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                                         Abstract 

 
Effective and productive forecasting management has evolved from a tactical to a strategic weapon for 

firms attempting to stay ahead of adverse economic, industry and market environments. With the 

advent of increased domestic and global competition this evolution has become more widespread and 

acute. Firms leveraging their forecasting management skills into their profit statements are indeed 

staying one step ahead of their competitors while those failing in this management discipline are falling 

behind their competitors both on tactical and strategic levels.  

 

Naturally following these events numerous issues and questions are raised. Where do firms, both from 

a national and international perspective, rate in terms of forecasting management competency and 

effectiveness? Do the forecasting practices of a particular firm lead the pack, lag the pack or just go 

along with the pack or does the firm deserve the moniker of ‗best in class‘, ‗world class‗ or  ‗the best of 

the best‗? 

 

This study attempts to answer these questions for South African firms in the context of ‗Western‘ 

standards or benchmarks. The ‗Western‗ benchmarks reflect forecasting management standards of 

certain firms primarily domiciled in the United States, Europe, Canada and Mexico although most are 

multinational, operating globally. The study utilises a qualitative multi-method approach. An 

ethnographic ‗Long Interview‟ strategy is used to obtain, in sutu, face to face practice evidence from 30 

respondents holding high level forecasting positions at 20 South African firms. The interview evidence 

is triangulated with other sources of evidence harvested from the application of a qualitative case study 

research strategy. The combined evidence is analysed through the application of the grounded theory 

techniques of categorical saturation and informational redundancy. 

 

Results of the application of the multi-method strategies reveal the forecasting practices of RSA firms 

are highly factionalised and tribalised and the verdicts as to whether or not these firms meet or fall 

short of ‗Western‘ benchmarks is dependent upon their faction and tribal affiliation. Some factions and 

tribes within a faction meet the benchmarks in certain aspects of the practice but fall short in others and 

display practice disorders. Some factions fall short in general and are generally disordered. The 

cumulative effect of certain shortcomings in the practice of all factions and tribes rendered the current 

forecasting processes of these firms strategically and tactically flawed  The study conclusions and 

recommendations are grounded in the evidence uncovered and analysis findings and are transferable or 

naturalistically generalised to all South African firms. 

 

On a broader scale this study offers the science and any firm engaged in business forecasting activity 

an inventory of contemporary benchmarks and an operationalised forecasting process that can be 

tested, transferred or naturalistically generalised to their respective settings.  
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                                      Opsomming 

 
Effektiewe en produktiewe vooruitskattingbestuur het ‗n evolusie ondergaan van ‗n taktiese na ‗n 

strategiese wapen vir ondernemings wat poog om voor te bly in moeilike ekonomiese-, industrie- en 

markomgewings. Hierdie evolusie het meer verspreid en akuut geword namate die plaaslike en globale 

mededinging verskerp het. Ondernemings wat hul vooruitskattingsvaardighede benut  tot in hul in-

komstestate,  bly een tree voor hul mededingers, terwyl diegene wat hierdie bestuursdissipline verwaar-

loos, agter raak op beide die taktiese en strategiese vlakke. 

 

Natuurlik laat hierdie verskynsel vrae ontstaan oor verskillende aangeleenthede. Hoe word on-

dernemings beoordeel, beide uit ‗n plaaslike as ‗n internasionale perspektief, in terme van vooruitskat-

tingsbestuur vermoeëns en effektiwiteit? Sal die vooruitskattingspraktyke van ‗n spesifieke on-

derneming die groter groep lei, daarmee saamval of volg en verdien die organisasie die titel van ― beste 

in sy klas‖, ―wereldklas‖ of ―beste van die beste‖ ? 

 

Hierdie studie poog om hierdie vrae te beantwoord vir Suid-Afrikaanse ondernemings binne die kon-

teks van ―westerse‖ standaarde of norme. Die ―westerse‖ standaarde reflekteer vooruitskattingsbestuur 

standaarde in bepaalde ondernemings met tuistes hoofsaaklik in die Verenigde State van Amerika, Eu-

ropa, Kanada en Mexiko, alhoewel die meerderheid ‗n internasionale aard het en globaal opereer. Die 

studie maak gebruik van ‗n kwalitatiewe veelvuldige metode benadering.  ―n Etnografiese ―Diepte On-

derhoud‖ strategie word gebruik om, in situ, een tot een getuienis in te win oor vooruitskattingspraktyk 

in Suid-Afrikaanse ondernemings van 30 respondente wat sleutelposisies in vooruitskatting beklee. 

Hierdie onderhoude word  deur triangulasie vergelyk met ander inligtingsbronne wat by wyse van ‗n 

kwalitatiewe gevallestudie ingesamel is. Die gekombineerde inligting word ontleed deur die toepassing 

van gefundeerde teoretiese tegnieke van kategoriese versadiging en inligting oorbodigheid. 

 

Die resultate van die toepassing van die veelvuldige metode benadering dui daarop dat vooruitskatting-

spraktyke in Suid-Afrika hoogs divers is en dat gevolgtrekkings rakende die vergelyking met westerse 

norme hoogs afhanklik is van die groep of sub-groep affiliasie. Sommige groepe en sub-groepe vol-

doen aan die norme ten opsigte van bepaalde aspekte, maar skiet tekort in andere en vertoon dus prak-

tykvariasie. Sommige groepe skiet in die algemeen te kort en vertoon onstabiel. Die gevolgtrekkings 

van die studie is gebaseer op die ontleding van die gegewens en kan veralgemeen word tot die univer-

sum van Suid-Afrikaanse ondernemings. 

 

Die studie bied aan elke onderneming wat sakevooruitskatting bedryf , opsommings van hedendaagse 

norme en ‗n geoperasionaliseerde vooruitskattingsproses wat toetsbaar , oordraagbaar en natuurliker-

wys veralgemeenbaar is binne hul onderskeie omgewings. 
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    Glossary 

 
 ABC Analysis 

Analysis of a range of items which have different levels of significance and should be handled or 

controlled differently. It is a form of Pareto analysis in which the items (such as activities, custom-

ers, documents, inventory items, sales territories) are grouped into three categories (A, B, and C) in 

order of their estimated importance. 'A' items are very important, 'B' items are important, 'C' items 

are marginally important.  

 

Benchmarking 

The continuous process of measuring products, services and practices against leaders, allowing the 

identification of best practices that will lead to measurable improvements in performance (Camp, 

1989). 

 

Black Swan 

The theory was described by Nassim Nicholas Taleb in his 2007 book The Black Swan. He defines 

a ‗black swan‘ as an event that is unpredictable (nothing in the past can point to its possibility, has 

extreme impact (both positive and negative) and is subject to human retrospective ‗explainability‘. 

Taleb regards many scientific discoveries as black swans—"undirected" and unpredicted. He gives 

the rise of the Internet, the personal computer, the First World War, as well as the September 11, 

2001 attacks as examples of Black Swan events. 

 

Black Box 

Black box is a technical term for a device or system or object when it is viewed primarily in terms 

of its input and output characteristics. In the context of forecasting, black box forecasting refers to 

a process whereby data is fed into a computer system and numbers (forecasts) are returned without 

any human intervention. 

 

Bottom-Up  

Under the concept of Bottom-Up forecasting, individual components are forecasted separately and 

then added together to obtain the forecast for the aggregated group. 

 

Catch-22 

A situation in which a desired outcome or solution is impossible to attain because of a set of inher-

ently illogical rules or conditions. Common examples include a closed repertoire Catch-22 where 

only music that is already familiar is thought to deserve familiarity or US tax Form 4868 Catch-22 

whereby the taxpayer is instructed to include a check if any additional tax is owed, otherwise the 

taxpayer faces additional penalties. 
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Categorical Saturation 

Under the qualitative paradigm (case studies, grounded studies and ethnographic investigations) 

categorical saturation is the point reached by an investigator where no further evidence gathering is 

necessary to establish the patterns or definitions of an analytic or cultural category. In grounded 

studies categories may also be theories in which case the point of conclusion reached is referred to 

as Theoretical Saturation. Saturation and redundancy are often used interchangeably. In the present 

study these two descriptions refer to two distinct events. See Informational Redundancy. 

 

 

Collaborative Planning, Forecasting and Replenishment (CPFR) 

Collaborative Planning, Forecasting, and Replenishment (CPFR) is the sharing of forecast and 

related business information among business partners in the supply chain to enable automatic 

product replenishment. 

 

Conjoint Analysis 

Conjoint analysis is one of many techniques for dealing with situations in which a decision maker 

has to choose among options that simultaneously vary among two or more variables. The problem 

facing the decision maker is how to trade off the possibility that option X is better than option Y on 

attribute A but worse than option Y on attribute B, and so on. 

 

Dantotsu 

A Japanese word roughly translating as the “very best of the best” emblematic of a degree of per-

formance achieved in a business practice that is exceptional or unique. 

 

Deconstruction 

A process of critical evaluation or quality control. In the context of the ‗Long Interview‘ protocol 

this process evaluates extant literature of analytic categories. 

 

Deep Understanding 

Understanding a topic, analytic or cultural category in a systematic, integrated or holistic way. 

 

Discours de la Méthode 

A critical approach advocated by philosopher René Descartes which ascribes four precepts: 

"The first was never to accept anything for true which I did not clearly know to be such; that is to 

say, carefully to avoid precipitancy and prejudice, and to comprise nothing more in my judgment 

than what was presented to my mind so clearly and distinctly as to exclude all ground of doubt. 

The second, to divide each of the difficulties under examination into as many parts as possible, and 

as might be necessary for its adequate solution. The third, to conduct my thoughts in such order 
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that, by commencing with objects the simplest and easiest to know, I might ascend by little and 

little, and, as it were, step by step, to the knowledge of the more complex; assigning in thought a 

certain order even to those objects which in their own nature do not stand in a relation of antece-

dence and sequence. And the last, in every case to make enumerations so complete, and reviews so 

general, that I might be assured that nothing was omitted."  

 

DRP (Distribution Requirement Planning) 

Systematic process for determining which goods, in what quantity, at which location, and when 

they are required in meeting anticipated demand. This inventory related information is then entered 

into a manufacturing requirements planning (MRP) system as gross requirements for estimating 

input flows and production schedules. 

 

EDI (Electronic Data Interchange) 

The electronic communication of business transactions, such as orders, confirmations and invoices, 

between organizations. Third parties provide EDI services that enable organizations with different 

equipment to connect. Although interactive access may be a part of it, EDI implies direct com-

puter-to-computer transactions into vendors' databases and ordering systems. 

 

Emic  

An emic account is a description of behaviour or a belief in terms meaningful (consciously or un-

consciously) to the actor. See Etic. 

 

ERP (Enterprise Resource Planning)   

Enterprise resource planning (ERP) is the planning of how business resources (materials, employ-

ees, customers etc.) are acquired and moved from one physical location to another. An ERP system 

supports most of the business system that maintains in a single database the data needed for a vari-

ety of business functions such as Manufacturing, Supply Chain Management, Financials, Projects, 

Human Resources and Customer Relationship Management 

 

Etic  

An etic account is a description of behaviour or a belief in terms meaningful (consciously or un-

consciously) to the observer. See Emic. 

 

Ethnographic 

 

The branch of anthropology that deals with the scientific description of specific human cultures. 

Ethnography is a genre of writing that uses fieldwork to provide a descriptive study of human so-

cieties. Ethnography presents the results of a holistic research method founded on the idea that a 

system's properties cannot necessarily be accurately understood independently of each other. 
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Ex Ante 

Latin for 'before the event'. In economics and business refers to expectations before the event, 

based upon forecast. See Ex Post. 

 

Ex Post or Ex Post Facto 

Latin for 'after the fact or event'. In economics and business refers to recordings or measurements 

of actual outcomes. See Ex Ante. 

 

External Validity 

External validity is the degree to which the conclusions in a study would hold for other persons in 

other places and at other times. 

 

Grounded Theory 

Is a systematic qualitative research methodology in the social sciences emphasizing generation of 

theory from data in the process of conducting research. It is a research method that operates almost 

in a reverse fashion to traditional research and at first may appear to be in contradiction of the sci-

entific method. Rather than beginning by researching and developing a hypothesis, a variety of 

data collection methods are the first step. From the data collected from this first step, the key 

points are marked with a series of codes, which are extracted from the text. The codes are grouped 

into similar concepts, in order to make them more workable. From these concepts categories are 

formed, which are the basis for the creation of a theory, or a reverse engineered hypothesis. This 

contradicts the traditional model of research, where the researcher chooses a theoretical frame-

work, and only then applies this model to the studied phenomenon. It was developed by two soci-

ologists, Barney Glaser and Anselm Strauss. 

 

High Velocity 

Refers to an operating environment where there is rapid and discontinuous change in demand, 

competitors, technology or regulation so that information is often inaccurate, unavailable or obso-

lete. See Low Velocity. 

 

Holistic Framework 

A holistic framework argues that a more thorough knowledge and understanding of a system can 

be gained from combining different measures than can be derived than taking those measures sepa-

rately. 

 

In Camera 

A Latin term for ‗behind closed doors‘. Business conducted in private. 
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Ipso facto 

A Latin term, directly translated as ―by the fact itself‖, which means that a certain effect is a direct 

consequence of the action in question, instead of being brought about by a subsequent action such 

as the verdict of a tribunal. It is a term used in philosophy, law and science. 

 

Informational Redundancy 

Refers to the point reached in the qualitative paradigm (case studies, grounded studies and ethno-

graphic investigations) where additional information received from respondent after respondent 

does not materially alter the pattern or the definition of an analytic or cultural category. The infor-

mation has the quality of being essentially the same data expressed in different ways but does not 

sway or vary from the theme or established pattern of a category and thus becomes redundant. See 

Categorical saturation. 

 

Islands of Analysis 

Islands of analysis are distinct areas within a firm that perform similar functions. Each area main-

tains a separate process, thereby performing redundant tasks and often having the same responsi-

bilities. Because islands of analysis are often supported by independent computer systems (which 

often are not electronically linked to other systems within the firm), information contained within 

the different islands is not shared between departments. 

 

JDA e3 software 

Advanced Store Replenishment software offered by JDA Software Group to address the basic and 

advanced functions within the context of demand forecasting, replenishment and Collaborative 

Planning Forecasting and Replenishment (CPFR).  

 

Low Velocity 

Refers to an operating environment where there is very little market or industry dynamism charac-

terised by modest to slow change in demand, competitors, technology or regulation so that infor-

mation is stable, available and  current.. See High Velocity 

 

Master Production Schedule 

A Master Production Schedule (MPS) is a manufacturing plan that quantifies significant processes, 

parts, and other resources in order to optimize production, to identify bottlenecks, and to anticipate 

needs and completed goods. 

 

MIS (IT/Decision Science) 

Short for management information system or management information services, and pronounced 

as separate letters, MIS refers broadly to a computer-based system that provides managers with the 

tools for organizing, evaluating and efficiently running their departments. In order to provide past, 

present and prediction information, a MIS can include software that helps in decision making, data 
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resources such as databases, the hardware resources of a system, decision support systems, people 

management and project management applications, and any computerized processes that enable 

the department to run efficiently. Within companies and large organizations, the department re-

sponsible for computer systems is sometimes called the MIS department. Other names for MIS 

include IS (Information Services) and IT (Information Technology).  

 

MPS (Master Production Scheduling) 

A routine that translates a business plan into comprehensive product manufacturing schedules that 

covers what is to be assembled or made, when, with what materials acquired when, and the cash 

required. MPS is a key component of material requirements planning (MRP). 

 

MRP (Material Requirements Planning)  

An information system that determines what assemblies must be built and what materials must be 

procured in order to build a unit of equipment by a certain date. It queries the bill of materials and 

inventory databases to derive the necessary elements. 

 

PERT 

The Program (or Project) Evaluation and Review Technique, is a model for project management 

designed to analyze and represent the tasks involved in completing a given project. PERT was de-

veloped primarily to simplify the planning and scheduling of large and complex projects. 

 

POS 

Point Of Sale. The physical location at which goods are sold to customers A point-of-sale (POS) 

terminal is a computerized scanning device and is a replacement for a cash register. Much more 

complex than the cash registers of old, the POS system can include the ability to record and track 

customer orders, process credit and debit cards, connect to other systems in a network, and manage 

inventory.  

 

Prima facie Evidence 

Prima facie is a Latin expression meaning "on its first appearance", or "by first instance". It is used 

in modern legal English to signify that on first examination, a matter appears to be self-evident 

from the facts. 

 

Primum Non Nocere 

The Latin phrase that means "First, do no harm." 

 

Product Life Cycle 

A new product progresses through a sequence of stages from introduction to growth, maturity and 

decline. This sequence is known as the product life cycle and is associated with changes in the 

marketing situation, thus impacting the marketing strategy and the marketing mix. 
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Qualitative Comparative Analysis (QCA) 

Qualitative Comparative Analysis (QCA) is an analytic technique that uses Boolean algebra to 

implement principles of comparison used by scholars engaged in the qualitative study of macro 

social phenomena. 

 

S&OP (Sales and Operations Planning) 

The Sales and Operations Plan (S&OP; sometimes also called Sales, Inventory and Operations 

Plan or SIOP) is a managerial tool used for manufacturing planning and control. Its fundamental 

objective is to reconcile sales forecasts with production plans in terms of volume. To do so, the 

S&OP has to coordinate planning efforts among the various departments involved in the process. 

 

Sagacity 

The quality of being discerning, sound in judgment, farsighted and wise. 

 

Sales Force Composites 

A method of developing a sales forecast that uses the opinions of each member of the field sales 

staff regarding how much the individual expects to sell in the period as input. 

 

SAP APO demand planning tools 

SAP stands for Systems, Applications and Products in Data Processing. It is a software firm 

founded by five German Engineers in 1972. SAP software products have several modules each of 

which address a business process. The Demand Planning (DP) component of SAP Advanced Plan-

ner and Optimizer (SAP APO) is a complex, high-performance, and flexible instrument that sup-

ports the sales requirements planning process. SAP Strategic Enterprise Management (SAP SEM) 

delivers end-to-end capabilities to support the entire performance management life cycle, including 

consolidated financial reporting and budgeting. 

 

SKU 

Stands for stock keeping unit and is a unique identifier for each distinct product and service that 

can be ordered from a firm. Usage of the SKU system is rooted in data management, enabling a 

merchant or manufacturer to systematically track their inventory/stocks in warehouses and retail 

outlets. 

 

Supply Chain 

A supply chain or logistics network is the system of organizations, people, technology, activities, 

information and resources involved in moving a product or service from supplier to customer. 

Supply chain activities transform natural resources, raw materials and components into a finished 

product that is delivered to the end customer. 
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SWOT 

SWOT Analysis is a strategic planning method used to evaluate the Strengths, Weaknesses, Op-

portunities, and Threats involved in a project or in a business venture. It involves specifying the 

objective of the business venture or project and identifying the internal and external factors that are 

favourable and unfavourable to achieving that objective. 

 

Symptoms of Truth 

Qualitative evidence must exhibit the following symptoms: 

1. It must be exact, so that no unnecessary ambiguity exists. 

2. It must be economical, so that it forces the minimum number of assumptions.        

3. It must be mutually consistent, so that no assertion contradicts another. 

4. It must be externally consistent, so that it conforms to what is independently known about the 

subject matter. 

5. It must be unified, so that assertions are organized in a manner that subsumes the specific within 

the general, unifying where possible, discriminating when necessary. 

6. It must be powerful, so that it explains as much of the data as possible without sacrificing accu-

racy. 

7. It must be fertile, so that it suggests new ideas, opportunities for insight. 

 

Theoretical Sampling 

Theoretical sampling is a term coined by Barney Glaser and Anselm Strauss in 1967 in the context 

of social research to describe the process of choosing new research sites or research cases to com-

pare with one that has already been studied. Theoretical sampling can be viewed as a technique of 

data triangulation using independent pieces of information to get a better definition or understand-

ing of a theory or category that is only partially understood. 

 

Triangulation 

Triangulation is an approach to evidence analysis that synthesizes data from multiple sources. By 

examining evidence collected by different methods from different sources, findings can be cor-

roborated across data sets, reducing the impact of potential biases that can exist in a single study. 

 

Two-Bin 

Is an stock/inventory control method used usually for small or low value items. When the first bin 

is used up, an order is created for replenishment. The second bin, in theory, should contain enough 

quantity of the item to last until the ordered quantity arrives. 

 

Vox Clamantis in Deserto 

Latin expression meaning ‗the voice of one crying in the wilderness‘. 
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Chapter 1      Introduction 

Behold, for seven years there is coming great plenty in 
all the land of Egypt.  But there shall come seven years 

of famine after these, and they shall forget the plenty 
that shall be in all Egypt, and the famine shall consume 

the land.                     (Genesis 41: 29 - 30) 

 

1.1 The Evolution and Growth of Forecasting Management 

The art, form and function of the human action of forecasting dates back to time immemorial. It 

has been practiced by different types of individuals (witches, oracles, astrologers) in different 

forms (star counting, bone throwing, entrails reading) for different purposes (medical, political and 

commercial). The practice has been both formal and informal. The Old Testament records the 

forecasting practices of the prophet Joseph. Firstly, he gathered input and data from Pharaoh and 

others, analysed and interpreted the data (Pharaoh‘s dreams) and effectively generated a long term 

(seven year) macroeconomic forecast (Genesis, 41: 29-30). Secondly, he counselled Pharaoh to 

make production and logistical decisions based upon his forecast. This was to appoint local gover-

nors all over the land and have one fifth of all rural corn production during the forecasted seven 

year boom period moved into urban storage to build up stocks for the forecasted famine years 

(Genesis, 41: 34-35).  Finally, the clarity of Joseph‘s analysis, forecast presentation and wisdom of 

his recommendations resulted in his promotion to Egypt‘s Minister of Finance (Keeper of the 

Royal Seal). His forecasts subsequently were reported to be accurate (Genesis, 41: 42-48). 

In contrast to biblical prophets and the ad hoc forecasters of old who relied on divine endowment 

and artistic practices, today‘s professional forecasters are turning more and more to science, tech-

nology, organization, education and capital to take the art, risk and disrepute out of their profes-

sion. Thirty years ago titles of ‗Forecasting Manager‘ or even ‗Forecasting Department‘ were an 

anathema with operational forecasting activity being quietly and implicitly conducted in market-

ing, sales, finance and manufacturing departments, if at all. Legacy Univac 1100 or IBM 360 

Mainframes running Fortran or COBOL language software of exponential smoothing and moving 

averages routines were the de facto ‗forecasting departments‗ of large Western corporations. This 

has continued to rapidly change as not only are formal forecasting departments being formed with 

managers or directors at their head, but forecasting organisations headed by vice presidents are 

growing. Exhibit 1.1 provides hard data testimony to this evolution by providing a time series rep-

resentation of median annual salaries paid to a sample of US company executives holding the title 

of ‗Vice President of Forecasting‘ (Jain, 2001-2007, 2006b). The data are compiled from annual 

surveys conducted by the US based Institute of Business Forecasting (IBF), a practitioner educa-

tional and research centre. Annual median salaries of a sample of ‗Vice Presidents of Forecasting‘ 

were US$129,000 in 2000 and rose to US$158,000 in 2007: 
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Exhibit 1.1:      IBF Surveys of Annual Median Salaries of Vice Presidents of Forecasting  

       (Salaries are Measured in US$,000) 

  

On a US rate of inflation adjusted basis salaries for 2005, 2006 and 2007 were $155,000, $151,000 

and $153,000, respectively. Vice Presidents of Forecasting over the three year period in question 

have been valued at over $150,000 in real terms. The same surveys report a marked increase in the 

number of forecasting professionals being hired by US firms at all levels. Historically, the firm‘s 

forecasting headcount, if there was one, was indeed one and that person was usually the ‗Corporate 

Economist‘ whose output was macroeconomic forecasting for corporate policy and long term capi-

talization planning. This was particularly prevalent amongst the ranks of the large US based air-

lines, oil firms and aircraft manufacturers. Large investment institutions and commercial banks 

were the other homes to the one to two person forecasting ‗shop‘ run by an Economist and the 

bread and butter forecast deliverable was short term interest rates. Demand for these types of fore-

casters still exist, but with greater emphasis being placed on operational efficiencies and market 

and global competitiveness, the demand for more mundane forecast deliverables (such as product 

volume, market demand, sales supply and cash flow), has increased dramatically. Consequently, it 

is no surprise the latest (2007) IBF survey conducted show the average number of ‗forecasters‘ 

employed by the firms they sampled is just under five and has been on the upswing since 2005 

(Jain, 2001-2007, 2006b). The results of the surveys of this variable from 2000 to 2007 are shown 

in Exhibit 1.2. 

 

 

Exhibit 1.2:       Average Number of Forecasters Employed at a Sample of Western Firms 
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1.2 Raison d’être 

Unfortunately, evolution and growth do not necessarily ensure quality and performance. As with 

any management discipline there are good managers and poor managers and there are good man-

agement practices and decisions and poor management practices and decisions. Forecasting man-

agement and its associated practices are no exception. With this in mind how does one recognise, 

measure, evaluate and distinguish good forecasting management practices from poor ones? Does 

one use the metric of forecast accuracy as the quality or performance criteria? If so, what conclu-

sion does one come to when the firm‘s forecaster continues to attain a 5% sales forecast accuracy 

level while the firm only satisfies 85% of its customer demand? Alternatively, what is the judg-

ment when the firm‘s forecaster does in fact predict customer demand accurately but the firm con-

tinues to only satisfy 85% of its customer demand? Conversely, what is the verdict when the fore-

caster accurately predicts both sales and demand but the firm‘s stock/inventory turns are less than 

one? Is the verdict the same when stocks/inventories are high due to actual production exceeding 

forecasted supply and demand to recover factory fixed cost overhead? Regrettably, the events 

above are not hypothetical, but recorded and most often in prestigious business publications. To 

wit, The Wall Street Journal headlines: “Intel Concedes It Made Too Many 80386 Chips, Sees 

Growth Stalling” with quotes from the likes of Gordon Moore (Intel‘s then Chairman), “We 

clearly overshot our forecasts‖ and Merrill Lynch & Co. Equity analyst Thomas Kubiak, “It looks 

like every dollar of sales that Intel won‟t make is a dollar of lost profit, that hurts. This just shows 

how poorly they can forecast” (Schlender, 1998). Herein lies a forecasting problem and disorder. 

Next, does one adjudicate using state of the art forecasting techniques, software, systems and 

hardware technology as a good forecasting management practice? After all, the Journal of Fore-

casting (JoF) and the International Journal of Forecasting (IJF) are full of research documenting 

successful new formulae and case studies from academic forecasting laboratories.  Moreover, IDC, 

the US based global market intelligence firm, estimated 2002 global sales of demand forecasting 

software and supply chain solutions amounted to US$19 billion (Worthen, 2003). Surely this ‗sys-

tems‗ approach is the way to go as firms like Oracle Corporation and Sap AG Systeme are success 

and performance stories in their own rights systematising anything they can lay their hands on? 

Before answering this question, a pause and consideration of the historical data, as any profes-

sional forecaster would, is in order. Consider the forecasting management practices of Nike Inc., 

whose 2001 global sales of sporting footwear, apparel and equipment totalled US$9.5 billion 

(Nike, Inc., 2005). ―Nike went live with its much-vaunted i2 system in June 2000, and nine months 

later, its executives acknowledged that they would be taking a major inventory write-off because 

the forecasts from the automated system had been so inaccurate. With that announcement in Feb-

ruary 2001, Nike‟s stock value plummeted, along with its reputation as an innovative user of tech-

nology. But what has since trickled out in court documents from shareholder lawsuits may be even 

more disturbing because it shines a harsh light on the inherent limitations of demand forecasting 

software. According to the documents, i2's supposedly state-of-the- art forecasting system couldn't 
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communicate with Nike's existing systems, which impaired its ability to analyze large amounts of 

product information. At some point, the data even had to be entered in by hand, greatly increasing 

the chance for mistakes. And the forecasts themselves were way off. Relying exclusively on the 

automated projections, Nike ended up ordering $90 million worth of shoes, such as the Air Garnett 

II, that turned out to be very poor sellers. The company also came up with an $80 million to $100 

million shortfall on popular models, such as the Air Force One” (Worthen, 2003). Indeed, Nike‘s 

reputation as an innovative user of technology plummeted, but they are not the only company to 

have had such an experience. Marquee names such as Goodyear Tire and Rubber Company and 

Cisco Systems Incorporated have also found out the hard way that technology on its own is no 

match for the challenges presented by today‘s global and market driven business environments 

(Worthen, 2003). With these expensive and hard learned lessons being documented again and 

again, one may argue that forecasting practices that rely heavily on technology or on technology 

alone (such as ‗black-box‘ forecasting systems) are, at a minimum, deficient and or disordered. 

 

It should be noted that these unfolding events documented in the international business media are 

not restricted to the billion dollar corporations but permeate all layers of corporate size and type 

and play out in Western court rooms day after day. To wit, Applica Incorporated, a US$500 mil-

lion Miami, Florida based manufacturer and distributor of household (primarily Black & Decker 

brand) and personal products was a February 2006 defendant in the United States District Court for 

the Southern District of Florida. “The complaint alleges defendants violated federal securities laws 

by issuing a series of materially false statements regarding Applica's financial condition. Specifi-

cally, defendants failed to disclose that: (i) Applica was experiencing decreasing demand for its 

products, particularly Tide(tm) Buzz(tm) Ultrasonic Stain Remover and Home Cafe(tm) single cup 

coffee maker, which were not meeting internal expectations; (ii) Applica was materially overstat-

ing its net worth by failing to timely write down the value of its inventory which had become obso-

lete and unsaleable; (iii) Applica was experiencing higher product warranty returns, which it had 

not appropriately reserved for; and (iv) Applica's financial statements issued during the Class 

Period were not prepared in accordance with Generally Accepted Accounting Principles 

("GAAP") and therefore were materially false and misleading. The complaint further alleges that, 

on April 20, 2005, defendants revealed that the Company would not come near achieving the guid-

ance they had previously sponsored and/or endorsed, that Applica's business was suffering from 

numerous adverse factors and that the Company was marking down inventory and experiencing 

increased warranty expenses. Then, on April 28, 2005, defendants further detailed the impact of 

these adverse factors on Applica's business. These belated disclosures had an immediate, adverse 

impact on the price of Applica shares” (Coughlin et al., 2006; MarketWatch, 2006). The firm‘s 

share quote on the New York stock exchange was US$14 in April, 2004 and US$1.44 on February 

8, 2006.  

 

What emerges quite clearly from analysing the skeletons and successes of attempts at effective and 

quality driven forecasting management is the multidimensional nature of the practice. Once one 

recognises and understands the required skill, organisation, education, technology, intelligence and 
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capital requirements both in terms of quality and quantity, one is better equipped to deal with the 

required design engineering/reengineering and execution of successful forecasting management. 

This study therefore has two aims. The first is to assess the current standing of RSA business fore-

casting practices in the context of ‗Western‘ standards or benchmarks and then to guide and assist 

RSA and Western firms in the recognition, understanding and implementation of quality and per-

formance driven forecasting practices and processes. 

 

The intended practical end product or contribution of this study is directed towards both local and 

Western forecasting practitioners and researchers. The practical end product for local and Western 

practitioners is a forecasting management roadmap showing where they are currently positioned on 

the map, where their domestic and Western peers and competitors are located, the shortfalls be-

tween each and the distances the former needs to travel to close those shortfalls, if and where they 

exist. 

 

The intended contribution to forecasting management research is a South African response to the 

numerous Western challenges and invitations from eminent researchers in the field such as Scott 

Armstrong of the Wharton School and Robert Fildes of the International Institute of Forecasters 

for more research and data points to be provided in the ongoing understanding and refinement of 

forecasting management science (Armstrong, 1987a,b; Fildes & Hastings, 1994). In turn it is 

hoped the contribution will at a minimum motivate local forecasting researchers to transfer the 

methods used in this study and replicate or validate the results by investigating practices at other 

local firms. The last published study by local researchers addressing this topic using different 

methods occurred twenty years ago. At the same time the research contribution is also aimed in the 

direction of Western researchers. The forecasting research methods developed and used in this 

study together with the results and recommended roadmap and process are presented and packaged 

in a way for the approach to be replicated, tested and transferred to any Western forecasting set-

ting. As will be discussed at length and in detail later in the study, this approach is termed ‗Natu-

ralistic Generalisation‘. 

 

If the contribution of this study in either the practice or research setting is able, at a minimum, to 

prevent or mitigate, locally or in the West, future US$400 million resource wastages associated 

with the author‘s profession, the attempt will have been worth the effort, … a forecaster‘s raison 

d‘être.  

 

1.3 Schema of the Study 

 

This study is presented in 6 chapters. This chapter is the study introduction, overview of the re-

search strategies/methods to be applied and a description of the different types of evidence to be 

gathered, used and analysed. Chapter 2 will review the analytic categories of forecasting practices 
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via a comprehensive academic and applied literature search. Chapter 3 will continue the literature 

review but in the vein of critical ‗deconstruction‘ rather than placid acceptance. Chapter 4 will 

review the cultural categories associated with the practice to assist in the construction of an inter-

view plan and the development of a final list of ‗Western‘ benchmarks. These benchmarks will be 

used in the interviews of 30 high level manager respondents from 20 anonymous South African 

firms. The results of the interviews will be summarised and analysed in Chapter 5 and the research 

methods used will be quality controlled. In Chapter 6 the study findings, conclusions and a recap 

of its intended contribution to management science will be presented.     

     

1.4 Research Strategy 

 

The research strategy adopted by this study is a multi-method qualitative strategy. The multi-

method nature is due in part to the fact that the different published ‗benchmark‘ offerings utilised 

different qualitative research methods in their development and were found to be beneficial. Spe-

cifically, a qualitative case study strategy utilizing the design procedures advocated by MIT psy-

chologist Robert Yin (2003) and evidence analysis, reporting and quality control procedures advo-

cated by sociologists Mathew B. Miles, Barney G. Glaser, Anselm Strauss and Juliet Corbin, were 

adopted (Miles & Huberman,1994; Glaser & Strauss, 1967; Strauss & Corbin 1990). Case study 

evidence was also acquired and also analysed using the „Long Interview‟ method developed by 

Royal Ontario Museum cultural anthropologist and consumer behaviourist, Grant McCracken 

(1988). The „Long Interview‟ is a four step method of inquiry. Step 1 entails a “review of analytic 

categories and interview design”. In the context of this study this consists of a very thorough re-

view of extant literature on the subject of business forecasting practices and standards or bench-

marks of the practice. Routine and somewhat mundane purposes of literature searches are that they 

allow the researcher to take advantage of previous research and stay in touch with the scholarly 

community on the subject in question. McCracken‘s views on this point are far more provocative 

and refreshing. He contends:  ―.. the literature review has a special importance for the qualitative 

researcher. This consists of its ability to sharpen his or her capacity for surprise. The investigator 

who is well versed in the literature now has a set of expectations the data can defy. A thorough 

review of the literature is, to this extent, a way to manufacture distance. It is a way to let the data 

of one‟s research project take issue with the theory of one‟s field” (McCracken, 1988: 31). In 

short, the proffer is that a good literature review apart from aiding in the construction of the inter-

view questionnaire, is “a critical process that makes the investigator the master, not the captive, of 

previous scholarship.” This concept is termed a ‗deconstruction‘ of the scholarly literature. 

 

Step 2 is deemed a “review of cultural categories and interview design”. In essence this stage con-

sists of a self examination of the researcher/investigator. The object is to give the investigator a 

detailed and systematic appreciation of his or her personal experience with the research topic. In 

the context of this study, the protocol calls for the author to examine his background, experiences, 

qualifications, incidents and associations as they relate to business forecasting practices and envi-
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ronments. The expectation of this self examination is to take advantage of a potential, extraordi-

nary intimate acquaintance with business forecasting practices. Should this expectation be fulfilled, 

the investigator thus possesses a “fineness of touch and delicacy of insight that few ethnographers 

working in other cultures can hope to develop” (McCracken, 1988: 32). This analytical advantage 

greatly assists in the construction of the interview plan and helps to identify cultural categories 

(firm specific forecast practices) not identified by the scholarly literature. The cultural review and 

potential analytical advantages it can uncover, serve three purposes. Firstly, it aids in the interview 

plan construction by unearthing issues related to business forecasting practices not or improperly 

considered by the extant scholarly literature. Secondly, it prepares the investigator for the „rum-

maging‟ that will occur during evidence analysis, but makes this task easier by leveraging the ana-

lytical advantage to identify pattern matches in forecasting practices. Thirdly and most impor-

tantly, it challenges the investigator to manufacture „distance‟ during the interview process. This 

act prevents a commonly occurring corruption of evidence gathered during interviews. In essence 

there is a considerable risk of evidence corruption when researchers unwittingly ‗hear‘ information 

transmitted by an interview respondent not with their ears but with their own consciousness em-

bedded with cultural experiences. “They carry with them a large number of assumptions that can 

create a treacherous sense of familiarity” (McCracken, 1988: 22). In sum, this stage trains the 

investigator to follow two processes, namely, ‗familiarization‘ and ‗defamiliarization‘. The former 

process challenges the investigator to be knowledgeable, experienced and au fait with business 

forecasting practices and related measures of practice excellence. The latter process also chal-

lenges the investigator to be aware of the former, reasonably distance this knowledge from the 

testimony being sent during the interview and to listen to the informant. 

 

Step 3 entitled “interview procedure and discovery of cultural categories” formally addresses the 

construction of the interview plan and recommended interview protocol and tactics. The goal is to 

allow the respondent forecasters at each RSA firm to tell their own story in their own terms while 

the investigator maintains a low and unobtrusive profile. The interview protocol is in essence a 

variation of an ethnographic investigation of the corporate forecasting culture in RSA firms. While 

designed as an open-ended interview, the investigator exercises subtle guidance of comfortable, 

true and authentic information flow. This is accomplished by initiating the interview with ‗grand 

tour‘ questions (Could you describe a typical day of forecasting in your office?) followed by ‗float-

ing prompt‘ questions (MAPE, what do you mean by MAPE?) and finally ‗planned prompt‘ ques-

tions. The latter questions allow the open-ended nature of the interview to also assume a semi-

structured posture and ensure the travel plan of the interview discussion list is navigated. It also 

allows the respondent to consider forecasting issues that may not have readily come to mind. 

Planned prompts may be ‗contrast prompts‘ (What is the difference between the two seasonal 

methods you just mentioned?), ‗exceptional prompts‘ (What happened when the labour strike oc-

curred?) and ‗auto-driving‘. The latter planned prompt uses visual aids (charts, reports, photos, 

videos) as a stimulus to illicit commentary or information from the respondent. Throughout the 

interview the investigator, as the instrument of information reception, must be on guard to be lis-
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tening with his or her ears as outlined above. This applies not only to the reception of key forecast-

ing terms but equally important, noise, in the form of impression management, topic avoidance, 

obfuscation, deliberate distortion, misunderstanding and outright incomprehension. Upon recogni-

tion of this noise appropriate remedies in the form of comforting, prompting, auto-driving and in 

the extreme case interview cessation must be undertaken. 

 

Step 4, the “interview analysis and discovery of analytic categories” step provides the analysis 

and report writing roadmaps for the investigator to travel, from evidence to observations to conclu-

sions to documented scholarly assertions. An evidence mining exercise is undertaken in the sense 

that the object of the analysis is not one of surveying the forecasting practice terrain, rather exca-

vating the categorical relationships, associations and patterns buried in the forecasting respon-

dent‘s view of the practice of forecasting in general and his firm‘s application of that world in par-

ticular. The investigator tackles this challenge by using intellectual capital in the form of scholarly 

literature suggestion of what ought to be present in the forecasting practice world, by bringing to 

the fore his own experience based suggestions of what ought to be present and finally, the insights 

most recently gleaned from the interviews. The investigator is encouraged to use all of this mate-

rial as a guide to what may exist in front of him but must also be prepared to ignore all of it to “see 

what none of it anticipates‖ (McCracken, 1988: 42). This process of revaluating one‘s assump-

tions, experiences and the presumptive scholarly literature is quite consistent with other forms of 

qualitative approaches and in particular Glaser and Strauss and Strauss and Corbin‘s grounded 

theory approaches (Glaser & Strauss, 1967; Strauss & Corbin, 1990).  

 

The above analysis process has mechanistic and indeterminate characteristics and is broken down 

into five stages. Stage 1 consists of a thorough review of interview records to understand the con-

tents of the interview from an emic perspective (the views of the forecast respondent) and from an 

etic perspective (the investigator‘s observations). In stage 2 the emic observations are independ-

ently examined to determine their meaning in the context of the scholarly literature on forecasting 

practices and the investigator‘s experiences and assumptions of business forecasting practices. In 

stage 3 the observations are examined in relation to each other to determine emergent themes, pat-

terns and inter-relationships. Once again the results of the related observation review are checked 

against the scholarly literature and the investigator‘s experience and assumptions on forecasting 

practices. Stage 4 involves a determination of the basic themes by examining clusters of respon-

dent views and comments as well as the investigator‘s notes or memos in response to the com-

ments and views. The purpose behind this action is to search for theme consistency and contradic-

tion. Stage 5 calls for review of stage 4 conclusions from all interviews with the intent of merging 

all the dominant interview themes into scholarly conclusions or theses. In essence the goal is to 

complete the analytical circle by merging cultural categories into analytic categories or in terms of 

this study to take the particular forecasting experiences and actions of individual RSA firms and 

merge them into general properties of thought and action (practice) within that business commu-

nity. 
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1.5 Study Evidence 

 

Four types of evidence are gathered, investigated and analysed in this study, three pertinent to the 

determination of Western forecasting practices and one pertinent to the determination of South 

African forecasting practices.  The different types of evidence are summarised in this introduction 

and then dealt with in detail in Chapters 2 through 5. 

 

The first type of evidence is period discrete, qualitative, forecasting practice event driven data de-

veloped and published over a four phased 20 year period, by researchers at the University of Ten-

nessee. The compilation of these data started in 1982. Phases one and two consisted of the compi-

lation of cross sectional survey based data and the results were documented in the JoF in 1984 and 

1995 (Mentzer & Cox, 1984; Mentzer & Kahn, 1995). Phase three consisted of face to face inter-

views of managers involved in forecasting activities at 20 US firms. The results of this empirical 

research were published in the Business Horizons journal of the Indiana University Business 

School (Mentzer et al., 1999). Phase four consisted of face to face “forecasting audits” of 16 US 

based Fortune 500 firms. The results of these audits were published in the IJF in 2003 (Moon et 

al., 2003). All told the researchers indicate “the practices, successes and problems” of a total of 

410 US firms have been gathered and the authors refer to these data as ‗forecasting benchmarks‗ 

(Moon, 2004).   

 

The second type of evidence is period discrete, quantitative, forecasting attribute data developed 

and published by the Institute of Business Forecasting (IBF). The IBF publishes, markets and sells 

these data as ―benchmarks of forecasting practices‖. These data are compiled from surveys of at-

tendees of the IBF‘s “Best Practices Conferences and Tutorials”. There were five of these confer-

ences in 2001, 2002, 2004, 2005, 2006, four in 2003 and six in 2007 (Jain, 2001-2007, 2006b). 

Forecasting practice attributes include, inter alia, practitioner‘s salaries, software usage, process 

usage, methods usage, error measurements, employment levels of forecasters and age of the fore-

casting function. Response tallies of each attribute range from 200 to 1,100 valid responses de-

pending upon the year in question. Again, depending upon the year in question, 16% to 18% of the 

responses are from attendees representing firms from Western Europe, Canada and Mexico.  These 

data are provided both on an aggregate level and industry level. Depending upon the year of the 

survey 13 to 18 industries are tallied. The industries tallied are, inter alia, Automotive, Consumer 

Products, Food/Beverages, Computer/Technology, Pharmaceuticals, Retail, Telecommunications 

and Services.  These discrete annual data points are then analysed and converted into annual time 

series data.  

