERVICE 

US MINT

US PIPE & FOUNDRY

US SURGICAL

USAA

UTILICORP UNITED INC/MMS CO.

VARCO DRILLING SUPPORT 
SYSTEMS

VARIAN SEMI CONDUCTOR EQUP 
ASSO.

VERILINK CORP.

VERIZON

VF CORP.

VIE DE FRANCE YAMAZAKI, INC.

VOLKSWAGEN OF AMERICA

WARNER LAMBERT CANADA INC/ 
PFIZER

WARNER LAMBERT PERU SA

WATER PIK TECH 

WAUKESHA ENGINE DIVISION

WAWA

WEARGUARD CO.

WEEKENDERS INTL. 

WEIDER NUTRITION INTL.

WELLS DAIRY

WELLS FARGO HOME MORTGAGE

WEST PHARMACEUTICAL 
SERVICES

WHEAT RESOURCES INC.

WILLIAMSON-DICKIE 

WORLD KITCHEN INC

•	 John A Pierce and Richard R. Robinson. Strategic Management: Formulation, Implementation & 
Control. Richard D. Irwin. 

•	 Joseph C. Latona. Cases & Readings in Production and Operations Management. Alyn & Bacon

•	 Edward Moses. Fundamental of Investment. West Publishing.

•	 Daniel Sipper and R. L. Bulfin. Production: Planning, Control and Integration. McGraw-Hill

•	 Sullivan, Timothy. How To Prepare A Financial Forecast. American Management Association.

•	 Don Hellriegel and John W. Slocum, Jr. Management. Addison-Wesley Publishing Co.

•	 William J. Stevenson. Production /Operations Management. Irwin/McGraw-Hill.

•	 Igor Tomic. Managerial Economics; Analysis and Forecasting. 
Pearson Custom Publishing.

•	 Taylor, Introduction to Management Science. Pearson: Prentice Hall. 
2009. (Excerpted three articles)
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COVERS 	 1X 	 2X 	 3X 	 4X 

Outside Back $ 3850  $ 3740  $ 3630  $ 3520
Inside Front 3575 3245 3190 3135
Inside Back 3300 3245 3190 3135

RUN OF BOOK

One Page $ 2200  $ 2145  $ 2090  $ 2035
1/2 Page 1650 1595 1540 1485
1/4 Page 1100 1045 990 935

CENTER SPREAD

One Page $ 2750  $ 2695  $ 2640  $ 2585
Two Page 3025 2915 2860 2750

Full-page Color	 Full-page B&W

Half-page Color	 Half-page B&W

Quarter-page Color	 Quarter-page B&W

Insert Order and  
Artwork Deadlines

ISSUE	 RESERVATIONS

Spring	 February 13

Summer	 May 15

Fall	 August 14

Winter	 November 13

No cancellation or changes to insertion 
orders will be accepted after the space 
reservation close date. If advertising 
cancellation occurs after space 
reservation deadline, the advertiser must 
pay the full charge for the space.

Supported Files	

•	 TIFF files (CMYK, 300 dpi or better at 100% of final size)
•	 EPS files (CMYK, fonts converted to paths or outlines)
•	 PDF-High-Resolution, uncompressed, press-ready, all fonts 

embedded
•	 Avoid saving as .gif, .wmf, low-resolution .jpg or other web formats 

for printing

Bleeds

•	 Elements that bleed off of the page must extend 1/8” over the edge 
of the page on all the outer edges.

•	 All live matter of importance, including all type, must be a minimum 
of 1/4” inside the final trim in order to guarantee that no essential 
information is trimmed off.

Center Spread

•	 Full page, inside front cover, inside back cover: 8 1/2” x 11” (leaving 
1/8” bleed on all the edges) 

•	 1/2 Page: 7 3/4” x 4 1/2” (leaving 1/8” bleed on all the outer edges)
•	 1/4 Page: 4 1/2“ x 4 1/2” (leaving 1/8” bleed on all the outer edges)   

Back Cover 

•	 8 1/2” x 7 1/2 ” (leaving 1/8” bleed on all the outer edges)

Back Cover

Supply a final color or B&W laser printouts at actual size (100%) with 
no corrections noted. If the image area in the page file exceeds the size 
of the laser print, output the laser at a reduced percentage, but clearly 
note the reduction.
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To find out more about how  
to be connected with top  
forecasters world-wide contact: 
Andrew Scuoler
andrews@ibf.org
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display
advertising 