 

The third type of evidence is gathered from face to face interviews with 30 high level executives 

(engaged in forecasting activities) representing 20 South African firms participating in this study. 
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The firms selected are diverse in terms of size, type of business and industry. Qualitative forecast-

ing event and process evidence gathering is the main focus of the interviews but quantitative fore-

casting attribute evidence is also compiled from the ethnographic style interviews conducted at the 

firms. The evidence is not longitudinal but rather a recent ‗snap-shot‘ determination and compila-

tion of discrete qualitative events, processes and quantitative attributes.  

 

The fourth type of evidence is longitudinal and is derived from primary research, namely a 20 year 

case file history of actual forecasting consulting assignments undertaken and completed by the 

author and paid for by firms in South Africa, Western Europe, the Far East and the US. This case 

file history also provides evidence on qualitative events, processes and quantitative attributes and 

thus serves as corroboration or impeachment of the above described Type 1 and Type 2 evidence. 

The Type 1 and Type 2 evidence, despite being published, is in the context of this study the prod-

uct of secondary research that has not been verified or materially validated. While this study ac-

knowledges and respects the bona fides of the researchers involved, the quality bar of this study 

requires due diligence. Accordingly, where there is a discrepancy between the published evidence 

(Types 1 and 2) and Type 4 the protocol of this study is to alter, amend, append or substitute the 

latter evidence for the former based upon the predicate of the Type 4 evidence being known to be 

true and accurate. 

 

1.6 Chapter Summary 

 

This chapter has introduced the social action of forecasting from an historical perspective and has 

moved the time line and focus of this action to contemporary corporate environments. Within this 

context the problems and challenges facing the modern day business forecaster are illustrated. The 

raison d‘être of this study is to analyse and address these problems and challenges with the intent 

of mitigating both. The schema of the study is presented as well as an overview of the research 

strategies to be employed and the types of evidence that will be gathered, analysed and utilised in 

forming conclusions. Further details of each will be provided and explained in subsequent chapters 

of the study as each topic is dealt with individually. 
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Chapter 2     Review of Analytic Categories 

and Interview Design 

“The good literature review is a critical process that 
makes the investigator the master, not the captive, of 

previous scholarship.”       (Grant McCracken) 

 

2.1   Literature Review of Western Qualitative ‘Benchmarks’  

 

Focus on forecasting practices beyond mere method or model determination and more as an over-

all management discipline started circa 1977. Makridakis and Wheelright in the October, 1977 

edition of the Journal of Marketing are quoted as ― … there are three major areas that represent 

significant challenges to the marketing manager if more effective forecasting is to become a real-

ity. These supersede the question of selecting a methodology and deal with the practical problems 

of successful forecasting‖ (Makridakis & Wheelwright, 1977). This theme was further developed 

by three seminal articles of Armstrong (1982), Schultz (1984) and Fildes and Hastings (1994). 

A common theme of all three papers was the presentation of a set of qualitative event or action 

criteria the researchers believed were necessary and compatible with successful and effective fore-

casting management. Armstrong referred to the events or action criteria as ―pitfalls”, Schultz as 

―implementation profile factors‖ and Fildes and Hastings as “aspects of an organization‟s re-

sponse‖. Next came Moon et al. (1988) with ―seven key focus points‖ followed by Mentzer et al. 

(1999) with ―four dimensions‖ which were now offered as ‗best practices benchmarks‘. Moon et 

al. (2003) took the findings of his colleagues and offered an ―audit‖ platform or vehicle to apply 

the “four dimensions” or ‗best practices benchmarks‘ to other firms. It is noted Moon et al. (2003) 

do not make reference to a significant 2001 ‗upgrade‗ to the Armstrong (1982) “pitfalls”. The 

‗upgrade‗ consisted of the “pitfalls” now evolving into a significantly larger number of “princi-

ples” (Armstrong, 2001). Despite all the different nomenclature, the research has resulted in the 

compilation of a set of qualitative forecasting events, action criteria or practices of Western firms 

surveyed. The latter were primarily from Western Europe, the United States and Canada. Differing 

from the point of commonality in the research above, was the reference to the types of forecast 

variables in question. Both Armstrong‘s „pitfalls and principles ‗ and Schultz‘s „ profile factors ‗ 

did not differentiate between the types of forecasting variables.  Fildes and Hastings‘s event crite-

ria were variable specific and applied to market forecasting. Mentzer et al. referred to application 

of their ‗benchmarks‘ in sales forecasting practices, although they indicate a preference for the 

type of firms they surveyed to be conducting demand forecasting.  

 

Summaries of the Armstrong (1982, 2001) „pitfalls‟ and „principles‟ are presented, in Exhibits 2.1 

and 2.2 respectively, below: 
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         Exhibit 2.1: Armstrong 1982 ‗ Pitfalls‘ 

 

Armstrong (1982) advises a score of 16 “Yes‟s” to his ‗ pitfalls‘ ―indicates reasonable steps are 

being taken to obtain forecasts for the organization : it provides an ideal to work toward ―.  On the 

other hand, a score of 16 “No‟s” indicates ―gross negligence‖. No other evaluation granularity is 

provided. A profile of the sources or firms involved in the development of the benchmarks is not 

provided other than Professor Armstrong reflecting they are a product of his study of forecasting 

problems in the previous 20 years and a belief they are guidelines for ―good forecasting”. With 

respect to Armstrong (2001), average ratings ranging from -2 to +2 are systematically generated 

from answers provided to the self audit questions from a list of 139 ‗principles‗. Should one con-

duct the self audit of the 139 ‗principles‘ from the website version of the audit, a systematic result 

is provided indicating any practice weaknesses and what they may be. 

 

 

 
        Exhibit 2.2: Armstrong 2001 ‗Principles‘ 

                              Armstrong ( 1982 )                Armstrong ( 1982 )

                   Forecasting Methods             Forecasting Methods No ? Yes

1 Forecasting independence of top management
2 Forecasts used objective methods
3 Structured techniques used to obtain judgments
4 Least expensive methods used
5 More than one method used to obtain forecasts
6 Users understand the forecasting methods
7 Forecasters free of judgmental revisions
8 Separate documents prepared for plans and forecasts

                    Assumptions and Data        Assumptions and Data

9 Ample budget for analysis and presentation of data
10 Central data bank exists
11 Least expensive macroeconomic forecasts used

                         Uncertainty                   Uncertainty

12 Upper and lower bounds provided
13 Quantitative analysis of previous accuracy
14 Forecasts prepared for alternative futures
15 Arguments listed against each forecast

                    Costs

16 Amount spent on forecasting reasonable

Armstrong ( 2001 ) Number Does the procedure follow the standard ?

of         NO !       YES !

        Problem Principles -2 -1 0 +1 +2

1 Setting Objectives 5

2 Structuring the problem 7

      Information

3 Indentifying Information Sources 5

4 Collecting Data 6

5 Preparing Data 8

        Methods

6 Selecting Methods 10

7 Implementing Methods: General 7

8 Judgement 8

9 Quantitative 5

10 Quantitative with Explanatory Variables 9

11 Integrating Judgemental and Quantitative 5

12 Combining Forecasts 10

13 Evaluating Methods 32

14 Assessing Uncertainty 13

    Using Forecasts

15 Presenting Forecasts 5

16 Learning 4
Total Number of Principles 139
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A summary of the Fildes and Hastings (1994) “aspects of an organization‟s response‖ is presented 

in Exhibit 2.3: 

 

 

 

                           Exhibit 2.3: Fildes and Hastings 1994 ‗Aspects of an Organization‘s Response‘ 

 

Fildes and Hastings‘s determination of their ‗aspects of an organization‘s response‘ differ slightly 

from the Armstrong approach in that they first postulated a theoretical model of an idealized ―mar-

ket forecasting system” based upon preliminary interviews with ‗forecasters‘ at a large UK based 

firm and a review of extant literature on the subject. They then set about testing the model against 

their case study findings conducted in 1987 at the same UK based firm.  Fildes describes the firm 

as: ―one of Britain‟s largest, most successful multinationals with activities spanning a wide range 

of technical markets.‖  Robert Hastings‘s affiliation listed in the research paper is that of Brisco 

Engineering Services Ltd.  The unnamed firm is described as having 10 divisions, eight predomi-

nately concerned with industrial products and the remaining two selling directly to consumers. For 

simplicity sake the case study firm is hereafter referred to as ‗BES‘. Forty five or 10% of staff 

members with forecasting responsibilities from all ten divisions and head office of BES were in-

terviewed. A sample of 55 staff members from the same group, including the 45 respondents, re-

ceived surveys. 45 responded. The result of the case study showed the firm meeting some of the 

nine ‗organizational response aspects‘ shown in Exhibit 2.3 but ―many of the pre-conditions neces-

sary for change were unfulfilled.‖ The ‗response aspects‘ shown in Exhibit 2.3 did not change as a 

result of the case study but is offered as a guide to further empirical research and for practitioners 

wishing to evaluate their forecasting practices. No quantitative granular measures of meeting or 

not meeting the qualitative benchmarks were offered. 

 

The research route of Mentzer et al. was less direct than that of Armstrong or Fildes. Mentzer and 

Cox (1984) started out in 1982 with a mail survey researching mainly objective forecasting tech-

niques. A random sample of forecasting managers from 500 US firms were sent questionnaires and 

32% or 160 responded. The results in the context of this study were unremarkable. Ten years later 

Mentzer and Kahn (1995) conducted a similar mail survey of a random sample of 500 firms. 91% 

were US firms and 9% undefined firms, presumably Canadian. The 8 page questionnaire was es-

sentially a replication of the 1982 survey with the design intended to answer the question if fore-

  Fildes and Hastings ( 1994 ) 

      The forecaster and the decision maker

1 Forecaster and decison maker personality traits

2 Forecaster's training
3 Link between the forecast and end-user's decision

                    Information Flows

4 Information flows from the environment

5 Information flows within the organisation
6 Support for information flows

         Technical characteristics of the forecast

7 Accuracy and Bias

8 Responsiveness and speed

9 Uncertainty estimation
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casting practices, within the context of method familiarity, usage, application and satisfaction, had 

materially changed from 10 years prior. Based on the 207 responses received, Mentzer and Kahn 

found, inter alia, there was greater reliance on and satisfaction with quantitative techniques com-

pared to the 10 years prior.  Despite this finding, they also discovered forecast accuracy had not 

improved over the ten years prior even though the familiarity and usage of the various sophisti-

cated techniques had increased. The researchers did not address the apparent contradiction of re-

spondents being satisfied with their new quantitative techniques yet at the same time indicating 

forecasting accuracy had not improved. What is the basis of their satisfaction? They did however 

conclude ―forecasting techniques alone will not necessarily improve accuracy. It is hoped that 

forecasting academics and practitioners can use the study‟s findings to benchmark current fore-

casting practices.” It appears to the present study that Mentzer and Kahn in 1995 published a con-

clusion or alternatively empirically verified Armstrong‘s 1982 ‗pitfalls‗. Mentzer et al. (1999) 

picked up the mantle of Mentzer and Kahn (1995), switched the directional focus of their research 

away from forecasting methods to forecasting management. They also dispensed with the quantita-

tive mail survey methodology and switched to qualitative face to face interviews at 20 Fortune 500 

firms. These interviews were conducted in 1996. A summary of the interviewed firms and their 

Net Sales (where available) for the 2002 through 2006 period is shown in Exhibit 2.4: 

 

 
 

  Exhibit 2.4: Mentzer et al. 1996 ‗Benchmark‘ Firms  

 

From the above exhibit it can be seen that 15 manufacturers, three service/distributors and two 

retailers were interviewed. The firms involved are quite large, accounting in 2006 for well over 

US$200 billion or roughly 33% of South Africa‘s US$598 billion 2006 PPP GDP (Econo-

mist.com, 2006). The interviews and analysis led Mentzer et al. (1999) to conclude forecasting 

management may be divided into four dimensions namely, Functional Integration, Approach, Sys-

tems and Performance Measurement.  Within each dimension Mentzer et al. identified ‗four stages 

Firms Type Industry                Net Sales in US$ billions

2002 2003 2004 2005 2006

1 Anheuser-Busch Manufacturer Beverage / Beer 13.6 14.1 14.9 15.0 15.7

2 Becton-Dickinson Manufacturer Medical Supplies 4.0 4.5 4.9 5.3 5.7

3 Coca-Cola Manufacturer Beverage 19.5 21.0 21.9 23.1 24.1

4 Colgate-Palmolive Manufacturer Personal Products 9.3 9.9 10.6 11.4 12.2

5 Fedex Corp Services Delivery Services 20.6 22.5 24.7 29.4 32.6

6 Kimberly Clark Manufacturer Household Products 13.2 14.0 15.1 15.9 16.7

7 Lykes Pasco Manufacturer Beverage Private n/a n/a n/a n/a

8 Nabisco Manufacturer Food Products Acquired (RJR) n/a n/a n/a

9 JC Penney Retailer Department Stores 17.6 17.8 18.1 18.8 19.9

10 Pillsbury Manufacturer Food Products Acquired (General Mills) n/a n/a

11 ProSource Services Speciality Retailer Acquired (CCA Global) n/a n/a

12 Reckitt Colman Manufacturer Household Products 6.2 6.7 7.0 7.5 8.4

13 Red Lobster Retailer Restaurant and Bars 4.4 4.5 4.8 5.0 5.4

14 RJR Tobacco Manufacturer Tobacco Acquired (Altria Group) n/a n/a

15 Sandoz Manufacturer Pharmaceuticals 1.8 2.9 3.0 Acquired n/a

16 Schering Plough Manufacturer Pharmaceuticals 10.2 8.3 8.3 9.5 10.6

17 Sysco Services Food Products 26.1 29.3 30.3 24.3 25.8

18 Tropicana Manufacturer Beverage Acquired (Pepsi) n/a n/a n/a

19 Warner Lambert Manufacturer Pharmaceuticals Acquired (Pfizer) n/a n/a n/a

20 Westwood Squibb Manufacturer Pharmaceuticals Acquired (Bristol Myers) n/a n/a
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of effectiveness‗ or sophistication. They proffered firms may assess their current position in each 

dimension and be made aware of the various levels of potential improvement and sophistication by 

meeting the characteristics or standards of each level. The four dimensions were also reported as 

not being independent of each other rather they were “inextricably intertwined”. Not surprisingly, 

none of the firms, despite their reported status of being leading financial and/or market share per-

formers, were positioned at the fourth level of all four dimensions. Mentzer et al. concluded all the 

firms interviewed still had room for improvement. In fact all the participating firms were some-

what dissatisfied with their forecasting process. The Functional Integration stages and characteris-

tics are shown in Exhibit 2.5: 

 

 

 
 

     Exhibit 2.5: Functional Integration Dimension 

 

Mentzer et al. characterize ‗functional integration‘ in terms of three themes. The first theme is the 

concept they term „Forecasting C
3
‟ or communication, coordination and collaboration. 

 

The second theme addresses the way a firm organises itself around the forecasting function and the 

last theme focuses on the extent to which different employees in different areas are held account-

able for their contributions to the forecasting process. 

 

The Approach dimension addresses what is forecast and how it is forecasted. Seven themes are 

offered that traverse across the proffered levels of sophistication.  

 

The stages and characteristics are shown in Exhibit 2.6: 

Stage 1 

• Major disconnections between marketing, finance, sales, production, logistics, and forecasting 

• Each area has its own forecasting effort 

• No accountability between areas for forecast accuracy 

Stage 2 

• Coordination (formal meetings) of marketing, finance, sales, production, logistics, and forecasting 

• Forecasting located in certain area which dictates forecasts to other areas 

• Planned consensus meetings, but dominated by one or more departments --no real consensus  

• Performance rewards for forecasters only, based on contribution to reporting department

Stage 3 

• Communication and coordination between functional departments and forecasting 

• Existence of a forecasting champion 

• Recognition that marketing is an unconstrained forecast and operations is a constrained forecast 

• Consensus and negotiation process to reconcile marketing and operations forecasts 

• Performance rewards for improved forecasting accuracy for all personnel involved in process 

Stage 4 

• Functional integration (collaboration, communication, and coordination) between departments 

• Existence of forecasting as a separate functional area 

• Needs of all areas recognized and met by reconciled marketing and operations forecasts 

• Consensus process recognizes feedback loops

• Multidimensional performance rewards for all personnel involved in consensus process 
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              Exhibit 2.6: Approach Dimension 

 

Theme 1 is the orientation of the forecast ranging from bottom-up to top-down to plan driven to 

combinations of each. Theme 2 addresses the way the firm defines historical demand. Theme 3 

investigates the degree of product and/or customer importance differentiation, if any. The exis-

tence of a forecasting hierarchy within the firm is theme 4. The level of forecasting technique so-

phistication is theme 5. The relationship between planning and forecasting is theme 6 and the final 

theme is the determination of the level of training and documentation of the forecasting process. 

 

The Systems dimension reviews the computer and electronic hardware and software support for 

the forecasting function. These stages and characteristics are shown in Exhibit 2.7: 

Stage 1 

• Plan-driven, top-down forecasting (failure to recognize its interaction with marketing and business

planning)

• Only shipments forecast 

All forecasted products treated the same 

• Naive or simple statistical approach, often with little understanding of techniques or environment

Failure to see role of forecasting in developing business plan (viewed solely as tactical function) 

• No training of forecasting personnel in techniques or understanding business environment; 

no documentation of forecasting process 

Stage 2 

• Bottom-up, SKU-based forecasting 

• Forecast self-reported demand (recognized by the organization) or adjusted demand 

• Recognition that marketing efforts and seasonality drive demand 

• Recognition of relationship between forecasting and business planning, but plan still takes

 precedence 

• Limited statistics training; little understanding of business environment; limited documentation 

of forecasting process 

Stage 3 

• Both top-down and bottom-up forecasting 

• Forecast POS demand and back information up supply chain, and/or use key customer

demand information ("uncommitted commitments") 

• Use of ABC analysis or some other categorization for accuracy Identification of categories of

products that do not need to be forecast (two-bin items, dependent demand items, special items) 

• Use of regression-based models for higher-level (corporate to product line) forecasts 

and time-series models for operational (product to SKUL) forecasts 

• Importance of subjective input from marketing, sales, and operations 

• Forecasting drives business plan 

• Training in quantitative analysis/statistics and environment 

• Strong management support for forecasting process 

Stage 4 

• Top-down and bottom-up forecasting, with reconciliation 

• Vendor-managed inventory factored out of process 

• Full forecasting segmentation of products (ABC, two-bin, dependent demand, make-to-order, 

product value, seasonality, customer service sensitivity, promotion-driven, life cycle stage, shelf 

life, raw material lead time, production lead time) 

• Understanding of "game playing" inherent in sales force and distribution channel (motivation for 

sales to underforecast and distributors to overforecast) 

• Development of forecasts and business plan simultaneously, with periodic reconciliation of both

 (e.g., consideration of capacity constraints as part of long-range plan and forecasts) 

• Ongoing training in quantitative analysis/statistics and business environment; top management 

support of forecasting process 
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          Exhibit 2.7: Systems Dimension 

 

This dimension investigated five themes. They are integration of forecasting systems with the 

firm‘s other systems, how reporting is conducted, how historical data is maintained, how perform-

ance measures are computed in the systems and the level of investment in the system infrastruc-

ture. The fourth and final dimension, Performance Measurement addresses what metrics are used 

to measure forecasting effectiveness and the information gathered to explain that performance. The 

stages and characteristics are shown in Exhibit 2.8: 

 

 

          Exhibit 2.8: Performance Measurement Dimension 

Stage 1 

• Corporate MIS, forecasting software, and DRP (distribution requirement planning) systems are not 

linked electronically 

• Printed reports; manual transfer of data from one system to another; lack of coordination between

 information in different systems 

• Few people understand systems and their interaction (all system knowledge held in MIS) 

• Islands of analysis exist 

• Lack of performance metrics in any of the systems or reports 

Stage 2 

• Electronic links between marketing, finance, forecasting, manufacturing, logistics,  sales systems 

• On-screen reports available 

• Measures of performance available in reports and in the system 

• Reports periodically generated 

Stage 3 

• Client-server architecture allows changes to be made easily and communicated to other systems 

• Improved system-user interfaces to allow subjective input 

• Common ownership of databases and information systems 

• Measures of performance available in reports and in the system 

• Reports generated on demand/performance measures available online 

Stage 4 

• Open-system architecture means all affected areas can provide electronic input to forecasters

• EDI linkages with major customers and suppliers to allow forecasting by key customer and supply 

chain staging of forecasts 

Stage 1 

• Accuracy not measured 

• Forecasting performance evaluation not tied to any measure of accuracy (often tied to meeting 

plan, or reconciliation with plan) 

Stage 2 

• Accuracy measured, primarily as MAPE, but sometimes measured inaccurately (e.g., forecast, 

rather than demand, used in the denominator of the calculation) 

• Forecasting performance evaluation based on accuracy, with no consideration for the implications 

of accurate forecasts on operations 

• Recognition of the impact on demand of external factors 

Stage 3

• Accuracy still measured as MAPE, but more concern with measuring supply chain impact of 

forecast accuracy (lower acceptable accuracy for low-value products, recognition of capacity 

constraints in supply chain and their impact on forecasting and performance

• Graphical and collective (throughout the product hierarchy) reporting of forecast accuracy 

• Forecasting performance evaluation still based on accuracy, but with more recognition that 

accuracy affects inventory levels, customer service, and marketing and financial plans 

Stage 4 

• Realization that exogenous factors affect accuracy and that unfulfilled demand is partly a function 

of forecasting error and partly of operational error 

• Forecasting error treated as indication of the need for a problem search

• Multidimensional metrics of forecasting performance; performance evaluation tied to the impact 

of accuracy on achieving corporate goals (e.g., profitability, supply chain costs, customer service) 
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Moon et al. (2003) furthered the research and use of these dimensions and characteristics by con-

ducting a five year forecast audit of an additional 16 firms. Moon et al. make clear the intent of 

their research was not to refine or embellish upon the Mentzer et al. (1999) dimensions and charac-

teristics. Rather, they adopted the latter as standards believing them to be the most comprehensive 

qualitative set research had yielded to date. They also believed Mentzer et al.‘s framework served 

not only as a diagnostic/evaluative tool but also as a prescriptive one to improve forecasting prac-

tices. Consequently, they set out to validate the Mentzer et al. findings and establish an audit 

framework to meet the prescriptive goal of improving the practice. Moon et al. reports all 16 firms 

involved in the audit, despite their perceived diversity, participated as they all shared the realisa-

tion their forecasting practices were in need of improvement and the audit could help them identify 

and remedy deficiencies and problems in their forecasting practices. A summary of the 16 audited 

firms and their Net Sales (where available) for the 2002 through 2006 period is shown in Exhibit 

2.9: 

 

 

 

 

Exhibit 2.9: Profile of Moon et al. Forecast Audit Firms 

 

The audit process as reported by Moon et al. is broken into three stages - data collection, data 

analysis and report delivery. In the first stage of data collection a liaison employee of the firm be-

ing audited is identified. Discussions with the liaison revolve around identifying a list of respon-

dents, scheduling of the interviews and an exchange of documents related to the interview and the 

firm‘s current forecasting practices. In the second stage the auditors examine and analyze the prac-

tice information provided by the firm to obtain a pre-audit understanding of the firm‘s practices. In 

addition to receiving and analyzing this information the auditors prepare the liaison and the re-

spondents for the interview process by providing them with an 8 page interview protocol. This 

document details the information the auditors wish to gather during the interviews and the first 

page of the published protocol is shown verbatim in Exhibit 2.10: 

Firms Type Industry                Net Sales in US$ billions

2002 2003 2004 2005 2006

1 Allied Signal Manufacturer Automation/Control Acquired n/a n/a n/a n/a

2 Avery Dennison Manufacturer Consumer Products 4.2 4.8 5.3 5.5 5.6

3 ConAgra Manufacturer Food Products 18.6 13.3 10.8 11.4 11.5

4 Corning Manufacturer Telecommunications 3.2 3.1 3.9 4.6 5.2

5 DuPont Manufacturer Commodity Chemicals 24.0 27.0 27.3 26.6 27.4

6 Eastman Chemical Manufacturer Speciality Chemicals 5.3 5.8 6.6 7.1 7.5

7 Ethicon Manufacturer Medical Equipment 12.5 14.7 16.7 Acquired n/a

8 Exxon Manufacturer Oil and Gas 200.9 237.1 291.3 359.0 365.5

9 Hershey Foods USA Manufacturer Food Products 4.1 4.2 4.4 4.8 4.9

10 Lucent Technologies Developer Telecommunications 12.3 8.5 9.0 9.4 8.8

11 Michelin NA Manufacturer Diversified Machinery 5.7 6.1 6.3 6.8 7.1

12 Motorola Developer Telecommunications 22.1 21.7 29.7 35.3 42.9

13 Pharmavite Manufacturer Dietary Supplements Private 718.0 n/a n/a n/a

14 Smith and Nephew Developer Medical Equipment 2.1 1.9 2.3 2.6 2.8

15 Union Pacific Railroad Services Railroads 11.2 11.6 12.2 13.6 15.6

16 Williamson-Dickie Manufacturer Apparel Private n/a n/a n/a n/a
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    Exhibit 2.10: Page1 of Moon et al. Sales Forecasting Audit Protocol 

 

Following the document exchanges, analysis and preparation Moon et al. report on-site interviews 

were conducted by a team of four auditors split into two groups so that two auditors are present for 

each interview, “providing the ability to assess inter-rater reliability”. Each interview, lasting on 

average 45 to 60 minutes, is reported to have been audio taped. An average of 32 interviews per 

firm is reported to have been conducted. Based upon the answers provided by the respondents dur-

ing the interviews, the auditor makes a subjective determination as to whether dimensional charac-

teristics as shown in Exhibits 2.5 through 2.8 have been met. When a dimensional characteristic is 

met, the interviewer simply highlights it in the stage section of the dimension schedule. The audit 

study of Moon et al. concluded: 

 

(a) the “benchmark criteria” and framework developed by Mentzer, Bienstock and Kahn in 

1996 had now been “validated” by the audit of Moon, Mentzer and Smith; 

       Sales Forecasting Audit Protocol

QUESTIONS ABOUT SALES FORECASTING ADMINISTRATION

Start with a general request, which may answer many of the specifics given below:

Please describe the process you go through to develop each sales forecast.

Specific Questions

To what extent are various functional departments involved in the development of sales forecasts ?

Examples: Engineering, Finance, Logistics, Marketing, Planning, Product Management, Production,

R&D, Sales, Sales Forecasting

What approach is used by these functional departments to develop sales forecasts?

1. Do these departments use their own separate forecasts, or

2. Does one department develop a single forecast that all departments use, or

3. Does a forecast committee develop a single forecast that all departments use, or

4. Does each department develop its own forecast and a committee develops a final compromise forecast?

If #2, which department develops the forecast?

If #3 or #4, which departments are on the committee?

How satisfied are you with this approach?

What is middle management's role in developing sales forecasts? (Example: Review Only, Approval Only,

Actual Involvement, Combination of These)

What is upper management's role in developing sales forecasts? (Example: Review Only, Approval Only, 
Actual Involvement, Combination of These)

At the beginning of each forecasting period, how does the sales forecasting process begin? (Example:
sales forecasts developed by Computer System, Sales Force, Both Computer System and Sales Force,

Marketing, Forecasting/Planning Group)

© John T. Mentzer, Ph.D. Page 1
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(b) forecasting is a distinct and critical management function and not just an exercise in tech-

nique or software selection;  

(c) the auditing process was a means to examine the process of continuous practice im-

provement and further refinement was necessary to achieve ‗ generalizability ‗ of the 

‗benchmarks‘ to other practice settings. To this end they suggested further research 

should be done in incorporating the exemplars of Armstrong and Fildes and Hastings into 

the audit benchmark framework and; 

(d) outside, unbiased analysis is critical to the success of the audit as internal staff are far less 

reluctant to divulge information or participate in change when the auditors are perceived 

as not having internal political agendas. 

 

2.2   Literature Review of the Forecasting Process ‘Benchmarks’  

 

Section 2.1 presents a review of scholarly and applied literature of a broad range of Western fore-

casting practice ‗benchmarks‘. This section narrows that range to an important analytical category 

of benchmarks that pertain to the actual forecasting processes used by practising forecasters. Arm-

strong‘s (2001) preamble to his 16 categories of ‗principles‗ is: “When managers receive forecasts 

they often cannot judge their quality. Instead of focusing on the forecasts, however, they can de-

cide whether the forecasting process was reasonable for the situation. By examining forecasting 

processes and improving them managers may increase accuracy and reduce costs.‖ The preamble 

to the Fildes and Hastings (1994) “model of the forecasting activity” and their idealized marketing 

forecasting system is: ―The organization and staff support given to market forecasting will deter-

mine how effective an organization is in dealing with the environmental uncertainty it faces.‖ 

Weinstein (1982) proposed a simplistic ‗typical forecasting system‘ for industrial products. During 

that era, the technology or ‗systems‗ era, it was quite common for the use of the noun 

‗system‗ to be used to describe a de facto process. This process is shown in Exhibit 2.11: 

 

 

Exhibit 2.11: Weinstein – Typical Forecasting Process for Industrial Products 

 



 

21 

 

 This simplistic approach presents the ‗bare bones‗ of a forecasting process by capturing the devel-

opment of composite sales forecasts and staff forecasts and a reconciliation process of the two 

forecasts. During this process back and forth communication is presented with the ultimate goal of 

the forecast being adopted.  

 

Makridakis et al. (1983) presented a similar but more encompassing process for industrial products 

this time, specifically for the Cummins Engine Company. This process, once again referred to as a 

‗system‗ takes into account influences external to the firm such as economic and market factors 

while expanding upon Weinstein‘s internal approach to capture activities related to production and 

financial planning. The process is shown in Exhibit 2.12. 

 

 

Exhibit 2.12: Makridakis et al. – Cummins Engine Company Forecasting Process 

 

Approximately 10 years later, in 1994, Fildes and Hastings, building upon the work of Weinstein 

and Makridakis et al. postulated their diagnostic ―model of the forecasting activity” in the form of 

their “idealized market forecasting system.‖ The postulated process expands upon the ex post 

processes presented by Weinstein and Makridakis et al. Most notably, the process incorporates the 

participation and actions of the forecaster. Also included is a distinction between the development 

of long and short term forecasts as well as finer granularity of the internal dynamics of the func-

tional departments of Sales, Marketing, Planning, Finance and ‗Management Services‗ which is 

most likely IT Support in today‘s terminology.  Unlike the Makridakis et al. process, the postu-

lated process does not explicitly consider macro external influences such as industry and econo-

metric forces save to say the process might be supplemented by market research on the firm‘s 

products and competitors.  It does however present an interesting dimension namely, avenues for a 

firm‘s forecasting participants to circumvent the process to achieve their own goals, in this case 

adequate quantities of a product from the firm‘s manufacturing department. Fildes and Hastings 

tested their ex ante, postulated process at the 10 divisions of BES and not surprisingly found, inter 

alia, a key element to the success of the process and effective forecasting is the ability and effec-
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tiveness of the forecaster in monitoring and ‗driving‘ the forecasting process. The postulated proc-

ess is shown in Exhibit 2.13: 

 

 

 

Exhibit 2.13: Fildes and Hastings – The Marketing Forecasting System 

 

In addition to the forecasting processes submissions from the academic sector, the practitioner sec-

tor itself has, over the years, offered their versions based upon experiences at their firms. These 

offerings, like the academic versions, range from the simplistic to the elaborate. To wit, Lavallee II     

(1998) from Solutia Inc (formerly the Chemicals Division of Monsanto Company) reports his 

firm‘s relatively simple forecasting process that is similar to that of Makridakis et al. The only 
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dimensions added to this edition are the explicit inclusion of DRP and MRP systems. This process 

is shown in Exhibit 2.14: 

 

 

Exhibit 2.14: Solutia Inc., Sales Forecasting Process 

 

Circa the Autumn of 1999, The Coca-Cola Company‘s Charles Chase suggests an elaborate “New 

Millennium” approach to the forecasting process with the underlying theme of the role of the fore-

caster being expanded from the perceived one of ―accurate point estimators of current trends‖ to 

that of business analysts influencing customer demand rather than commentating on customer de-

mand (Chase, 1999). In addition the Chase submission explicitly includes the current in vogue 

Sales and Operations Planning (S&OP) and Collaborative Planning, Forecasting and Replenish-

ment (CPFR) processes as part of the offered ‗New Millennium‗ demand forecasting process. This 

process is shown in Exhibit 2.15: 

 

   Exhibit 2.15: ‗New Millennium‗ Demand Forecasting 
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2.3 Deconstruction of Western Qualitative ‘Benchmark’ Literature 

 

As summarised in Chapter 1, the first step of the study research strategy is a review of forecasting 

practice analytic categories and interview design. This entails an exhaustive review of the schol-

arly and applied literature on the subject. This review is not simply an exercise in idea collection 

but a critical appraisal to unearth the conscious and unconscious assumptions the scholarly enter-

prise makes in defining the problems, issues and findings of business forecasting practices. This 

critical appraisal is termed the ‗deconstruction‘ of the scholarly literature and is the subject of this 

section of the study. Part of the deconstruction is explicit in the literature itself, part is not.  

 

Explicit deconstruction of the Mentzer et al. (1999) and Moon et al. (2003) qualitative dimension 

characteristics and audit framework audit research is provided by the IJF paper of Fildes et al. 

(2003). This paper titled “Researching Sales Forecasting Practice Commentaries and authors‟ 

response on „Conducting a Sales Forecasting Audit‟ ” appears as a peer review piece but in es-

sence was an audit of the audit. The deconstruction is intense and withering. Bretschneider of 

Syracuse University concludes the research “falls short” and states: “Unfortunately this paper 

continues in the tradition of making prescriptions based on simple observations, common sense 

and intuition, all admirable and appropriate for consultants, real world managers, and the begin-

nings of a research process but not where we need to end up.” His principle points of issue are 

those of competency and causality. Firstly, he argues that the Moon et al. (2003) approach does not 

clearly define what the criteria or measures of successful forecasting are and more importantly that 

no evidence has been presented that compels one to believe that following their audit protocol re-

sults in successful forecasting achievement - the issue of causality. Secondly, and with greater em-

phasis, he questions whether forecast researchers in general have sufficient research training to be 

conducting what amounts in the subject at hand to be organizational research. As the issue of cause 

and effect is the key to the validity of dimension and audit framework, Brentscheider argues this is 

more in the domain of sociologists, social psychologists and political scientists rather than main-

stream forecasting researchers that typically have statistical, econometric and operations research 

backgrounds. Cultural anthropologist Grant McCracken, whose research protocol this study is 

adopting and adapting, chimes in on this point from a different and more general perspective that 

researchers need to ‗manufacture distance‘ to fully understand the subject before them. He states: 

―Scholars working in another culture have a very great advantage over those who work in their 

own. Virtually everything before them is, to some degree, mysterious. Those who work in their own 

culture do not have this critical distance from what they study. They carry with them a large num-

ber of assumptions that can create a treacherous sense of familiarity” (McCracken, 1988: 22). 

Moon et al. rebut Bretschneider by stating they followed established qualitative research proce-

dures in conducting the benchmark and audit studies citing references to McCracken and grounded 

theory works of Glaser and Strauss (1967 & 1999) and Strauss and Corbin (1990). 
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Collopy of Case Western Reserve University also concludes the study “comes up short” (Fildes et 

al., 2003: 31). His principal explicit points of issue are the audit‘s ‗predetermined standards‘ and 

the nature of the firms interviewed in the Mentzer and Moon et al. (2003) studies. The qualitative 

dimension characteristics and audit framework offered by the published research of Mentzer et al. 

(1999) and Moon et al. (2003) as practice ‗benchmarks‘ are essentially derived from interviews 

and/or audits over a ten year period of three dozen US based, large multinational corporations. The 

implicit question raised is, are the firms selected reflective and indicative of best practices in fore-

cast management or are they merely examples of the forecasting practices of successful sales 

growth driven firms? Moon et al. (2003) responded to the critique by stating: “The sampling plan 

of Mentzer, Bienstock, and Kahn (1999) was companies with a wide range of sales forecasting 

management success to observe factors that relate to that success‖ (Fildes et al., 2003: 38). How-

ever, a very close reading of Mentzer, Bienstock, and Kahn (1999) reveals an apparent contradic-

tion. The latter state: “We selected 20 companies with histories as leading financial and/or market 

share performers, though not necessarily top performers in sales forecasting― (emphasis added), 

(Mentzer et al., 1999: 40). In a book published in 2006 on the same subject Mentzer and Moon 

state: “We were interested in including companies that had reputations as top performers, though 

not necessarily top performers in sales forecasting‖ (Mentzer & Moon, 2006: 254). The present 

study thus concludes the Mentzer et al. ‗benchmark‘ and Moon et al. audit firms were, on the 

whole successful firms at the time of the studies, but not necessarily successful in forecasting prac-

tices. To be fair to Dr. Moon, let us assume the firms interviewed were also successful in forecast-

ing practices at the time of the studies. Will they stand the test of time as the source of recom-

mended ‗best practice benchmarks‘ that form the foundation of his audit framework? The often 

cited example in this situation is the Tom Peters book ‗In Search of Excellence„ where, in 1982,  

under the subtitle ―Lessons from America‟s Best Run Companies‖ he identifies „8 factors‗ or man-

agement practices of three dozen firms as benchmarks and concludes other firms may learn lessons 

from these practices. Makridakis however, notes in his 1990 book, only 7 of the 36 firms men-

tioned as benchmarks in the Peters book appeared in the 1987 Business Week study of the ‗Top 46 

of America‟s leanest and meanest companies‗ (Makridakis,1990). Makridakis notes further For-

tune magazine published a few months later its annual survey of ‗America‟s most admired compa-

nies‗ and among the top ten, six did not appear in ‗In Search of Excellence‗. In fact the latter‘s 

favourite IBM was listed in 32
nd

 place and Wang Labs another ‗excellent‗ firm had slipped to the 

bottom of the Fortune 300. Makridakis in essence poses the question of durability stating  if „excel-

lent ‗ firms prior to 1980 could not meet their own standard 10 years later,  ―can they really offer 

lessons on excellence to others?‖ In sum, the explicit and implicit questions raised by Collopy are 

those of validity and durability. 

 

Lawrence of the University of New South Wales also explicitly raises the question of validity, not 

pertaining to the firms interviewed but to the forecasting dimension characteristics and the audit 

framework architecture. In so doing he implicitly raises the question of causality although he inad-

vertently refers to the issue as ‗correlation‘ (Fildes et al., 2003: 31). He opines: “There is no point 
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in designing an action plan to move an organisation up the stages on each dimension in the MBK 

framework if there is no assurance that a higher stage will lead to better forecasting.” In support 

of this opinion a sample of scenario questions are posed. Firstly, why should the existence of a 

‗forecasting champion‘ shown as a Stage 3 ‗benchmark‘ in the Functional Integration dimension, 

be given a higher status than a Stage 1 firm without a forecasting champion? What if the forecast 

champion is incompetent with respect to forecasting? The implicit point being made is that exis-

tence is not axiomatic of excellence. Secondly, why is the functional integration between six de-

partments a necessary prerequisite for ‗world class‗ status when the goal is to ensure effective two 

way forecast communication between departments? Would not a stage 3 firm engaging in commu-

nication and coordination between the six departments be sufficient and more economical espe-

cially if a competent forecasting champion is at the helm? Thirdly, how does having on-screen 

reports, a stage 2 ‗benchmark‘ in the Systems dimension necessarily outperform an email attach-

ment with an accurate forecast from the forecasting champion? Numerous other examples may be 

cited to illustrate the point that one should not adopt the Mentzer /Moon et al. audit gradient as a 

path to forecast improvement as the research to date has not proved a causal relationship relation-

ship between the gradients and forecast excellence. Accordingly, Lawrence concludes: ―I would be 

concerned about reading too much into the stages and treating them as a definitive identification of 

the forecasting effectiveness of an organisation.” He instead views the framework as a “coarse 

grid for sifting through the mass of data uncovered” (Fildes et al., 2003: 32).   

 

Winklhoffer of the Nottingham Business School and the last commentator of the Fildes et al. 

(2003: 35) paper provides a milder explicit deconstruction of the Moon et al. ‗benchmark‘ and 

audit offering. Her focus is more on issues absent from the studies rather than present in the study. 

Specifically, top management support and the firm‘s general attitude are not measured or assessed 

in the ‗benchmarks‘ and audit. Secondly, is the marginal cost of attempting to improve the firm‘s 

forecasting function less than the marginal benefit gained from a more productive and efficient 

forecasting management product? Moon et al. are silent on these issues. Implicit in Winklhoffer‘s 

absent issues is a suspicion that a more complete understanding of effective forecasting manage-

ment needs to researched from a rationale and attitudinal and cultural perspectives and not just 

from a ‗coarse grid‘. Issue is also taken with respect to the ‗coarse grid‘ as the Moon et al. excel-

lence/sophistication stage progression works only on ordinal variables. Nominal variables such as 

the location of the forecasting function within the firm cannot be logically and progressively posi-

tioned on the rungs of the progression grid. Finally, an implicit issue is raised as to the quality of 

the research as measured by its external validity and generalizability. Clearly the types of firms 

interviewed are on the whole very large manufacturers, distributors and retailers. How would the 

audit fare on the floor of the forecasting department in a bank, or an investment broker or a fast 

food chain? Also the audits were conducted by Moon el at., scholars of the subject and long time 

part-time consultants. What would the quality of the audit be in the hands of a recent MBA gradu-

ate hired into his first job as the forecasting manager, à la champion or the long time CFO, an ac-

countant and the firm‘s de facto forecaster? Clearly the audit protocol is designed for the skills of 
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experienced researchers and consultants and may be a dangerous tool in the hands of a neophyte or 

the wrong person involved in the forecasting function at a typical firm. 

 

Heretofore deconstruction, both explicit and implicit, has taken place on the Moon et al. and 

Mentzer et al. contributions in the context of the Fildes et al. commentary. Deconstruction outside 

the scope of Fildes et al. and applied to the other offerings of the scholarly and applied literature in 

Section 2.1 and 2.2 is now discussed. Firstly, are the firms, researched in the aforementioned sec-

tions of this study, mainly large US based, multinational manufacturing firms representative of  the 

‗Western‗ moniker or is this really a case of just US firm benchmarks? To answer this question let 

us first consider the case of Canadian firms. In 1997, after Menzter et al. had just completed their 

study of the practices of 20 US based firms and just after Moon et al. had started their audit study, 

Klaasen and Flores (2001) conducted a survey of the forecasting practices of 118 Canadian firms. 

The firms were randomly selected and stratified into large and small manufacturing and large and 

small service groups. The results of the study revealed ―that practices in Canada are quite similar 

to the US but have some characteristics of their own.” Five years prior to this study Flores and 

Duran (1998) also conducted a survey of the forecasting practices of 54 Mexican firms.. More than 

half of the firms surveyed were manufacturers and the rest from the retailing, finance and construc-

tion sectors.  The results of this study showed Mexican firms lag US firms in their forecasting 

practices. It should however be noted this study focussed principally on forecasting 

method/techniques usage and the research was quite silent on the other aspects of forecasting man-

agement.  The profile of the firm in the Fildes and Hastings study was a large UK based multina-

tional manufacturing firm. A number of the “aspects of an organization‟s response‖ developed 

from the Fildes‘ study were similar to that of Mentzer / Moon et al. In short, published research to 

date does not offer any evidence to suggest the ‗benchmarks‘ developed by Armstrong, Fildes and 

Hastings and Mentzer / Moon et al., despite the high US weighting, is not representative of ‗West-

ern ‗ firms. In fact analysis of Type 4 data show forecasting practices of European subsidiaries of 

US holding firms do not materially differ and therefore it is the posit of this study the ‗bench-

marks‘ presented are representative of ‗Western‗ firms. 

 

Secondly, can one proffer a set of ‗benchmarks‘ or audit protocol from the study of three dozen 

firms? Moon et al. argue the firm total is not three dozen rather 410 gathered over 20 years of re-

search. To wit: ―Thus the database from which we can now draw our conclusions about „world 

class forecasting„ consists of the practices, successes and problems 410 companies have experi-

enced” (Moon, 2004).  However, the structured framework of the four stages of proficiency and 

associated ‗benchmarks‘ Mentzer et al. advocate came initially from in-depth pioneering inter-

views at 20 firms and then an additional 16 ‗validation audits‘ conducted by Moon et al. The re-

maining 374 firms surveyed, not interviewed or audited, by the author‘s own admissions focussed 

on techniques and methods rather than overall forecasting management. The present study views 

the Mentzer/Moon et al. ‗benchmarks‘ to have been derived from interviews at three dozen firms. 

The Fildes and Hastings study is derived from interviews at 10 divisions of the same multinational 
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manufacturing firm. Armstrong does not provide statistics or a profile of his ‗benchmark‘ firms. 

The majority of the Armstrong and Fildes and Hastings ‗aspects‘ are captured by the 

Mentzer/Moon et al. ‗benchmarks‘ and again this study views the ‗benchmarks‘ to have been de-

rived from at least 45 forecasting sites. Again, is this sufficient to qualify the qualitative 

events/characteristics as benchmarks? Moon et al. address this issue via a rebuttal to Fildes et al. 

(2003). Moon argues their ‗sampling plan‘ was aimed at achieving theoretical saturation rather 

than statistical ‗generalizability‗ similar to the approach used in grounded theory and they selec-

tively heeded the advice and guidance of McCracken: “it is more important to work carefully with 

a few people rather than to work superficially with many” and their advertising colleague at the 

University of Tennessee, Taylor (1994), who states: ―for quantitative research using in-depth in-

terviews, a sample size of 15 to 30 individuals is typical to understand the phenomenon of inter-

est.‖ From this guidance and following the precepts of grounded theory research they believed they 

achieved theoretical saturation on each ‗benchmark‘ with three dozen firms. This study accepts, for 

very different reasons than those put forth by Moon et al., the number of firms they interviewed 

and the suggested range of the number of firms, is sufficient to determine benchmarks and assess 

an alien firm‘s forecasting practices. The reasons for this conclusion will be dealt with at length in 

Section 4.5. 

 

Thirdly, the determination of the position or quality of a firm‘s forecasting practices relative to a 

set of benchmarks can be significantly influenced by the quality of the method of determination or 

measurement of the those practices. Specifically, to determine a firm‘s practices one may follow 

the often used approach of posting large numbers of questionnaires to personnel perceived to be 

knowledgeable on the subject of the firm‘s forecasting practices. Obvious pitfalls of this approach 

revolve around the quality of the respondent‘s actions and knowledge. Will the respondent take a 

reasonable amount of time to prepare a usable response, is the respondent qualified to answer the 

questions posed, is the respondent being truthful, is a truthful response accurate and will a respon-

dent in fact respond at all? All of these questions and others highlight the deficiencies of this ap-

proach. One only has to examine closely the survey of forecasting practices of Mexican firms con-

ducted in 1996 by Duran and Flores (1998) to gain an appreciation of the previous point. The au-

thors collaborated with Expansion, the leading business journal in Mexico, to have the latter use its 

mailing list to send out a survey instrument to 1,000 top-level executives in marketing and sales at 

Mexico‘s top firms. The authors received 54 (5.4%) responses explaining ―Mexican managers are 

not accustomed to responding to questionnaires. Also, Mexican economic conditions at the time of 

the survey did not help. Firms were worried about surviving and probably not interested in an-

swering a survey.” Given these admissions, one must pause at the quality of the 54 responses and 

the author‘s findings of Mexican firm‘s forecasting practices, especially the use of modern tech-

niques, as lagging those of US firms. Correspondence with Professor Flores as to whether a fol-

low-up survey under better times and conditions has been conducted yielded the response: ―There 

is something in the mill but still far (sic). Thanks for the interest .‖ The Armstrong (1982) diagnos-

tic audit protocol , as shown in Exhibit 2.1, is designed for the respondent to answer ‗Yes  or No‗ 
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or ‗?‗ to 16 qualitative benchmark questions. 16 yes‘s indicate: ―reasonable steps are being taken 

to obtain forecasts for the organization‖ while 16 no‘s indicate: ―gross negligence.‖ Issues to be 

reflected upon with this self audit approach again revolve around the ability of the respondent. 

Specifically, has the respondent bothered to read Professor Armstrong‘s fifteen pages of explana-

tions and examples associated with the 16 questions? Does the respondent understand the ques-

tions and explanations? If the respondent does understand the questions and explanations is he or 

she qualified to provide an accurate and fair response on behalf of the firm? To wit, who makes the 

determination as to what is ‗reasonable‗ in answer to question 16,  ―Amount spent on forecasting 

reasonable?”? To keep up with 21
st
 century technology this approach has now been transported to 

the Internet. A struggling or proficient practitioner or researcher may now engage in a similar self 

audit by first defining on a web page the ‗forecasting problem ‗ he or she is trying to address and 

then based upon that defined problem answering either of ‗yes‘, ‗no‘ or ‗? ‘ to a subset of 139 

questions of from the 16 categories of ‗benchmarks‘ (Armstrong, 2001). Despite this technological 

advance the pitfall in the responding process remains the same as the manual process and spurious 

or low quality audit measurements may result. The audit and interview protocols adopted by 

Mentzer et al. and Fildes and Hastings address most of the operational deficiencies and issues of 

the other approaches discussed but not all. The operational deficiencies that still remain are the 

qualifications and competency of the instrument of inquiry – the person conducting the interviews. 

Details of this issue were previously discussed under the Winklhoffer critique. 

 

2.4   Deconstruction of Western Forecasting Process ‘Benchmarks’  

 

The offerings of prescribed or ‗ideal‘ processes for the practice to measure up to or adopt runs the 

gamut from the operationally simplistic to the philosophically challenging. The Weinstein offer-

ing‘s benefit is its simplicity both from an operational and conceptual perspective. It shortcomings 

are its narrow organisational focus with only sales and sales support staff positioned as the primary 

drivers of the process while other departments (marketing, economics and senior management) are 

seen as passengers or secondary participants in the process. Its scope of application is also nar-

rowly defined as being only applicable to short-term operational forecasting in a manufacturing or 

industrial setting. The offering‘s concluding posit is: “This chapter has shown that due to the im-

portance of the process of forecasting in an industrial product's (sic) company, statistical forecast-

ing methods are not practical or attractive to management. The salesforce composite system, 

which is actually the dominant method for short-term forecasts, contains numerous situation-

specific biases as well as several universal weaknesses. Several ways of treating the weaknesses in 

order to minimize their effects have been proposed, together with a framework that models the 

interface, occurring at various levels, between the forecaster and his or her superior. This frame-

work should help in the analysis of a particular situation and in the assessment of some of the bi-

ases present ” (Weinstein, 1982: 426). Why is the existence of a defined and established forecast-

ing process, in any forecasting setting whether it be an industrial, service or financial, mutually 

exclusive or at odds with the use of statistical methods? Why is it not feasible for the approaches to 
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be complementary or collaborative? The Weinstein research finding based upon “three waves of 

interviews across numerous organizations” that management view statistical forecasting, in the 

context of defined and even revered process, not ―practical” or “attractive” should not be consid-

ered as an exemplar or ‗benchmark‘ forecasting process. It should rather be considered as an ex-

ample of process that presents an opportunity of further fulfilment or refinement, indeed a work in 

process. Weinstein also appears to be conceding the high ground by ―treating the weaknesses” of a 

solitary forecasting approach (salesforce composite) on the basis of the comfort level or lack of 

skill, training and intellectual capital of the management involved. Would not challeng-

ing/confronting the illness be a better treatment than anaesthetising the symptoms? 

 

The Cummins Engine process fills in a lot of the gaps of the Weinstein offering. It does however 

pivot around the external provision of econometric modelling services and thus may be beyond the 

capabilities of smaller firms in terms of resources and intellectual capital. It is also esoterically 

focussed to a heavy manufacturing setting and may not be generally transferrable to other sec-

tor/industry settings. Notwithstanding potential operating challenges the offering illuminates the 

very important concept of integration of various different forecasts in a single process – the very 

important practice missing or not confronted in the Weinstein process. This practice coupled with 

the philosophical orientation towards the process being market, industry and economy dependent 

and influenced, provides a valuable contribution and a marked refinement. 

 

The Fildes and Hastings “idealized forecasting system” or “marketing forecasting system” is pre-

sented by the authors as having many similarities with the Weinstein and Cummins offerings. It 

certainly fills in a lot of gaps left by the Weinstein offering and replicates a lot of the features of 

the Cummins process. However, it does significantly depart from the philosophical orientations of 

both Weinstein and Cummins and by doing so appears to present somewhat of a paradox. The 

Cummins orientation or genesis point is defined thus: “The forecasting process begins with a 

macro forecast obtained from an economic consulting service – with emphasis on national produc-

tion and consumption data. This provides the economic backdrop or environment within which it is 

assumed that Cummins, its competitors and its customers will be operating. Company forecasters 

refine these tentative economic forecasts by taking into account their own assumptions regarding 

changes in the economy, as well as additional data especially important in connection with the 

company‟s chief markets.” (Makridakis, 2003). The process genesis point in Weinstein is the 

salesforce compiling a bottom-up composite forecast with the input and guidance of “headquar-

ters staff analysis.” The latter analysis is comparable to the Cummins economic backdrop or envi-

ronment. Clearly both approaches are bottom-up market, economy and industry driven. One would 

expect the monikered „marketing forecasting system‟ of Fildes and Hastings, based upon a firm 

offering similar types of products and operating in similar environments, to follow the same ap-

proach. The process genesis point in the ―marketing forecasting system” is defined thus: “In this 

idealized organization, the short-term financial targets are set early in the budget round by the 

„Board‟ (or „Finance‟) which imply certain aggregate sales targets. These targets are passed 
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down to „Marketing‟ to be translated first into a set of marketing objectives, and, subsequently, a 

sales plan.” Prima facie, this process is conflicted and a paradox. How does one have ostensibly a 

‗marketing process‘ when the boundaries of market demand penetration are being dictated and 

possibly constrained by entities and influences (“the „Board‟ or Finance”) farthest removed from 

the markets? This top-down Finance driven process is clearly at odds with Weinstein, Cummins 

and most notably Mentzer and Moon (2006: 9). To whit: ―many companies confuse the functions 

of forecasting, planning, and target-setting. Operational plans for the level of sales to be 

achieved should be based upon the forecast of demand, but the two management functions should 

be kept separate. Similarly, target-setting should be done with a realistic assessment of expected 

future demand in mind, and this assessment comes from the sales forecast. In other words, the 

functions of planning and target-setting should be informed by forecasts of demand, but should 

not be confused with sales forecasting.‖ Mentzer and Moon further support their position based 

upon the results of their own survey conducted a year after Fildes and Hasting. They report that: 

―in many responding companies (34%) the planning process is backward, that is, the business plan 

is used to develop the forecast instead of the other way around. Apparently, management in these 

companies is more concerned with the business plan than the sales forecast, even though the latter 

should drive the former.‖ To their credit Mentzer and Moon suggest a remedy to this problem that 

is not significantly at variance with general process improvements suggested by Fildes and Hast-

ings. The Mentzer and Moon remedy is framed thus:‖Many companies have staunchly ingrained 

planning processes that start with earnings estimates that meet the expectations of external finan-

cial analysts and work backward to a "sales forecast.” Changing this process to one that starts 

with a market-based sales forecast, develops the financial plan from this base, and iterates back 

and forth between sales forecast and business plan until a plan is reached that takes into account 

marketplace and financial realities is not an easy task. Again, the sales forecasting champion role 

as a mentor is an integral part of bringing such a change to fruition.” One may further argue that 

the proffered “idealized forecasting system” or “marketing forecasting system” is at odds with 

itself. The authors identify the core of marketing and field intelligence emanating coming from the 

―centre‖ and assign this location with the special responsibility of ensuring the process is ordered 

resulting in others living up to their participative responsibilities. Specifically, they state: ―In figure 

1information is seen as flowing from the centre down (e.g,. macroeconomic activity, competitive 

behaviour, quality). The organizational aim should be to combine these differing information 

sources, and achieve a synthesis where information is available.”   Figure 1 referred to by the au-

thors is Exhibit 2.13 in the present study. They also contend: “In Figure 1 responsibilities are as-

signed to ensure that information, assumptions and objectives flow from the centre to areas which 

respond with conditional forecasts. Without such clearly specified responsibilities the other, more 

informal, structures encourage confusion” (Fildes & Hastings, 1994: 13).  These propositions 

seem perfectly plausible and achievable for any forecasting process but put in the context of the 

genesis point of the proffered ―marketing forecasting system” one is given pause. What if the 

Board of BES decides a 20% sales growth is the target to achieve a £1.10 EPS and the market re-

search department determines the primary market accounting for the growth is saturated and at the 
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same time external econometric consultants also determine an industry downturn is highly likely in 

the back half of the year which is the seasonal high for the primary sales markets? Who will pre-

vail in this conflict? Figure 1 (Exhibit 2.13) does not provide an iteration loop back to the Board 

for discussion and dissent. Alternatively what if BES Finance wishes to get inventories/stocks un-

der control and prevent current asset write-offs and determines they want to constrain supply con-

sistent with a 10% sales growth, eight stock turns and write-offs at 0.5% of sales while sales and 

marketing want a product mix of 13 weeks of inventory to suffocate a smaller competitor out of 

the market and gain share? Who will prevail? Clearly, under Exhibit 2.13 the BES Board and Fi-

nance trump the ‗centre‘ and the latter is marginalised to the role of staff sales and marketing sup-

port – a process paradox at odds with itself. An extreme but logical view is BES may be seen as a 

top-down supply or target driven organization with a ‗marketing forecasting system‘ in place to 

ensure these goals are met in an orderly and successful manner. 

 

Notwithstanding the above pause points and apparent paradoxes the Fildes offering does contribute 

a number of facets to be considered in developing a ‗benchmark‘ forecasting process. One worth-

while facet is process recognition of potential circumvention (gaming the system) by the actors 

involved in the process. Most processes are blind to this conduct or ignore the fact that this cir-

cumvention takes place. Another worthwhile facet is the role and conduct of the process protago-

nist (the forecasting manager/champion) in general and in particular preventing ‗gaming of the 

process‘. Explicit incorporation of this facet into a ‗benchmark‘ process as Fildes advocates is 

meritorious. 

 

The Lavelle (1988) offering is unremarkable except for the explicit separation of MRP and DRP 

systems that appear as ‗manufacturing‘ in the Cummins and Fildes offerings. The Chase (1999) 

offering is quite elaborate but is merely a detailed version of the Cummins process and indeed a 

validation of the latter developed circa 1977. One point of divergence between the two offerings is 

that Chase advocates a role of the forecaster and the process beyond prognostication of the status 

quo to the role of prescriptive changer of the status quo. This posit is very worthy of consideration. 

 

2.5   Chapter Summary 

 

This chapter unveiled the first step of the „Long Interview‟ research strategy, namely the review of 

the analytic categories and interview design. This step calls for a thorough review of the extant 

scholarly and applied literature on forecasting practices and associated benchmarks. This chapter 

focussed on the first type of ‗benchmarks‘ which are qualitative in nature and various associated 

forecasting processes. This type of review differs from the norm however in that the literature re-

view is considered a critical process that makes the investigator the master not the captive of pre-

vious scholarship. Accordingly, the latter part of the chapter was devoted to ‗deconstruction‘ of the 

extant literature on qualitative ‗benchmarks and forecasting processes.  
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Chapter 3  Continuing Review of Analytic Categories  

"It is truth very certain that, when it is not in one's 
power to  determine what is true, we ought to follow 

what is more  probable."  (René Descartes)  

                                     

 3.1 Literature Review of Western Quantitative ‘Benchmarks’ 

 

The Western qualitative ‗benchmarks‘ presented in Chapter 2 were derived from multiple sources 

and researchers. In contrast extant literature on quantitative ‗benchmarks‘ are contributed from the 

research of a single source for reasons that will become apparent once the benchmarks are identi-

fied and explained. The single source in question is the US based Institute of Business Forecasting 

(IBF), a practitioner orientated educational and research centre. The IBF offers and conducts a 

number of ―Best Practices Forecasting Conference /Tutorials‖ each year at different locations in 

the US. There were five of these conferences in 2001, 2002, 2004, 2005, 2006, four in 2003 and 

six in 2007. Attendees at these conferences are either employed as forecasters by their sponsoring 

firms or involved in the forecasting function in some fashion. Others are individuals who are inter-

ested in becoming forecasters. The sponsoring firms are generally upper midsize to large firms. To 

wit, 67% of the 2007 sponsoring firms had turnover figures exceeding US$500 million and more 

(Jain, 2007: 10). At these conferences the attendees are surveyed and provide quantitative re-

sponses to seven categories of forecasting attributes associated with the firm‘s forecasting prac-

tices. The attributes number 25 in total. Compilation and analysis of the surveys result in the publi-

cation of the IBF‘s quantitative benchmarks editions of the Journal of Business Forecasting. The 

categories and benchmarks are shown in Exhibit 3.1:  

   

 
 

            Exhibit 3.1: Quantitative Categories and Benchmarks 

       Forecasting Dimensions

1 Age of Forecasting Function
2 Number of Forecasters

        Management Support

3 Support of Upper Manangement
       Forecasting Process

4 Placement of Forecasting
5 Conflict of Interest Among Different Functions affect accuracy
6 One or Multi Number Forecasts
7 Forecasting Horizon
8 Periodicity of Forecast Generated
9 Production Locked Period

10 Forecast Revision
11 Monitoring / Documenting Forecast Accuracy
12 Incentive in Place to Improve Accuracy
13 Consensus Meetings
14 Sales and Operations Planning Process ( S&OP )
15 Collaborative Planning ( CPFR )

      Forecasting Methods

16 Type of Method
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Exhibit 3.1 (Continued): Quantitative Categories and Benchmarks  

 
All measures of the 25 attributes published by the IBF are simple averages of the aggregate re-

sponses obtained from the conference surveys. A brief description of each forecasting category 

attribute is as follows: 

 

    Forecasting Dimension Category 

 

(1) Age of the Forecasting Function - Measures the age of a bona fide forecasting function 

established at the firm in years. Forecasting function is defined as a dedicated, independ-

ent, full-time function whose charter is exclusively to forecast an array of business vari-

ables, inter alia, sales, order demand, services, market, industry and economic indicators. 

Part-time forecasting activity as part of another department such as forecasting cash flow 

or receivables/debtors in a budgeting or financial planning department does not constitute 

a forecasting function under the definition of this attribute. 

 

(2) Number of forecasters - Measures the number of hired employees whose job description 

is exclusively that of forecasting business variables as described in (1) 

 

    Management Support Category 

 

(3) Support of Upper Management - Measures the percent of respondents who believe their 

senior management is highly supportive, somewhat supportive or adverse to the existence 

of bona fide forecasting activities and/or the forecasting efforts of the respondents. 

 

    Forecasting Process Category 

 

(4) Placement of Forecasting -  Measures the percentage departmental frequency location of 

the forecasting function amongst the firm‘s various departments. 

 

(5) Conflict of Interest Among Different Functions Affect Accuracy – Measures the percent-

age of respondents who believe the different forecasting agendas of different departments 

17 Type of Time Series
18 Type of Cause and Effect
19 Type of Judgmental

       Forecasting Error
20 Error Levels

       Software and Systems
21 Forecasting Software
22 Forecasting Systems

        Forecaster Profile
23 Salary
24 Background
25 Education
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at the firm affect the accuracy of the forecast. A typical example of this is the Sales and 

Marketing department wishing a high volume forecast to prevent stock-outs to customers 

while Operations prefers a lower number so they do not get caught with excess inventory 

while Finance is caught between the two to meet revenue and profit goals and at the same 

time effectively managing the firm‘s assets. 

 

(6) One or Multi-Number Forecasts – This attribute is sired from (5) above and measures 

what percentage of respondents report that their firms use one forecast as the basis of 

sales, operational, strategic and financial plans and what percentage of respondents report 

their firms use two or more forecasts for parochial plans. 

 

(7) Forecast Horizon – Measures in percentages how far into the future responding firms 

forecast according to specific periods in the future. Examples are 30, 60, 90 or 360 days 

into the future. 

 

(8) Periodicity of Forecast Generated - Measures in percentages the different types of period 

segments forecasts responding firms generate. Examples of this are monthly forecasts for 

the following year or quarterly forecasts for the next three years. 

    

(9) Production Locked Period – In the case of manufacturing forecasting settings, this attrib-

ute, measures in percent, the different time periods that responding firms do not tamper 

with or adjust their production plans thereby rendering any changes in forecasts for those 

time periods moot. This attribute is not applicable to service, econometric and financial 

applications. An example of this would be to ‗freeze or ‗lock‗ the production quantity of a 

specialized product for the first 30 days of each production period. 

 

(10) Forecast Revision – Measures in percent how often, according to defined time periods, 

respondents revise their forecasts. 

 

(11) Monitoring and Documenting Forecast Accuracy – Determines the percentage of respon-

dents who pay attention to the forecast errors that have been experienced in the past. 

 

(12) Incentive Plan in Place to Improve Accuracy – Determines what percentage of responding 

firms either provide monetary or promotional bonuses for improving the accuracy of 

forecasts produced by its forecasters. 

 

(13) Consensus Meetings – Measures the percentage of respondents who utilize the forecasting 

process instrument of consensus meetings to reconcile different forecasts of the same 

variable produced within a firm. 
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(14) Sales and Operations Planning Process (SO&P) - Measures the percentage of firms who 

have adopted SO&P. The latter is a recent management development for reconciling 

sales, demand and budgets in an attempt to optimize a firm‘s assets. 

 

(15) Collaborative Planning, Forecasting and Replenishment (CPFR) – Assesses what percent-

age of firms extend SO&P, which is an internal collaboration process, beyond the walls of 

the firm to its customers and collaborate with them in the areas of end-user customer de-

mand and inventories/stocks levels. 

 

    Forecasting Methods Category 

 

(16) Type of Method/Model – Determines the percentage of respondents who use Time Series, 

Cause and Effect, Judgemental and Other forecasting methods/models. 

 

(17) Type of Time Series Method – Five different types of time series forecasting method us-

age by respondents are measured in percentages. 

 

(18) Type of Cause and Effect Model - Three different types of cause and effect forecasting 

model usage by respondents are measured in percentages. 

 

(19) Type of Judgemental Method - Five different types of judgmental forecasting method 

usage by respondents are measured in percentages. 

 

Forecasting Errors Category 

 

(20) Error Levels – Forecast errors experienced by respondents are recorded using the MAPE 

(mean absolute percentage error) measurement. These percentage errors are measured at 

the lowest level of forecasting activity namely, the stock keeping unit (SKU) level, a 

product or service category level and finally at the aggregate firm level with the latter 

level being enumerated in either sales, orders, profits or earnings at the monetary or 

nominal level of measurement. 

 

Software and Systems Category 

 

(21) Forecasting Software – Measures what percent of respondents use spreadsheet packages 

for their forecasting tasks and what percentage use bona fide statistical time series and 

causal method/model packages for their forecasting tasks. 
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(22) Forecasting Systems – Measures the percent of usage of large scale, integrated, commer-

cial forecasting systems by respondent firms. Usage of five major vendor system types 

together with a remaining ‗Other‗ vendors category are tracked. 

 

Forecaster Profile Category 

 

(23) Forecaster Salary – The annual salaries paid by respondent firms at various levels of fore-

casters employed by the firm are reported in thousands of USD. 

 

(24) Forecaster Background – The individual functional or departmental area or academic dis-

cipline the current respondent forecasters have hailed from is measured in percentage 

terms. These areas range from Finance/Accounting to Sales to Mathematics and Statistics 

to other functional areas of the firm or academic disciplines. 

 

(25) Forecaster Education – The individual academic qualification level obtained by the re-

spondent forecasters are measured in percentages. 

 

16 to 18% of the attendees represent firms from Western Europe, Canada and Mexico. In addition, 

the surveys capture measurements and resultant benchmarks for the following 10 indus-

tries/sectors: 

 

   (a) Automotive 

   (b) Computer/Technology 

   (c) Consumer Products 

   (d) Food/Beverages 

   (e) Healthcare  

   (f) Industrial Products 

   (g) Pharmaceuticals 

   (h) Retail 

   (i) Telecommunications 

   (j) Transportation 

 

It should however be noted, response rates in certain industries, such as the Telecommunications 

industry, due to deregulation, are inadequate and these and other like data are not used in this 

study. The IBF explain their position on this issue as: ―In drawing conclusions on various issues, 

one should pay close attention to the number of responses. The number of responses in certain 

categories was very small, which is given in most cases. The idea is that some information is better 

than no information. As the forecasting function continues to grow in importance, more detailed 

and definitive data will emerge, allowing even stronger insight and inferences regarding the direc-

tion of the forecasting profession.” (Jain, 2006b: 6).  
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The seven categories of ‗benchmarks‘ of the 10 industry aggregate surveyed at the IBF confer-

ences for the years 2000 to 2007 are shown in Exhibit 3.2. Different measures for each of the 

‗benchmarks‘ are shown in the exhibit and consist of average years, average number of employees, 

average percentages for the majority of the ‗benchmarks‘ and median salaries for forecasting em-

ployees. The ‗nd‘s  in Exhibit 19 indicate a particular attribute was not surveyed in certain years or 

the IBF did not publish the results of the survey: 

 

 

Exhibit 3.2: Aggregate (All Industry) Quantitative Benchmarks  

Source:  Institute of Business Forecasting, Jain, 2001-2007. 

All Industries

( Calendar Year ) 00 01 02 03 04 05 06 07

Forecasting Dimensions

1 Age of Forecasting Function ( in years ) 5.5 5.6 5.7 5.4 5.6 5.0 5.1 7.3

2 Number of Forecasters ( in employees ) 4.7 4.6 4.4 3.7 4.7 3.4 4.2 4.9

Management Support

3 Support of Upper Manangement ( in percent )

Highly 44.0 45.7 47.7 42.3 44.0 43.0 57.0 54.0

Somewhat 52.0 49.5 48.9 54.3 53.0 51.0 42.0 45.0

No Need 4.0 4.8 3.4 3.4 2.0 6.0 1.0 1.0

Forecasting Process

4 Placement of Forecasting ( in percent )

Finance 12 14 10 9 6 5 7 7

Forecasting 7 10 9 11 12 8 12 19

Strategic Planning 5 6 5 4 3 12 4 6

Forecasting and SP 11 16 15 14 15 20 16 25

Logistics 10 9 14 10 12 12 11 7

Operations/Production 19 20 20 25 25 26 26 27

Supply Chain 29 29 35 34 37 38 37 34

Marketing 19 20 20 21 15 13 14 12

Sales 17 12 13 15 15 17 15 10

Sales and Marketing 36 32 32 36 30 30 29 22

Other 11 9 8 7 12 8 11 12

5 Conflict of Interest Among ( in percent )

Different Functions affect accuracy Yes 69.0 58.5 65.7 63.0 69.0 64.0 63.0 60.0

No 31.0 41.5 34.3 37.0 31.0 36.0 37.0 40.0

6 One or Multi Number Forecasts ( in percent )

One-Number nd 56.4 55.6 52.0 47.0 56.0 40.0 49.0

Multi-Number nd 43.6 44.4 48.0 53.0 44.0 60.0 51.0

7 Forecasting Horizon ( in percent )

One Month 18.1 18.4 12.1 16.7 15.0 12.0 10.0 13.0

One Quarter 17.7 17.4 15.9 17.5 17.0 17.0 16.0 16.0

One Year 34.8 34.4 36.8 41.4 39.0 46.0 44.0 36.0

Year + 29.5 29.8 30.2 24.4 29.0 22.0 29.0 35.0

8 Periodicity of Forecast Generated ( in percent )

Weekly nd nd nd nd 11.0 nd 14.0 17.0

Monthly nd nd nd nd 41.0 nd 42.0 38.0

Quarterly nd nd nd nd 15.0 nd 13.0 14.0

Annual nd nd nd nd 24.0 nd 23.0 22.0

Year + nd nd nd nd 9.0 nd 7.0 9.0



 

39 

 

 

 

Exhibit 3.2 (Continued): Aggregate (All Industry) Quantitative Benchmarks 

Source:  Institute of Business Forecasting, Jain, 2001-2007.  

All Industries

( Calendar Year ) 00 01 02 03 04 05 06 07

9 Production Locked Period ( in percent )

One Month nd 36.9 41.0 46.6 46.0 52.0 41.0 45.0

Two Months nd 16.9 13.9 21.4 16.0 13.0 24.0 16.0

Three Months nd 18.3 21.4 17.4 19.0 19.0 17.0 20.0

Three Months + nd 27.9 23.7 14.6 19.0 16.0 18.0 19.0

10 Forecast Revision ( in percent )

Once a month 51.9 54.2 60.0 70.4 68.0 nd 73.0 67.0

Once a quarter 14.0 18.1 15.9 7.9 7.0 nd nd 9.0

Once a year 18.0 9.9 6.4 1.9 3.0 nd nd 1.0

Year + 16.1 17.8 17.7 19.8 22.0 nd nd nd

11 Monitoring / Documenting ( in percent )

Forecast Accuracy Yes 76.6 75.1 71.5 73.0 76.0 nd 83.0 72.0

No 23.4 24.9 28.5 27.0 24.0 nd 17.0 28.0

12 Incentive in Place to ( in percent )

Improve Accuracy Yes 26.7 32.5 31.9 27.0 33.0 nd 34.0 nd

No 73.3 67.5 68.1 73.0 67.0 nd 66.0 nd

13 Consensus Meetings ( in percent )

Yes 78.0 76.3 80.8 83.0 77.0 74.0 83.0 76.0

No 22.0 23.7 19.2 17.0 23.0 26.0 17.0 24.0

14 Sales and Operations ( in percent )

Planning Process ( S&OP ) Yes nd nd nd 65 62 60 64 70

No nd nd nd 35 38 40 36 30

15 Collaborative Planning ( in percent )

Forecasting and Replenishment Yes nd nd nd 27 39 26 38 43

( CPFR ) No nd nd nd 73 61 74 62 57

Forecasting Methods ( in percent )

16 Type of Method Time Series 60.0 61.3 63.1 71.0 67.0 68.0 72.0 61.0

Cause and Effect 24.0 22.7 19.7 19.0 23.0 20.0 17.0 18.0

Judgmental 8.0 13.9 14.0 10.0 9.0 12.0 11.0 15.0

Other 8.0 2.1 3.3 0 1.0 0 0 6.0

17 Type of Time Series Averages 18.3 25.1 26.5 27.0 23.0 25.0 24.0 22.0

Box Jenkins 4.7 7.4 8.1 6.0 8.0 7.0 6.0 7.0

Decomposition 3.2 8.4 7.0 5.0 6.0 3.0 4.0 6.0

Exp Smoothing 15.2 23.8 24.7 25.0 28.0 29.0 30.0 29.0

Simple Trend 19.2 35.4 33.7 38.0 35.0 36.0 36.0 36.0

18 Type of Cause and Effect Econometric 6.8 22.9 22.4 21.0 20.0 16.0 20.0 14.0

Neural 1.6 8.6 5.2 5.0 3.0 5.0 0 7.0

Regression 15.9 68.6 72.4 74.0 77.0 79.0 80.0 79.0

19 Type of Judgmental Analog .69 23.3 19.9 24.0 36.0 38.0 27.0 35.0

Delphi 2.2 22.1 22.8 16.0 25.0 15.0 15.0 22.0

Diffusion nd nd nd 4.0 16.0 6.0 6.0 1.0

PERT .10 5.8 8.8 13.0 9.0 4.0 2.0 1.0

Survey 4.6 48.8 48.5 43.0 14.0 37.0 50.0 41.0

Forecasting Error ( in percent )

20 Error Levels SKU - one month 25.0 27.6 19.9 26.0 26.0 28.0 27.0 29.0

SKU - one quarter 33.0 28.8 26.6 29.0 30.0 34.0 32.0 33.0

SKU - one year 21.4 32.7 27.8 30.0 29.0 39.0 32.0 38.0

Category - one month 18.0 19.3 13.4 17.0 18.0 18.0 20.0 16.0

Category - one quarter 20.0 18.0 15.8 15.0 19.0 22.0 22.0 22.0

Category - one year 16.5 21.0 18.8 16.0 21.0 23.0 29.0 27.0
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Exhibit 3.2 (Continued): Aggregate (All Industry) Quantitative Benchmarks  

Source:  Institute of Business Forecasting, Jain, 2001-2007. 

 

In summary, it is noted the IBF‘s proffered ‗benchmarks‘ are the result of a series of surveys at 

fairly consistent intervals with the same target group of respondents polling developments and 

movements in roughly the same set of ‗benchmarks‘. This level of consistency has resulted in the 

presentation above of a longitudinal/time series summary of the ‗benchmarks‘ which makes meas-

urement comparisons more meaningful than the ‗snap-shot‘ or discrete survey variety. Numerous 

other discrete surveys of a specific or small subset of the seven category IBF ‗benchmarks‘ have 

been conducted in the past. Sparkes and McHugh (1984) surveyed the opinions of 76 cost and 

management accountants in the UK with respect to forecasting techniques used some 25 years ago. 

As previously noted on pages 9 and 13, Mentzer and Cox (1984) conducted a similar survey which 

polled familiarity, usage and accuracy aspects of techniques used at US firms. Dalrymple (1987) 

obtained only a 16% response from 134 respondents to a questionnaire addressed to marketing and 

forecasting managers at 860 US firms. The questionnaire dealt with how the firms prepared their 

forecasts, the techniques they used and the accuracy they achieved. Sanders and Manrodt (1994) 

again studied the methods of forecasting used at US firms from the 19% response they received to 

letters sent to 500 US firms. They also studied why judgmental techniques were so frequently 

All Industries

( Calendar Year ) 00 01 02 03 04 05 06 07

Company - one month 12.4 11.0 10.6 15.0 13.0 13.0 17.0 11.0

Company - one quarter 14.7 10.5 16.4 16.0 17.0 17.0 20.0 20.0

Company - one year 15.5 11.1 15.4 16.0 16.0 14.0 20.0 21.0

Software and Systems ( in percent )

21 Forecasting Software Spreadsheet 58.3 46.1 48.0 64.0 49.0 46.0 44.0 42.0

Forecasting 41.7 53.9 52.1 36.0 51.0 54.0 56.0 58.0

22 Forecasting Systems i2 Technology 17.7 13.4 15.2 11.0 7.5 9.0 5.0 3.0

Manugistics 20.8 14.9 18.0 16.0 18.0 19.0 18.0 18.0

Oracle 14.9 13.4 11.8 11.0 16.8 11.0 9.0 11.0

SAP 20.5 20.7 21.1 23.0 20.5 25.0 24.0 24.0

Other 26.1 37.7 33.9 39.0 38.0 36.0 44.0 56.0

Forecaster Profile ( in US$, 000 )

23 Salary Analyst 45 47 49 50 49 50 52 54

Senior Analyst 54 62 63 62 64 66 68 68

Manager 55 71 75 77 77 79 78 79

Director 94 105 105 103 111 111 109 111

Vice President 129 143 143 144 163 161 156 158

24 Background ( in percent )

Finance/Accounting 28.4 15.0 12.8 12.9 12.0 14.0 16.0 13.0

Marketing 16.8 18.9 19.6 18.6 16.0 23.0 24.0 26.0

Sales 12.1 11.9 12.6 10.5 10.0 13.0 12.0 9.0

Statistics/Maths 16.9 15.8 14.7 13.2 6.0 7.0 8.0 10.0

Operations 11.4 17.4 19.8 25.9 31.0 33.0 31.0 32.0

Other 14.4 21.0 20.6 18.9 25.0 10.0 9.0 10.0

25 Education ( in percent )

High School nd nd nd 8.0 3.0 5.0 6.0 8.0

Bachelor nd nd nd 50.0 49.0 50.0 52.0 52.0

Masters nd nd nd 33.0 45.0 43.0 41.0 41.0

Doctorate nd nd nd 9.0 3.0 2.0 1.0 4.0
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used. The theme of judgmental forecasting usage was further explored by Fildes and Goodwin 

(2007) with a survey of 144 respondents at five forecasting conferences conducted in the US and 

five other corporate respondents. The Fildes and Goodwin survey differed from the four aforemen-

tioned surveys in that it was conducted within the framework of a previously established set of 

forecasting criteria, namely the Armstrong (2001) set of ‗principles‘. Unfortunately the focus was 

very narrowly defined to 11 ‗principles‘ related to usage, application and value of judgmental fore-

casting. All of the aforementioned studies have a number of common attributes. As previously 

stated, they are all discrete studies. They are essentially about the same aspect of forecasting, 

namely methods of forecasting. Most importantly they are reports of findings to ‗one off‘ surveys 

and do not make claim or suggest to be „benchmarks‟. The only study that ventured in the direction 

of a ‗benchmark‘ study was Fildes and Goodwin (2007) but even that venture was very limited. As 

a result of all of the aforementioned characteristics the present study utilizes these works as sup-

plementary, related evidence to the main core of evidence - the IBF‘s seven category, 25 attribute, 

eight year longitudinal suite of proffered ‗benchmarks‘. 

 

3.2 Deconstruction of Western Quantitative ‘Benchmark’ Literature 

 

The deconstruction of the quantitative ‗benchmark‘ literature will be conducted from two perspec-

tives, initially from a philosophical/qualitative perspective and then from a quantitative/technical 

perspective. 

 

The IBF proffer the quantitative ‗benchmarks‘ as reflective and/or representative of the “norms” 

of forecasting practice for ten different Western industries with the intent of providing the prospec-

tive or current forecasters and/or their manager with a positional beacon (Jain, 2006b: iii).  This 

beacon is intended to illuminate where the firm‘s forecasting practices currently are or should be 

relative to the beacon. Upon determination of these positions the assumption is that improvements 

could, will or should follow in the case of positive positional deviations from the norm. The pre-

sent study disagrees with the proffer and assumption for a variety of reasons. Firstly, the positional 

‗norm‘ does not necessarily guarantee or even portend quality and effectiveness in a forecasting 

practice. This fallacy of composition does not only afflict forecasting practice but other practices 

as well. Consider the practice norms of professional female fashion models: ―You should be some-

where between 15 and 22 years old, though probably closer to fifteen. Models don't have careers 

that last as long as say, doctors, so agencies tend to want to invest their time in someone young. 

You should be tall, long-legged, and lean. The minimum height is usually about 5'8", and average 

weight for a model is 108-125 lbs. These characteristics are partly aesthetic and partly practical: 

this type of frame looks good on the runway and in front of the camera (which, they say, adds 15 

pounds); and a somewhat scrawny build drapes clothing nicely and ensures a good fit in the stan-

dard wardrobe. There are always exceptions to the rule, of course - Kate Moss is 5'7" and Gabri-

elle Reece is a giant 6'3" - but, in general, the closer you are to the industry norm, the better your 
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chances ― (Anon, 2007). So sayeth the norms of the fashion industry, but they omit to provide the 

medical industry norm that the very same models weigh 23% less than the weight considered to be 

necessary to avoid serious health risks (SNAC, 2007). In fact the proliferation of sub 100 pound 

female models gainfully employed and gaining celebrity are rewriting the norms. But do these 

rewritten norms portend success in the industry or a booking at the local mental and physical dis-

order rehabilitation clinic? Similarly, the latest 2007 norm/‗benchmark‘ of the average number of 

forecasters employed by all industries is 4.9, a slight increase from the average the year before. Is 

this good practice positively correlated with increased forecasting accuracy and effective forecast-

ing practice, a measure of over employment in the practice or a discrete statistic? Clearly it is the 

latter. Secondly, the positional ‗norms‘ proffered are, for the most part, measures of frequency 

rather than quality making the determination of good practice difficult. As an example, the 2004 

surveys indicate that 140 (49%) of the firms represented at the conferences used electronic spread-

sheets to compile forecasts while the remaining 143 (51%) firms used bona fide forecasting soft-

ware packages to generate their forecasts. What do we conclude from these statistics? Are the 

spreadsheet users missing out on the opportunity to improve forecast accuracy by not taking ad-

vantage of the benefits of advances in forecasting software technology or are the software package 

users needlessly spending a firm‘s resources by using software they neither understand how to use 

or do not provide any better results than an ordinary spreadsheet? Clearly the answer to these ques-

tions is that the discrete quantitative statistics should be used, not as standalone measures, but 

rather in conjunction with qualitative event driven benchmarks such as those detailed in Chapter 2. 

By following this approach, as the present study does, the quantitative measures become more 

meaningful, easier to interpret and apply. This applies to those forecasting attributes requiring a 

qualitative contextual dimension to provide more meaning than a black and white or binary result. 

Some of the attributes, such as the ‗norms‘ of forecasting accuracy levels and salaries, education 

and background of the forecaster do not require the extra dimension to clarify their meaning as 

their meaning is empirically self evident. Thirdly, what value does one place in the proffered 

‗benchmarks‘ bearing in mind the IBF‘s survey data sources? The respondents are individuals who 

have paid a fee to attend a conference. Who are these individuals and what are their qualifications 

and experience to answering questions related to best practices in the field of forecasting manage-

ment? The IBF survey asks three questions about the respondent, namely, what is your salary, 

background and education? Is this sufficient due diligence as to the credibility of the respondent? 

For a survey of a respondent in a soft drink taste test or a political candidate preference it is, for 

scientific research and guidance related to the subject of best practices and world class forecasting 

management practice, clearly it is not. This ‗blind leading the blind‘ and the ‗inmates running the 

asylum‘ syndrome sadly is not confined to forecasting management research. The field of legal 

research suffers the same affliction. “In the nation's law schools, students decide who among their 

professors will publish or perish. The students who run the nation's top 20 law reviews gathered at 

Stanford Law School on Feb. 25-26 to discuss this unusual state of affairs with law professors, 

lawyers and judges. „Never before in more than two centuries of jurisprudence has so much unre-

viewable discretion been gathered together," Stanford law Professor Joseph Grundfest remarked 
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as he surveyed the audience of mostly student editors gathered to listen to a panel discussion of the 

topic "Do the inmates run the asylum?‟ The title was inspired by the fact that, unlike other aca-

demic graduate or professional programs, law turns the decision on what to publish over to its 

least experienced participants - its students‖ (Stanford News Service, 1995). Another more univer-

sal example of this malady is the internet based Wikipedia touted as the ‗biggest multilingual free-

content encyclopedia‘ (sic). What are the qualifications of its research contributors? - a computer 

and an internet communication connection.  

 

From a technical deconstruction perspective, one has to question the voracity and validity of the 

IBF‘s survey research method. The IBF has chosen a quantitative survey research method. As such 

it is required to follow valid protocols and principles with respect to statistical sampling plans, 

representativeness and/or generalizability inferences. The ‗benchmark‘ survey samples are non-

random and non-stratified, drawn mainly from a pool of respondents from large manufacturers and 

retailers. No evidence has been presented by the IBF supporting the representativeness of the sam-

ples to the population as a whole or to the generalizability of the ‗benchmark norms‘ to the popula-

tion as a whole. The IBF concedes this point with the respect to the industry data as quoted in Sec-

tion 3.1. It is silent on the adequacy of the all industry samples and does not publish any evidence 

or analysis for the researcher to conclude the samples used in the publication of their benchmarks 

are representative of best forecasting management practices of the Western firm population. In fact 

the last statistics published by the IBF on sample sizes and industry segment ‗norms‘ was in 2004. 

At that time the number of respondents was approximately 300 and during the period 2000 to 2004 

the IBF conference attendee population has never exceeded 450. These tallies also do not necessar-

ily reflect actual tallies of firm coverage as more than one representative of a single firm may at-

tend the sessions and respond to a survey. Nevertheless to contextualize these tallies, the US Cen-

sus bureau reports that in 2004 there were 17,047 firms with over 500 employees registered in the 

USA. Of those firms 4,036 (24%) were manufacturers, 2,272 (13%) were retailers, 2,987 (18%) 

were wholesalers, 2,878 (17%) were service professionals and 2,123 (13%) were engaged in trans-

portation (US Census Bureau, 2005). 

 

3.3 Literature Review of South African Forecasting Practices 

 

To this point the literature review and deconstruction thereof has focussed on published US, Cana-

dian, Mexican and British studies related to forecasting practices. This section moves the focus to 

South Africa. Sabinet Online Ltd., an established library and information service provider, list ab-

stracts of 71 articles and studies that have been published in a variety of journals over the last 20 

years relating to South African business forecasting activities (Sabinet, 2008a). Similarly, it re-

cords 65 unpublished academic studies as having been completed over the last 25 years on the 

same subject (Sabinet, 2008b). The National Research Council tallied 61 studies for the latter cate-

gory. Like the Western contributions, the vast majority of these published and unpublished works 
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focus on methods and formulae not on the overall forecasting practice per se. Four contributions 

amongst this very limited sampling frame are on point with a number of aspects of the present 

study. All the contributions hail from the University of the Witwatersrand Business School (WBS). 

Three studies were conducted by students and one by faculty based in part on the work of their 

students. Kaye (1985) conducted an MBA prerequisite study on the topic of forecasting practices 

in large RSA firms. The study employed a quantitative mail survey method. Questionnaires were 

sent to the Managing Director (MD) of all firms listed on the JSE, a total of 535 firms. The MD 

was requested to have the 30 question instrument “filled out by the person most responsible for the 

preparation of forecasts and by the person most responsible for the use of those forecasts.” 62 

responses were received. 28 (45%) from forecast preparers, 23 (36%) from forecast users and 

11(19%) were both. In essence 31 firms were polled from a population of 535, a response rate of 

5.8%. Kaye reported, inter alia:  

 

1) 70% of the sample firms employed less than 3 people to perform forecasting functions 

despite their large overall sizes – 60% of the sample employed over 2,000 people.  

2) 80% of the sample reported they produce formal forecasts. 

3) 70% of the sample claimed accuracy results of less than 10% for ‗regularly prepared fore-

casts‘ for production planning purposes. 5% of the sample reported errors over 20%. 

4) Subjective methods were used in preference to technical methods. 

5) 90% of the sample used computers to aid their forecasting but only half of the computer 

users ran forecasting software on their machines. 

6) 95% of the preparers have had no formal training in statistics or management science. 

7) Users and preparers displayed different perceptions of each other‘s abilities.  

8) All respondents believed forecasting importance in corporate planning would not de-

crease in the future with 65% of the sample believing it would increase in importance. 

9) Despite sample firm size differences relative to the sizes of the firms in comparable US 

and UK surveys, there were few differences in the practices adopted in each country. 

10) The Finance Manager was most frequently responsible for forecast preparation 

 

Kaye concluded one key way to improving the effectiveness of the forecasting function is better 

‗training‘ of the practitioners. Wilson (1987) followed Kaye with a similar MBA prerequisite 

study. This study surveyed (via a mail questionnaire to the MD) The Financial Mail‟s Top 100 

firms. The focus of the survey was the role econometric modelling played in the firm‘s forecasting 

and planning processes. 50 firms responded to the survey. While econometric modelling falls into 

the technique/method/formula genre, it was reviewed as the work touched on forecasting and 

planning practices of RSA firms. It also covered areas cited in a subsequent contribution which is 

directly on point with the present study. The Wilson study concluded, inter alia, that econometric 

modelling usage, as part of the forecasting and planning processes, was widespread in South Afri-

can commerce and industry. A number of specialised institutions and firms service the needs of the 

widespread users across different industries. Outfits focussing on forecasting exchange rates, 
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which is an important variable in the South African business setting, were deemed of value. South 

African firms surveyed recognised the practice of forecasting was a very risky venture and that 

formalised processes and techniques were needed to meet this challenge. Econometrics was 

viewed as meeting the technique need. Utilizing the groundwork research of their MBA students, 

Yeomans and Bendixen (1988) published a solitary South African contribution on domestic busi-

ness forecasting practices in the now defunct „The Statistician‟ journal. The study reports four top-

ics: (1) a proffered definition and process of business forecasting, (2) ‗forecasting complexity in 

South Africa‘, (3) practices in South Africa illustrated by sample case studies of domestic firms 

and (4 ) conclusions derived from the study. Yeomans and Bendixen offer the following definition 

of business forecasting: “Business Forecasting is an interpretative process, founded on the most 

relevant and widely based knowledge obtainable and utilising any analytical techniques and meth-

ods able to produce clearer images of what has happened in the past, designed to predict likely 

outcomes in the future.” They operationalise this definition by calling upon time series and 

econometric methodologies to identify and extrapolate economic and business regularities and 

interact with qualitative methods which are assumed to capture the irregularities. A synthesis of 

these methods together with management judgement and experience produce ‗working forecasts‘ 

according to the Yeomans and Bendixen process. Reconciliation of the working forecasts with the 

firm‘s goals, targets and objectives may require modification of the firm‘s policies. Monitoring and 

control is the final step in the process. Comparison between actuals and forecasts is expected to 

influence future corrective behaviour in the preparation of the working forecasts and determination 

of the firm‘s goals. This process is shown in Exhibit 3.3: 

 

 

Exhibit 3.3: Yeomans and Bendixen RSA Forecasting Process 
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The second section of the study laments a list of macro and socio-political conditions the RSA 

corporate forecasting practice faced circa 1988. As most of these items are now passé and the re-

maining ones debatable, even at that time, an exposition will not be conducted save to say the point 

the authors were attempting to convey was their opinion that the practice of forecasting at the best 

of times is difficult and at the worst of times potentially insurmountable. The third section of the 

study was a regurgitation of the Kaye (1985) and Wilson (1987) studies discussed previously. The 

authors report their students‘ studies validated their own consultancy experiences with a number of 

RSA firms concluding: ”It is clear that the academic research and curricula in many university 

mathematics/statistics departments and the business schools is not perculating (sic) out to the 

business community.” The third section presents case studies of two domestic institutions namely, 

the Chartered Accountants (S.A.) Medical Aid Fund and the Electricity Supply Commission 

(ESCOM). The medical aid case demonstrated the application of univariate Box-Jenkins models. 

The second case, the work product of another MBA dissertation, Joubert (1986), demonstrated the 

application of Box-Jenkins transfer function models at ESCOM. Both cases are fairly unremark-

able in the context of the present study. The brief concluding section of the study viewed South 

African forecasting practices circa 1988 as “one of contradictions” in the sense that RSA firms 

recognise the importance of excellence in forecasting practices yet “the range of skills and knowl-

edge brought to bear on the problem ranges from the simplistic to the complex.” Yeomans and 

Bendixen believed the educative process had an important role to play in reconciling this paradox 

and that their institution was actively engaged at the forefront of meeting this challenge due to its 

self-perceived esteem and political correctness within the Southern African business community. 

Chapter 6 assesses the outcome of this perceived active engagement. The final RSA contribution to 

be reviewed is Nunberg (1990) another MBA prerequisite study. Nunberg‘s research approach 

consisted of mailing a 46 question instrument to a randomly selected sample of 132 firms, from 20 

different industries, out of the population of roughly 560 publically traded firms listed on the JSE. 

Three respondents, the Managing, Finance and Marketing directors, were targeted with each re-

ceiving the same questionnaire. The rationale behind multiple respondents was to test response 

consistency from the senior management with respect to their knowledge of forecasting practices 

at the firm. 62 (47%) of the firms returned a usable response and 20 (15%) firms responded as non-

participants. No firm agreed to have multiple responses to the same survey and only 10 firms 

agreed to have two responses. Nunberg believed the information obtained from the 62 firms was 

representative of the opinions of the other roughly 400 firms listed on the JSE. Conclusions and/or 

findings of the study were: 

 

1) Forecasting is viewed as an important component in the decision making process yet 

knowledge of forecasting techniques, applications and implementation is limited. 

2) There is a low level of and inadequate commitment to the forecasting function with prac-

tices being informal and non-procedural. 

3) Insufficient action is taken to reduce forecasting errors and no post-mortem procedures 

and/or corrective feedback is in place to correct potential future errors. 
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4) Despite most senior managers holding academic degrees indicating they had received 

formal training in quantitative forecasting methods, simple qualitative methods were used 

on the job. 

5) The type of forecasting most practised was operational and profit planning forecasting.  

6) Responsibility for forecasting was most frequently placed within the finance function of 

the firms. 

7) Despite the recognition of the important role proper forecasting practices have in the firm, 

managers are confused and stymied as to what are they are and how to implement them. 

8) The need for better forecasting managers and practices will increase in the future. 

 

3.4 Deconstruction of South African Practice Literature 

 

The WBS studies adopted a quantitative mail-in survey method of inquiry and thus the research 

conclusions reached are based upon the quality and validity of the information harvested. The 

Kaye (1988: 30) instrument consisted of 30 structured questions, the answering of which was 

timed at 15 minutes in the pilot studies conducted. 62 responses from 31 firms were received – a 

firm response rate of 5.9%. The sample firms were large by RSA standards employing over 2,000 

people. In sum, 62 respondents expended an approximate total of 16 hours transfusing the informa-

tional life blood to the Kaye study. The Nunberg (1990: 58) instrument consisted of 46 questions 

pilot tested to take 25-35 minutes to complete. 72 responses were received from 62 firms. Nunberg 

thus predicated his conclusions on a total of approximately 36 hours of respondent deliberations. 

Was the level of due diligence conducted in these studies sufficient to be drawing valid conclu-

sions about the state of forecasting practices at RSA firms at that time? To answer this question 

both qualitative and quantitative elements of the due diligence need to be considered. With respect 

to the latter, Moon et al. (2003: 17) indicated to obtain a proper and full understanding of the state 

of a firm‘s forecasting practices they conducted face to face interviews of approximately 45-60 

minutes. The number of interviews they conducted for their study averaged 32 with a range of 22-

64. Their studies were also of large firms, 36 in total. In sum, the Moon et al. (2003) study devoted 

an average of 29 hours per firm to collecting and qualifying vital study data. It would appear de-

construction has identified the two extremes on this question. However, Mentzer et al. (2006) pro-

vide a moderate and less contentious guiding answer based on the experiences of two past studies 

namely, the Mentzer and Cox (1984) survey of 160 US firms and yielding a 32% response rate and 

the Mentzer and Kahn (1995) survey of 208 US firms and yielding a 43% response rate. Most of 

208 firms were the same firms from 10 years prior.  

 

These studies were very similar in focus to the WBS studies and constituted what Mentzer et al. 

referred to as ‗Phase 2 of the benchmark studies‘. Mentzer et al. concluded: “I wonder what the 

respondent meant by that answer? Equally often, the comment was made, „It would be great to be 

able to ask a follow-up question so we could really understand how this company manages this 
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aspect of forecasting.‟ We were finding that, although Phases 1 and 2 yielded a wealth of informa-

tion about the forecasting practices of several hundred responding companies, it also generated a 

great deal more questions that we wanted answered.” (Mentzer & Moon, 2006: 253). Phases 3 and 

4 of the ‗benchmark‘ and ‗audit‗ studies switched from quantitative surveys to face to face inter-

view qualitative methods of inquiry to get the insight they believed necessary to properly under-

stand the practice. This published experience raises a related question already brought to the fore 

in the case of the IBF ‗benchmarks‘ namely, who were the actual respondents who provided Kaye 

and Nunberg with their answers? Kaye mailed his questionnaires to each firm‘s MDs with the re-

quest the MD choose the person ‗most suitable‘. Nunberg did likewise only including the FD and 

the Marketing Director on the mailing list. Neither Kaye, Nunberg nor Wilson knew exactly who 

actually completed the survey or what that person‘s qualifications were to complete a survey of 

this nature. Mentzer and Kahn faced the same quality of respondent issue. Their questionnaire was 

directed to the “person responsible for the forecasting function.‖ Mentzer and Kahn suggest that 

test was passed because “a review of business cards with survey responses confirmed that surveys 

were completed by forecasting managers.‖ Fortunately, occupation is not axiomatic of credibility. 

In sum, the WBS MBA studies provide a rough and ‗unaudited‘ opinion as to the ‗what, who, 

when, how much and how many‘ but not the ‗how and why‘ questions related to RSA forecasting 

practices circa the five year period of 1985 to 1990.  

 

Yeomens and Bendixen (1988), utilizing the data collected by their students and drawing upon 

their own consultancy experiences, attempt to piece together the ‗how and why‘ of the practice. 

Exhibit 3.3, their depiction of the typical industrial forecasting process, is fairly consistent with 

published contributions on the same topic depicted in Section 2.2 and as such is of comparative 

and longitudinal value to the present study.  

 

3.5 Chapter Summary 

 

The chapter continues the review of forecasting practice analytic categories by conducting an ex-

tensive and intensive review of Western quantitative ‗benchmark‘ literature. Consistent with the 

studies‘ research strategy this literature is not to be accepted carte blanche, instead it is required to 

be deconstructed which entails a critical review and a cull in search of credibility and relevance. 

Following the review of Western quantitative literature, the focus is switched to South African 

published and unpublished contributions in the field of business forecasting practices. These con-

tributions are reviewed under the quantitative literature section as the orientation of the studies is 

predominately quantitative survey type studies. These studies are thoroughly deconstructed and 

culled of irrelevant, questionable and unreliable information. This chapter ends where it began 

with the Descartian tenet that when it is not in one's power to determine what is true, we ought to 

follow what is more probable. This discours de la méthode was used in this and the previous chap-

ter and filters into the next step of the study research strategy namely, the review of the cultural 

categories and interview design 
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Chapter 4     Review and Discovery of Cultural Categories  

“If you know your enemy and know yourself 

you need not fear the result of hundred bat-
tles.”  (Chinese General Sun Tzu –500 BC)    

 

 

4.1   Familiarization and Defamiliarization 

 

Step 1 of the „Long Interview‟ research strategy was to discover what others in the West and in 

South Africa know about business forecasting practices. Step 2, the review of cultural categories, 

entails investigating what the study instrument of inquiry knows about the topic. The study instru-

ment of inquiry is self, in stark contrast to the quantitative survey approach in which the instrument 

is a wad of paper with questions written on it. The intent of this step of the research strategy is to 

harness the potentials of self with the expectation this instrument of inquiry possesses an “extraor-

dinary intimate acquaintance” with the study topic. As previously stated in Section 1.5, should 

this expectation be fulfilled, the investigator thus possesses a “fineness of touch and delicacy of 

insight that few ethnographers working in other cultures can hope to develop” (McCracken, 2008: 

32).  

 

Self was educated in South Africa in business and economics, thereafter in finance and economet-

rics in the USA. The aforementioned subjects were then taught by self at graduate and undergradu-

ate levels at a USA business school for three years. Teaching was followed by 25 years of practice 

as an economist, industrial forecaster and management consultant. This tenure consisted of four 

years as Corporate Economist for a $3 billion US publically listed electronics firm, three years as a 

consulting director for a ‗big six‘ global accounting and management consulting firm and 18 years 

as Managing Director of a privately owned US based forecasting consulting firm. During this ten-

ure, a mix of over 125 discrete and longitudinal forecasting projects and/or consultations were per-

sonally conducted in the USA, France, the UK, Germany, Italy, Japan, Hong Kong, China and 

South Africa. Many of the longitudinal projects extend over five years. The meeting of personal 

pecuniary goals has resulted in practice semi-retirement and a change of challenge focus to scien-

tific research in the area of business forecasting and associated practices. Cultural categories of 

business forecasting that have emerged during this practice journey are inter alia: 

 

1) A firm‘s disposition and/or attitude to the practice of forecasting. Does the firm as a 

whole view forecasting as a necessary evil, a sought after, potentially valuable asset or a 

despised mystery that is best ignored or relegated to the status of a firm‘s ignominy or 

private odious secrets? 

2) The disposition and/or arrogance of the leader of the firm towards forecasting. Does the 

MD/CEO/President believe he/she personally has as much information about the future of 
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his/her firm that is needed and the forecasts of others in the firm are to be filed under ‗in-

teresting‘? Or does the MD/CEO need and/or rely on the forecasts that come from the 

‗troops‘? If so is the MD/CEO willing to expend the effort and money to improve the 

practice or does the MD/CEO even know there is a problem? 

3) The marginal productivity calculus of the firm. Is incompetent forecasting viewed as a 

cost of doing business (à la US tobacco firms and lawsuits), where the marginal costs of 

poor forecasting practices are less than the marginal benefits of improved forecasting? If 

the opposite applies, is there a manager in place to champion the cause of improvement? 

4) The ‗make‘ versus ‗buy‘ calculus of the firm. Is it more profitable and efficient for the 

firm to invest in hiring a professional forecaster and establish an entire department to do 

their forecasting ‗in-house‘ or is it more profitable to outsource the whole lot to a firm of 

veteran forecasters? Is the firm qualified to perform the necessary mathematics or does it 

need to hire a consultant to determine if it needs to hire a forecasting consultant? 

5) The forecasting divorce decision. If the firm is dissatisfied with the quality and results of 

its present forecasters is it more profitable to invest in re-educating and/or re-training 

them or is it more profitable to fire the lot and hire a new group and start from scratch? If 

so is the firm sufficiently endowed to make an objective decision or will it be an emo-

tional one? 

6) Corporate courage. Does the firm and/or its leader have the courage and fortitude to face 

the challenges, risks and losses resulting from poor forecasting practices and make the 

difficult decisions? Can the firm recognise its forecasting ‗fakers‘,‗mediocres‘ and ‗empty 

suits‘ and are they prepared to make changes? Are they prepared to stand up to external 

investors and boards when faced with forecast goals not based upon market and economic 

conditions rather, external analyst and ‗street‘ expectations? 

 

The aforementioned forecasting cultural categories of attitude, arrogance, risk, profit, divorce and 

courage have been identified from self experience and are consistent with one of the purposes of 

the cultural review namely, to identify cultural categories not identified in the scholarly and ap-

plied literature. Mundane forecasting cultural categories identified by the literature are subse-

quently listed for due diligence purposes: 

 

1) Relationships (between the protagonists). 

2) Support (labour, capital and intellectual). 

3) Success (measurements and dimensions). 

4) Conduct (methodologies and processes). 

5) Rewards (compensation and bonus). 

6) Esteem (qualifications, background and experience). 

7) Recognition (standards and benchmarks). 

8) Organisation ( top-down vs. bottom-up) 

9) Politics and Conflict (supply vs. demand, marketing vs. finance) 
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10) Maturity (forecaster, manager, director, vice president). 

 

With the above cultural inventory brought to the fore, the next action that needs to be taken in the 

cultural review is to “root these out of the terra firma of familiar expectation.” In other words the 

next step is to prepare to create distance by ‗defamiliarization‘. This step is a particularly difficult 

step in the protocol as it requires the investigator to selectively turn his or her forecasting experi-

ence memory bank on and off. The bank must be turned on to make sure the respondent is not pro-

viding unreliable noise, obfuscation and falsehood. The bank must be turned off when the words 

and utterances the respondent uses may be paraphrased with a familiar term in the investigator‘s 

experience so as to avoid interpretational bias or reflexivity. One in effect has to simultaneously 

interview with a split personality, a veteran forecasting consultant and a trained ethnographer or 

industrial psychologist. In this study the former is achievable while the latter is a big challenge. To 

address this challenge a simple process was applied during the interviews named ‗labelling‘. When 

the respondent provided a description or a sequence of utterances, he/she was asked to provide a 

one or two word label or paraphrase of the concept or issue. This was done after the note of the 

same concept issue was made by self. The labels were compared later and significant differences 

were examined for reflexivity. 

 

4.2   Interview Plan Construction 

 

The third step of the research strategy involves the discovery of cultural categories. The cultural 

categories are discovered during the interview process. Key to the success of the interview and 

discovery process is the depth and scope of the questions and topics that will be asked and dis-

cussed. Mentzer et al. (1999) and Moon et al. (2003) addressed this issue through the use of their  

‗audit protocol‘, market researchers utilize ‗discussion guides‘ and McCracken, perhaps inconsis-

tently refers to a ‗questionnaire‘. This is inconsistent as McCracken takes great pains to differenti-

ate the study research strategy from the quantitative genres of social inquiry. Questionnaires are 

synonymous with quantitative surveys, not qualitative open-ended ethnographic interviews. This 

study refers to the list of interview questions and discussion topics as the interview plan or IP. 

 

The principle analytic categories of this study are the forecasting practices of RSA and Western 

firms and the standards and/or benchmarks associated with those practices serving as a contextual 

frame. Thorough coverage of both and in particular the benchmark category is required in the in-

terview plan. From the literature review the IP is offered the IBF‘s quantitative ‗benchmarks‘, 

Mentzer et al.‘s ‗dimensional characteristics‘, Fildes and Hastings‘ aspects of an organization‘s 

response‘, Armstrong‘s ‗pitfalls and principles‘ and Schultz‘s ‗profile factors‘. It would appear the 

simple and swift approach would be to include all of these in the IP and get on with the interviews. 

In fact, Winklhoffer in her critique of Moon et al. suggests as much: “The authors state that they 

have identified only three frameworks to serve as standards against which forecasting processes 
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can be compared. Instead of integrating all three and developing an all-encompassing one, the 

authors have chosen to follow the one developed by Mentzer, Bienstock and Kahn (1999).” How-

ever, the bar of the present study requires a higher level of due diligence. Specifically, what are 

‗benchmarks‘,‘ best practices‘, ‗world class‘ and other like terms so liberally used in the literature? 

Terminology and definitions range from short and simple such as: “Benchmarking is learning from 

the pros” (ASTD, 1992) to complicated and verbose: ―benchmarking is the art of finding out-in a 

completely straightforward and open way-how others go about organizing and implementing the 

same things you do or that you plan to do. The idea is not simply to compare your efficiency with 

others but rather to find out what exact process, procedures, or technological applications pro-

duced better results. And when you find something better, to use or copy it-or even improve upon it 

still further” (Harris, 1995). Proper understanding of the origin, sequence and essence of these 

concepts required a sequitur approach. The American Productivity & Quality Center (APQC, 

2007), a non-profit think tank on the subject, provides the following glossary: 

1) Benchmark - “A measured, „best-in-class‟ achievement; a reference or measurement 

standard for comparison; this performance level is recognized as the standard of excel-

lence for a specific business process.”  (Emphasis added). 

2) Best in class – “Outstanding process performance within an industry; words used as 

synonyms are best practice and best-of-breed.”  

3) Best practice – “There is no single "best practice" because best is not best for everyone. 

Every organization is different in some way--different missions, cultures, environments, 

and technologies. What is meant by "best" are those practices that have been shown to 

produce superior results; selected by a systematic process; and judged as exemplary, 

good, or successfully demonstrated. Best practices are then adapted to fit a particular 

organization.” (Emphasis added).  

The criteria: 

1) Recognized as the standard of excellence 

2) Shown to produce superior results 

3) Selected by a systematic process 

4) Judged as exemplary 

5) Successfully demonstrated 

 

may be considered to be the benchmarks of benchmarks. In fact, Robert Camp, the logistics engi-

neer who directed the benchmarking programme for the Xerox Corporation, (the US firm credited 

with the private sector origin of the practice), raises the legitimacy bar even higher by citing to the 

Japanese word “dantotsu”. There is no equivalent word in the English language but the connota-

tion is the “best of the best” (Camp, 1989: 3). Armed with these criteria a review of the literature 

proffered ‗benchmarks‘ is beneficial to the development of the IP.  

 

The IBF‘s proffered and marketed quantitative benchmarks are published without any evidence of 

criteria 1, 2, 4 and 5 above. To the contrary the IBF state the source of their ‗benchmarks‘ are at-
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tendees at ―best practice conferences‖ who may be forecasters or are planning to become forecast-

ers. How can the latter be considered ‗pros‘ or dantotsu? The data obtained from these conferences 

are at best forecasting average measurements of staff groups from large manufacturers or retailers 

without any evidence or assurances these averages measure best practices. For the above reasons 

the IP utilizes the IBF‘s information as longitudinal measures of the ‗who‘, ‗what‘, ‗how many‘ 

and ‗how much‘. The IBF‘s ‗benchmarks‘ are nothing more and nothing less than metrics-in-use. 

As to the ‗how‘ and ‗why‘ standards of excellence other sources will be used. The contributions of 

Armstrong and Schultz are not proffered or marketed as ‗benchmarks‘ rather as a suite of ‗dos, 

don‘ts and look fors‘. The IP takes notice of these offerings. Fildes and Hastings offer ‗aspects of 

an organization‘s response‘, an ‗idealized forecasting system that can serve as a diagnostic tool for 

identifying potential distortions‗ and a ‗model of the forecasting activity‘. The offering attempts to 

answer ‗the how‘ and ‗the why‘ of forecasting practices and suggests elements of best practice. It 

does not offer any evidence of the ‗aspects‘, ‗system‘ or ‗model‘ meeting benchmark criteria 1, 2, 

4 and 5. Watson (1996) did however adopt aspects of the offering in a study of the Scottish elec-

tronics industry. Hughes (2001) then extended the work of Watson to the UK financial services 

sector, mainly a sample of banks and building societies. No further published adoptions of the 

Fildes and Hastings contribution has been uncovered by a best efforts search. The IP therefore 

does not adopt the Fildes and Hastings contribution as a set of widely used benchmarks, rather as a 

valuable insight into the practice of a large UK manufacturing firm. Subject to the deconstruction 

presented in Section 2.4, this contribution is utilized as a theory-in-use. Mentzer et al. (1999) prof-

fer their ‗dimensional characteristics‘ as bona fide benchmarks and Moon et al. (2003) their audit 

framework as a bona fide benchmark comparison instrument. Conflicting evidence is published as 

to the forecasting performances and abilities of the firms studied. As previously discussed in detail 

in Section 2.3, Mentzer et al. (1999) describe the studied firms as models of financial performance 

but not necessarily models of forecasting performance. Moon et al. (2003) contend that the 

Mentzer et al. (1999) firms are models of forecasting performance but offer no such evidence. 

Similarly, in rebuttal to peer review, Moon et al. attempt to address the causality of their audit rec-

ommendations based upon their ‗benchmarks‘ with improved forecasting performance. On the one 

hand Moon et al. in Fildes et al., (2003: 39) contend: “we did provide qualitative information on 

companies that have implemented the audit findings and have improved their forecasting perform-

ance” yet readily also admit that a number of firms did not follow their recommendations. The 

firms that did not follow their recommendations are placed into the „assign the blame category‟ 

and „why should I care?‟ category. Moon et al. are silent as to the outcomes of these firms and 

their forecasting performance. Did they also improve their forecasting performance on their own 

without following these recommendations or did their forecasting performance deteriorate or was 

there no change? By not addressing this issue Moon et al. present other researchers with an appar-

ent double standard. It is reasonable to call upon Moon et al. to reconcile these contradictions and 

double standards. On the issue of proven causality, application of Charles Ragin‘s Qualitative 

Comparative Analysis (QCA) based upon Boolean algebra would leave the researcher in no doubt 

as to existence and direction (Ragin, 1987). Until such time as Moon et al. provide this level of 
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evidence or proof it is questionable as to whether the audit platform and the dimensional character-

istics upon which they are based meet the bar of benchmarks. On the issue of replicability, a best 

effort search revealed that despite the very public calls by Moon et al. for other researchers to 

adopt their approach, only one other study outside of the portals of the University of Tennessee, 

using their benchmarks, appears to have been conducted. Green (2001) explored the sales forecast-

ing process of seven southern USA restaurant firms in an unpublished doctoral dissertation in hos-

pitality and restaurant management at the Virginia Polytechnic Institute. The Green study accepted 

Mentzer et al. unreservedly despite adopting the McCracken Long Interview protocol sans decon-

struction. Mentzer was a member of her doctoral review committee. Green and Weaver (2005) 

published an abbreviated version of the same study. For the purposes of the IP the Mentzer et al. 

‗benchmarks‘ and the Moon et al. audit framework are considered as valuable and insightful theo-

ries-in-use or in practice parlance, PCPs - parochial consultant‘s platforms. In fact Bretschneider 

stated in the peer review: “The stated goals of the paper read more like a consultant‟s report or an 

advertisement‖ and “Unfortunately this paper continues in the tradition of making prescriptions 

based on simple observations, common sense and intuition, all admirable and appropriate for con-

sultants, real world managers, and the beginnings of a research process but not where we need to 

end up.” Similarly, Winklhoffer concludes: “On a final note, the auditing instrument proposed has 

been designed for large organisations and the methodology suggested is directed towards external 

consultants performing the audit.” Summating these views one may get the impression consultant 

findings derived from factory floors should be viewed with less import and respect than theories 

developed in academic colloquia. The present study takes no such view. Instead the view that 

PCPs provide valuable data, insight and more importantly access to the forecasting cultural catego-

ries is adopted. 

 

To this point the study IP construction may be influenced and guided by the IBF‘s metrics-in-use, 

Armstrong‘s principles, Schultz‘s factors and two theories-in-use, one from Fildes and Hastings 

and the other from Mentzer et al. and Moon et al. All of these sources and offerings have one at-

tribute in common from the perspective of the present study and other third party researchers 

namely, they are secondary research. As previously stated in Section 1.4 the present study accepts 

the bona fides of the researchers involved but at the same time is put at a serious disadvantage by 

not knowing the identities and forecasting abilities of the firms and individuals surveyed and/or 

interviewed that influenced the determination of the offered ‗benchmarks‘. In short, the critical 

benchmark question of dantotsu is not addressed or sufficiently evidenced in the extant literature. 

To overcome this disadvantage and shortcoming the study draws upon Type 4 evidence unveiled 

in Section 1.5. Type 4 evidence is the product of 20 years of primary research with the identities, 

forecasting abilities and forecasting successes and failures of over 40 Western firms clearly 

known, monitored and studied. Most importantly however, dantotsu can be clearly identified to 

meet the bar of benchmarks. Accordingly, as stated previously, where there is a discrepancy be-

tween the published secondary research offerings and the primary research dantotsu the protocol of 
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the present study is to alter, amend, append or substitute the latter for the former in the compilation 

of the study benchmarks and the IP discussion points. 

 

4.3   Interview Plan Discussion Points and Benchmarks 

 

The reconciliation of the primary and secondary research entails utilising the strengths and culling 

the weaknesses from each source. The product of this procedure will result in: 

 

a) the creation of an amalgamated forecasting process to be used not only as a benchmark it-

self but more importantly as an analytical and contextual framework for all other bench-

marks. This process is an essential element of forecasting best practices and provides a 

higher value of significance to each qualitative benchmark by virtue of the contextual set-

ting it provides. This will constitute the forecasting process section and discussion points 

of the IP. 

 

b) the creation of an amalgamated set of Western qualitative benchmarks and quantitative 

criteria to be used to assess the practices of the South African firms interviewed in this 

study. This will constitute the quantitative and qualitative discussion points of the IP. 

 

c) the creation of a diagnostic protocol to be used during the interviews of the forecasting re-

spondents of the participant South African firms. This will be consistent with the deploy-

ment of ‗floating and planned prompts‘ and the utilization of auto-driving techniques The 

Long Interview protocol recommends. 

 

d) the de facto presentation of the present study‘s offered contribution to the management 

science of effective and productive business forecasting practices. 

 

The amalgamated best practices forecasting process proffered consists of a three stage, two dimen-

sional, ‗closed loop‗ or recursive, integrated process. The three stages consist of the Forecast De-

velopment stage, the Forecast Implementation stage and the Forecast Quality Control stage. The 

two dimensional nature pertains to the forecast development stage where forecasts are developed at 

an endogenous (within the firm) and an exogenous (outside the firm) level. The forecast develop-

ment stage in turn consists of five separate sub-stages. The first is the independent development of 

bottom-up, endogenous, objective forecasts by a competent (trained, educated and experienced in 

forecasting) manager or analyst. These objective technical forecasts are generated using primarily 

time series methods. The second sub-stage is the independent development of bottom-up, endoge-

nous, subjective forecasts by marketing and sales personnel or by the firm‘s customers. These 

forecasts are co-ordinated by a competent forecast manager or analyst. The forecasting methods 

used in the subjective forecast development consist mainly of qualitative approaches such as sales 

force composites, juries of opinion, conjoint analysis and field and market surveys. Sub-stage 4 
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entails the development of top-down, exogenous, objective forecasts by a competent forecast man-

ager or analyst. Methods used in the development of the latter forecasts are mainly cause and effect 

techniques such as regression, econometric and neural approaches. Once all three types of fore-

casts are generated, a forecast manager reconciles differences and integrates the reconciled fore-

casts into the firm‘s functional areas. A key element of this reconciliation and integration exercise 

is the presentation to, acceptance of and adoption of the forecasts by the firm‘s senior manage-

ment. Stage 1, the Forecast Development stage is diagrammatically shown in Exhibit 4.1: 

 

 

Exhibit 4.1: Forecasting Process Stage 1 – Forecast Development Stage 

  

Once the management acceptance and adoption hurdle has been overcome the forecast manager 

issues a final forecast report and ushers the forecasts onto the next stage of the forecasting process, 

the Forecast Implementation stage. This stage represents an important qualitative benchmark in the 

forecasting process namely, testing if firms actually use the forecasts they expend significant time, 

energies and resources in developing. Makridakis (1982) states: ―Forecasting often has little im-

pact on decision making. This may be caused by lack of relevance of the forecast – in terms of 

what, when and how, and in what form such forecasts are provided. The problem may also be inter 

personal  as when those who prepare the forecasts and those who use them fail to communicate 

effectively.‖ Makridakis proffers scenarios where honest intentions cause potentially valuable fore-

casts not to be used. Practice however, also illustrates darker motives for these phenomena to oc-

cur. It is not unheard of for a forecaster to travel through the Forecast Development stage and pre-

sent a true market based customer demand forecast only for the operations wing of the firm to pro-

duce quantities and product mixes more convenient and profitable to the factory cost centre rather 
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than marketing or corporate profitability. More common is for true market demand forecasts to be 

met by lesser, factory constrained supply quantities as the production wing of the firm does not 

wish to take the risk of adding capacity to meet the demand forecast as they either do not want to 

expend extra effort or do not believe the forecast. Conversely, the production wing of the organiza-

tion may provide forecasts that require a significant dose of the forecasting cultural category of 

management courage and capital investment to meet future customer demand only to find the latter 

sadly lacking. ‗Agenda gaming of the system‘ is frequently observed in practice. Makridakis made 

his impact point in 1982. The Yeomens and Bendixen (1988) contribution quite ironically illus-

trates an elaborate Box-Jenkins model utilized by the South African Electricity Supply Commis-

sion (ESCOM) at the time of their study. This model is shown in Exhibit 4.2: 

 

 

Exhibit 4.2: ESCOM Forecasting Model 

 

In 2007 and 2008 Southern Africa and particularly South Africa had been subjected to the local 

euphemism of ‗load shedding‘ or more commonly known as ‗blackouts‘, culminating in major 

mining firms shutting down operations because ESCOM could not meet demand. Was this due to 

Box-Jenkins failing, lack of durability of the method or other factors? The country‘s leader, hold-

ing an undergraduate economics degree from the University of London and a Master‘s in econom-

ics from the University of Sussex answers the question thus: ―When Eskom said 'We must invest 

more in terms of electricity generation', we said no. We were wrong. Eskom was right” (Ngqiyaza, 

2008).  The lesson learned from this and like examples is that accuracy is not axiomatic of execu-
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tion. It is for these reasons and others the Forecast Implementation stage is of vital importance in 

determining and evaluating effective forecasting practices. If firms do not have this stage, take this 

stage for granted or ignore this stage, their forecasting practices are deficient. This stage features 

prominently in the present study as it provides a mechanism to ensure a demand forecast is met by 

demand quantities, a supply forecast is met by supply quantities, an earnings forecast prompts the 

firm to take the necessary actions to achieve those earnings and a cash flow forecast prompts fiscal 

conduct to ensure the forecasted cash balance is achieved. This de facto, forecast in, forecast out 

mechanism is flow-charted in Exhibit 4.3: 

 

 

Exhibit 4.3: Forecasting Process Stage 2 – Forecast Implementation Stage 

 

The final stage of the process, the Forecast Quality Control stage provides the following: 

 

a) a vehicle to measure the accuracy of the forecasts generated through the various sub-

stages of the Forecast Development stage.  

 

b) the visibility for a firm to assess if it is utilising, circumventing or ignoring the forecasts it 

is developing. A by-product of this exercise is an assessment of the execution perform-

ance of the forecast fulfilment units of the firm such as manufacturing, operations, logis-

tics, finance, purchasing, marketing or sales. 

 

c) quantitative feedback to the various forecasting approaches used by the firm to ensure 

‗what works will continue to be used and what does not work will not continue to be 

used.‗ The intent behind this type of feedback is to allow the forecaster, his/her staff and 

the methods they use to establish ongoing credibility levels in the eyes of senior manage-

ment and to ensure mistakes are not repeated. More importantly this stage provides a 
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standardised, robust measure of best practices and best results. It measures the perform-

ances of the technical forecasters, it measures the performance of the subjective forecast-

ers, it measures the performance of those who interfere in the forecast process (the nay-

sayers, the corporate politicians and the second guessers) and it measures the performance 

of any other entity who wishes to get involved in the process. This facet of the quality 

control stage also performs the dual function of reinforcement and consolidation of best 

practices within the process and the culling of poor practices from the process.  

 

d) a ‗closing of the loop‗ in the forecasting process. Practice shows the value of this feature 

cannot be understated. Firms utilising an open-ended or one way process forgo the oppor-

tunities of iterative improvement provided by closed loop approaches. 

 

The final stage of the process, the Forecast Quality Control stage is shown in Exhibit 4.4 and a 

schematic of the entire three stage process as a whole is shown in Appendix B: 

 

 

Exhibit 4.4: Forecasting Process Stage 3 – Forecast Quality Control Stage 

 

The qualitative event driven ‗principles‘ offered by Armstrong (2001) summate to 16 categories 

and 139 ‗principles‘. The qualitative event driven ‗benchmarks‘ offered by Mentzer et al. (1999) 

summate to four ‗dimensions‘ and 70 ‗benchmarks‘. The interview plan discussion points spawned 

from the three stage process described above is divided into 7 distinct categories containing 33 

proffered Western benchmarks and 24 related forecasting criteria and attributes. The 7 categories 

are: (A) The Forecasting Process, (B) Forecast Development, (C) Integration and Presentation, (D) 

Forecast Implementation, (E) Forecast Quality Control, (F) Forecasting Department, (G) Organisa-

tional Support.  

 

The interview plan containing the list of 33 benchmarks (shown in blue text) and the remaining 24 

related forecasting criteria is shown in Exhibit 4.5: 
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Forecasting Benchmark or Criteria

A) Process

1 Exist

2 Open Ended

3 Closed loop

4 Adaptive

B) Forecast Development

5 Top-Down

6 Bottom-Up

7 Time Series Methods

8 Cause & Effect Methods

9 Judgemental Methods

10 Forecasting Horizon

11 Periodicity of Forecast Generated

12 Forecast Revision

C) Integration and Presentation

13 Reconciliation of Different Forecasts

14 Conflicts of Interest Affect Accuracy

15 Number of Forecasts Used

16 Integration of Forecasts

17 Consensus Meetings

18 Forecaster Driven

19 Functional Dept. Driven

20 Senior Management Presentation

21 Senior Management Changes

D) Forecast Implementation

22 Track Implementation

23 Perform to Forecast

24 Track Variance

25 Reconciliation of Variance

E) Forecast Quality Control

26 Track Forecast 'In' Quantity

27 Track Forecast 'Out' Quantity

28 Track Actual

29 Measure Forecast 'In' Variance

30 Measure Forecast 'Out' Variance

31 Variance Feedback to Development

32 Feedback Impact

F) Forecasting Department

33 Existence of a Department

34 Age of Department in Years

35 Independent Unit

36 Established Accuracy Record

37 Forecasting Perceived as Credible

38 Line Function

39 Staff Function

40 Located in Forecasting

41 Located in Strategic Planning

42 Placement of Forecasting

43 Number of Forecasters

44 Employees Engaged in Forecasting

45 Background

46 Forecaster has a Master's Degree

47 Salaries of Forecasting Employees

48 Accuracy Based Salary Incentive

49 Error Levels

G) Organizational Support

50 Management Highly Supportive

51 Separate Budget

52 Separate Systems

53 Forecasting Systems

54 Separate Software

55 Forecasting Software Used

56 Use of Internal Consultants

57 Use of External Consultants

 

  

Exhibit 4.5: Study Western Qualitative Benchmarks and Discussion Points 
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At this point a brief description of the benchmarks and discussion points contained within each 

category is in order. Accordingly, the Process category benchmarks assess the existence, form and 

function of a series of forecasting actions or steps taken by a firm towards achieving an effective 

forecast. Firms may or may not have a formal process or no process at all resulting in certain prac-

tices being a collection of uncoordinated and unaccounted for forecasting actions or events. On the 

other hand, the series of forecasting actions and events may be structured, coordinated and system-

atic and those conducting them are held accountable. Investigation of the two approaches differen-

tiates best from poor forecasting practices. This category addresses many of the Mentzer et al. 

‗Approach‘ dimensions. The Forecast Development category of benchmarks assess the types of 

broad forecasting approaches used in the development of forecasts. Issues such as forecasts being 

developed using top-down, bottom up or combination approaches are addressed. Similarly, the 

types of data (internal, external, both) used in the aforementioned approaches are also examined. 

The type/s of approach/es and data used in turn will determine the type/s of forecasting method/s 

used.  In this category a firm‘s use, abuse, misuse and proficiency or lack thereof in time series, 

causal and subjective methods of forecasting are brought under the spotlight. In the Integration and 

Presentation category the firm‘s ability to integrate various differing forecasts into harmonious 

ones and also into its functional units to secure the participation, support and approval (with or 

without amendment) of its senior management is assessed. This category addresses many of the 

Mentzer et al. ‗Function Integration‘ dimensions. Upon passage through this important senior 

management orientated category, the next hurdle of the firm‘s ability to implement the forecasts it 

produces is examined. This is accomplished through a review of the Forecast Implementation 

category of benchmarks. Should the firm be found to be proficient in the aforementioned, oft mis-

understood, ignored or taken for granted implementation actions, the next test is to appraise the 

firm‘s ability and conduct in making and learning from its forecast mistakes. This is achieved 

through a thorough consideration of the Forecast Quality Control benchmarks. Should a firm track 

its past forecasts, measure the appropriate variances, determine patterns (if any) in the variances 

and ensure lessons learned are applied to future forecasts, favourable forecast results and best prac-

tices should be observed. If however, a gap in this area is observed, remedies in these practices 

need to be implemented. Linked to the all of the aforementioned benchmarks are those related to 

the Forecasting Department and Organization Support provided to the forecasting function. These 

benchmarks assess the quality of a firm‘s forecasting ‗engine‘ and its ‗engineers‘. Important issues 

such as the qualifications, experience, competency and effectiveness of the forecasting staff and 

forecasting management are addressed. In a similar fashion the organisational support provided to 

the forecasting staff, management and department in the form of funding, software, hardware, con-

sultants, mandate and authority is also scrutinised. This category goes far beyond the Mentzer et 

al. ‗Performance Measurement‘ dimension. 

 

In addition to the above qualitative discussion points a series of quantitative discussion points are 

included in the IP. These quantitative discussion points mirror the IBF‘s ‗benchmarks‘ or metrics- 

-in-use. The data gathered from these discussion points are used as supplementary measurements 
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to the qualitative benchmarks. The number of forecasters employed by the firm and the salaries 

they are paid by the firm are typical examples of the supplementary quantitative data. 

 

4.4   Interview Procedure 

 

The Long Interview protocol calls for the investigator during the interview to: 

 

1) appear benign, accepting, curious and willing to listen. 

2) assure the respondent that there are no wrong answers and that any potential loss-of-face 

that can occur in any conversation is not a danger in the forecasting interview. This assur-

ance is delivered by ‗signalling assent‘ and creating ‗face safety‘. To achieve this, re-

spondents and their firms were assured of strict confidentiality and anonymity. This was 

done in writing and a non-disclosure agreement similar to those used in Type 4 consulting 

assignments were also offered to the respondents and the firms. 

3) deploy grand questions, floating and planned prompts including ‗auto-driving‘. 

4) harvest data on identified and anticipated cultural categories. 

5) cultivate data on unidentified and unanticipated cultural categories. 

6) tape record all interviews and produce a word for word transcript. 

 

The present study adopts all the above calls with the exception of tape recording the interviews as 

consulting experience has shown the act to be inconsistent with items 2 above. In a business fore-

casting setting and in particular one where the protagonists are not performing well the defensive 

walls, smoke screens and obfuscation barriers will most likely be deployed if a tape recorder is 

turned on in an interview. These cultural reactions run counter to the goal of discovering true and 

all the cultural categories. The disadvantage of having to listen intensely and take detailed notes of 

the respondent‘s words, utterances and innuendos at the same time is outweighed by the advantage 

of potentially discovering the truth, the whole truth and nothing but the truth. This study believes 

Mentzer et al. and Moon et al. ran into the same problems and converted from audiotaping to note 

taking as the mode of interview recording. Moon et al. (2003: 17) state: “Each interview is audio-

taped so any differences in interpretation can be resolved at the time of data analysis” referring to 

the interviews of the initial 16 audit firms. Mentzer and Moon (2006: 296) state: “Each auditor 

takes detailed notes so any differences in interpretation can be resolved at the time of data analy-

sis” referring to the interviews conducted on the cumulative total of 25 audited firms. 

 

Floating and planned prompting and especially the use of ‗auto-driving‘ is quite common in cul-

tural anthropology studies and is not too different in its application and intent in consumer research 

studies. Woodside and Wilson (1995) utilized this approach in the study of US household garden-

ing consumer purchasing patterns and compared their interview findings against a number of theo-

ries-in-use. The auto-driving prompts consisted of photographs, catalogues and actual competing 
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gardening products. Woodside et al. (2004) similarly conducted a study of the leisure and travel 

behaviour of Canadian tourists. Hotel, restaurant and transportation literature and advertisement 

were the auto-driving prompts.  Psychiatrists and industrial psychologists use the same approach 

and in particular the Rorschach ‗inkblots‗ to elicit free association responses during open ended 

interviews. McCracken describes the procedure as: “The respondent is asked to comment on a 

picture, video, or some other stimulus, and to provide his or her account of what they see there.” 

(Emphasis added). Consistent with calls 3, 4, and 5 above, a number of forecasting practice related 

visual aids (charts, diagrams, schedules and displays) will constitute the study auto-driving 

planned prompts. Each visual aid will provide the respondent with the opportunity to display or not 

display familiarity, knowledge, experience or competence with the particular qualitative forecast-

ing event and benchmark shown. During this visual free association exercise the researcher can in 

short order evaluate the respondent‘s representation of the firm‘s practices. Experience has shown 

greater insights are gathered not by what the respondent states and identifies but what the respon-

dent does not state and identify.  Equally illuminating is having two of more forecasting represen-

tatives from the same firm observing an identical forecasting prompt visually representing a par-

ticular forecasting benchmark and describing different events or forecasting practices at the same 

firm! Consistent with the interview procedure and dependent upon responses to discussion points 

the prompts may be deployed as auto driving planned prompts or not at all. The first auto-driving 

prompt that may be shown to the respondent contains a skeleton of the closed loop integrated fore-

casting process components described previously on a piece meal basis. The components are ran-

domly displayed. The respondent is then invited to describe or compile the forecasting process 

used at the subject firm utilizing, if they wish, the components provided in the skeleton. Opportu-

nity is also provided to the respondent to ignore the skeleton and sketch out their process from 

scratch.  From this exercise the investigator is quickly able to assess gaps in the firm‘s process, if 

any exist, relative to the process benchmark. Auto-driving prompt 1 is shown in Exhibit 4.6: 

 

 

Exhibit 4.6: Auto-driving prompt 1 – Skeleton Forecasting Process 

   Marketing, Sales
    and Customers

         
 Forecast

     Forecast 

       Errors

         
 Forecast

         
 Forecast

         
 Forecast

         
 Forecast Fulfilment  REPORT

         
 Management

  REPORT



 

64 

 

Subsequent auto-driving prompts that may be shown to the respondent are dictated by the re-

sponses and/or benchmark gaps exposed navigating through the process. For instance, should it be 

disclosed the subject firm does in fact have a bottom-up, objective forecasting stage in its process, 

the nature of the objective methods used are scrutinized through the use of auto-driving prompt 2 

shown in Exhibit 4.7: 
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Exhibit 4.7: Auto-driving prompt 2 – Objective Forecasting Methods 
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Exhibit 4.7 displays three types of forecasting variables. Firstly, there are variables with medium to 

long term recorded histories of financial performance (sales, orders, earnings, headcount etc.). 

Secondly, there are variables with shorter recorded histories of the same or different measures and 

lastly there are variables with no history (e.g., a new product) or no recorded history such as an 

unharvested market segment. Associated with each of these types of history differentiated vari-

ables is a bank of item ‗predictors‘ displayed with a blue background on the left side of Exhibit 

4.7. These ‗predictors‘ may be seen as scientific measures and facets associated with the variable 

that are helpful or relevant in predicting future activity levels of the variable. These predictors are 

the time series components of trend, seasonality, trend-cycle, random outliers or ‗grey swans‘. The 

latter term is a milder form of a ‗black swan‘ event. A ‗black swan‘ is the recent brainchild of 

Taleb (2007) who defines a ‗black swan‘ as an event that is unpredictable (nothing in the past can 

point to its possibility, has extreme impact (both positive and negative) and is subject to human 

retrospective ‗explainability‘. He further defines this extreme outlier as being intractable and dif-

ferentiates it from the ‗grey swan‘ which is deemed tractable and therefore in included in the list of 

Exhibit 4.7 ‗predictors‘.  In addition to the time series components and ‗grey swans‘ that usually 

manifest themselves in external macro conditions, firm level measures and activities such as re-

corded order backlogs, new product introduction plans, BOD ordained goals and very importantly, 

the recorded accuracy levels of the firm‘s staff engaged in forecasting. Associated with each left 

side bank of variable predictors is a right side bank of objective forecasting methods the firm‘s 

forecasters may wish to deploy in trying to predict future activity levels of the variable. The meth-

ods are shown with a red background. As an example, if a firm sells a product whose sales are 

trending upwards but has been subject to within quarter seasonal highs and lows and outlier orders 

from a group of major customers, the forecaster may wish to load the recorded histories of these 

events into a Classical Decomposition method. Similarly, if he/she has already done this in the past 

with limited success due to unexpected movements in the industry or economy he/she may wish to 

enhance the time series analysis with the results from a causal econometric model. The latter is 

presented as a methods option in the right hand side bank. Should time series and econometric 

methods be beyond the technical capability of the forecaster he/she may which to consider rudi-

mentary spreadsheet methods also arrayed in the right hand side bank. Keeping track of the accu-

racy levels of all the methods used is to be considered as important as the task of generating the 

forecasts. To perform this important function the right hand side bank provides a number of objec-

tive measurement options.  

 

 The entire complexion and spectrum of methods options changes when limitations are placed on 

the time series length available for analysis. Consequently, when a statistically significant history 

of seasonal highs and lows is not available or recorded, the forecaster uses certain time series 

methods at their peril. To prevent this folly, the right hand bank options diminish leaving the fore-

caster to consider using technological methods on comparable variables (a competitor‘s more es-

tablished and longer life product) or econometric models applied to an industry or a country where 

the firm has a sales presence as a surrogate or analogous forecast for the variable without a signifi-
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cant time series history. This approach is frequently used in the technology sector merger and ac-

quisition business when not only is time series data limited, it does not exist. A firm wishing to 

know whether it should acquire, develop or enhance an emerging technology often hires econo-

metric consultants to model the performance of a target firm‘s product in a particular vertical mar-

ket, industry or country. ‗Ruggedized econometrics‘ is tailor made for this challenge. For most 

firms however, the options of low level time series methods and the credibility or accuracy of the 

firm‘s forecaster are seen as more understandable and manageable options. The bottom right hand 

side bank of Exhibit 4.7 guides the forecaster accordingly by displaying the prudent options. 

 

In summary, careful examination of the objective methods auto-driving prompt shown in Exhibit 

4.7 reveal the methods listed are categorised as time series, causal, technological and simple busi-

ness or spreadsheet algorithms (e.g., year on year percent increases, compound and geometric 

growths) techniques. Each method has certain data requirements for the methods to be used prop-

erly. Best practice requires the forecaster to make sure sufficient data is available for the utilization 

of a particular method and associated statistical significance levels are respected. This auto-driving 

prompt will reveal very quickly if the respondent is able to differentiate between the different types 

of variables and forecasting methods, the data requirements of each and the validity of the resultant 

forecasts.  In the event a firm does not understand or use objective methods of forecasting, gravi-

tating rather to the use of subjective methods, auto-driving prompt 3 shown in Exhibit 4.8 may be 

displayed and discussed with the respondent: 

 

 

Exhibit 4.8: Auto-driving prompt 3 – Subjective Forecasting Methods 

 

The firm‘s practices related to the use of subjective forecasting methods are explored with particu-

lar emphasis to the range of methods available and used, the quality of the forecast item predictors 

or targets of the methods and the validity of the forecast results. A typical poor practice scenario is 

the use of bottom-up target surveys or composite forecasts of field sales personnel or major cus-

tomers for medium to long term (3 to 12 months) operations planning. Field sales personnel typi-

cally focus on monthly and quarterly quota goal attainment as short term compensation and bo-

nuses are determined by those quotas. It is not uncommon for results from bottom-up field sales or 
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composite forecasts to show downward patterns in sales or demand two, three and four quarters 

out. How a firm interprets this data is an indicator of best or poor practice. Is the two to four quar-

ter downward pattern a measure of genuine softness in customer demand or is this merely a case of 

lack of visibility on the part of the salesperson or is it even more likely the firm does not have short 

to medium term information gathering capabilities and training in place? Similar questions may be 

asked of the poll results of major customers. If the poll indicates customer purchase quantities and 

intentions drop off significantly in the second, third and fourth quarters, does that mean they genu-

inely are not going to purchase the same levels of goods as the first quarter or does this mean they 

simply do not know or have not received purchasing authority for those later quarters? Answers to 

these and other questions related to a firm‘s practices in subjective forecasting methods are pro-

vided from the responses and interpretations to auto-driving prompt 3. Should a firm engage in the 

practice of ‗sanity checking‗ its forecasts derived through the use of internal or firm specific data 

only (using objective methods and/or subjective methods) with objective cause and effect methods 

using external industry, market and economic data, auto-driving prompt 4 – Turning Point Indica-

tors as shown in Exhibit 4.9 is displayed and discussed. The aforementioned practice indicates 

awareness by the firm that internal time series forecasts are by and large homophobic in nature and 

extrapolative in design and rarely if at all predict turning points in the market, industry and macro 

economy.  

 

 

Exhibit 4.9: Auto-driving prompt 4 – Turning Point Indicators 

 

Should a firm not engage in any practice of forecast reconciliation or only use a single approach 

with a single method or single approach with multiple methods, the quality of these practices are 

also examined. This is accomplished through the use of auto-driving prompt 5 – Forecast Recon-

ciliation shown in Exhibit 4.10: 

 

                       

     Exhibit 4.10: Auto-driving prompt 5 – Forecast Reconciliation 
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To conclude the evaluation of a firm‘s practices with respect to the use, understanding and applica-

tion of the different portfolios of methods, auto-driving prompt 6, reflecting a three axis spatial 

diagram is displayed. Dimensions of different forecasting approaches are measured on each of the 

three axes. The dimension of how much or how little responsibility and control a firm‘s forecasting 

approach engenders is measured on the Y-axis. The dimension of how far into the future and how 

adaptable is a firm‘s forecasting approach, is measured on the Z-axis. The dimension of how 

automated or how manual is a firm‘s forecasting approach, is measured on the X-axis.  These di-

mensions are shown in Exhibit 4.11: 

 

 

  Exhibit 4.11: Auto-driving prompt 6 – Forecasting Approaches 

 

The measurement process is accomplished by simply requesting the firm‘s forecasting representa-

tive to spatially depict (draw) the area of location he or she perceives is representative of the firm‘s 

current forecasting approach. Typically, a number of representations flow from these exercises that 

are reflective of best, good and poor forecasting practice vis-à-vis forecasting approaches. An ex-

emplar of a completed approach depiction is shown in Exhibit 4.12: 

 

 

Exhibit 4.12: Depicted Forecasting Approaches 
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It should be noted the respondents are requested to depict a location on a two dimensional drawing 

with three characteristics or dimensions. Where difficulty is encountered in the 2D auto-driving 

prompt a 3D version of the auto-driving prompt is produced. 75% of Type 4 data respondents did 

not encounter difficulty with the 2D version. 

 

Assessing a firm‘s forecasting approach with respect to automation, horizon and adaptability is a 

relatively straight forward exercise as it involves measuring the existence and magnitude of each 

dimension. Assessing and measuring the magnitude of responsibility and control requires deeper 

analysis as this dimension varies depending upon the life cycle stage of the variable being fore-

casted. As an example, a firm‘s practice of assigning responsibility and control of a forecast of 

demand for one of its products may differ if the product is in the embryonic stage as opposed to 

peak or atrophy stages of the product‘s demand life cycle. In the event the respondent leads the 

interview into the area of product life cycle forecasting practices, auto-driving prompt 7 may be 

deployed to assist in the evaluation and is shown in Exhibit 4.13: 

 

 

Exhibit 4.13: Auto-driving prompt 7 – Forecast Variable Life Cycle 

 

To the experienced and well practised forecaster, the stages of a product‘s life cycle as reflected in 

Exhibit 4.13 are easily identified. The historical data of the product reflects embryonic, growth,  

saturation, peak, maturity and atrophy stages of the various composite products or models of the 

main product. The short term demand may be conditioned by trend, seasonal and outlier compo-

nents. The medium term demand may be impacted by phase-in and phase-outs and retrofits of the 

product and the long term demand may be influenced by product discontinuance and/or next gen-

eration introductions. Recognising these distinct phases both in the historical data and forecasts 

should influence a firm‘s practices and make it easier in assigning responsibility and control of the 

forecast depending upon the stage in question. A graphical representation of a good practice and in 

some cases best practice of assigning responsibility between a firm‘s functional units and the fore-

casting department is shown in Exhibit 4.14: 
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     Exhibit 4.14: Product Forecasting Responsibility and Control 

 

In this practice setting, the forecaster (forecasting champion) or forecasting focal point (FFP) in the 

event the firm does not have an officially named forecaster has responsibility and control for man-

aging and using the historical demand data and generating independent forecasts as shown in the 

solid and broken blue line. The FFP assumes joint responsibility and control with the sales depart-

ment in determining the amplitude of short term outliers and the bending of the objective demand 

curve accordingly. The FFP similarly assumes joint responsibility with the product marketing de-

partment in bifurcating the medium term objective demand curve for phase-in and phase-outs and 

with the market development department for long term next generation introductions or product 

discontinuances. 

 

To this point auto-driving prompts 1 through 7 are available during the interview to guide and ex-

plore a firm‘s existing or ‗as is‗ practice state with respect to the use of processes and methods, 

forecast development, integration, presentation and implementation.  

 

In much the same manner as Moon et al. (2003) forecasting audit explores ‗ as is‗, ‗should be‗ and 

‗the way forward‗ states, optional deployment of floating prompts examining a firm‘s ability to 

improve its forecasting practices, a quasi consolidation of ‗ should be‗ and ‗the way forward‗ 

states, are at the ready. If the respondent does not raise this important facet of forecasting practices, 

planned auto-driving prompts are also at the ready. Implicit in this preparation is the assumption 

the responding firm does not have a viable forecasting function, process and/or forecaster. Alterna-

tively, the firm‘s management is not satisfied with the performance and/or results of the existing 

forecasting status quo and wishes to take steps to improve. In short, what is the quality of their 

forecasting improvement knowledge, ability and practices? To assist in the answering of these 

questions,  the unpopulated version of auto-driving prompt 8 as shown in Exhibit 4.15 may be de-

ployed. This auto-driving prompt assesses a firm‘s ability to recognise and take quantitative and 

qualitative stock of its current forecasting ‗factors of production‘ namely, forecasting labour and 

capital, both hard and intellectual. The respondent is afforded the opportunity to provide informa-

tion on the firm‘s existing or desired forecasting factors of production or components. This infor-
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mation is used to populate the empty coloured factor boxes. The results of this exercise are com-

pared against the populated/benchmark version of auto-driving prompt 8 shown in Exhibit 4.15. 

Gaps and matches are noted: 

 

 

Exhibit 4.15: Auto-driving prompt 8 – Forecasting Factors of Production:  

       Unpopulated and Populated 

 

Where matches in the existence of factors are found the exercise moves to evaluate the manner in 

which the firm deploys or intends to deploy the factors. Clearly, the question of whether the firm 

does or intends to deploy these factors in a structured manner and part of a systematic process or in 

a ‗see how we go‘ manner needs to be explored. Auto-driving prompt 9, shown as Exhibit 4.16, is 

available to assist in answering this question. The respondent again may be presented with a blank 

template, this time of a deployment pyramid (consistent with the benchmark closed loop, inte-

grated forecasting process shown in Exhibits 4.1, 4.2 and 4.3) and may be invited to provide in-

formation to populate the rungs of the pyramid. The respondent is not constrained to the format of 

the template, rather he or she is afforded the opportunity to sketch out a deployment map as they 

see fit. The respondent sketch or populated pyramid is then compared against the benchmark de-

ployment pyramid and matches and gaps noted. 
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       Exhibit 4.16: Auto-driving prompt 9 – Deployment Pyramid 

 

Key to the success of the deployment of the forecasting factors, the process implementation and 

the forecasting function in general is the acumen, ability and effectiveness of the firm‘s present 

forecaster and the staff he or she commands. In the event the firm‘s management are dissatisfied 

with the present forecaster (staff included) and wish them replaced or alternatively the firm pres-

ently does not have a recognised forecaster and/or staff, the potential acumen, ability and effec-

tiveness needs to be scrutinized even closer. In either of the above scenarios, it is essential the 

forecaster and/or staff have been or should be the subject of professional forecasting training to 

enable them to have a fighting chance of succeeding in the profession and meeting the demands of 

the employing firm (Jain, 2003: 76, 2006: 88). The present day state of Western forecaster training, 

whether it is provided by academic institutions, professional organisations or the firms themselves, 

fall far short of the standards of other recognised professions. The legal and accounting profession 

benefit from structured and mature academic programmes and collaborative on the job training in 

the form of the article process. Even recently recognised professional designations such as Certi-
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fied Financial Analysts (CFAs) subject accepted university graduates who must have at least four 

years of employment or research experience in the area of investments to a minimum of three 

years intensive home study, seminars and examinations (CFA Institute, 2007). Contrast this with 

the offerings to professional forecasters. Firstly, there are no universally recognised programmes 

of formal training or study for one to become a ‗Certified Professional Forecaster (CPF)‗. To their 

credit the IBF has established such ‗certifications‘ and host forecasting training programmes. Un-

fortunately, the credibility and capital of such programmes fall far short of those of the CFA. In 

fact the CFA charter is considered an “MBA on steroids” (Jacobs, 2007). Secondly, formal fore-

casting academic courses or topics are generally relegated to the level of elective courses in MBA 

programmes or as part of statistics, operations research, management science and marketing 

courses. Regression analysis finds its way into more undergraduate and post-graduate courses with 

titles other than Forecasting. Finally, econometric offerings are provided as part of undergraduate 

and post-graduate economics degrees but are rarely structured in a manner as an integral part of a 

professional forecaster‘s portfolio, especially of the bread and butter variety. Those scholars and 

professionals who provide their own structure invariably land up as macroeconomic forecasters for 

commercial banks or load forecasters for utility firms while industrial/micro forecasters in the 

manufacturing, retail, transportation, technology, automotive, healthcare and many other industries 

find themselves wanting in their setting due to lack of training.  

 

This topic is indeed food for a thesis of its own and despite the magnetic temptation for the present 

study to wander in that direction, it will constrain itself to focussing on forecaster training event 

driven benchmarks. The assessment of the training standards of a firm‘s current or ‗forecaster to 

be‘ is achieved through the use of the final auto-driving prompt, number 10 as shown in exhibit 

4.17:  
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Exhibit 4.17: Auto-driving prompt 10 – Professional Forecaster Training: Populated 

   

The usage mechanics of auto-driving prompt 10 differs slightly from those using a template fill in 

approach in that the fill-in section of this template is analogy based rather than vacant. This ap-

proach leverages off the popular Western, particularly the US, business phenomenon of sports 

event metaphors and jargon intruding into the business setting and becoming part of the standard 

business lexicon. Business plans are routinely referred to as ‗game plans‗, strategic plans ‗as the‗ 

play book ‗, key personnel as ‗players‗, communicating as ‗touching base‗, mis-communicating as 

‗ not being on the same page‗ and many other examples are heard in Western conference rooms. 

The frequent practice of sporting celebrities being used and acknowledged as credible motivational 

speakers in business settings, particularly at sales ‗kick-off‗ campaigns provides evidence to this 

phenomena. The rationale behind this use stems from the perception that competitive success in 

business is not too different from competitive success in sports and the two social activities rou-

tinely borrow from each other. Modern sports teams are run like businesses and vice versa. It is in 

this vein the forecaster training events benchmarks are characterised so as to allow a firm‘s fore-

casting respondent, especially if that person is not knowledgeable in forecasting, to understand by 

analogy the best practices training portfolio required of a forecaster. Specifically, the respondent is 

provided with a brief description of the typical training portfolio of a professional tennis player. If 

the respondent is not a tennis player, an auto-driving prompt containing the training portfolio of a 

golfing professional is displayed. The majority of business executives are either competitive golf 

or tennis players. The respondent is then invited to provide comparable training events for either 

their current or prospective professional forecaster. The training portfolio of the professional fore-

caster completed by the respondent is then compared to the benchmark training portfolio and 

matches and gaps are noted. At the same time as these event driven qualitative benchmarks are 

being assessed, quantitative forecaster profile measurements, such as salaries, background and 

education are extracted from the respondents as these measures are important to obtain an overall 

assessment of the individual driving or likely to be driving the forecasting function at a particular 

firm. Auto-driving prompt 10 is the final prompt that may be deployed. Should inconsistencies in 

responses, whether prompted or not, occur during the interview a prompt may be redeployed to 
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gain response clarity and consistency. One of the foremost advantages of the interview method 

over survey methods is the ‗on the spot‘ ability to highlight and reconcile inconsistencies in testi-

mony. After the gathering of all responses and reconciliation of testimony (where needed), the 

respondent is allowed to articulate any other issues related to the subject matter. After the respon-

dent has had the final say, the interview is concluded. 

 

4.5 Number and Type of Interview Respondents 

 

The choice of interview respondents is the final order of business conducted in the review of cul-

tural categories step. McCracken (1988: 37) goes to great pains to advise that the group of respon-

dents chosen for interviewing are: ―not a „sample‟ and that their selection should not be governed 

by sampling rules.‖ This position is consistent with the desire of the purists of the qualitative re-

search approach to distinguish their approach from the quantitative approach. Qualitative research-

ers take exception to their approach being fashioned or judged by quantitative terms and standards. 

Quantitative or statistical sampling is an anathema in the qualitative arena. Industrial psychologist 

and qualitative case study expert Robert Yin (2003: 32) states: “A fatal flaw in doing case studies 

is to conceive of statistical generalization as the method of generalizing the results of the case 

study. This is because your cases are not ‘sampling units’ and should not be chosen for this rea-

son. Rather, individual case studies are to be selected as a laboratory investigator selects the topic 

of a new experiment.‖ McCracken chimes in on this position clearly marking the boundaries of 

each approach: “The quantitative project requires investigators to construct a „sample‟ of the nec-

essary size and type to generalize to the larger population. In the qualitative case, however, the 

issue is not one of generalizability. It is that of access. The purpose of the qualitative interview is 

not to discover how many, and what kinds of people share a certain characteristic. It is to gain 

access to the cultural categories and assumptions according to which one culture construes the 

world.” However other renowned qualitative researchers, while quite consistent on the locus 

standi of statistical generalization in the field of qualitative research, allow the words sample and 

sampling to creep into their lexicon. Glaser and Strauss (1967) refer to ‗theoretical sampling‘ in 

their grounded study research to distinguish the process from ‗statistical sampling‘ and Miles and 

Hubermann (1994) refer to ‗bounding the collection of data‘ as sampling. This laxity and inconsis-

tency in the use of the terms often results in qualitative business studies publishing elaborate ‗sam-

pling plans‘. Examples of this practice in the literature are: 

 

1) the Eisenhardt and Bourgeois (1988) study of the politics of strategic decision mak-

ing  utilizes a theoretical sample of 8 San Francisco based microcomputer firms.  

2) the Winklhoffer and Diamantopoulos (1996) study of export sales forecasting prac-

tice used a sample of 13 key informants from 11 UK firms.  

3) the Woodside et al. (2004) grounded theory study of leisure travel used a theoretical 

sample of 34 Canadian tourists. 
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4) the Green and Weaver (2005) study of sales forecasting benchmarking used a ‗pur-

posive convenience‘ sample of 7 US restaurant firms. 

 

Finally, let us not forget the Moon et al. (2003) position on this important point: “The sampling 

plan of the audit paper was companies that faced sales forecasting management challenges to test 

the efficacy of the audit methodology, and to observe the impact on sales forecasting performance 

of implementing the audit findings. To accomplish both these qualitative goals it was necessary to 

follow the advice of McCracken (1988) – it is more important to work carefully with a few people 

than to work superficially with many. Taylor (1994) argues that for qualitative research using in-

depth interviews, a sample size of 15 to 30 individuals is typical to understand the phenomenon of 

interest.” Quite ironically however, all of the studies mentioned above used some form of face-to-

face interview protocol. Woodside, Green and Moon specifically use and cite to McCracken‘s 

Long Interview protocol and then without explanation Green and Moon capriciously deviate from 

it. For replication purposes, this study adheres to the McCracken protocol and where deviations 

occur they are duly noted and justified in view of the practice analytic categories under considera-

tion. The protocol guidelines for selection of respondents are: 

 

1) the respondents should be perfect strangers 

2) the number of respondents should be no more than eight 

3) the respondents should not have a special knowledge or ignorance of business forecasting 

practices at their firm. 

4) the respondent pool should be diverse and contrastive to allow distance to be created. 

 

With respect to guideline 1, the study respondent pool was made up of perfect strangers. The pool 

was harvested through personal introductions from three key business and academic networking 

contacts. The one contact was the Director of the business school sponsoring the present study, the 

second contact was a retired financial institution board member and the third contact was the CEO 

of an industry trade group. These individuals approached variously known and unknown contacts 

and firms telephonically and in writing and requested respondent participation in the study by 

agreeing to be interviewed. The resultant pool of respondents and the instrument of inquiry, self, at 

the commencement of the interviews were perfect strangers. 

 

With respect to guideline 2, the study deviated from the recommended quantity for a number of 

reasons. Firstly, the diversity and contrast guideline cannot be met with only eight respondents in a 

business forecasting practice setting. These practices are influenced and dictated to by the business 

measures (variables) being forecasted. Financial institution forecasting variables are vastly differ-

ent from manufacturing SKUs and in turn are vastly different from balance sheet items of service 

firms, etc. In addition the comparative sizes of different firms will also influence practices and 

these sizes also have to be considered within the types of firms. Secondly, compelling arguments 

are offered by other qualitative experts outside the fields of consumer research, sociology and in-
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dustrial psychology need to be considered in the context of best practices. Notably, qualitative ex-

perts in the field of health science practices such as Morse (1994) contend: ―phenomenologies di-

rected toward discerning the essence of experiences include about six participants, ethnographics 

and grounded theory studies, about 30 to 50 interviews and qualitative ethological studies, about 

100 to 200 observations‖ as does Sandelowski (1995): ― determining an adequate sample size in 

qualitative research is ultimately a matter of judgment and experience in evaluating the quality of 

information collected against the uses to which it will be put. An adequate sample size in qualita-

tive research is one that permits – by virtue of not being too large – the deep, case oriented 

analysis that is the hallmark of all qualitative inquiry, and that results in – by virtue of not being 

too small – new and richly textured understanding of experience.” (Emphasis added). Thirdly, 

notice is taken of the Mentzer et al. (1999) ‗benchmark‘ respondent pool of 20 firms, the Moon et 

al. pool of 16 and subsequently 25 firms and the Fildes and Hastings pool from 10 divisions of  a 

UK manufacturing firm. These studies are on point vis-à-vis forecasting practices. With considera-

tion to all of the aforementioned guidelines and offerings, the present study did not, a priori, stipu-

late or plan a set size of the respondent pool. Instead interviews commenced, evidence was gath-

ered, patterns emerged, ‗snowballing‘ was conducted (respondents at the conclusion of the inter-

view were asked to provide introductions to colleagues at other firms), further interviews were 

conducted until one or all of three criteria were reached. These criteria were information redun-

dancy, categorical saturation and deep understanding. This approach is consistent with sound 

qualitative research practices, particularly grounded studies. This approach resulted in the inter-

viewing of 30 respondents from 20 South African firms. 

 

With respect to guideline 3, the type of respondent that was sought at each firm was ideally the 

individual most knowledgeable on the forecasting practices conducted at the respondent firm. This 

person did not necessarily have to be the person who developed forecast information used by the 

firm. To this end the study gravitated more to the guideline spectrum of the individual not having a 

special ignorance on a firm‘s forecasting practices. As a result the vast majority of the 30 respon-

dents interviewed were senior managers holding titles of director (vice president), CFO, chief 

economist and/or general manager. With respect to guideline 4, the respondent pool was extremely 

diverse and contrastive as a result of a purposive selection process. Firms interviewed were both 

large (50,000 employees) and small (1,500 employees), representing a variety of industries (manu-

facturing, retailing, banking, investments, services, healthcare, technology and transportation) and 

most importantly having different forecasting requirements and variables (inter alia sales, SKUs, 

operating theatre minutes, interest rates, meals, licenses and litres). 

 

4.6 Chapter Summary 

 

Steps 3 and 4, the review and discovery of business forecasting cultural categories respectively, are 

presented and discussed in this chapter. The review of the cultural categories allows the study in-
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strument of inquiry namely, the investigator to take an honest look at him/her self to determine 

what he or she honestly knows about the inquiry subject matter. Once this process of familiariza-

tion has occurred it is to be noted and distanced during the interview so as to ensure the testimony 

of the respondents are heard with the investigator‘s ears and not the conscious mind. The discovery 

of the cultural categories requires the development and utilization of a comprehensive, yet open-

ended interview plan. The interview plan consists of discussion points which are the de facto study 

proffered Western benchmarks. These benchmarks were developed through a ‗cherry picking‘ ex-

ercise of the offerings discovered in the literature search but more importantly from a transfusion 

of 25 years of primary, applied forecasting practice and acquired benchmark research. The latter 

research meets the critical bar of benchmarking namely, the identification and adoption of the 

practices of dantotsu. The derived benchmarks will surface during the interview procedure as ei-

ther ordinary discussion points, floating prompts or as auto-driving planned prompts. The respon-

dent may also unwittingly and unilaterally during the course of the interview raise and provide a 

response to a benchmark not yet discussed. The derived benchmarks will evaluate seven broad 

areas of the business forecasting practices of the responding firm. These areas evaluate the fore-

casting processes, development approaches and methods, integration, implementation, quality con-

trol, staffing and organizational support. The results of the qualitative benchmarking are also cross-

referenced and supplemented with the results gathered from responses to the IBF‘s survey based 

quantitative metrics-in-use. Fildes and Hastings (1994) adopted a similar approach in as much as 

the results of 45 face to face interviews were also supplemented with quantitative survey based 

measurements. The selection of the respondent interview pool comports with the method of in-

quiry guidelines and is also cognizant of the offerings of the scholarly and applied literature on the 

qualitative inquiry subject. A purposive selection of respondents resulted in 30 senior managers 

from 20 South African firms being interviewed. 

 

The steps of reviewing and discovering the cultural categories pave the way for the final step of the 

method of inquiry namely, the interview analysis and the discovery of the analytic categories. This 

step is taken in Chapter 5. 
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Chapter 5      Interview Analysis and Discovery of  

Analytic Categories 

"I want to reach that state of condensation of sensations 
which constitutes a picture" (Henri Matisse)  

                                     

5.1 Interview Synopses and Within-Case Summaries 

 

The final step of the research strategy entails the presentation and analysis of evidence mined from 

the interviews, disclosure of findings, disclosure of patterns and themes where and should they 

exist and the reporting of ultimate conclusions reached. As outlined in Section 1.5 the suggested 

protocol for this step involves the execution of a fairly elaborate analysis process of five stages. 

The first three stages proffer a back and forth consultation of a verbatim typewritten transcript of 

the audio-taped or video-taped interview. As explained in Section 4.4 intrusive and counterproduc-

tive audio-taping was not conducted during the interviews. Instead detailed handwritten notes and 

laptop computer based forms and diagrams completed during the course of the interview memori-

alised the event. In lieu of transcripts, detailed notes were transcribed into draft interview or ‗case‘ 

reports within 24 hours of each interview and any irregularity or gap in the notes was filled or rec-

onciled with the respondent by phone or email over a nine month quality control interval after the 

interviews were concluded. Further data gathering quality control steps taken during and after the 

interviews will be discussed in detail in Section 5.3. The purpose, intent and function bar of an 

interview transcript is quite adequately met by the interview or ‗case‘ reports of the present study. 

This is indeed so of like explorative, interpretive and evaluative studies. It is only in descriptive or 

narrative studies where minute details are required that a verbatim transcript may be essential. De-

termining patterns, themes, consistency and contradiction from a particular interview (within-case) 

is the fourth stage of the protocol. Back and forth consultation of the interview report facilitates 

this analysis. Determining patterns, themes, theses and theories as they appear in several inter-

views (cross-case) is the final stage of the analysis protocol. Again, back and forth consultation of 

each interview report and other items of evidence facilitate this type of analysis. On this point it 

should be clearly understood the ‗Long Interview‟ is a case study research strategy. As such the 

term ‗case‘ or ‗case report‘ encapsulates the entire gamut of evidence collected on the forecasting 

practices of the firm. This includes interview generated information and other evidence such as 

financial reports of the firm and investment analyst reports on the firm which may corroborate or 

contradict the evidence mined during the interviews.  

 

Having dispensed with the necessary protocol housekeeping, grand tour synopses of the respon-

dent interviews and appended within-case summary exhibits of the evidence gathered on the fore-

casting practices of 20 anonymous South African firms, are presented as follows: 
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Case 1 – Punters Ltd: 

 

Punters is a gaming and entertainment firm that generated revenues of R1.6 billion or $229 million 

in 2006. Punters holds a significant but not dominant share of the industry. Its revenues grew by 

30% in 2006 and over the last five years at a geometric rate (GGR) of 17.8%. A two hour inter-

view was conducted at the firm‘s headquarters with the company secretary who also holds the title 

of ‗Financial Manager‗. The latter is in his early 30s and holds a chartered accountant certification. 

He in turn reports to the Finance Director (FD) who is slightly older and is also a chartered ac-

countant. They both report to the CEO who is a 36 year old chartered accountant. The only mem-

ber of the management executive who is not an accountant is the 41 year old COO who holds an 

MBA. The gaming industry experience of the management group ranges from 7 to 16 years with 

an average of 11 years. The Financial Manager (FM) was determined to be the appropriate fore-

casting practice respondent as “he does most of our forecasting.”  The FM perceives the firm to 

have a two man forecasting function that has been in existence for four years. Assessment of this 

perception reveals a bona fide forecasting function does not exist at the firm, rather the forecasting 

function is subsumed within the routine accounting and ‗financial planning‘ functions. Variables 

forecasted consist mainly of income statement and balance sheet financial items and accuracy lev-

els are reported in the range of 4% compared to actual results due to the perception of their operat-

ing environment being seen as ‗mature‗. Forecasting methods employed are mainly judgemental 

and analysis and reports are compiled with off the shelf micro based spreadsheet software. The 

FM, earning R450/$64 thousand annually, compiles the forecasts which are in turn reviewed, 

amended and managed by the FD, earning R1.75 million or $250 thousand annually. As forecast-

ing is not a separate staff or line function at Punters these salaries pay for a number of other staff 

and management functions.  

 

The process Punters uses to compile forecasts is a two phase exercise. Phase 1 consists of the field 

Operations Managers providing their bottom-up operational forecasts to the FM. He in turn con-

solidates the individual forecasts into a group financial forecast and reports and presents same to 

the FD. The FD reviews the forecasts embedded in the group financials and performs one of two 

actions. In the event he wishes to make minor changes to the forecasts and ‗financials‗ he will send 

same back to the FM. In the event he wishes major changes to be made he will communicate di-

rectly with the operations managers and attempt to reconcile same prior to submitting the reports to 

the CEO. The CEO will perform his own review. He may or may not make any changes prior to 

submitting the ‗financials‗ to both the Board of Directors (BOD) and the principle Overseas Equity 

Holders (OEH). In the event he does make changes, these changes and/or ‗suggestions‗ are sent 

back down the management chain to the operational units. In the event he does not make any 

changes or ‗suggestions‗ the BOD and/or the OEH may do so which in turn will go back down the 

chain for implementation or explanation. The latter iteration constitutes Phase 2 of the process and 

is perceived as a top-down exercise. The process is shown in Exhibit 5.1 from an „in situ‟ construc-

tion by the respondent during the interview: 
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            Exhibit 5.1: Punters Ltd Reported Forecasting Process 

 

To elucidate upon all the forecasting practice phenomena at Punters a coded, condensed, and 

sorted summary is shown in Appendix A as Exhibit A.1. This summary displays in matrix form the 

forecasting criteria and associated criteria attributes Punters reports is present or not present at the 

firm. In addition Western benchmarks as detailed in Section 4.3 are included in the matrix. The 

first column of the matrix lists the analytic categories of either forecasting criteria or higher level 

benchmarks. The criteria and benchmarks are grouped into the 8 major categories as detailed in 

Section 4.3. These categories are process, forecast development, forecast methods, integration and 

presentation, forecast implementation, forecast quality control, forecasting department and fore-

casting support. Within each of these categories are events, criteria, ‗tests‘ or benchmarks that 

were assessed or mined from Punters before, during and after the interview process. Events or cri-

teria that constitute a benchmark are illuminated in blue text. In the second column of the matrix, 

analytic category associated attributes are listed. In the third column the result of the evidence 

mining or discovery exercise (interview, document reviews and independent analysis) conducted 

on Punters is symbolised. The symbol legend and the symbols are shown in the third and fourth 

columns of the matrix respectively. One of four differently coloured and shaded rectangles sym-

bolises a different result. A solid shaded green rectangle symbolises the mining exercise uncovered 

evidence that supports Punters either meeting the standards of a benchmark or a forecasting criteria 

was present at the firm or one or more criteria associated attributes are present at the firm. A solid 

shaded yellow rectangle symbolises that evidence was uncovered that does not fully support all the 

conditions of benchmarks being met or criteria and attributes being present. A typical example of 

this is a respondent claiming a high degree of forecasting accuracy during the interview yet bal-

ance sheet, income statement as other forms of evidence contradict the respondent‘s posit. A solid 

shaded red rectangle symbolises a remarkable incident of either a benchmark not being met, the 

absence of a forecasting criteria or attribute when the latter and former should be present at the 

firm or the existence of a criteria or attribute at the firm when the latter or former should not be 
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present in the context of the other forecasting practices of the firm. Lastly, a cream pastel rectangle 

symbolises benchmarks, criteria or attributes that are not applicable, not remarkable, not required 

or not unusual in view of other results or practices at the firm. In general, the Punters within-case 

matrix summary supplements the interview synopsis by providing further ad hoc details and codi-

fies benchmark, criteria and attribute results for subsequent cross-case analysis. The table explana-

tions and associated symbols are applicable to the within-case summaries of all the responding 

firms and are shown as individual exhibits in Appendix A. To avoid redundancy these explanations 

will not be repeated in each case synopsis but Appendix A exhibit references will be noted. 

 

Case 2 – Lumbers Ltd: 

 

Lumbers is an integrated, industrial wood products firm whose operations/value chain extends 

from its forests to its retail furniture stores. The firm generated revenues of R13/$1.9 billion in 

FY07, up by 30% from the year before. The forecasting function has resided within its supply 

chain management department for the last four years. A 90 minute luncheon interview was con-

ducted with the department manager who is in his early forties, has an engineering background and 

earns R650/$93 thousand annually. Development and delivery of product volume and currency 

enumerated forecasts are conducted by a senior analyst with an engineering bachelor‘s degree 

earning R420/$60 thousand a year and an analyst with a matric/high school diploma and a sales 

background earning R280/$40 thousand a year. ‗Forecasts‘ are generated for both supply con-

strained and unconstrained products. Recorded forecast variances are less for supply constrained 

products ―because we make, allocate and sell what we can produce‖ compared to unconstrained 

SKUs. Variances at the SKU level for the former are 45% one month and one quarter out and 30% 

one year out while unconstrained SKUs are at variance with recorded actual sales by 75%, 70% 

and 30% at one month, one quarter and one year horizons, respectively. Forecast accuracy im-

proves as products are aggregated into categories. Aggregate sales levels for the firm vary by 30%, 

25% and 20% at one month, one quarter and one year horizons, respectively.  

 

The forecasting process adopted by Lumbers is driven by the revenue goals of their ‗Executive 

Sales and Operations Planning(S&OP)‗ managers and the Consumer Products sales channels. 

Each of these groups of managers submit their goals to S&OP staff together with critical input on 

proposed price levels for each product. Prior to the submission to staff the goals are ―run through 

finance to make sure they agree.‖ The S&OP staff attempt to reconcile differences between differ-

ent inputs, compile a production and supply plan consistent with the goals and inputs and highlight 

to the line functions where they are capacity and supply constrained. The process as reported is 

depicted in Exhibit 5.2: 
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Exhibit 5.2: Lumbers Ltd Reported Forecasting Process 

 

Detailed results of evidence mined from interviews, document analysis and independent analysis 

of forecasting practices and processes adopted at Lumbers is appended in matrix form in Exhibit 

A.2.    

 

Case 3 – Loaners Ltd: 

 

Loaners is one of the largest banking groups in Southern Africa providing retail and wholesale 

banking services, investment banking, foreign exchange and securities trading services. It employs 

over 20 thousand people. Loaners operating income was measured at R10/$1.4 billion five years 

ago and has since grown at a geometric rate of 16% per year.  A 115 minute interview was con-

ducted at the office of the firm‘s 47 year old Chief Economist. He leads a forecasting and eco-

nomic analysis department that has been in existence for 30 years. His staff consists of two Senior 

Economists, two Economists and an Assistant Economist. The academic backgrounds of the staff 

are in Economics, Mathematics and Statistics and the highest level reached is that of a Master‘s 

degree. His Economists are paid R400/$57 thousand a year and his Senior Economists $600/$86 

thousand a year. The forecast deliverables of this function are mainly macroeconomic variables 

such as GDP, foreign exchange rates, insolvencies, interest and credit rates which are all generated 

for monthly periods with the exception of GDP and insolvencies. The latter and former are gener-

ated for quarterly periods. All forecast deliverables are generated once a quarter. Reported forecast 

accuracy of quarterly GDP percentage forecasts are within the range of a single percentage point. 

Quarterly FX, insolvencies and credit rate forecasts deviate from recorded actuals by 5 to 10%. All 

the Economists at this firm are paid strictly on a fixed salary basis, no bonus is received for higher 

levels of forecast accuracy. The users of the forecast deliverables generated by this department are 

internal senior management executive committees, line operating groups and major commercial 

and equity customers. Two forecasting processes are used to determine which forecast levels are to 
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be used by both internal and external ‗customers‗. The one process takes place at the Senior Ex-

ecutive Committee level and the other at the staff economic research level. The latter process con-

sists of the staff economists gathering historical time series data, processing same with microcom-

puter based econometric time series and cause and effect software. The results are reviewed by the 

chief economist who adds his judgment to the models and outcomes and then has informal discus-

sion with members of the Executive Committee and various finance committees to ensure the re-

sults are supportive of the firm‘s budgets. Once the informal discussions, which are also advisory 

in nature, are completed the Executive Committee then proceeds to conduct its own formal, in 

camera evaluation and determination. The Executive Committee is a ten person committee consist-

ing of five chartered accountants, two engineers, one with an MBA, a lawyer and two others. The 

average age of the group is 48 years with the eldest member being 57 and the youngest 39 years. 

The methods this group uses to determine its forecasts is not reported but is perceived to be mainly 

judgmental. Monitoring of accuracy of both processes is undertaken by the staff of the economic 

research department. The processes outlined above are shown in Exhibit 5.3: 
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Exhibit 5.3: Loaners Ltd Reported Forecasting Process 

 

Detailed results of the Loaners investigation are presented in the within-case summary appended as 

Exhibit A.3: 

 

Case 4 – Networks plc: 

 

Networks is a multinational IT services and infrastructure firm that was started in Johannesburg 

over 20 years ago and has recorded a GGR of 9% over the last five years. It currently employs 

over ten thousand people and operates in 35 countries across Europe, North America, Asia, Africa 

and Australasia. A two hour interview was conducted in Johannesburg with the group Financial 
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Manager (FM) as the latter was deemed to be the most knowledgeable employee on the subject of 

forecasting. An independent bona fide forecasting function does not exist at Networks. Instead a 

financial planning department that has been in existence for the last 7 years gathers information 

related to forecasting from 20 business unit line managers across the firm who are “engaged in 

forecasting activity.” Forecasts are judgementally determined from a bottom-up exercise of deter-

mining dependent and independent demand for the firm‘s products and services. The dependent 

demand forecast is one of subjective probabilistic determination of which existing customers will 

be renewing and/or expanding upon their existing software service contracts. The independent 

demand forecast is a case of subjective probabilistic determination of which new customers will be 

placing orders for the firms existing and/or new products and services. It is reported that the fore-

cast accuracy of these exercises is within 15% of actual product or service category sales over a 

one quarter horizon and within 5% for the firm as a whole over a one quarter and one year horizon. 

Forecasts are revised weekly throughout the year. The FM as part of his other accounting and fi-

nancial planning functions consolidates the various bottom-up forecasts and presents the results 

weekly to the Finance Director for review. The FM and the FD are compensated to the levels of 

R700/$100 thousand and R1 million or $143 thousand respectively. The FD, depending upon the 

revenue growth goals of the firm, agrees or declines to ―operationalize‖ the forecasts. In the event 

of the former, the FD reports the forecasts to ―national management‖.  In the event he declines, the 

forecasts are sent back to the line business unit managers. There are nine business units. The line 

managers may or may not increase the levels of their original forecast as they may or may not be 

capacity constrained by the number of field systems consultants available or fully trained to fulfil 

customer orders. This process is depicted in Exhibit 5.4: 
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   Exhibit 5.4: Networks plc Reported Forecasting Process 

 

Individual details of Networks‘ forecasting practices are appended as Exhibit A.4: 
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Case 5 – Retailers Ltd: 

 

Retailers operates 20 business units in the retail furniture and appliance market. It employs over 

15,000 people in six Southern African countries who manage over 1,000 retail stores selling 13 

branded products.  The firm‘s revenues grew by over 70% in FY06 and its GGR over the last five 

years has been 39% per annum. A major portion of this growth has not been organic, rather acqui-

sition driven. The forecasting function of the firm resides within the finance area of the firm. A 

110 minute interview was conducted in the office of the 43 year old Group Treasury and Special 

Projects Manager who is responsible for the delivery of consolidated group forecasts. The forecast-

ing function has resided within this department for the last 10 years and receives forecast informa-

tion from 25 business unit (BU) managers typically holding bachelor‘s degrees in com-

merce/business. The BU and group managers‘ forecasting activity constitutes a very small compo-

nent of their job descriptions. These managers are compensated to the average level of R450/$64 

thousand per year while the Directors earn R650/$93 thousand per year. The firm only manufac-

tures a very small percentage of its own products and instead relies on a number of suppliers for 

providing forecasted products. The firm reports it utilises a Sales and Operations Planning process 

(S&OP) but not a Collaborative Planning Forecasting and Replenishment process (CPFR) to en-

sure the correct mix and volume of products are supplied to its stores. Operational volume and 

nominal/monetary forecasts are generated for 12 month and four quarter rolling periods while in-

come statement items are forecasted for three year horizons.  Forecasts for existing products are 

generated at the business unit level utilizing short term usage based ‗simulator‗ software and 

managerial judgement. Financial forecasts are generated in a similar fashion. The firm reports that 

forecasts have exceeded recorded sales actuals by 5% on the average at the product category level 

over one month and one quarter horizons. However, independent analysis of the firm‘s income 

statements and balance sheets for FY05 and FY06 reveal stock turns statistics inconsistent with the 

reported accuracy level. The process Retailers adopts to generate its forecasts involves a bottom-up 

submission of the business unit forecasts at the product volume and monetary levels to the group 

holding firm. The latter in turn generates a high level top-down monetary financial item forecast in 

nominal/monetary terms and compares its forecast to comparable business unit submissions. The 

top-down forecasts prevail over the bottom-up submissions. Flow chart depiction of this process is 

very similar to that of Networks plc. with the exception of the top-down forecasts prevailing. Indi-

vidual details of Retailers forecasting practices are appended in Exhibit A.5. 

 

Case 6 – Ebriete plc: 

 

Ebriete is a beverage manufacturer, distributor and third party bottler operating in over fifty coun-

tries and six continents. It employs over 50,000 people worldwide with a payroll level close to 

R14/$2 billion in FY07. During the same period its sales revenues grew slightly over 20% and by a 

GGR of 23% annually over the last five years. A forecasting function has existed at the firm for 

over 15 years employing 11 people in FY07. The forecasting function resides within the logistics 
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unit of the firm. A 90 minute interview was conducted at the office of the ‗Manager of the Logisti-

cal Planning Department‘ of the South African unit of Ebriete, Plc namely Ebriete Ltd. The latter 

unit is the central location and ‗clearing house‗ for worldwide operations. The respondent is in his 

early forties and hails from an operations consulting background at a ‗big six‗ accounting and con-

sulting firm. The focus of the interview was at two levels, the low level volume forecasting and 

high level aggregate sales revenue forecasting. The forecasting process for the latter level consists 

of the operating committee (OC) of Ebriete Plc setting growth targets for each of their operations 

for the next three to five years. The Plc operating committee is comprised mainly of MBAs with 

engineering backgrounds, a single chartered accountant and a single director with an economics 

background. The average age of the group is 50 years ranging from 43 to 56 years.  The targets set 

by the Plc OC are communicated back to an Ltd cross functional management group (FMG) via 

the MD of the Ltd who sits on the Plc OC. The FMG meets time and again during a quarterly pe-

riod and develop a draft bottom-up business plan. The draft plan is then presented to the Ltd board 

and is reconciled back to the OC targets by the FMG performing gap and SWOT analysis. The 

final business plan is then presented to the Ltd board and agreed upon. The Ltd MD then takes the 

plan back to the OC for final agreement. Once agreement is reached at the Plc OC level the plan 

and forecasts are communicated back to the various business units and the year 1 plan and fore-

casts are used for operational planning purposes. It is reported that this process has generated fore-

casts that have varied by an average 8% against actual revenues for monthly horizons and by 10% 

for quarterly and annual horizons at the business unit level. With respect to volume forecasting at 

the SKU and product category levels, the process revolves around each of 10 forecasters (called 

‗Demand Planners‗) generating time series and judgmental forecasts in support of monthly busi-

ness unit operating plans. Over 300 forecast items (SKUs, product packages, product categories 

and new products) for each of 80 distribution points are generated. The time series forecasts are 

generated from PC based commercial forecasting software package with ARIMA, Smoothing, 

Decomposition and other rudimentary functionality. This ‗forecast engine‗ is fed with historical 

time series data by an SAP accounting system residing on numerous servers. In the case of new 

products without any historical data, the forecasters apply Analog techniques in addition to judge-

mental approaches. Ad hoc econometric and price elasticity analysis is sourced outside the fore-

casting department from external consultants or internal  marketing consultants. SKU forecasts 

vary on the average by 46% when measured using the MAPE formula for one month horizons and 

by 80% for 12 month horizons. Product category MAPEs are between 15 and 20% for monthly 

horizons, 20 to 30% for quarterly horizons and 50 to 60% for 12 month horizons. It is reported that 

the staff forecasters are incentivised for forecast accuracy above their base R450/$64 thousand 

annual salary. This incentive also applies to the forecast manager‘s base salary of R600/$86 thou-

sand. Once the ‗Demand Planners‗ have completed their analysis the volume forecasts are sent to 

the ‗Production Planners‗ who develop a ‗full supply chain plan‘ containing an MPS, MRP, MSP 

and inventory plan. A SAP SEM budgeting tool is used to convert the volume enumerated fore-

casts into monetary forecasts. The monetary level forecasts are then passed onto the business units 
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operational functions to reconcile to the business plan provided to them from the Plc OC. Both 

processes are illustrated in Exhibit 5.5: 
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Exhibit 5.5: Ebriete plc Reported Forecasting Process 

 

Supplementary details of Ebriete‘s processes and other categories of their forecasting practices are 

appended as Exhibit A.6: 

 

Case 7 – Canteens (Pty) Ltd: 

 

Canteens is a privately owned food catering concern that has been operating in the domestic out-

sourced catering market for over 30 years. Canteens reports it employs over 6,000 people and 

serves over a million meals daily to its customers that range from large corporations to educational 

and healthcare institutions and industrial, construction and mining concerns. It does not operate nor 

has it ever operated a forecasting department. Similarly, it has never hired a professional forecaster 

nor an employee with professional forecasting credentials or experience. Its forecasting activities 

are conducted within its operations departments by R84/$12 thousand a year analysts with matric 

certificates/high school diplomas and R280/$40 thousand a year senior analysts with bachelor‘s 

degrees. These analysts use judgmental forecasting techniques to compile rolling 12 month and 3 

year, annual monetary sales forecasts. The 3 year annual forecasts are revised every year. The firm 

reports the forecasts, at all categories (product/service/firm), vary from recorded actuals by 10% 

over the 30 day and 90 day horizons and by 15% over the one year horizon. The analysts use 

server based enterprise resource planning software to extract current and historical sales data for 
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analysis. The analysis is also conducted using PC based off the shelf spreadsheet software. The 

forecasting process used at Canteens consists of three steps. Firstly, the analyst derived bottom-up 

monthly forecasts are submitted to the various operations managers (OMs). The latter then review, 

amend and/or forward the forecasts to the Divisional Finance Manager (FM) and Divisional Direc-

tor (DD). Lastly, monthly forecast meetings are held with the CEO, FD and OMs ―to compare 

performance against budget, performance against forecast and to agree (and adjust if necessary) 

the forecast going forward.” The CEO is in his early fifties and it is reported “he has a strong fi-

nancial background‖, while the FD is a 40 year old Chartered Accountant. The modal credential of 

the OMs is a diploma in hotel and catering management. The forecast process is distinct from the 

budget process which consists of four steps. In step 1 the CEO establishes overall growth and fi-

nancial targets with shareholders and Board of Directors (BOD). The FD and CEO agree upon 

divisional targets and communicate them down to the divisions. In step 2 the divisional FMs com-

pile divisional budgets from bottom-up information provided by Operations Managers and heads 

of support departments.  If targets are not met the divisional directors will agree upon methods of 

adjusting the budget so that it does provide the required profit contribution. In step 3 the budget is 

presented to the full BOD by each divisional management team, is debated and accepted or ad-

justed as agreed. In step 4 the company budget is compiled by the FD and presented by the CEO to 

the shareholders. In the context of forecasting practices budgeting activity is anecdotic. On point 

are the individual details of the firm‘s forecasting practices appended as Exhibit A.7. 

 

Case 8 – Maritime Ltd: 

 

Maritime is a publically traded holding firm with its principal operations encompassing the own-

ing, leasing and managing of marine cargo containers for a worldwide customer base. The firm 

contributes over 8% of the total market capitalization of the Industrial, Goods, Services and Trans-

portation industry/sector listings on the JSE. The GGR of Maritime‘s sales revenues has been over 

35% annually from an FY02 base of R589/$84 million. Maritime employs over 400 people world-

wide. A 100 minute interview of the firm‘s Financial Director (FD) and Financial Manager (FM) 

was conducted at its head office.  The FD and FM are 61 and 49 years of age respectively. Both 

are Chartered Accountants. The FD is compensated to the level of R1 million or $143 thousand 

annually while the FM earns R700/$100 thousand during the same period. The forecasting process 

practiced by the firm consists of four phases. At the first phase, the field operations managers pro-

vide their bottom-up sales revenue forecasts, enumerated in monetary terms, to the division‘s CFO. 

The firm has never established a formal forecasting department nor hired a professional forecaster 

or manager with forecasting credentials. The bottom-up forecasts are all judgmentally derived by 

the logistics/operations managers who hold bachelor‘s degrees in finance or marketing. Tools used 

by these managers to develop the forecasts are PC based spreadsheet and graphics software pack-

ages. The firm reports operating forecasts at the product/service category levels vary from re-

corded actuals by an average of 20% over a one quarter horizon. Forecasts are generated for 36 

monthly periods and are revised on a quarterly basis. At the second phase of the forecasting proc-
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ess, the division CFO will consolidate the individual forecasts into a group financial forecast and 

report and will then present each to the CEO and the Executive Committee (EC). The EC consists 

of three attorneys (one with an MBA) and a Chartered Accountant. The average age of the EC is 

66 years with the eldest member at 73 years and the youngest at 59 years.  At the third phase of the 

forecasting process, the EC will review these consolidated reports and will (a) request that the 

CFO effect some minor changes to the reports or (b) refer the reports back to the operations man-

agers for reconsideration or (c) accept the reports in the form presented. At the fourth phase of the 

forecasting process, the CEO and/or EC, when satisfied with the reports, will cause them to be 

circulated to members of the board of directors in advance of a meeting of the board, together with 

a written report from the CEO. The board of directors will consider the report and forecasts and the 

significant underlying assumptions and will (a) accept the forecasts and budgets as presented with 

or without reservation or (b) refer the forecasts and/or budgets back to the CEO and his team for 

further work. In this latter event, the board would reconvene to reconsider the amended forecasts 

and budgets. The process described above is illustrated in Exhibit 5.6: 
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   Exhibit 5.6: Maritime Ltd Reported Forecasting Process 

 

Further details of the forecasting practices of Maritime are appended in Exhibit A.8. 

  

Case 9 – Greige Ltd: 

 

Greige has been a publically traded clothing retailer and manufacturer for over 50 years. It cur-

rently employs over 1,500 people. This headcount has diminished over the years as the firm has 

progressively reduced its manufacturing capacity by shutdowns and consolidations. This segment 

of the business continues to languish due to reported labour and productivity problems. The retail 

sector of the business has not fared any better with declining sales revenues over the last three fis-

cal years. Its GGR over the last five years has been -0.3% annually. A 75 minute interview was 

conducted at the firm‘s offices with the CFO, a very nervous 38 year old chartered accountant. The 
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firm has never operated a forecasting department nor has it ever employed a professional fore-

caster or a manager with forecasting skills or credentials. Forecasting activity at the product vol-

ume level is conducted within the Supply Chain department of the firm. This has occurred for the 

last five years with three employees devoting 70% of their time solely to forecasting activity. The 

employees, a manager, a senior analyst and an analyst are paid R360/$51 thousand, R240/$34 

thousand and R120/$17 thousand respectively. The analyst holds a matric certificate and the senior 

analyst and the manager each hold bachelor‘s degrees and offer operations experience. Forecasting 

methodologies practised are judgemental in the main with ad hoc surveys also being conducted. 

All forecasting analysis is conducted with PC based spreadsheet software. The CFO reported that 

forecast accuracy was monitored but could not provide variance measures at the time of the inter-

view and indicated ―I will revert to you with the info however I have other priorities currently. 

Sorry for the delay.” The ‗info‗ was not provided to the study and was not pursued. At the high 

level of sales revenue forecasting it is reported that the CEO and Executive Director of Marketing 

(DM) determine and develop the forecasts subjectively. The CEO is a 39 year old and the DM is 

62 years old. Both ladies possess Bachelor of Arts degrees. The reported forecasting process 

adopted by Greige consists of the aforementioned executives caucusing and collectively determin-

ing the operational and financial targets of the firm. Both executives report to a 67 year old non-

executive chairman of the board who holds diplomas in general law and tax law. Considerable 

information provided by the respondent during the interview process is not supported by other 

forms of evidence such as publically filed financial statements and industry journal reports. These 

discrepancies are highlighted in yellow in the detailed investigation results summary appended as 

Exhibit A.9. 

 

Case 10 – Boisson Ltd: 

 

Boisson is a domestic and international producer, marketer and distributor of alcoholic beverages. 

Its international operations are located in Canada, the USA, Europe, the UK and Japan. Its shares 

are publically traded on the JSE through its wholly owned investment subsidiary. A 90 minute 

interview was conducted at the firm‘s offices with its International Marketing Director (DM).  

Boisson established a forecasting department a year ago consisting of a $360/$51 thousand analyst, 

a R600/$86 thousand senior analyst and a R720/$103 thousand manager. The forecasting depart-

ment is located within the Sales and Marketing function of the firm. Forecasts are generated at the 

product SKU, category and firm level both in volume and monetary terms. The forecast horizons 

are 12 months and three years which are revised every quarter. Forecast variances are reported as 

10%, 5% and 5% over 30, 90 and 360 days horizons for SKU, category and total firm levels, re-

spectively. Independent examination of the firm‘s financials for the last two fiscal years show 

stock/inventory levels average R837/$120 million which computes to an average of 67% of sales 

revenues for the same period. Industry publications report that the Executive Director of Produc-

tion resigned from the firm in mid FY07. The reported forecasting process practised by the firm 

consists of a bottom-up and top-down phase. The former phase entails the wholly owned domestic 
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and international operating entities submitting their independent forecasts to the Manager of the 

Forecasting Department. The latter then compares these forecasts to the times series forecasts gen-

erated by his staff, attempts to reconcile differences and then presents the best efforts resultant 

forecasts to the CEO, the FD and other members of an Executive Committee (EC). The latter then 

either amend or accept the forecasts. Amendments revert back to the operating units which may or 

may not result in changes to their original forecasts. The EC accepted and approved forecasts are 

then presented to the Board of Directors (BOD) who in turn present same to the shareholders. The 

BOD rarely make changes to the CEO/EC presented forecasts. The shareholders do not explicitly 

make changes to the forecasts. They did however vote in FY07 not to re-elect the Chairman of the 

Board. The forecasting process described above is shown in Exhibit 5.7. A detailed results sum-

mary of most of the evidence mined during the interview process and examination of other docu-

ments of the firm is appended as Exhibit A.10. 
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   Exhibit 5.7: Boisson Ltd Reported Forecasting Process 

 

Case 11 – Merchant Ltd: 

 

Merchant operates a chain of over 350 retail clothing, food and general merchandise stores in 

Southern and Central Africa, the Far East and Australia. The firm employees over 15,000 people in 

the above mentioned regions. It is a publically traded listing on the JSE with a market capitaliza-

tion in excess of R13/$1.8 billion. Its sales revenues grew by 23% in its last fiscal year and the 

GGR of the same measure has been approximately 16% annually for the last five years. A 115 

minute interview, focussing mainly on its operational forecasting practices, was conducted with 

the firm‘s Merchandise Planning Manager (MPM). The MPM reports that a forecasting depart-

ment, placed within the operations department, has been in existence for the last five years. The 

department employs a total of 35 people consisting of forecasters/‗planners‗ and forecasting man-

agers /‗planning managers‗ who devote 70% of their time to bona fide forecasting activities. The 
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latter are compensated to the level of R500/$71 thousand per year while the former earn R350/$50 

thousand a year. Most of the staff hold bachelor‘s degrees with emphasis in the mathematics and 

statistics subject areas. Server and PC hardware hosting the Oracle Inc.‘s Retail Demand Forecast-

ing (RDF) application software are the principal hardware and software tools utilised by the staff 

in their forecasting activities. RDF employs a suite of time series, regression and combination of 

techniques to determine minimum variance forecasts. The MPM reports an incentive programme, 

boosting salary levels reported above, is in place to improve forecast accuracy. Bonuses are based 

on the calculation of WMAPEs or the weighted mean absolute percentage error accuracy measure 

for each SKU generated by the forecaster. Reported average WMAPEs are 40% over 30 day hori-

zons for both SKUs and product categories. MAPE (mean absolute percentage error) for the firm 

as a whole is reported at 2% over a 30 day horizon. Operational forecasts are prepared and revised 

weekly for daily forecasts periods over an 18 month horizon. Approximately 6,000 SKUs and one 

million SKULs (SKUs at different locations) are forecasted. The weekly operational forecasting 

process practiced by Merchant consists of a bottom-up and top-down component. The former en-

tails the forecasters/‗planners‗ generating, reviewing and adjusting the computer system generated 

statistical forecasts. These forecasts are then consolidated and presented to the forecasting manag-

ers/‗planning managers‗ who perform their own review and ad hoc adjustments. Upon completion 

of this exercise the ‗final‗ consolidated forecasts are then presented to the MPM who in turn per-

forms his own review and ad hoc adjustments. The top-down phase of this process is reported as 

the planning managers and the MPM ―requesting that the planners make changes to achieve cer-

tain levels‖ consistent with their respective ad hoc adjustments. Despite having SKU average sell-

ing price data available, no formal exercise of reconciling consolidated volume based forecasts 

with top-down monetary forecasts, is undertaken. Individual stores also provide ‗top-down‗ input 

with respect to promotional items that will be sold in their respective stores. This process is illus-

trated in Exhibit 5.8: 

 

Oracle
Forecaster

Oracle

 RDP

Forecasting

  Manager

Merchandising

    Planning

    Manager

    Store

  Managers

   Exhibit 5.8: Merchant Ltd Reported Forecasting Process 
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Exhibit A.11 in Appendix A provides additional details to the process findings as well as other 

forecasting practices at Merchant:  

 

Case 12 – Enivre Group Ltd: 

 

Enivre is a domestic alcoholic spirits and beverage producer that markets, exports and distributes 

its products in Africa, North and Latin America, Europe and Asia. The firm employs over 4,000 

people domestically and contributes over R12/$1.8 billion in market capitalization to the consumer 

food and beverage sector/industry of the JSE. Revenue growth of the firm exceeded 18% in FY07, 

its highest rate of growth over the last six years.  

 

An in depth interview focussing on product volume forecasting practices was conducted with the 

group‘s Planning and Control Financial Manager. The interview lasted approximately two hours. 

A forecasting ‗department‘ is reported to have been in existence for over 20 years at the firm and 

consists of six employees. Although this function is located within the operations/production func-

tion of the firm it is considered to be unbiased in its bottom-up time series forecasting of over 600 

SKUs. These activities are aided by the use of SAP APO demand planning tools and PC based 

spreadsheet software. Product volume forecasts are generated over horizons of 18 monthly periods 

and five year annual periods. Monthly forecasts are revised each month and the five year outlook is 

revised each year.  

 

Volume forecasts are reported to vary from recorded actuals by an average of 33% over a 30 day 

horizon at the SKU level. Aggregate firm level monetary forecasts are reported to vary from re-

corded revenues by 3% over a 30 day horizon and by 20% over a one year horizon. The firm‘s 

inventory to sales ratio was 41% in FY02 and declined to 34% in FY07. The GGR of this ratio has 

declined at an annual rate of 4.7% over the last five years.  

 

An incentive plan, based upon forecasting accuracy, supplements the annual base salary of 

R350/$50 thousand of the four forecasters and the annual base salary of R500/$83 thousand of the 

forecast manager. This group reports to the director of operations earning R800/$114 thousand 

annually.  

 

The forecasting process practised by the firm starts at the beginning of the year with the prepara-

tion of ‗functional‗ or operational unit level ‗baseline‗ volume forecasts and the conducting of a 

series of meetings between the forecasting staff and those units  to reach agreement. This section 

of process is depicted in Exhibit 5.9: 
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Exhibit 5.9: Enivre Group Ltd - Functional Level Baseline Agreement Section 

 

The next stage of the process revolves around the functional units considering ‗stretch‗ or oppor-

tunistic business not reflected in the historical data and time series analysis. Upon completion of 

this consideration the forecasts are consolidated into business segment forecasts and similar 

agreement reviews and additional ‗segment stretches‗ are entertained. The resultant forecasts are 

delivered to the production and logistics departments and a high level review meeting of finance, 

operations and logistics is conducted in February of each year. This section of the process is de-

picted in Exhibit 5.10: 

 

 

Exhibit 5.10: Enivre Group Ltd -  ‗Stretch‗ and Segment Review Section 
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Upon the approval of the segment baseline forecasts and any adoption of ‗stretches‗ the opera-

tional budgets and draft segment business plans are compiled. The latter are reviewed, revised and 

finally agreed upon resulting in segment budgets being compiled. At the same time, preliminary 

five year plans are prepared and reviewed. The last section of the volume forecasting process 

evolving into the start of the business planning process is depicted in Exhibit 5.11: 

 

 

Exhibit 5.11: Enivre Group Ltd - Final Forecast and Business Plan Review Section 

 

Supplemental to the above synopsis and process charts of Enivre, Exhibit A.12 in Appendix A 

provides individual details of their forecasting practices and process. 

 

Case 13 – ATM Group Ltd: 

 

ATM is one of the largest financial and banking service groups in South Africa employing over 

35,000 people in over 700 physical service outlets. Interest income reported in FY06 exceeded 

R35/$5 billion reflecting growth of over 28% from the previous year. An interview lasting over 

two hours was conducted with managers of two separate segments of the retail business unit of the 

firm of a particular geographical region. One of the segments services the banking and wealth 

management needs of wealthy clientele and the other the banking needs of average to low income 

customers. The focus of the interview was operational or interest revenue forecasting practices in 

both segments of their particular service region. Three managers in total were interviewed, one 

representing the wealthy business segment (WS) and the other two the low income segment (LS). 

All three managers reported that segment practices and operations in their region were typical and 

representative of practices in all other regions of the firm. The WS representative holds the title of 

‗Financial Planner‗ and the representatives of the LS are ‗Branch Managers‗. It is reported that no 

formal forecasting functions have existed in the various regions of either business segment. Instead 
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each segment employs one person to conduct operational forecasting as part of many other staff 

functions. This person typically earns R400/$57 thousand annually and reports to a regional seg-

ment sales manager earning R750/$107 thousand annually. Interest revenue forecasts are generated 

using rudimentary time series techniques (simple trend and averages) for weekly and monthly pe-

riods over a one quarter and one year horizon in the LS segment. Forecasts are revised quarterly. 

Forecasts vary from recorded actuals in the LS by 6%, 19% and 65% over the one month, one 

quarter and one year horizons respectively. Forecasts vary from recorded actuals in the WS by 

20%, 10% and 10% over the one month, one quarter and one year horizons respectively. The fore-

casting process adopted in both segments starts with the regional segment forecasters compiling 

interest revenue forecasts at the sub-regional level with input from private and retail and financial 

planners. These forecasts are consolidated at the regional level within each segment and are then 

submitted to the business unit Executive Committee (BUEC). The BUEC in this case consists of a 

46 year CEO with a bachelor‘s degree in economics, a 43 year old Chartered Accountant, a 49 year 

old without any degree and a 39 year old with a bachelor‘s degree in science. The latter three 

members all hold the title of ‗Executive Director‗. The forecasts and business plans reviewed and 

approved by the BUEC are submitted to the firm‘s board of directors who in turn submit same to 

the majority overseas shareholder. The latter review the forecasts and plans and in the event strate-

gic goals or ‗ambitions‗ as set by the shareholder are not met, these ‗ambitions‗ are sent down 

through the ‗chains of command‗ for adjustment. The top-down ‗ambitions‗ prevail over the bot-

tom-up regional and segment forecasts  The above process is depicted in Exhibit 5.12:  
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   Exhibit 5.12: ATM Group Ltd - Reported Forecasting Process 

 

Individual details of the forecasting practices of the wealthy business segment (WS) are appended 

as Exhibit A.13 and as Exhibit A.14 for low-income business segment. 
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Case 14 – Nightingale Group Ltd: 

 

 

Nightingale is one of the largest private hospital operators in Southern Africa holding a strong 23% 

market share of the private hospital service industry. The firm employs over 10,000 full-time em-

ployees in 50 hospitals and provides nearly 7,000 beds and over 200 operating theatres for private 

patient usage. The firm has been in business nearly 25 years. The main business variables the firm 

forecasts are hospital bed usage measured in days (bed days) and operating theatre usage measured 

in minutes (theatre minutes). To investigate these and other forecasting practices at the firm, a 90 

minute interview was conducted with the firm‘s group head of financial services. The latter reports 

the firm does not and has never had a forecasting department and none of its employees engaged in 

forecasting are professionally trained or experienced forecasters. Instead the forecasting of bed and 

operating theatre usage is conducted by hospital operations managers and/or the various hospital 

managers/administrators. These managers forecast usage 12 months into the future for monthly 

operating periods and revise their forecasts every 90 days. These managers, having no formal fore-

casting training, rely on their own judgments and experience and use PC based spreadsheet soft-

ware to manage the numbers. Reported forecast variances measured against actual bed days and 

theatre minutes usage average 10%, 7% and 5% over 30, 90 and 360 day periods respectively for 

individual hospitals and 8%, 5% and 4% for 30, 90 and 360 day periods respectively for all hospi-

tals aggregating into totals for the firm. The firm does not pay bonuses to the employees develop-

ing the forecasts for increased forecast accuracy. The base salaries of these employees range from 

R130/$19 thousand to R600/$86 thousand. The low end of this range reflects operational or finan-

cial analysts at a particular hospital generating the forecasts compared to the operations or hospital 

managers at other hospitals compiling the forecasts. There is no consistency across the hospitals as 

to the staff level of employees developing the forecasts. The forecasting process employed by the 

firm is very much a bottom-up exercise with the hospital operations and general manager driving 

the process with their judgmental forecasts. These forecasts are consolidated at the group level in 

volume terms and are also converted into monetary measures through the application of group 

level determined prices. Nightingale‘s practice details are summarised in matrix form in Exhibit 

A.15 in Appendix A. 

  

Case 15 – Dinero (Pty) Ltd: 

 

Dinero is a private asset management and investment consulting firm. It manages over R8/$1.2 

billion in assets with 11 full time and four freelance investment professionals. The firm has been in 

business for 12 years. The professional backgrounds of the full time staff range from equity ana-

lysts to portfolio managers to hedge fund managers to derivative analysts. The firm has a chartered 

accountant and an attorney on staff. The academic qualifications of the staff range from bachelor‘s 

degrees in actuarial science, economics, accounting and master‘s degrees in economics. Various 

staff members are in the throes of CFA accreditation. A 60 minute interview with the head of the 

investment research department was conducted to investigate the firm‘s forecasting practices with 
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respect to the prediction of Dinero‘s own revenues whether in the form of interest or consulting 

fees earned. Forecasting of financial instruments or client positions and portfolios were not inves-

tigated. Due to the size of the firm, Dinero does not operate a formal department with the mandate 

to forecast the various activities of its business. One of the principals of the business has been ad-

dressing this requirement for the last 11 years. This individual is located within the finance area 

and generates fee and earnings forecasts for monthly periods over a three year horizon. He revises 

the forecast every 90 days. Time series techniques, mainly decomposition algorithms are computed 

in PC based spreadsheets. These methods are supplemented with judgemental survey methods. It is 

reported that forecasts vary from recorded fees and earnings actuals by 15% over a 90 day horizon 

and by between 25% and 30% over a 360 day horizon. An informal and consultative forecasting 

process is adopted by the firm consisting of the ‗forecaster‗ consulting with the principals and fee 

generating members (section heads) of the firm, tallying the projected fee generation outlooks and 

informally discussing any differences between the two entities. This ‗forecasting process‘ is not a 

separate process from the budgeting process, rather they occur at the same time and are synony-

mous. Dinero‘s practice details are summarised in matrix form in Exhibit A.16 in Appendix A. 

 

Case 16 – Libris (Pty) Ltd: 

 

Libris is one is of the largest leading publishing groups in Southern Africa. It publishes newspa-

pers, magazines and books in print and electronic media. It also operates private education institu-

tions, printing plants and internet and distribution firms. Sales revenues of Libris exceeded R5 bil-

lion/$714 million in FY07. The 36 year old publisher of the magazine division of the firm was 

interviewed over a 100 minute period. The finance manager of the division also participated in the 

interview. The focus of the interview was the firm‘s practices with respect to subscription, circula-

tion, advertising, distribution, book publishing and e-commerce revenue forecasting. The firm does 

not support a forecasting function nor does it have an employee devoted to the development of 

forecasts. Instead forecasts are complied by numerous different departments within the firm. These 

departments are finance, sales, strategic planning, marketing and operations. The senior manage-

ment of the firm is viewed as ‗rhetorically‗ supportive of forecasting activities within the firm. 

Revenue forecasts are generated for a three year horizon, the first year for monthly periods and the 

two subsequent years for quarterly periods. These forecasts are revised every quarter. Forecasting 

methods used are mainly survey techniques although regressions are run occasionally. Forecast 

variances are tracked by the business segments of Print, Electronic and Education. For the Print 

segment forecasts vary from recorded actuals by 15% to 20%, 10% to 15% and by 20% over 30, 

90 and 360 day horizons respectively. For the Electronic segment forecasts vary from recorded 

actuals by 5% to 10% over 30, 90 and 360 day horizons. For the Education segment, forecasts vary 

from recorded actuals by 25% over 30 and 90 day horizons and by 30% to 40% over the 360 day 

horizon. Employees in the various different departments compiling the subject forecasts as part of 

all their other responsibilities and duties earn between R200 and R500 thousand or $29 and $71 

thousand per year. The highest level of education attained by these employees is a bachelor‘s de-
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gree. The forecasting process practised by the firm consists of the General Managers (GMs) and 

Operational Managers (OMs) of each division submitting their operational forecasts to the divi-

sional Financial Manager (FMs).The forecasts are reviewed by the FMs and submitted to the group 

CFO for “comment”. Any suggestions or changes made to the forecasts after submission to the 

CFO are reconciled by the GMs, OMs and the Group CEO. All forecasts are consolidated and sent 

to the 100% owned media holding firm. Any further changes or suggestions at the holding firm 

level are sent back to the group management for resolution before all the forecasts and plans are 

sent to the holding firm‘s board of directors. This process is shown in Exhibit 5.13: 

 

 Group

 Finance

 M anager

B ottom  Up Forecasts

T op Down Changes

Electronic

  Media

Division

  P rin t

 M ed ia

D iv isio n

 Group

  CFO

 Group

  CE O

 Holding

   Firm

  Board of

  Directors

   Exhibit 5.13: Libris (Pty) Ltd - Reported Forecasting Process 

 

Supplementary details of the process and other practices are summarised in Exhibit A.17.  

 

Case 17 – Lucre plc: 

 

Lucre is an international financial product and services firms specializing in wealth management 

and accumulation. As of the third quarter of 2007, the firm had over $300 billion in the US, over 

€83 billion in Europe and over R574 billion in South Africa, under funds management. Sales of 

Lucre‘s principal financial products grew by over 12% for the first nine months of 2007 compared 

to the same period in 2006. The firm employs over 40,000 people worldwide. The head of the 

Economic Research department, an economist by profession, participated in a 95 minute interview. 

Lucre has had an established forecasting department for over 30 years. It employs two professional 

forecasters for the purpose of forecasting economic variables and 12 professional forecasters for 

the purpose of forecasting equity markets and securities. These forecasters earn on the average 

R720/$103 thousand per year. A salary bonus is paid to the forecasters calculated according to 

forecast accuracy levels achieved. The majority of the forecasters hold a master‘s degree in eco-

nomics and/or mathematics and statistics. The principal economic variables forecasted are GDP, 
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exchange rates, inflation and interest rates. All the aforementioned variables are forecasted over a 

three year horizon for quarterly periods, with the exception of inflation which is forecasted for 

monthly periods. Revisions to GDP, exchange and interest rate forecasts are conducted on a quar-

terly basis and on a monthly basis for inflation. Exchange rate forecasts vary from actual rates by 

between 10 to 15% over a quarterly period and by between 10 to 20% over an annual period. GDP 

forecasts vary from actual economic growth rates by 5% over a quarterly period and by 10% over 

an annual period. Inflation forecasts vary from recorded actuals by less than 5% over monthly, 

quarterly and annual horizons. Interest rate forecasts vary from recorded rates by less than 5% over 

quarterly and by 10% over annual horizons. Methods used in developing the forecasts consist of 

time series, cause and effect and judgemental methods. Analysis is conducted on PCs utilizing the 

E-Views econometric software package. Internal customized server based database systems store, 

retrieve and feed the PC based econometric systems. The Economic Research department is a staff 

service department whose principal ‗customers‘ are equity analysts, fixed-income analysts and 

portfolio managers within the Asset Management (AM) business unit of the firm. The forecasting 

process followed by the AM commences with its strategy analysts providing top-down guidance to 

equity and fixed asset analysts responsible for selecting strategy compatible instruments in differ-

ent industries/sectors. Part of this selection process entails generating earnings and yield forecasts 

of the individual instruments. At the same time the forecasting/economic research department pro-

vides macroeconomic forecasts to assist the analysts in their forecast preparation. This collabora-

tion results in collection of strategy compatible instruments being submitted to the AM portfolio 

managers for consideration. The portfolio managers either agree with the selection or refer indi-

vidual instruments back to the analysts for reconsideration and/or reconciliation. The reconciled 

portfolios earnings and yield forecasts are submitted to the CEO of the AM for review. The AM 

CEO in turn submits the agreed upon positions to the group CEO. It is reported that the CEOs 

rarely make substantive changes to the portfolio manager submitted forecasts. This process is 

shown in Exhibit 5.14: 

 

 Equity     Fixed Income

        Analysts

P o r tfo l io

M a n a g e rs   Strategy Analysts

E c o n o m ic
 R e se a rc h

     A s se t

M a n a g e m e n t

     C E O

  G ro u p

   C E O

B o a rd  o f

D ire c to rs

B o tto m -U p

 F o re c a s t s

T o p -D o w n

 C h a n g e s

  Exhibit 5.14: Lucre plc – Asset Management Reported Forecasting Process 
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Additional evidence mined from the Lucre interviews is presented in matrix form in Exhibit A.18. 

  

Case 18 – Neptune Group Ltd: 

 

Neptune is a domestic producer, processor, procurer and storer of fish food products. The firm 

contributes over 12% of the market capitalization of the food producer/product sector of the JSE. 

Over 1,000 permanent and 1,000 seasonal staff are employed by the firm. Sales revenues of the 

firm exceeded R2.5 billion/$357 million in FY07. The firm does not have a forecasting department 

nor any professional forecasters on staff. A long interview was conducted with a senior staff mem-

ber ‗most extensively involved‘ in forecasting activities of the firm. This individual holds the title 

of ‗Group Accountant‗. The focus of the interview was product sales and revenue forecasting prac-

tices. Product sales forecasting activity is conducted in the sales, marketing, logistics and opera-

tions departments at Neptune. Monetary revenue forecasts are consolidated and compiled within 

the group finance department. Forecasts are generated for monthly periods for a 12 month horizon 

and are revised each quarter. It is reported that Sales and Operations Planning (S&OP) is con-

ducted at the firm. All forecasts are generated using judgemental methods exclusively as these 

methods are believed to be the most accurate for Neptune‘s operating environment which is raw 

material (fish harvests) and production constrained. Product category forecasts are reported to vary 

from recorded actuals by 15%, 20% and 30% over 30, 90 and 360 day horizons respectively. 

Monetary revenue forecasts aggregated to the firm level vary from recorded actual by between 5 

and 10% over 30 and 90 day horizons, while 360 day variances average 15%. The staff involved in 

forecasting activities, constituting a small portion of their job descriptions, hail from accounting, 

finance, marketing and operations backgrounds. Educational backgrounds of the same staff range 

from high school certificates to chartered accountant designation. Annual full time salaries for em-

ployees involved in forecasting activities range from R200/$29 thousand per year for low level 

analysts to R750/$107 thousand for directors.  

 

The process adopted by Neptune commences with the group finance department providing the 

various operating divisions a list of ‗assumptions‘. These assumptions include outlooks on interest 

rates and growth targets. The operating divisions then compile their revenue and profit forecasts 

for their respective divisions taking into account TAC (total allowable catch) limits, quotas and 

other supply constraints. The resultant divisional forecasts are then consolidated by the group 

‗forecaster‘ for the group accountant who in turn submits the forecasts to the FD for review. Be-

tween the ‗forecaster‘, the FD and CEO changes to the forecasts may or may not be made. In the 

event changes are made or issues raised, the forecasts are sent back to the operating divisions for 

reconciliation. The firm believes the divisions “know their businesses quite well” and a few 

changes have been made in the past as a result of new managers in a particular division “finding 

their way”. The reconciled forecasts are then submitted to the board of directors with the rest of 

the firm‘s financials. Collateral evidence mined from the Neptune investigation is present in matrix 

form in Exhibit A.19.  
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Case 19 – Vache (Pty) Ltd: 

 

Vache is 100% wholly owned subsidiary of a European based global producer and distributor of 

dairy products and fruit drinks. The firm generated over R3 billion or €300 million in sales revenue 

in its last fiscal year. A one man forecasting department had been in existence for a year at the time 

of the study interview. This department is responsible for developing forecasts for the 682 product 

offering of the firm. This department is located within the sales function of the firm and a 115 

minute interview was conducted with the department forecaster, holding the title ‗Demand Plan-

ning Manager‗(DPM). The DPM reports product volume (SKU) forecasts vary from recorded ac-

tuals by approximately 23% over the 30 day horizon. Sales revenues at the aggregate firm level 

vary from reported actuals by 5%, 8% and 15% measured over 30, 90 and 360 day forecast hori-

zons. PC based commercial time series forecasting software, with exponential smoothing, trend 

estimates and moving average algorithms, is used to generate forecasts for two and three years 

horizons for weekly and monthly production periods. The forecasts are revised once a month for 

subsequent month periods as the production volumes are fixed during the current month periods. 

Forecast accuracy is constantly monitored and documented but no incentive plan is in place based 

upon improved forecast accuracy or any other performance measure. The DPM reports his annual 

salary is approximately R450/$64 thousand. He holds a bachelor‘s degree and his business back-

ground is in sales, marketing and operations. The product forecasting process at Vache commences 

with the DPM preparing baseline time series forecasts for a 12 month horizon. It is reported that 

marketing and customer service managers ‗collaborate‘ in the process by reviewing and comment-

ing on the time series forecasts. The nature of their review and comment is to add promotional and 

other unusual demand to the baseline forecast. National and regional sales managers also partici-

pate in the collaboration exercise. All told, 30 ‗forecast collaborators‘ add their subjective input to 

the 3 to 5 month horizon quantitatively derived forecasts. Forecasts over the 13-28 month horizon 

are generated through the application of rudimentary product class growth rates. A within-case 

summary of complementary and supplementary evidence mined during the Vache investigation is 

shown in Exhibit A.20. 

  

Case 20 – Damas Ltd: 

 

Damas is one of the largest food and household product retailing firms on the African continent. It 

operates over 1,000 stores in over 17 countries on the continent. The firm has over 60,000 full-time 

employees of which over 1,200 hold university degrees.  Sales revenues exceeded R35/$5 billion 

in its last fiscal year. The firm is the de facto ‗African Wal-Mart‗. Two interviews were conducted 

with senior managers perceived to be involved and responsible for forecasting activities at the 

firm. The first interview was conducted with a senior level corporate marketing director at the 

firm‘s headquarters. This respondent perceived that ―no forecasting was conducted ― at the firm 

but stores were stocked and customer demand was addressed through a method of ―just enough” 

from 20 distribution centres. Further statements in the same vein resulted in the interview being 
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terminated after 15 minutes with a request for an introduction to another senior manager perceived 

to be involved or knowledgeable in forecasting activity. This introduction was granted and a fol-

low-up interview was conducted two days later with the group supply chain general manager. This 

manager is a 52 year engineer who holds a master‘s degree in business administration. The inter-

view with this manager lasted over two hours. The latter reported that a formal forecasting depart-

ment has been in existence at the firm for the last nine years. This department is located within the 

supply chain function of the firm and employs 25 full-time personnel who spend 80% of their time 

developing and managing forecasts for over 200,000 product SKUs delivered by over 5,000 sup-

pliers to over 600 Damas operated supermarkets. It is reported that senior management of Damas 

―that understand forecasting‖ are highly supportive of the efforts of the department. Not all of the 

senior management understand the firm‘s forecasting practices as evidenced by the opinions ex-

pressed by the marketing director resulting in a cadre of managers being less than fully supportive 

of the efforts of the forecasting department. Forecasting accuracy levels at the SKU level, as meas-

ured by MAPEs, are reported as 29%, 16% and 25% for 30, 90 and 360 day horizons respectively. 

At the product category level, the same measure is reported as 17%, 11% and 13% for 30, 90 and 

360 day horizons respectively. At the aggregate firm level, the same measure is reported as 15%, 

14% and 13% for 30, 90 and 360 day horizons respectively.  

 

Forecasts are continuously generated by the forecasting department for daily, weekly and monthly 

intervals. Major revisions to existing forecasts are performed every 90 days but ad hoc revisions 

are continuously performed. In the FY07 fiscal year, 21 and 7 inventory turns for grocery and non-

food products were reported at the distribution centre level. These turns however, deteriorate to 11 

and 2 for grocery and non-food items when computed at the retail store level. It is further reported 

that conflicts of interest amongst different departments with respect to forecast levels has a delete-

rious effect on forecast accuracy. The firm practices both S&OP and CPFR and utilises time series 

forecasting methodologies as implemented in the JDA e3 software application the firm uses as its 

forecasting software support platform. The time series methodologies are applied only to product 

volume forecasting. Ad hoc survey methodologies are also employed at the product volume level.  

 

The education, backgrounds and salaries of the 25 members of the forecasting department are var-

ied. 15 members hail from operations backgrounds, 8 from finance backgrounds and the remaining 

two members from mathematics and statistics backgrounds. Two members hold master‘s degrees, 

8 Bachelor‘s degrees and 15 members have only achieved high school matriculation. The annual 

base salaries of forecast analysts range from R150 to R200 thousand or $21 to $29 thousand, sen-

ior analysts from R250 to R400 thousand or $36 to $57 thousand and the manager of the depart-

ment earns R500/$71 thousand. An incentive bonus, based upon forecast accuracy and service 

levels, supplements the base salaries of the forecasting staff.  

 

The operating revenue forecasting process adopted by Damas commences with managers from 

individual branch stores submitting their forecasts to one of 10 regional managers. The regional 
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forecasts are then split into the various operating divisions within the region and submitted to one 

of eight area general managers. The area general managers review the forecasts and may or may 

not make changes prior to submitting the forecasts to the group finance manager and director. The 

screened forecasts are then sent to the group CEO who performs his own performance review prior 

to submitting the results to the holding firm‘s board of directors. This process is shown in Exhibit 

5.15:  
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Exhibit 5.15: Damas Ltd - Reported Forecasting Process 

 

The last within-case summary of Section 5.1, that of Damas Ltd, provides supplementary and con-

comitant details of their forecasting process and other related practices. This summary is shown in 

Exhibit A.21. 

 

5.2 Cross-Case Summary and Analysis 

 

As previously stated in Sections 1.4 and 5.1 determining patterns, themes, theses and theories as 

they appear in several interviews (cross-case) is the final stage of the analysis protocol. In essence 

the goal is to complete the analytical circle by merging cultural categories into analytic categories 

or in terms of this study to take the particular forecasting experiences and actions of individual 

RSA firms and merge them into general properties of thought and action (practice) within that 
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business community. “Upon reaching this goal one is no longer talking about the world as the 

respondent sees it. One is talking about the world as it appears to the analyst from the special ana-

lytic perspective of the social sciences” (McCracken: 46). An added dimension to this analysis 

goal is to situate these experiences, themes, and patterns with those of Western business communi-

ties through the use of the derived benchmarks and metrics-in-use posited in Section 4.3. The path 

to this goal commences with a piecemeal cross-case summary and analysis of the forecasting prac-

tice categories. The first major category is the forecasting process category with its associated 

benchmarks and criteria. This category is summarised in Exhibit 5.16: 

 
         

   Category :  Process     

  Blue = Benchmark Black = Criteria or Attribute    

 Firm Exist Open Ended Closed loop Adaptive Legend Symbol  

 Punters        

 Lumbers     Evidence Supports:   

 Loaners     1. Benchmark being Met at Firm or   

 Networks     2. Criteria Existing at Firm or   

 Retailers     3. Attribute Existing at Firm   

 Ebriete        

 Canteens     Evidence does not fully Support:   

 Maritime     1. Benchmark being Met at Firm or   

 Greige     2. Criteria Existing at Firm or   

 Boisson     3. Attribute Existing at Firm   

 Merchant        

 Enivre     Remarkable Incident of:   

 ATM-WS     1. Benchmark not being Met at Firm or  

 ATM-LS     2. Criteria Existence or Non-Existence or  

 Nightingale     3. Attribute Existence or Non-Existence  

 Dinero        

 Libris     Unremarkable Incident of:   

 Lucre     1. Benchmark Non-Existence or Not-Applicable  or 

 Neptune     2. Criteria Non-Existence or Not-Applicable or 

 Vache     3. Attribute Non-Existence or Not-Applicable  

 Damas        

         

 

Exhibit 5.16: Forecasting Process Cross-Case Summary 

 

Western dantotsu ensure forecasting practices at their firms are conducted through the routine ap-

plication of a consistent process. Part of the consistency is the nature of the process being ‗closed 

loop‘ and adaptive. The meaning of ‗closed loop‘ in this context is that the process consists of con-

tinuous circular iterations of generally the same forecasting actions. With each iteration or out-

come the firm learns lessons, from good and bad experiences, and adapts or improves its behaviour 

or forecasting performance in subsequent iterations. The deployment of an iterative, ‗closed loop‘, 

adaptive forecasting process is a best practices benchmark. Observed variations of this practice 

consist of the CEO or the leader of the firm substituting cultural arrogance for the process by be-

lieving he or she knows all there is to know about the outlook of their respective firms and formal 

processes are unnecessary. This behaviour is typical of start-up, entrepreneurial or high velocity 

firms (Eisenhardt & Bourgeois, 1988). What is more common in Western practices is the existence 

of serial, non-adaptive processes. Exhibit 5.16 clearly illustrates the categories of existing and 

open ended forecasting processes are saturated vis-à-vis the RSA respondent pool. Only one firm, 

Loaners, a commercial bank with an established forecasting department of 30 years appears to 

have a process in place that allows its managers to profit from its forecasting experiences, both 

good and bad. Three other firms indicated their processes do promote this adaptive behaviour but 
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collateral evidence contradicts this posit at Damas and Nightingale. Greige‘s posit is not credible. 

In sum, the RSA respondent pool meets the benchmark of deploying a forecasting process and the 

criteria of the process being open-ended but fall short of the benchmark process being closed and 

adaptive.  

 

The second major categories to be examined are the forecasting development criteria and the 

methods benchmarks. This category is summarised in Exhibit 5.17: 

 

        

                        Category: Forecast Development and Methods   

  Blue = Benchmark  Black = Criteria or Attribute   

 Firm Top-Down Bottom-Up Time Series Cause & Effect Judgmental  

 Punters       

 Lumbers       

 Loaners       

 Networks       

 Retailers       

 Ebriete       

 Canteens       

 Maritime       

 Greige       

 Boisson       

 Merchant       

 Enivre       

 ATM-WS       

 ATM-LS       

 Nightingale       

 Dinero       

 Libris       

 Lucre       

 Neptune       

 Vache       

 Damas       

        

        

   Evidence Supports: Remarkable Incident of:  

 Legend  1. Benchmark being Met at Firm or 1. Benchmark not being Met at Firm or 

   2. Criteria Existing at Firm or 2. Criteria Existence or Non-Existence or 

   3. Attribute Existing at Firm 3. Attribute Existence or Non-Existence 

        

   Evidence does not fully Support: Unremarkable Incident of:  

   1. Benchmark being Met at Firm or 1. Benchmark Non-Existence or Not-Applicable  or 

   2. Criteria Existing at Firm or 2. Criteria Non-Existence or Not-Applicable or 

   3. Attribute Existing at Firm 3. Attribute Non-Existence or Not-Applicable  

 

Exhibit 5.17: Forecasting Development and Methods Cross-Case Summary 
 
Western firms routinely deploy bottom-up and/or top-down approaches to developing forecasts. 

The RSA respondent pool is predominately no different. Greige reports both approaches but in 

reality the CEO generates and executes her own forecasts. ATM‘s top-down forecasts prevail over 

a token bottom-up exercise and Lumbers, Maritime and Libris choose and use one approach to the 

exclusion of the other. With these exceptions both categories are saturated and informational re-

dundancy was encountered very early on in the interview cycle. Examination of the broad catego-

ries and specific types of forecasting methods reveals a different outcome. Western dantotsu resort 

to using as many different types of forecasting methods and combinations thereof as they are 

skilled in using, have had success with or have hired knowledgeable consultants to use on their 

behalf. The three benchmark method types explored during the interview process were time series, 

cause and effect and judgemental methods. The judgmental category was usage saturated among 

the RSA respondent firms. Conversely, excluding the financial sector firms, cause and effect 
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methods were non-usage saturated among the RSA firms. The time series methods category is us-

age saturated among the high volume variable (SKUs, SKLs, products) RSA firms and financial 

institutions. The emergent pattern among RSA firms is low volume forecasting  (aggregate sales, 

profits, earnings, small product or service groups) is attempted through non-technical judgmental 

approaches, high volume forecasting through technical time series methods and exogenous factors 

(external market, industry and economy) are not formally addressed or forecasted. The exception 

to this pattern is a commercial bank, an investment bank and a large retailer who diversify their 

uncertainty by practising all three approaches. The latter meet the dantotsu benchmark but the 

RSA mainstream fall short and a tad behind the Western mainstream. The most recent (2007) IBF 

metrics-in-use show only 18% of Western mainstream firms deploy methods to forecast turning 

points in their industry and the economies they operate in. As shown in Exhibit 5.18 this percent-

age is virtually unchanged from 2006 and down from a high of 24% in 2000: 

 

           

          IBF Survey of Methods Usage Measured in Percent   

 Method Type 2000 2001 2002 2003 2004 2005 2006 2007  

 Time Series 60.0 61.3 63.1 71.0 67.0 68.0 72.0 61.0  

 Cause and Effect 24.0 22.7 19.7 19.0 23.0 20.0 17.0 18.0  

 Judgmental 8.0 13.9 14.0 10.0 9.0 12.0 11.0 15.0  

 Other 8.0 2.1 3.3 0 1 0 0 6.0  

           

 

Exhibit 5.18: IBF Metrics-In-Use: Forecasting Method Usage 

Source:  Institute of Business Forecasting, Jain, 2001-2007. 

 
Attendant to the types of methods used are the categories of forecast horizon, periodicity and revi-

sion. Results of the RSA investigation of these categories are summarised in Exhibit 5.19: 

 
          

              Category : Forecast Development   

                    Horizon                      Periodicity                 Revision  

 Firm One Year Year + Weekly Monthly Quarterly Monthly Quarterly  

 Punters  10       

 Lumbers  3       

 Loaners  3       

 Networks         

 Retailers  3       

 Ebriete  5       

 Canteens  3       

 Maritime  3       

 Greige         

 Boisson  3       

 Merchant  1.5       

 Enivre  5       

 ATM-WS         

 ATM-LS         

 Nightingale         

 Dinero  3       

 Libris  3       

 Lucre  3       

 Neptune  5       

 Vache  2.3       

 Damas  5       

          

          

   Evidence Supports:  Unremarkable Incident of:   

 Legend  1. Benchmark being Met at Firm or 1. Benchmark Non-Existence or Not-Applicable  or 

   2. Criteria Existing at Firm or 2. Criteria Non-Existence or Not-Applicable or 

   3. Attribute Existing at Firm 3. Attribute Non-Existence or Not-Applicable  

          

  

                                  Exhibit 5.19: Forecasting Development Cross-Case Summary 



 

109 

 

 
The RSA pool in the main, focus their forecasting efforts within the short term of a minimum of a 

one year horizon. Firms with long lead-time capitalization requirements such as Punters building 

theme parks, Ebriete bottling plants, Enivre vineyards and Damas distribution centres respond to 

their operating environments with a medium term outlook circa five years. The periodicity (fore-

casting ‗bucket‘) saturates on the monthly category while revisions, dictated by operating idiosyn-

crasies are either made monthly or quarterly. There are no broad Western benchmarks for these 

categories but IBF longitudinal metrics-in-use show the RSA practices are unremarkable and con-

gruent with mainstream Western firms. The IBF metrics are shown in Exhibit 5.20: 

 

           

         IBF Survey of Horizon, Periodicity and Revision Measured in Percent  

 Forecasting Horizon 2000 2001 2002 2003 2004 2005 2006 2007  

 One Year 34.8 34.4 36.8 41.4 39.0 46.0 44.0 36.0  

 Over a Year 29.5 29.8 30.2 24.4 29.0 22.0 29.0 35.0  

 Periodicity          

 Weekly nd nd nd nd 11.0 nd 14.0 17.0  

 Monthly nd nd nd nd 41.0 nd 42.0 38.0  

 Quarterly nd nd nd nd 15.0 nd 13.0 14.0  

 Revision          

 Monthly 51.9 54.2 60.0 70.4 68.0 nd 73.0 67.0  

 Quarterly 14.0 18.1 15.9 7.9 7.0 nd nd 9.0  

           

     nd = no data collected    

 

    Exhibit 5.20: IBF Metrics-In-Use: Forecasting Horizon, Periodicity and Revision 

    Source: Institute of Business Forecasting, Jain, 2001-2007. 

 

The third major category is the integration and presentation category with its associated bench-

marks and criteria. The first part of this category is summarised in Exhibit 5.21: 

 

         

     Category : Integration and Presentation - Part 1    

  Blue = Benchmark Black = Criteria or Attribute    

 Firm Reconcile No Conflict # of Forecasts Integration Legend Symbol  

 Punters   2     

 Lumbers   1  Evidence Supports:   

 Loaners   2  1. Benchmark being Met at Firm or   

 Networks   1  2. Criteria Existing at Firm or   

 Retailers   2  3. Attribute Existing at Firm   

 Ebriete   1     

 Canteens   2  Evidence does not fully Support:   

 Maritime   2  1. Benchmark being Met at Firm or   

 Greige   2  2. Criteria Existing at Firm or   

 Boisson   1  3. Attribute Existing at Firm   

 Merchant   1     

 Enivre   2  Remarkable Incident of:   

 ATM-WS   1  1. Benchmark not being Met at Firm or  

 ATM-LS   1  2. Criteria Existence or Non-Existence or  

 Nightingale   2  3. Attribute Existence or Non-Existence  

 Dinero   2     

 Libris   2  Unremarkable Incident of:   

 Lucre   2  1. Benchmark Non-Existence or Not-Applicable  or 

 Neptune   2  2. Criteria Non-Existence or Not-Applicable or 

 Vache   2  3. Attribute Non-Existence or Not-Applicable  

 Damas   2     

         

 

Exhibit 5.21: Integration and Presentation Part 1 Cross-Case Summary 

 



 

110 

 

 

Western dantotsu utilize different forecasting approaches (top-down, bottom-up) and different 

methods (time series, cause and effect, judgemental) to seek out the most accurate and credible 

forecasts to achieve optimal operating and financial performance. In so doing they are not naive to 

the fact that cultural categories of power, politics and conflict also come into to play during the 

search. Reconciling conflicting forecasting conduct and by-products as well as harmoniously com-

bining (integrating) different conflicted and non-conflicted forecasts into one, is the standard of 

dantotsu. Investigation of these phenomena in the RSA pool revealed that those firms that conduct 

their business using two different forecasts or sets of forecasts create conflict conditions that nega-

tively affect forecast accuracy. Typical examples of these conflicts are sales wanting a higher pro-

duction run to make sure enough product is available for their customers while manufacturing does 

not want to assume the inventory risk and finance does not know which position to support, the 

increased profit or sales or the decreased costs of manufacturing. Three exceptions emerged from 

the RSA pool namely Punters, Loaners and Dinero and once simple esoterica were revealed in 

these cases, these cultural categories saturated and informational redundancies were attained. Punt-

ers and Loaners second sets of forecasts are generated by overseas shareholders and the board of 

directors respectively and revert back to the firm‘s operations more as suggestions than directives 

and do not cause conflict. Dinero‘s second set of forecasts are generated by the founder MD and 

they prevail over the first set without conflict – benign dictatorship. In sum, 67% of the respondent 

pool report using two sets of forecasts to run their businesses and of those 79% report these con-

flicts negatively impact forecast accuracy. These results are higher than those reported for Western 

mainstream firms. 2007 IBF metrics-in-use report 51% of these firms use multi-number forecasts 

to run their businesses and 60% of mainstream firms report conflicts among different functions in 

the firm negatively impact accuracy. The IBF does not separate conflict existence amongst differ-

ent quantities of multi-forecast users and as such the 60% measure is not comparable to the 79% 

measure of the RSA respondent pool. The comparable RSA measure is 67%. The longitudinal IBF 

metrics-in-use are shown in Exhibit 5.22: 

 

           

         IBF Survey of Conflict and Number of Forecasts Measured in Percent  

 Number of Forecasts 2000 2001 2002 2003 2004 2005 2006 2007  

 One-Number nd 56.4 55.6 52.0 47.0 56.0 40.0 49.0  

 Multi-Number nd 43.6 44.4 48.0 53.0 44.0 60.0 51.0  

 Conflict affect accuracy          

 Yes 69.0 58.5 65.7 63.0 69.0 64.0 63.0 60.0  

 No 31.0 41.5 34.3 37.0 31.0 36.0 37.0 40.0  

           

     nd = no data collected    

 

Exhibit 5.22: IBF Metrics-In-Use: Number of Forecasts and Conflict 

     Source: Institute of Business Forecasting, Jain, 2001-2007. 

 

What separates mainstream firms and dantotsu is the latter‘s ability to reconcile, integrate and har-

ness conflicting forecasts and non-conflicting forecasts in the direction of the most accurate and 

productive forecasts. To state the obvious, conflicted multi-number forecasts are not an anathema 
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amongst dantotsu and neither are single non-conflicted forecasts. The dantotsu know which com-

bination and under what conditions each should be deployed. Investigation of the RSA pool re-

veals a more simplistic approach of binary cohorts of single forecast users (SF) and two forecast 

users (TF). Sorting the pool into these cohorts as shown in Exhibit 5.23 provides a clearer view of 

the practices of each: 

 

         

     Category : Integration and Presentation - Part 1    

  Blue = Benchmark Black = Criteria or Attribute    

 Firm Reconcile No Conflict # of Forecasts Integration Legend Symbol  

 ATM-LS   1     

 ATM-WS   1  Evidence Supports:   

 Boisson   1  1. Benchmark being Met at Firm or   

 Ebriete   1  2. Criteria Existing at Firm or   

 Lumbers   1  3. Attribute Existing at Firm   

 Merchant   1     

 Networks   1  Evidence does not fully Support:   

 Canteens   2  1. Benchmark being Met at Firm or   

 Damas   2  2. Criteria Existing at Firm or   

 Dinero   2  3. Attribute Existing at Firm   

 Enivre   2     

 Greige   2  Remarkable Incident of:   

 Libris   2  1. Benchmark not being Met at Firm or  

 Loaners   2  2. Criteria Existence or Non-Existence or  

 Lucre   2  3. Attribute Existence or Non-Existence  

 Maritime   2     

 Neptune   2  Unremarkable Incident of:   

 Nightingale   2  1. Benchmark Non-Existence or Not-Applicable  or 

 Punters   2  2. Criteria Non-Existence or Not-Applicable or 

 Retailers   2  3. Attribute Non-Existence or Not-Applicable  

 Vache   2     

         

 Exhibit 5.23: Integration and Presentation Part 1 Sorted Cross-Case Summary 

 

The SFs, in the main, use one forecast that is neither reconciled, challenged, diversified or inte-

grated with other types or functional forecasts. Ebriete‘s reconciliation consists of choosing 

amongst different time series methods and Merchant‘s integration consists of the inclusion of pro-

motional outliers identified by the stores to the head office time series forecasters. Lumbers ignore 

conflict caused by the single forecast used at their firm. Only Boisson meets the benchmarks of 

true reconciliation and integration in this cohort. The TFs, in the main, experience conflict from 

their dual approach and attempt to reconcile the conflict. Loaners and Dinero do not report conflict 

and as such do not feel reconciliation is necessary. Punters uses two forecasts but constitutes one 

as a ‗suggestion‘ that is not conflicted and therefore reconciled but not integrated. This poor prac-

tice is quite consistent with the Mentzer and Moon (2006: 319) concept of “islands of analysis”. 

Maritime, Nightingale, Libris, Lucre, Neptune and Vache meet the benchmarks of reconciling dif-

ferent forecasts and integrating them to achieve the corporate goal of generating the most accurate 

and productive forecasts. In sum, the RSA pool contains a number of firms whose practices meet 

the at hand benchmarks but a number of others do not. The IBF‘s survey based metrics-in-use are 

unrevealing as to the practices of Western mainstream firms vis-à-vis these benchmarks. Their 

instrument fulfils the role of enumerating distributions of quantity not accessing patterns of qual-

ity.  

 

Related to the reconciliation and integration benchmarks are the dantotsu practices of conducting 

forecast consensus meetings attended by various functional departments and subsequent forecast 
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presentations to senior managers of the firm. Bona fide forecasters driving these consensus meet-

ing and presentations is considered another benchmark while members of different functional de-

partments driving the meetings and presentations is not considered a best practice as political bias 

may compromise true consensus and objective reporting to senior management. The opportunity 

for senior management to make and recommend changes to the forecast at functional department 

or bona fide forecaster sponsored meetings, in a participative manner, is also considered desirable 

but not essential. Results of the RSA investigation relating to these benchmarks and criteria are 

summarised in Exhibit 5.24: 

 

        

                    Category: Integration and Presentation - Part 2   

  Blue = Benchmark  Black = Criteria or Attribute   

 Firm Consenus Meetings Forecaster Driven Function Driven Presentation Manag. Changes  

 Punters       

 Lumbers       

 Loaners       

 Networks       

 Retailers       

 Ebriete       

 Canteens       

 Maritime       

 Greige       

 Boisson       

 Merchant       

 Enivre       

 ATM-WS       

 ATM-LS       

 Nightingale       

 Dinero       

 Libris       

 Lucre       

 Neptune       

 Vache       

 Damas       

        

        

   Evidence Supports:  Remarkable Incident of:  

 Legend  1. Benchmark being Met at Firm or 1. Benchmark not being Met at Firm or 

   2. Criteria Existing at Firm or 2. Criteria Existence or Non-Existence or 

   3. Attribute Existing at Firm 3. Attribute Existence or Non-Existence 

        

   Evidence does not fully Support: Unremarkable Incident of:  

   1. Benchmark being Met at Firm or 1. Benchmark Non-Existence or Not-Applicable  or 

   2. Criteria Existing at Firm or 2. Criteria Non-Existence or Not-Applicable or 

   3. Attribute Existing at Firm 3. Attribute Non-Existence or Not-Applicable  

                          

Exhibit 5.24: Integration and Presentation Part 2 Cross-Case Summary 

 

The consensus meeting and presentation benchmark categories saturated midway through the in-

terview process with the respondent pool, in the main, reporting both these benchmark activities 

occur at their respective firms. Informational redundancy was reached once firm specific idiosyn-

crasies relating to the relevance and applicability of the meetings and presentation were revealed. 

Specifically, Lumbers and Merchants operate their forecasting activity within the supply chain and 

operations functions respectively and are subject to supply constraints and vagary. As such con-

sensus is by and large moot. They supply what they can. Dinero is founder, principal driven and 

consensus is informally ‗encouraged‘. Libris is also subject to informal consensus but in this case 

the CFO is the ‗consensus maker‘. The discovered at hand practices of the RSA respondent pool 

are quite consistent with the Mentzer et al. theory-in-use categorization of Stage 2 of their Func-
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tional Integration dimension as shown in Exhibit 2.5. The RSA pool falls short of the benchmark 

of having a bona fide forecaster drive and conduct forecasting consensus meetings and presenta-

tions. The majority of meetings and presentations are orchestrated by different functional depart-

ments not by an apolitical forecaster. Senior managers at the respondent firms are, in the main, 

reported to be provided the opportunity to participate in the forecasting process by making changes 

at the various meetings. Senior managers at some RSA firms, most notably at Lucre leave these 

decisions to their more qualified and attuned equity analysts and portfolio managers. In sum, the 

RSA pool meets some of the integration and presentation benchmarks but fall short of others. 

Relative to the Western mainstream they fall very much into the Stage 2 not the dantotsu level or 

stage 4 of the Mentzer et al. theory-in-use Functional Integration dimension. 

 

The fourth major category of benchmarks is the forecast implementation category. Dantotsu go to 

great pains to ensure the forecasts they develop, reconcile and agree upon, are actually used by the 

firm. Dantotsu do not take for granted what should be axiomatic – they track implementation of 

the forecast, performance to the implemented forecast, variance from the implemented forecast and 

attend to understanding why the variance occurred. The results of the RSA investigation vis-à-vis 

these benchmarks are summarised in Exhibit 5.25. 

 

         

            Category:  Forecast Implementation    

  Blue = Benchmark Black = Criteria or Attribute    

 Firm Track Imple-

mentation 

Perform to 

forecast 

Track Va-

riance 

Reconciliation 

of Variance 

Legend Symbol  

 Punters        

 Lumbers     Evidence Supports:   

 Loaners     1. Benchmark being Met at Firm or   

 Networks     2. Criteria Existing at Firm or   

 Retailers     3. Attribute Existing at Firm   

 Ebriete        

 Canteens     Evidence does not fully Support:   

 Maritime     1. Benchmark being Met at Firm or   

 Greige     2. Criteria Existing at Firm or   

 Boisson     3. Attribute Existing at Firm   

 Merchant        

 Enivre     Remarkable Incident of:   

 ATM-WS     1. Benchmark not being Met at Firm or  

 ATM-LS     2. Criteria Existence or Non-Existence or  

 Nightingale     3. Attribute Existence or Non-Existence  

 Dinero        

 Libris     Unremarkable Incident of:   

 Lucre     1. Benchmark Non-Existence or Not-Applicable  or 

 Neptune     2. Criteria Non-Existence or Not-Applicable or 

 Vache     3. Attribute Non-Existence or Not-Applicable  

 Damas        

         

 

     Exhibit 5.25: Forecast Implementation Cross-Case Summary 

 

The ‗tracking of forecast variances‘ benchmark is saturated and informationally redundant. All the 

respondent firms advised they track forecast variances. Remarkably not all exercise the same due 

diligence in understanding why and how the variances occurred rather paying more attention to the 

quantity of the variance. This conduct is more consistent with the practices of a mechanical ac-

counting process rather than a dantotsu level of professional forecasting. Of lesser concern is the 

fact that a minority of the RSA firms confirmed that they do not have procedures in place to make 
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sure the forecasts they spend a considerable amount of time and effort in developing are actually 

used by the firm. Punters, Loaners, Networks, Retailers and Dinero all report they neither track 

implementation of their forecasts nor consistently perform to the forecasts they develop. This lack 

of discipline appears to transcend business type (industry, sector) and size. Punters is a fairly large 

gaming and entertainment firm, Loaners is a large commercial bank, Networks is medium sized 

software services firms, Retailers is a large furniture and appliance retailer and Dinero is a small 

asset fund manager. Greige is a 50 year old medium sized clothing retailer and manufacturer who 

report they track and perform to their forecasts but independent analysis and evidence is at odds 

with their posit. An RSA positive lining of these findings is that the IBF metrics-in-use show an 

average of 25% of their surveyed mainstream firms over the last 7 years do not even track forecast 

variances. In fact the 2007 survey indicates 28% of Western mainstream firms they surveyed do 

not track forecast variances (Exhibit 3.2). The IBF‘s metrics-in-use do not survey the important 

‗implementation tracking‘ and ‗perform to forecast‘ benchmarks and the Mentzer et al. theories-in-

use are silent on both benchmarks. They do however report the occurrence of these poor practices 

in their ‗islands of analysis‘ theme. It is not uncommon for mainstream Western firms to develop 

true demand forecasts only for the operational wing of the firm to produce lesser quantities of sup-

ply. Conversely, it more common for mainstream Western firms to develop elaborate sales/supply 

forecasts which are produced by the factory only for marketing to find the customer base de-

manded and would have purchased more. Not achieving or recognizing the dantotsu benchmarks 

discussed results in a perpetuation of this poor practice. 

 

In sum, the RSA respondent pool all track variances of forecasts against the actual results of their 

firms. For some firms the resultant calculations may be meaningless as the measured forecasts may 

not be the ones they previously agreed to measure or previously agreed to use. Adding to their con-

fusion the firms, in the main, make no effort to understand why the variances occurred, who to 

hold accountable for the variances and how to profit from these experiences. Implications of this 

result will be addressed in holistic detail in the conclusions section of Chapter 6. 

 

The fifth major category of benchmarks is the forecast quality control category and extends the 

logic of the implementation benchmarks. Dantotsu track how the users of the forecast act upon 

receipt of a forecast from the developers of the forecast. To this end they track the nature and 

quantity values of the forecasts that are fed ‗in‘ to the manufacturing or execution wings of the 

firm against what the nature and quantity values that come ‗out‘ of the manufacturing or execution 

wings of the firm. A simple example is the case of the sales and marketing wing of a software con-

sulting firm providing the field consulting and installation group with a 180 day forecast of 50 cus-

tomer committed contracts and the latter hires and trains 40 consultants. The next set of bench-

marks in this category track the actual results (orders, sales, licenses, loans) the firm experiences 

against the forecast variable values developed. Variances are computed against the forecast sent 

‗in‘ to the users/executers and variances are computed against the values the firm actually pro-

duced or came ‗out‘ of execution wings (factory, staffing, trading) of the firm. The last two 
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benchmarks in this category assess whether the previous measurement benchmarks are ‗fed back‘ 

to the developers of the forecast and if in fact the feedback has any impact on the future practices 

of both the developers and the users/executors of future forecasts. The results of the RSA investi-

gation vis-à-vis these benchmarks are summarised in Exhibit 5.26. 

 

          

                                                      Category: Forecast Quality Control   

  Blue = Benchmark Black = Criteria or Attribute     

 Firm Track 

Forecast 'In' 

Quantity 

Track 

Forecast 

'Out' Quan-

tity 

Track 

Actual 

Measure 

Forecast 'In' 

Variance 

Measure 

Forecast 

'Out' Va-

riance 

Variance 

Feedback to 

Develop-

ment 

Feedback 

Impact 

 

 Punters         

 Lumbers         

 Loaners         

 Networks         

 Retailers         

 Ebriete         

 Canteens         

 Maritime         

 Greige         

 Boisson         

 Merchant         

 Enivre         

 ATM-WS         

 ATM-LS         

 Nightingale         

 Dinero         

 Libris         

 Lucre         

 Neptune         

 Vache         

 Damas         

          

          

   Evidence Supports:  Remarkable Incident of:   

 Legend  1. Benchmark being Met at Firm or 1. Benchmark not being Met at Firm or  

   2. Criteria Existing at Firm or 2. Criteria Existence or Non-Existence or  

   3. Attribute Existing at Firm  3. Attribute Existence or Non-Existence  

          

   Evidence does not fully Support: Unremarkable Incident of:   

   1. Benchmark being Met at Firm or 1. Benchmark Non-Existence or Not-Applicable  or 

   2. Criteria Existing at Firm or 2. Criteria Non-Existence or Not-Applicable or 

   3. Attribute Existing at Firm  3. Attribute Non-Existence or Not-Applicable  

          

 

                                 Exhibit 5.26: Forecast Quality Control Cross-Case Summary 

 

Consistent with meeting the implementation benchmark of tracking variances the RSA pool obvi-

ously also track actuals. What is not obvious to Loaners, Networks, Retailers, Canteens, Greige, 

Enivre and Neptune is adhering to the benchmarks of making sure their respective firms execute to 

the intent and quantities of the forecasts they develop. As a result when these firms compute a 

variance, as they all do, they do not know what the variance measures or represents. The variances 

could represent poor demand projection, poor supply execution, political infighting, excellent de-

mand forecasting and poor supply execution, excellent supply execution and poor demand fore-

casting or outright rejection of any forecasts and numerous combinations of the aforementioned.  

In contrast Boisson, a large producer and distributor of alcoholic beverages, Lucre a very large 

financial services firm and Damas, the ‗Wal-Mart of Africa‘ (1) track how they use their forecasts, 

(2) measure how accurate these forecasts are, (3) measure what happens when others do not use 

the forecasts they develop and most importantly (4) let the forecast developers know if their time is 
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being wasted and by whom their time is being wasted and (5) provide the forecast developers and 

the investors in their cause with the intellectual capital and data to profit from and remedy these 

mistakes. These firms are the dantotsu of the pool with respect to these benchmarks. Merchant 

needs to meet the standards of (4) and (5) above to join this group, Loaners (2) and (3) and Ebriete 

(3) and (5). Punters, Maritime, Dinero and Libris report the forecasts they develop are willy-nilly 

the ones they execute in their operations. These firms however, still fall short of the benchmarks of 

learning from the positive and negative experiences associated with their alleged unitary forecast 

and applying the learned experiences to the development of future forecasts. In a similar vein Net-

works, Retailers, Greige and Neptune posit that because they either outsource their supply or can-

not control or influence their supply (legal harvesting quotas) discerning between supply generated 

variances and demand shortfall errors is not a worthwhile exercise. The dantotsu disagree. In sum, 

only a few firms from the investigated pool meet all the forecast quality control benchmarks, some 

firms meet some of the benchmarks and others have a long way to go. These findings are not in-

consistent or remarkable in the context of the practices of mainstream Western firms vis-à-vis 

these benchmarks. IBF‘s metrics-in-use and the Mentzer et al. (1999) performance measurement 

theories-in-use are explicitly silent on these benchmarks and posit no data to the contrary. Mentzer 

et al. (2006: 238) do however provide some Western context by reporting related survey findings 

thus: “Apparently, many companies have a formal and documented sales forecasting process, but 

this process lacks the fundamental aspect of performance measurement.” 

 

The sixth major category of benchmarks is the forecasting department category. This category 

consists of four parts. The first part contains benchmarks and criteria that define standards related 

to the existence, independence, accuracy track record, perceived credibility and organisational po-

sitioning of the forecasting department. The dantotsu invest and fund forecasting departments that 

are preferably independent line, rather than staff functions. These departments boast established 

forecasting accuracy track records and are perceived as credible within the organisations. Part of 

their credibility is derived from the respect they earn as honest brokers of risk management intelli-

gence and information delivered without political agendas and motives. The age or longevity of the 

forecasting department is a criterion to be considered but there are no hard and fast standards. 

Some forecasting departments in some industries establish themselves very quickly, others take 

much longer and some fail and disband.  The second part of the category focuses on the exact or-

ganisation location of the forecasting department if one exists at a firm. In the event one does not 

exist at a firm the location of where forecasting activities are conducted is investigated. Once the 

form and location of forecasting activity is determined the qualities of the employees entrusted 

with the task of driving successful and productive forecasting within the firm is put under the spot-

light in the third part of the department category. These qualities include their education, back-

grounds, salaries and the benchmark of firms providing salary bonuses and other incentives based 

upon forecasting accuracy. The fourth and final part of the department category discovers the accu-

racy levels attained by its forecasters or employees at various levels. These levels are the product 

SKU level, the product or service category level and the entire firm level. 
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The results of the RSA investigation relating to the first part of the forecasting department bench-

marks are summarised in Exhibit 5.27: 

 

          

                                              Category : Forecasting Department - Part 1   

  Blue = Benchmark Black = Criteria or Attribute     

 Firm Existence of 

a Depart-

ment 

Age of 

Department 

in Years 

Independent 

Unit 

Established 

Accuracy 

Record 

Forecasting 

Perceived as 

Credible 

Line Func-

tion 

Staff Function  

 Punters         

 Lumbers  4       

 Loaners  30       

 Networks         

 Retailers         

 Ebriete  15       

 Canteens         

 Maritime         

 Greige         

 Boisson  1       

 Merchant  5       

 Enivre  20       

 ATM-WS         

 ATM-LS         

 Nightingale         

 Dinero         

 Libris         

 Lucre  30       

 Neptune         

 Vache  1       

 Damas  9       

          

          

   Evidence Supports:  Remarkable Incident of:   

 Legend  1. Benchmark being Met at Firm or 1. Benchmark not being Met at Firm or  

   2. Criteria Existing at Firm or 2. Criteria Existence or Non-Existence or  

   3. Attribute Existing at Firm  3. Attribute Existence or Non-Existence  

          

   Evidence does not fully Support: Unremarkable Incident of:   

   1. Benchmark being Met at Firm or 1. Benchmark Non-Existence or Not-Applicable  or 

   2. Criteria Existing at Firm or 2. Criteria Non-Existence or Not-Applicable or 

   3. Attribute Existing at Firm  3. Attribute Non-Existence or Not-Applicable  

          

 

Exhibit 5.27: Forecasting Department – Part 1 Cross-Case Summary 

 

Slightly more than half of the RSA pool fails to meet the benchmark of operating an independent 

forecasting department. Damas the ‗Wal-Mart of Africa‘ meets all the related benchmarks by op-

erating an independent, line functioning forecasting department that has established an accuracy 

track record and is perceived as credible by the rest of the firm. Boisson comes close to the ‗full 

house‘ but their department operates within the Marketing function of the firm not as a separate 

department. In mitigation however this location is the second best location for the forecasting func-

tion in demand driven environments. Boisson‘s reported practices are remarkable in view of meet-

ing four out of the five benchmarks in only one year. The forecasting department at Damas has 

been in existence for nine years. The ages of the forecasting department in the non-financial ser-

vices sectors range from a start-up of 1 year to 20 years with an average of 7.8 years. As shown in 

Schedule 3.2 the IBF report in their latest survey the average age of mainstream Western forecast-

ing functions was 7.3 years in 2007 up from 5.1 years in 2006. Loaners and Lucre operate their 

long established (30 years) economic forecasting departments as independent staff (not line) func-

tions within strategic planning departments. Adjusting for their operating environment they too 
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achieve the ‗full house‘ of the benchmarks at hand. The high volume SKU forecasting departments 

of Ebriete, Merchant, Enivre, Vache and Lumbers meet most, but not all of the benchmarks.  

Vache needs to establish credibility, Ebriete an accuracy record and Merchant, Lumbers and 

Enivre credibility and accuracy records. The rest of the pool needs to consider establishing a fore-

casting department as a starting point. Further findings on the organisational locations of the vari-

ous forecasting departments or forecasting activities are shown in Exhibit 5.28 which is sorted by 

those firms who do have departments (green background) and those that do not (red background): 

 

           

                                              Category : Forecasting Department Location   

  Blue = Benchmark   Black = Criteria or Attribute   

 Firm Finance Forecasting Logistics Marketing Opera-

tions/Prod 

Sales Strategic 

Planning 

Supply-

Chain 

 

 Lumbers          

 Loaners          

 Ebriete          

 Boisson          

 Merchant          

 Enivre          

 Lucre          

 Vache          

 Damas          

 Punters          

 Networks          

 Retailers          

 Canteens          

 Maritime          

 Greige          

 ATM-WS          

 ATM-LS          

 Nightingale          

 Dinero          

 Libris          

 Neptune          

           

           

   Evidence Supports:  Remarkable Incident of:   

 Legend  1. Benchmark being Met at Firm or 1. Benchmark not being Met at Firm or  

   2. Criteria Existing at Firm or 2. Criteria Existence or Non-Existence or  

   3. Attribute Existing at Firm 3. Attribute Existence or Non-Existence  

           

   Evidence does not fully Support: Unremarkable Incident of:   

   1. Benchmark being Met at Firm or 1. Benchmark Non-Existence or Not-Applicable  or 

   2. Criteria Existing at Firm or 2. Criteria Non-Existence or Not-Applicable or  

   3. Attribute Existing at Firm 3. Attribute Non-Existence or Not-Applicable   

           

 

Exhibit 5.28: Forecasting Department Location Cross-Case Summary 

 

RSA respondents who operate forecasting departments locate them in every functional area of the 

firm but the financial area. The firms that do not operate forecasting departments locate forecasting 

activity predominantly in the finance area among others at the same time. The dantotsu locate their 

forecasting departments as either independents on their own, within strategic planning depart-

ments, within the President/CEO offices and within sales and marketing departments in market 

driven firms. Supply chain locations for supply challenged firms have been popular but are not an 

established standard. Loaners, Boisson, Lucre and Vache meet the location benchmarks. Lumbers, 

Ebriete, Merchant, Enivre and Damas are supply challenged firms and locate their forecasting 

function in either logistics, operations or in the composite supply chain. With respect to the re-

spondents who do not operate forecasting departments, Mentzer et al. (1999) provide a Western 
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context by situating them in their Stages 1 and 2 of their Functional Integration dimension theory-

in-use as shown in Exhibit 2.5. Stages 1 and 2 are far removed from dantotsu benchmarks. The 

IBF metrics-in-use provide a Western mainstream firm longitudinal context for the organisational 

location of forecasting activity. The results of their annual surveys are summarised in Exhibit 5.29: 

 

           

         IBF Survey of Organizational Location of Forecasting Activities in %  

 Department 2000 2001 2002 2003 2004 2005 2006 2007  

 Finance 12 14 10 9 6 5 7 7  

           

 Forecasting 7 10 9 11 12 8 12 19  

 Strategic Planning 5 6 5 4 3 12 4 6  

 Forecasting and SP 11 16 15 14 15 20 16 25  

           

 Logistics 10 9 14 10 12 12 11 7  

 Operations/Production 19 20 20 25 25 26 26 27  

 Supply Chain 29 29 35 34 37 38 37 34  

           

 Marketing 19 20 20 21 15 13 14 12  

 Sales 17 12 13 15 15 17 15 10  

 Sales and Marketing 36 32 32 36 30 30 29 22  

           

 Other 11 9 8 7 12 8 11 12  

           

 

Exhibit 5.29: IBF Metrics-In-Use: Location of Forecasting Function 

     Source: Institute of Business Forecasting, Jain, 2001-2007. 

 

Patterns emerging from these data are firstly, more and more independent forecasting departments 

are being established by mainstream Western firms. Secondly, locating forecasting functions in the 

finance areas are becoming less frequent, although in 2007 the rate increased by 2% from the low 

of 5% in 2005. Thirdly, forecasting activity appears to have migrated from the demand chain (sales 

and marketing) into the supply chain (logistics, operations and production). Specifically, in 2000 

the IBF‘s respondents (forecasters and those wishing to become forecasters) indicated that 29% 

and 36% of forecasting activity at their firms was located in the supply and demand chains respec-

tively, while in 2007 the percentages were 34% and 22% respectively. However, prior to any in-

controvertible inferences being drawn the IBF needs to properly qualify the remarkably high 

‗Other‘ category measured at 12% in 2007. Critical to the functioning and the success of corporate 

forecasting activities are the qualities of the employees hired to conduct these activities and man-

age constituted forecasting departments, where they exist. Quantities of employees hired are also a 

factor but are of lesser importance. As previously stated, employee qualities to be considered are 

their business related functional backgrounds, their academic qualifications, their salaries, the 

forecast accuracy levels they have attained in their jobs and whether or not they are motivated by 

salary bonuses or other types of incentives to improve upon the accuracy levels they have attained. 

The discovery of these analytical categories are bifurcated into two cohorts namely, the cohort that 

generate forecasts within a formally constituted forecasting department, hereafter referred to as the 

‗de jures‟, and the cohort that generate forecasts as part of other functions in other constituted de-

partments, hereafter referred to as the ‗de factos‟. The bifurcated results of the RSA investigation 

of these categories are summarised in Exhibit 5.30: 
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                                              Category: Forecasting Employee Backgrounds   

             Number of :                                          Background     

 Firm Forecas-

ters 

Employees 

Engaged in 

Forecasting 

Fin/Accou

nting 

Marketing Sales Statis-

tics/Maths 

Operations Economics  

 Lumbers 2 2        

 Loaners 5 5        

 Ebriete 3 11        

 Boisson 3 3        

 Merchant 2 35        

 Enivre 6 6        

 Lucre 2 12        

 Vache 1 1        

 Damas 25 25 8   2 15   

 Punters  2        

 Networks  20        

 Retailers  25        

 Canteens  15        

 Maritime  4        

 Greige  3        

 ATM-WS  1        

 ATM-LS  1        

 Nightingale  50        

 Dinero  1        

 Libris  12        

 Neptune  13        

           

           

   Evidence Supports:  Remarkable Incident of:    

 Legend  1. Benchmark being Met at Firm or 1. Benchmark not being Met at Firm or   

   2. Criteria Existing at Firm or 2. Criteria Existence or Non-Existence or  

   3. Attribute Existing at Firm 3. Attribute Existence or Non-Existence  

           

   Evidence does not fully Support: Unremarkable Incident of:    

   1. Benchmark being Met at Firm or 1. Benchmark Non-Existence or Not-Applicable  or  

   2. Criteria Existing at Firm or 2. Criteria Non-Existence or Not-Applicable or  

   3. Attribute Existing at Firm 3. Attribute Non-Existence or Not-Applicable   

           

  Exhibit 5.30: Forecasting Employees and Backgrounds Cross-Case Summary 

 

The de jure cohort report a total of 49 forecasters being employed ranging from 1 to 25 with an 

average of 5.4 employees. As shown in Exhibit 3.2 the IBF reports mainstream Western forecast-

ing functions employed an average of 4.9 employees in 2007 up from an average of approximately 

4 employees in 2006. The non-accounting background category of the de jure cohort saturated 

midway through the interview process and became informationally redundant once a single firm 

Damas, advised a small minority of their large forecasting staff had some accounting background. 

Conversely, the accounting category among the de facto cohort also saturated very early in the 

investigation and became informationally redundant when Canteens and ATM revealed a small 

minority of employees involved in the roles at hand had accounting backgrounds. In the main 

however, the backgrounds of the ‗de jures‟ trifurcate into the demand chain (sales and marketing), 

the supply chain (operations, manufacturing and logistics) and the quantitative chain (mathematics, 

statistics and econometrics) and not surprisingly they land up working at firms that adopt their 

background chain. On the other hand the ‗de factos‟ bifurcate into the dominant fi-

nance/accounting category and the rare ad hoc category. The Mentzer et al. (1999) theory-in-use 

does not address employee functional background qualities but the IBF‘s metrics-in-use do provide 

a quantitative longitudinal measure of the backgrounds of their respondents (conference attendees 

currently employed as forecasters or those wishing to become forecasters). These data are shown 

in shown in Exhibit 5.31:  
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         IBF Survey of Functional Backgrounds of  Conference Attendees in  %  

 Function 2000 2001 2002 2003 2004 2005 2006 2007  

 Finance/Accounting 28 15 13 13 12 14 16 13  

           

 Marketing 17 19 20 19 16 23 24 26  

 Sales 12 12 13 11 10 13 12 9  

 Demand Chain 29 31 32 29 26 36 36 35  

           

 Supply Chain 11 17 20 26 31 33 31 32  

           

 Statistics/Maths 17 16 15 13 6 7 8 10  

 Other 14 21 21 19 25 10 9 10  

           

 

Exhibit 5.31: IBF Metrics-In-Use: Functional Backgrounds of IBF Conference Attendees 

Source: Institute of Business Forecasting, Jain, 2001-2007. 

 

The IBF metrics-in-use indicate their conference attendees have, over the years, hailed less from 

the finance and accounting arenas and more from the demand and supply chains with the latter 

becoming more frequent. The reported decline of current and potential ‗forecasters‘ hailing less 

from the pure quantitative arenas may signal an alarm for the developers and teachers of quantita-

tive methods of forecasting. The next quality to be considered is the level of formal academic edu-

cation the forecaster has received. Dantotsu forecasters predominantly hold a minimum of a mas-

ter‘s degree. Results of the RSA ‗de jures‟ and ‗de factos‟ investigation are shown in Exhibit 5.32: 

 

         

                           Category: Education      

  Blue = Benchmark Black = Criteria or Attribute    

 Firm High School Bachelor’s Master’s Doctorate Legend Symbol  

 Lumbers        

 Loaners     Evidence Supports:   

 Ebriete     1. Benchmark being Met at Firm or   

 Boisson     2. Criteria Existing at Firm or   

 Merchant     3. Attribute Existing at Firm   

 Enivre        

 Lucre     Evidence does not fully Support:   

 Vache     1. Benchmark being Met at Firm or   

 Damas 15 8 2  2. Criteria Existing at Firm or   

 Punters     3. Attribute Existing at Firm   

 Networks        

 Retailers     Remarkable Incident of:   

 Canteens     1. Benchmark not being Met at Firm or  

 Maritime     2. Criteria Existence or Non-Existence or  

 Greige     3. Attribute Existence or Non-Existence  

 ATM-WS        

 ATM-LS     Unremarkable Incident of:   

 Nightingale     1. Benchmark Non-Existence or Not-Applicable  or 

 Dinero     2. Criteria Non-Existence or Not-Applicable or 

 Libris     3. Attribute Non-Existence or Not-Applicable  

 Neptune   10 CAs     

         

                

          Exhibit 5.32: Forecasting Employees Education Cross-Case Summary 

 

Excluding the de jure economic forecasters, who hold master‘s degrees, the bachelor‘s category 

saturates for both the ‗de jures‟ and the ‗de factos‟. The high volume forecasters, Lumbers, Mer-

chant, Enivre and particularly Damas, provide titles such as forecaster or planner to their ma-

trics/high school graduates but their tasks do not exceed the role of ‗pigeon carriers‘. Hard ob-

served evidence of this conduct was provided at Damas where the ‗analysts‘ take the physical 

hardcopy generated by the senior analysts and managers to a wing of a building with corridors of 
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meeting rooms. In these rooms they sit down with representatives from numerous suppliers and  

determine or negotiate with the suppliers the forecasted quantities. The analysts do not develop or 

change the forecasts. They merely attempt to administer the forecasts. This conduct at Damas, the 

‗Wal-Mart of Africa‘ is not too different from that observed in Bentonville, Arkansas, the home of 

the Wal-Mart of America. The only difference is the wing of the building is an entire building, the 

number of ‗pigeon carriers is closer to 100 hundred and their titles are either merchandisers or pro-

curers. The hard evidence is that this level of employee does not develop forecasts rather they ad-

minister them.  

 

Another outlier unearthed during the investigation is the tendency of some of the „de factos‟ espe-

cially Neptune, to consider their chartered accountant certifications to be equivalent to a master‘s 

degree in the arena of business forecasting. Close investigation of this posit revealed minor ana-

lytical forecasting activity is conducted by the CAs and most of their time is applied to general 

ledger activity, budget administration and financial statement preparation. In general, only a mi-

nority of each cohort meet the benchmark of a minimum of a master‘s degree. The forecasters of 

all the financial services firms meet the standard with master‘s degrees but none have doctorates.  

 

The Mentzer et al. (1999) theory-in-use does not address the analytic category of educational qual-

ity. The IBF‘s survey based metrics-in-use provide Western mainstream data that is not inconsis-

tent with the findings of the RSA ‗de jures‟ with the exception of a small minority of doctorate 

level forecasters being present. The IBF report the doctorate preponderance is higher in Western 

pharmaceutical sectors (Jain 2007: 37). These longitudinal surveys are summarised in Exhibit 

5.33: 

 

           

             IBF Survey of Education Levels of  Conference Attendees in  %  

 Education Level 2000 2001 2002 2003 2004 2005 2006 2007  

 High School nd nd nd 8 3 5 6 8  

 Bachelor’s nd nd nd 50 49 50 52 52  

 Master’s nd nd nd 33 45 43 41 41  

 Doctorate nd nd nd 9 3 2 1 4  

           

     nd = no data collected    

 

Exhibit 5.33: IBF Metrics-In-Use: Education Levels of IBF Conference Attendees 

Source: Institute of Business Forecasting, Jain, 2001-2007. 

 

The salaries and bonuses firms pay to employees performing forecasting activities may arguably 

be considered a quantitative measure of qualitative cultural categories of attitude, disposition and 

value as previously discussed in Section 4.1. In this specific instance, the value firms place in the 

practice of forecasting and by default the value the practitioners may place in themselves, can be 

quite revealing.  Salary levels and bonus information provided by the RSA respondent pool during 

the interview process are summarised in Exhibit 5.34: 
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                                                  Category: Salaries and Bonuses     

  Accuracy         Analyst    Senior Analyst         Manager        Director            Total  

 Firm Incentive R,000 $,000 R,000 $,000 R,000 $,000 R,000 $,000 R,000 $,000  

 Lumbers  280 40 420 60 650 93   1,350 193  

 Loaners  400 57 600 86 800 114   1,800 257  

 Ebriete  450 64   600 86   1,050 150  

 Boisson  360 51 600 86 720 103   1,680 240  

 Merchant  250 36 350 50 500 71   1,100 157  

 Enivre    350 50 500 71 800 114 1,650 236  

 Lucre    720 103     720 103  

 Vache      450 64   450 64  

 Damas  175 25 325 46 500 71   1,000 143  

 De Jures Mean 319 46 481 69 590 84 800 114 1,200 171  

 Punters      450 64 1,750 250 2,200 314  

 Networks      700 100 1,000 143 1,700 243  

 Retailers      450 64 650 93 1,100 157  

 Canteens  84 12 280 40     364 52  

 Maritime      700 100 1,000 143 1,700 243  

 Greige  120 17 240 34 360 51   720 103  

 ATM-WS    400 57 750 107   1,150 164  

 ATM-LS    400 57 750 107   1,150 164  

 Nightingale  130 19 300 43 600 86   1,030 147  

 Dinero  na na na na na na na na na na  

 Libris  200 29 250 36 500 71   950 136  

 Neptune  200 29 350 50 500 71 750 107 1,800 257  

 De Factos Mean 147 21 317 45 576 82 1,030 147 1,260 180  

              

                     Exhibit 5.34: Forecasting Employees Salary and Bonus Cross-Case Summary 

 

The pool of firms deploying de facto forecasters fails to meet the benchmark of providing incen-

tives based upon forecast accuracy. Ebriete, Merchant, Lucre and Damas from the ‗de jures‟ meet 

the benchmark of providing incentives based upon forecast accuracy. Ebriete use MAPEs, Mer-

chant WMAPESs and Damas service levels as their respective accuracy measures in computing the 

bonuses of their forecasters. Forecast analyst salaries amongst the „de jures‟ range from R175/$25 

thousand to R450/$64 thousand with a cohort average of R319/$46 thousand at R7 to one US dol-

lar exchange rate. Similarly, senior analyst salaries range from a low of R325/$46 thousand to a 

skewed senior equity analyst high of R720/$103 thousand with an average of R481/$69 thousand. 

De jure manager salaries range from R450/$71 thousand to R720/$103 thousand with an average 

of R590/$84 thousand. Total unit salary/payroll costs of the „de jures‟ ranges from a low of 

R450/$64 thousand to R1.8 million or $257 thousand with a cohort average of R1.2 million or 

$171 thousand. With respect to the „de factos‟ the majority of forecasting activity takes place at the 

manager and director level. Salaries of the managers range from R360/$51 thousand to R750/$107 

thousand with an average of R576/$82 thousand. Directors, who are typically finance direc-

tors/CFOs in the ‗de factos‟ cohort register average salaries of R1.03 million or $147 thousand. 

This average however contains two extreme outliers of the Punters CFO earning R1.75 million or 

$250 thousand and the Retailers FD earning R650/$93 thousand. Total unit salary/payroll costs of 

the „de factos‟ ranges from a low of R364/$52 thousand to R2.2 million or $314 thousand with a 

cohort average of R1.26 million of $180 thousand. 

 

Emergent from the near parity total salary/payroll costs of the two cohorts is a divergent disposi-

tion/attitude or value judgement from the responding RSA firms. One cohort of firms view fore-

casting activities of the firm worthy of the full-time attention of a specialised group of employees 

in a formally constituted department or location within the firm and is willing to invest in labour 

costs to an average unit level of R1.2m or $171 thousand a year. The other cohort of firms view 
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forecasting activities of the firm worthy of the part-time and ad hoc attention of its senior manag-

ers and directors located in various different departments within the firm and posits the salaries it 

pays these employees, primarily for other tasks, is adequate to cover forecasting costs. The 

Mentzer et al. (1999) forecasting dimensions theory-in-use provides a Western context with re-

spect to the accuracy based incentives and salary bonuses benchmark. As shown in Exhibit 2.5, 

Mentzer et al. posit Stage 2 firms as those who provide “performance rewards for forecasting per-

sonnel only, based on contribution to department in which forecasting is housed.” Stage 3 firms 

are those who provide “performance rewards for improved forecasting accuracy for all personnel 

involved in consensus process” and Stage 4 firms are those who provide “multidimensional per-

formance rewards for all personnel involved in consensus process.”  

 

The IBF intermittently surveys its conference attendees for the presence of accuracy based incen-

tives at their firms and reports an average of 69% of the attendees at conferences in 2000 through 

2004 and 2006 report that accuracy based incentives do not exist at their firms. The IBF did not 

survey or report this item for 2007. Individual annual survey results are shown in Exhibit 3.2. It 

did however, survey and report salary levels for the 2000 to 2007 period. These data are shown in 

Exhibit 5.35: 

 

              
                             IBF Survey of Forecaster Salary Levels measured in $,000   

 Level 2000 2001 2002 2003 2004 2005 2006 2007 00-03 04-07   
 Analyst 45 47 49 50 49 50 52 54 48 51 7  
 Senior Analyst 54 62 63 62 64 66 68 68 60 67 11  
 Manager 55 71 75 77 77 79 78 79 70 78 13  
 Director 94 105 105 103 111 111 109 111 102 111 9  
 Vice President 129 143 143 144 163 161 156 158 140 160 14  

              

 

Exhibit 5.35: IBF Metrics-In-Use: Salary Levels of IBF Conference Forecaster Attendees 
Source: Institute of Business Forecasting, Jain, 2001-20007. 

 
From these surveys it can be seen that the average salaries of forecast analysts for the four year 

period of 2000 to 2003 was $48,000 and rose by 7% in the subsequent four years to $51,000. Simi-

larly senior analyst, manager and director average salaries rose by 11%, 13% and 9% respectively 

during the same periods. The largest gain in average salaries for the two periods was for vice 

presidents of forecasting rising by $20,000 to an average level of $160,000 slightly over the 2007 

reading of $158,000. Exchange rate adjusted salaries for the RSA ‘de jures’ show their average 

analyst salaries to be $46,000 compared to the IBF 2007 analyst pool of $54,000, the senior ana-

lysts $69,000 compared to the IBF senior analysts of $68,000, the managers $84,000 compared to 

the IBF managers of $79,000 and the Director of $114,000 compared to the IBF directors of 

$111,000. The RSA respondents do not report ‘Vice Presidents of Forecasting’ positions at any of 

their firms.  

 

The prima facie evidence suggest that the salaries of the RSA forecasters studied are paid highly 

competitive if not better salaries than their mainstream Western peers except at the low level ana-
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lyst position. Caution however should be exercised in making these types of inferences as these 

types of comparisons need to be conducted at the comparable sector/industry level as salaries paid 

in different industries vary greatly. It is for this reason and others generic salary level benchmarks 

are not presented in this study.  

 

As stated previously, the fourth and final part of the department category discovers the quality, or 

lack thereof, of the accuracy levels attained by its forecasters or employees engaged in forecasting 

of different business variable levels. The accuracy levels discovered are for the product SKU vari-

ables, the product or service category variables level and the entire firm variables. As with previ-

ous department related categories the discovery was conducted for two different units of analysis 

namely the ‗de jure‟ cohort and the „de facto‟ cohort. The results of the discovery is summarised in 

Exhibit 5.36: 

 

 

            

                                Category: Forecast Accuracy Measured in Percent    

                             SKU                    Category                    Firm   

 Firm Month Quarter Year Month Quarter Year Month Quarter Year  

 Lumbers 45 45 30 40 40 20 30 25 20  

 Loaners     10 10  10 10  

 Ebriete 46  80 17 25 55 8 10 10  

 Boisson 10 5 5 10 5 5 10 5 5  

 Merchant 40   40   2    

 Enivre 33      3  20  

 Lucre     13 17     

 Vache 23      5 8 15  

 Damas 29 16 25 17 11 13 15 14 13  

 Punters       4 3 3  

 Networks     15   5 5  

 Retailers    5 5  5 5 10  

 Canteens    10 10 7 10 10 15  

 Maritime     20      

 Greige           

 ATM-WS    20 10 10     

 ATM-LS    6 19 65     

 Nightingale    10 7 5 8 5 4  

 Dinero        15 27  

 Libris    17 13 20 17 13 20  

 Neptune    15 20 30 7 7 15  

            

 De Jures 32 22 35 25 17 20 10 12 13  

 De Factos    12 13 23 9 8 12  

            

 

Exhibit 5.36: Forecasting Accuracy Cross-Case Summary 

 

The „de jures‟ report average variances of 32%, 22% and 35% at the SKU level over the 30, 90 

and 360 day horizons. These variances are averages for very large numbers of SKU volume fore-

casts. Most of the variances are calculations of MAPEs but some firms use WMAPEs. At the 

product category level the average variances are less than those experienced for individual SKUs. 

The product category average variances are 25%, 17% and 20% for the 30, 90 and 360 day hori-

zons respectively. Some of the „de jures‟ generate firm monetary level forecasts by applying aver-

age selling prices to their individual volume level forecasts and consolidate the results into mone-

tary forecasts while others forecast firm level monetary forecasts directly. The average variances 

reported for both approaches are 10%, 12% and 13% for the 30, 90 and 360 day horizons respec-
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tively. The „de factos‟ only forecast monetary measures by product or service categories and at the 

firm level. They report average monetary category variances of 12%, 13% and 23% and 9%, 8% 

and 12% at the firm level for 30, 90 and 360 days respectively. Reported variances highlighted 

with yellow backgrounds in Exhibit 5.36 indicate evidence was found during the investigation that 

does not fully support the accuracy of the variances reported. 

 

 A prima facie comparison of the results of the monetary firm level average variances would sug-

gest the accuracy of the forecast generated by the „de factos‟ is equal to or better than those of the 

„de jures‟. This inference would be spurious as the „de factos‟ do not use the same MAPE and 

WAPE measures as the „de jures‟ as it was discovered many of them engage in a common budget-

ing related practice of measuring forecast variances by using forecast values in the denominator of 

the equation rather than the numerator. Mentzer et al. (1999: 55) classifies this as a Stage 2 prac-

tice. They state: ―In Stage 2, companies begin to measure forecast accuracy, generally using the 

Mean Absolute Percent Error, or MAPE. However, because of their still limited understanding of 

the process, they incorrectly specify the MAPE formula, using forecast rather than demand in the 

denominator and incorrectly inflating the accuracy measure. The higher the forecast, the lower the 

MAPE value, regardless of whether the forecast was accurate or not.”  

 

 In short, the variances of the two cohorts shown in Exhibit 5.36 should be viewed independent of 

each other. The IBF metrics-in-use surveys provide data on accuracy levels reported by its respon-

dents. These data are shown in Exhibit 5.37: 

 

           

                       IBF Survey of Forecast Accuracy as Measured by MAPEs  

 Department 2000 2001 2002 2003 2004 2005 2006 2007  

 SKU - one month 25 28 20 26 26 28 27 29  

 SKU - one quarter 33 29 27 29 30 34 32 33  

 SKU - one year 21 33 28 30 29 39 32 38  

           

 Category - one month 18 19 13 17 18 18 20 16  

 Category - one quarter 20 18 16 15 19 22 22 22  

 Category - one year 16 21 19 16 21 23 29 27  

           

 Company - one month 12 11 11 15 13 13 17 11  

 Company - one quarter 15 11 16 16 17 17 20 20  

 Company - one year 15 11 15 16 16 14 20 21  

           

 

Exhibit 5.37: IBF Metrics-In-Use: Forecast Accuracy Measurements 

           Source: Institute of Business Forecasting, Jain, 2001-2007. 

 

Notwithstanding potentially different industry/sector weightings in the calculations of MAPEs of 

the RSA „de jures‟ and the IBF respondent cohort, the two sets of results are fairly comparable. 

With the aforementioned caveat in mind, the SKU accuracy of the „de jures‟ was considerably 

lower (11 percentage points) than the 2007 IBF cohort accuracy over the one quarter horizon and 

three points higher over the one month and one year horizons. At the category level the results are 

the same. At the firm level the „de jures‟ outperform the IBF cohort in all three horizons. The „de 
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jures‟ lag slightly behind the 2007 IBF cohort over the 30 day horizon when it comes to SKU and 

product or service category forecasting accuracy. 

 

The seventh and final major category of benchmarks and practice criteria to be discovered is the 

organisational support category. The dantotsu practice their forecasting profession with the highly 

substantive support of the senior management structure at their firms. This substantive support, in 

the main, takes the form of the provision of and investment in dedicated and in many cases highly 

tailored and specialised bona fide forecasting software. In many cases, but not all, separate operat-

ing budgets and separate forecasting systems are also provided. Ad hoc use of both internal and 

external consultants both in the systems area and forecasting methodologies is also funded. The 

latter is frequently in the form of hiring econometricians to develop econometric models to assess 

the impact of external economic conditions on the firm‘s operations. The results of the investiga-

tion into this category of benchmarks and practice criteria, are summarised in Exhibit 5.38: 

 

 

            

                                             Category: Organisational Support     

                Upper Management          Separate                   Software          Consultants  

 Firm Highly Somewhat No Need Budget Systems Spreadsheet Forecasting Internal External  

 Lumbers           

 Loaners           

 Ebriete           

 Boisson           

 Merchant           

 Enivre           

 Lucre           

 Vache           

 Damas           

 Punters           

 Networks           

 Retailers           

 Canteens           

 Maritime           

 Greige           

 ATM-WS           

 ATM-LS           

 Nightingale           

 Dinero           

 Libris           

 Neptune           

            

       Exhibit 5.38: Organisational Support Cross-Case Summary 

 

The highly supportive upper management category saturated after the fourth RSA pool interview 

and became informationally redundant after Libris indicated the nature of the high level of support 

at that firm was more rhetorical than substantive. Other saturated categories were the „de jures‟ 

being provided with separate operating budgets to conduct their forecasting tasks and the „de fac-

tos‟, without exception, using off the shelf spreadsheet software to compile their forecasts. In con-

trast the ‗de jures‟ use specialised and often specifically tailored forecasting software to develop 

their forecasts and utilise, if needed, the report generating capabilities of the spreadsheets for that 

and only that purpose. Loaners, Ebriete, Merchant, Lucre, Vache and Damas meet the forecasting 

software benchmark. Lumbers, Boisson and Enivre surprisingly do not. Both cohorts call upon 

internal and external consultants on ad hoc bases to support their forecasting activities with the „de 

jures‟ using these types of services frequently. The Mentzer et al. (1999) forecasting dimensions 
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theory-in-use situates Stage 3 firms in their approach dimension as those firms who have “strong 

management support for forecasting process” and Stage 4 firms as those who have “top manage-

ment support for forecasting process”. The nature of the support is not itemized or qualified. The 

IBF‘s metrics-in-use provide limited Western context data on some category items. These data are 

summarised in Exhibit 5.39: 

 

           

        IBF Survey of Organisational Support Categories measured in %  

Support of Upper Management 2000 2001 2002 2003 2004 2005 2006 2007  

 Highly 44 46 48 42 44 43 57 54  

 Somewhat 52 49 49 54 53 51 42 45  

 No Need 4 5 3 3 2 6 1 1  

           

 Forecasting Software          

 Spreadsheet 58 46 48 64 49 46 44 42  

 Forecasting 42 54 52 36 51 54 56 58  

           

 

Exhibit 5.39: IBF Metrics-In-Use: Management Support and Software  

Source: Institute of Business Forecasting, Jain, 2001-2007. 

 

The IBF surveys suggest the upper management of Western mainstream firms are less supportive 

of forecasting activities than the near universal support reported for the RSA pool of firms. In 2007 

just over half of the Western mainstream firms indicate high levels of support, albeit the level of 

support has grown over the years. With respect to the use of bona fide forecasting software as a 

benchmark, 42% of the Western mainstream still has to meet this standard albeit movement to-

wards the standard has improved from the 36% level in 2003. The RSA 2007 „de factos‟ fall well 

below the benchmark and the levels of the 2007 Western mainstream. 

 

5.3 Research Quality Control 

 

Having concluded the fourth step of research strategy, the discovery of the analytic categories, two 

questions need to addressed prior to the delivery of the conclusions based upon the investigation 

discovery and grounded findings. These questions are how does the investigator ensure the quality 

of his or her own qualitative research and how does the user of this research treat it with confi-

dence? These are the questions of standards of research quality control. The „Long Interview‟ re-

search strategy aligns itself with the standards applied by qualitative researchers in the study of the 

humanities, namely the application of „symptoms of truth‟. These symptoms are exactness, econ-

omy, mutual consistency, external consistency, unity, power and fertility (McCracken: 50).  In a 

similar fashion, case study expert Yin (2003: 33) posits that trustworthiness, credibility, confirm-

ability and data dependability are the criteria of assaying ‗research designs‘ and offers four related 

quality tests. These tests are construct validity, internal validity, external validity and reliability. In 

addition Yin (2003: 97) proffers three principles of data collection namely, the usage of multiple 

sources of evidence, the creation of a case study database and the maintenance of a chain of evi-

dence. Miles and Huberman (1994: 277) offer “some practical standards that help us all judge the 
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quality of conclusions” of qualitative research. Their five standards are “objectivity/confirmability, 

reliability/dependability/auditability, internal validity/credibility/authenticity, external valid-

ity/transferability/fittingness and utilization/application/action orientation.” Consumer researcher, 

Spiggle (1994), departs from the norm and offers some provocative criteria for evaluating qualita-

tive research. These criteria are usefulness, innovation, integration, resonance and adequacy. 

 

Mindful of the fact that the focus of this study is primarily one of forecasting practices and stan-

dards not qualitative research practices and standards, only the major, non-redundant standards 

will be addressed in this section.  

 

With respect to Yin‘s data collection principles, this study adhered to all three of his principles. 

Multiple sources of data were discovered and investigated. Data and information obtained from 

respondent interviews were triangulated against company documents provided by the firms, inde-

pendent financial documents filed with regulatory agencies, annual and quarterly reports filed with 

regulatory agencies and independently published media and trade journal reports on each firm in-

vestigated. A case study database was constructed of all the evidence gathered and synopses and 

within-case and cross case summaries are shown as exhibits in this study. Naturally flowing from 

the creation of this database a chain of custody of the evidence has been maintained. 

 

With respect to which standards of quality should be applied to the present research strategy, its 

findings and the conclusions, the standards offered by Miles and Huberman (1994) have been cho-

sen as they provide a comprehensive frame encompassing those offered by Yin and McCracken. 

The Miles and Huberman (1994) standards will be addressed piecemeal as follows: 

 

1) Objectivity/Confirmability. This standard can be framed as one of assessing if the study 

was free of the biases of the investigator or as a minimum explicitly declared to assist 

other external researchers attempting to replicate the study and results. The present study 

provides step by step details of the research strategy adopted. In particular Section 4.1 

provides other researchers with the familiarization and defamiliarization frame the study 

used to address the potential pitfall of investigator bias and/or reflexivity. In particular the 

replicating scholar who, in the event is also an economist or not a trained ethnographer or 

industrial psychologist, may follow the same note taking protocol adopted in this study. 

 

2) Reliability/dependability/auditability. The issue here is ―whether the process of the study 

is consistent, reasonably stable over time and across researchers and methods.”  The 

present study provides other researchers with the used interview plan containing the suite 

of forecasting benchmarks and associated criteria and attributes grounded in the review of 

the analytic categories or the extant literature review. The present study provides other re-

searchers with the suite of planned prompts used in the interview plan and process. These 

prompts were grounded in the review of the cultural categories. The definitions of cate-
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gorical saturation and informational redundancy are grounded in the extant literature and 

are available to other researchers. The standards, adopted by Mentzer et al. (1999) and 

Moon et al. (2003) on point with the present application of the qualitative method of in-

quiry to the study of business forecasting practices, were met and exceeded by the present 

study and are available to other researchers. Consequently, full disclosure has been made 

for other researchers to replicate the present study and audit its results, subject to the con-

sent of the anonymous respondent firms. 

 

3) Internal validity/credibility/authenticity. This standard is subject to various definitions, in-

terpretations and areas of focus amongst qualitative researchers. Some researchers apply 

the standard to the evidence discovered, some to the findings grounded in the evidence 

and others to both. Common to the definitions and focus are tests to determine how accu-

rate, truthful and believable are the accounts of the respondents‘ constructions of reality 

of the social phenomena under study and by default the resultant grounded findings. Sim-

ply put in the context of this study, one has to test if the forecasting respondents‘ accounts 

of forecasting practices at their firms are consistent with the reality of the practices at the 

firm. Do they make sense, are the respondents being truthful and can one place capital in 

the forecasting practice findings as a result of these representations? The answer to these 

questions is a case of due diligence. Specifically, all evidence provided by the respon-

dents were subject to triangulation, audited for accuracy and subjected to ‗sanity check-

ing‘. A critical example of this was the due diligence, truth testing of the forecasting accu-

racy results data provided by each respondent. These data were checked for consistency 

against balance sheet and income statement items. If for example a respondent proffered 

his product forecasts were within 90% of actual sales and scrutiny of the balance sheet 

and income statement revealed stock/inventory turns were in the two to three range and 

inventory write-offs were declared, the respondent was challenged to reconcile the two. 

The present study declared and highlighted like incidences in each case synopsis. Upon 

reconciliation the resultant findings were validated/cross checked against peer firms and 

against the results of Western counterpart studies. Secondly, each aspect of the reported 

practice was evaluated not just as a series of discrete practices but also as a practice as a 

whole. The nature of forecasting practice is that one pitfall leads to another and if incredi-

ble, inconsistent, untruthful and unrealistic renditions of a particular aspect of the practice 

is reported it portends another will follow. When this compounding pattern did not occur 

in the interviews, the item was immediately audited and the respondent was challenged to 

reconcile the inconsistency. Thirdly, a routine due diligence tactic to meet the standard in 

question was deployed. This tactic was prolonged engagement with the respondents. After 

the interview process, respondents were communicated with both telephonically and elec-

tronically over a period of nine months as part of the fact checking and sanity checking 

due diligence exercise. The goal of this prolonged collaboration was to ensure the evi-

dence and the renditions thereof were accurate, made sense, were believable and provided 
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a sound grounding for inferences and conclusions. Fourthly, the issue of the instrument of 

inquiry is relevant to meeting this standard. The present study investigator, prior to the in-

terviews in question, had conducted over 125 like interviews and client studies as a com-

pensated professional forecasting consultant over a period of 20 years. Notwithstanding 

the reflexivity requirement of the present study research protocol, the truth and value 

seeking goals of the paid client interviews required no less due diligence than the level 

applied to evidence discovery in the present study. It should be noted no distinction in the 

level of due diligence was made with respect to data discovery and consequent findings. 

Findings were the result of triangulated methods of analysis, specifically ethnographic, 

case study and grounded theory methods or research strategies. Further checks and bal-

ances in the form of constant comparison against comparable theories-in-use, metrics-in-

use and other RSA and Western studies were also deployed to ensure findings reached 

were contrasted, challenged, reconciled and ‗sanity checked‘ against extant analytic and 

cultural categories. Ipso facto the present study requirement of contextualization of find-

ings forces the construction and deconstruction of complementary and rival findings, a 

standard test for internal validity. 

 

4) External validity/transferability/fittingness. This standard is arguably the most important 

of the standards to be considered. Miles and Huberman (1994: 279) define the standards 

thus: “We need to know whether the conclusions of the study have any larger import. Are 

they transferable to other context? Do they „fit‟? How far can they be „generalized‟ ”? In 

considering these questions, it should be clearly observed that Miles and Huberman 

(1994) punctuate the word generalized with quotes. This is intentional as the word is 

somewhat of an anathema in the qualitative genre. If and when it is used in qualitative 

studies it refers to theoretic or analytic generalizations not the oft used statistical generali-

zations of the quantitative genre. The present study is of the qualitative genre and its posi-

tion on generalization has been made abundantly clear in Section 4.5. The present study is 

focussed primarily on mining and understanding the analytic and cultural categories not 

the probability or frequency of occurrence of these categories. Specifically, the principal 

focus of the study has been to discover and understand how RSA firms conduct their 

business forecasting activities, why they engage in certain practices, what are the patterns 

in these practices and what is the quality of these practices in the context of Western stan-

dards. Endowed with this discovery and understanding, a set of standards that are trans-

ferable or will fit another firm, challenged by the task of forecasting elements of its busi-

ness and its operating environment, is to be offered to the science. As such the transfer-

ability of the findings and conclusions of the present study, as in the case of numerous 

other qualitative studies, takes precedence over generalisability (Alaggia & Kirshenbaum, 

2005). Kidder and Judd (1986) succinctly articulate this approach thus: “A field re-

searcher rarely asks, „What percentage of persons in the population would respond this 

way‟? Instead he/she says: „What I have found true of the people in this study is likely to 
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be true of any people placed in this situation.” To achieve this level of external validity, 

transferability and ‗fittingness‘ numerous tactics and safeguards were deployed during the 

stepwise progression of the present study. Firstly, the respondent pool was chosen to cap-

ture the four corners of diversity to enhance broader external applicability. Small, me-

dium and large firms participated in the study. Manufacturing, service, retailing, whole-

saling, transportation, financial services, medical services and food and beverage firms 

participated in the study. In fact the only notable private sectors of the RSA economy that 

did not participate were the supply constrained mining and energy sectors. Secondly, the 

characteristics of the respondent pool are clearly identified with respect to their personal 

profiles, contextual settings, compliance or lack thereof with practice benchmarks and as-

sociated forecasting criteria and attributes. This full disclosure facilitates ease of transfer-

ability. It should be noted that the intent of transferability is to empower the reader or 

user of research findings and conclusion with the ability to perform their own generalisa-

tions by allowing them, not the researcher, to make the determination of whether a 

study‘s findings and conclusions are transferable and applicable to their setting. Princeton 

educational psychologist Robert Stake termed this process “naturalistic generalization” 

(Gomm et al., 2000:.22). The very thick descriptions of the forecasting practices of dan-

totsu provided in Section 4.3 allow any RSA or Western firm to make a determination if 

these standards are applicable to their setting and how they fare in relation to the stan-

dards. Further, the very thick description and declaration of an offered forecasting process 

in the same section provides any RSA or Western firm with the opportunity to begin op-

erationalising the process and measuring the results of the process. Indeed the very ge-

neric nature of the standards and the offered process provide firms outside the manufac-

turing and sales forecasting arenas the opportunity to test their results and replicate the 

process in their environments. In sum, to meet the research standards of quality pertaining 

to external validity/transferability/fittingness, the present study has engaged in the tactical 

use of diversity, full disclosure, thick descriptions, replicatability and genericism. These 

tactics allow any firm the opportunity to transfer the study offerings or to naturalistically 

generalise. 

 

5) Utilization/application/action orientation. These standards are often referred to as ‗evalua-

tive or pragmatic validity‘. What is being tested is the value or utility the study provides 

the reader and/or user of the research. Does it help or harm them? The response of the 

present study to these standards is virtually the same as the response for the transferability 

standards. Specifically, all has been disclosed to the potential user for them to perform an 

evaluative transfer or naturalistic generalisation to their setting. This includes empower-

ing them to make their own determination. None of the benchmarks, practice criteria and 

attributes have been concealed from potential adopters. The procedures for reaching find-

ings and ultimate conclusions are grounded in the evidence and analysis. The analysis is 

relatively straight forward and understandable in that findings and conclusions are predi-
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cated on the concepts of categorical saturation, informational redundancy and the most 

importantly, the preponderance of evidence. Any firm should be capable of analysing its 

existing forecasting processes to determine if variances encountered in forecasting previ-

ous business activity influence subsequent forecasting behaviour. In essence they should 

be able to determine if they learn or adapt from historical mistakes. There is tangible 

benefit in this prescribed exercise and no harm. Any firm should be capable of reaching a 

finding, by repeating the same test quarter after quarter, that not learning or adapting from 

previous mistakes is a lost opportunity. This finding will thus be predicated on saturation 

of the process tests. There is only benefit to be gained by replicating these process tests to 

saturate or confirm its findings – no risk. Any firm should be capable of repeatedly con-

ducting other prescribed and related tests that are part of the process (technical, subjective 

or managerial) and recording the positive and negative outcomes. The results of these 

tests will, at some stage, become informationally redundant which will be the predicate 

for a finding. Once all the saturation predicated findings have been gathered, conclusions 

based upon the preponderance of evidence (including the findings) may be reached and 

should precipitate some decision action. There is only practical, tangible benefit to be 

reached by following this protocol – no risk. In sum, the findings of the present study are 

predicated on the attainment of categorical (benchmarks, forecasting criteria and attrib-

utes) saturation and informational redundancy where complete saturation is not obtained. 

The study conclusions in turn are predicated upon the findings, the preponderance of evi-

dence and/or the prevalence of discovered patterns. The study evidence, categories, 

analysis protocol, predicates, findings and conclusions are fully disclosed to the reader 

and/or potential users of the offered research with the good faith intent of providing tan-

gible utility and scientific contribution. 

 

5.4 Chapter Summary 

 

This chapter discovered the analytic categories, presented synopses of face to face interviews with 

30 respondents from 20 anonymous South African firms. Within-case summaries were introduced 

and are shown in Appendix A. Cross-case summaries and analysis findings of 8 categories of 

benchmarks, associated forecasting criteria and attributes were presented. Western contexts in the 

form of relevant theories-in-use and metrics-in-use were also introduced. The chapter concluded 

with a thorough review of the qualitative research strategy and methods adopted in the study. This 

review was in essence a form of self conducted research quality control and consisted of assessing 

the quality of the research conducted against a suite of standards advocated by various qualitative 

research scholars and practitioners. This assessment also provided and demonstrated the analytical 

predicates that underpin the study findings and conclusions reached and presented in the next 

chapter. 
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Chapter 6              Summary, Discussion and Conclusions 

Pope Julius II: "When will you make an end of it?" 

Buonarroti : “When I am finished.”  

 

6.1 Introduction 

 

The final chapter of this study is presented in six sections. This section serves as the chapter intro-

duction. The study summary, study findings and implications for the practice of business forecast-

ing are presented in sections 2 through 4 respectively. Limitations of the study and recommenda-

tions for future research are presented in the fifth section. The study conclusions are discussed in 

the final section of this chapter. 

 

6.2 Study Summary 

 

This study was undertaken with the premise that skilled and productive forecasting management 

practices provide organisations engaged in domestic and global commerce with a competitive or 

comparative advantage that is both tactical and strategic. The competitive or comparative nature 

stems from the fact that all organisations engaged in global commerce face the same level of ad-

verse systematic uncertainty or unpredictability (e.g., wars, natural disasters and socio-economic 

system shocks/collapses) but not the same level of unsystematic adverse uncertainty or unpredict-

ability. Commerce historically has been unable to proactively manage the systematic adversity 

type, it merely reacts to it. In contrast, the unsystematic adversity type can, to a lesser or greater 

degree, be proactively managed. The possibility of greater degrees of proactive management of the 

unsystematic adversity type is an additional premise of the study.  

 

With these background premises an empirical investigation of the business forecasting practices of 

a community of South African (RSA) firms in the context of ‗Western‘ standards or benchmarks of 

like practices was undertaken. The aims of the study were : 

 

(a)  to assess the RSA practice standing in the context of the standards or benchmarks of 

‗Western‘ firms.  

 

(b) to guide and assist both RSA and ‗Western‘ firms in the recognition, understanding 

and implementation of quality and performance driven forecasting practices and 

processes.  

 

In so aiming, the development and provision of practice and research end products factored into 

the design of the study. The end products for RSA and ‗Western‘ practitioners and researchers 
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would be a business forecasting practice ‗roadmap‘ and an integrated forecasting process. The 

study contributed ‗roadmap‘ would provide the opportunity to determine the positioning of a firm 

on the practice map, the positioning of their local and ‗Western‘ peers and potential competitors, 

the shortfalls between each and the distances the firm would have to travel to close these potential 

shortfalls. The accompanying process would contribute an operating mechanism or vehicle to 

navigate a firm through the ‗roadmap‘ landmarks/benchmarks and measure the success or failure 

of the firm in closing the performance gaps, if and where they existed. The transfer of the ‗road-

map‘ and process to other RSA and ‗Western firms‘ is called ‗naturalistic generalisation‘. 

 

To achieve these aims and contributions the study adopted a multi-method qualitative research 

strategy to review, compile, analyse and report related evidence in the field of business forecasting 

practices and processes. The review and evidence gathering stages of the study utilised the ethno-

graphic and case study methods of McCracken (1998) and Yin (2003) while the compilation, 

analysis and reporting stages followed the grounded study methods of Glaser and Strauss (1967), 

Strauss and Corbin (1990) and Miles and Hubermann (1994). 

 

Chapter 2 reviewed and deconstructed extant published and unpublished literature relating to offer-

ings of ‗Western‘ qualitative forecasting ‗benchmarks‘ and processes. Five major benchmark rele-

vant offerings, namely those of Armstrong (1982, 2001), Fildes and Hastings (1994), Mentzer et 

al. (1996) and Moon et al. (2003), were harvested during the review process. Chapter 3 focussed 

on the review and deconstruction of ‗Western‘ quantitative forecasting ‗benchmarks‘ and related 

RSA offerings. The major on point quantitative ‗benchmark‘ offerings of Jain (2001-2007) and 

published RSA offering of Yeomanns and Bendixen (1988) were harvested during this stage of the 

review process. Numerous other offerings (Sparkes and McHugh, 1984) were reviewed but were 

not on point with practice benchmarking. Chapter 4 complied with the ethnographic method re-

quirements of (1) the author‘s topic familiarization and defamiliarization, (2) the construction of an 

interview plan and procedures and (3) the determination of the number and types of respondents 

that should be interviewed during the study. Chapter 5 presented interview synopses and within-

case summaries of the 30 forecasting practice and process interviews conducted at 20 RSA firms 

over a period of nine months. Evidence gathering quality control measures employed during that 

period were also summarised. The present and final chapter documents, inter alia, the principal 

findings based on the research and field work documented in Chapters 2 through 5. 

 

6.3 Discussion of Study Findings 

 

The study findings consist of a principal finding related to the quality of extant, offered ‗Western 

benchmarks‘ and seven significant findings related to the business forecasting practices of the 20 

RSA firms investigated. The finding related to the quality of extant, offered ‗Western benchmarks‘ 

may be summarised as follows:  
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The extant literature on ‘Western’ business forecasting best practice standards or ‘bench-

marks’ provides the researcher or practitioner with a limited portfolio of options none of 

which are universally acknowledged or established as a gold standard.   

 

The public domain is home to a limited number of published forecasting benchmark studies and 

those were discussed in detail in Chapters 2 and 3. Some expressly claim to be practice bench-

marks (Mentzer et al., 1999; Moon et al., 2003; Jain 2006) while others (Fildes & Hastings, 1994; 

Armstrong, 2001) do not and only provide guides and principles consistent with good practices. 

Utilizing the benchmark ‗stress tests‘ of Camp (1989) to the public domain studies claiming to 

offer forecasting benchmarks, the study found in Section 4.2 that these offerings do not pass some 

or all of the ‗stress test‘ standards. The public domain works thus fall into the categories of ‗public 

theories in use‘, ‗public metrics in use‘, parochial consultants platforms (PCPs), published mem-

oirs and do‘s and don‘ts.  

 

The latter phenomenon makes other qualitative comparative and evaluative studies either very easy 

or very difficult. The very easy approaches are: (a) to follow, carte blanche, the Mentzer el al. 

(1999) and Moon et al. (2003) ‗audit benchmarks‘ ala Green (2001) and Green and Weaver 

(2005),  (b) to measure an organisation‘s response to the Fildes and Hastings (1994) ‗aspects‘ ala 

Watson (1996) and Hughes (2001) or (c) to ‗go online‘ and take the Armstrong (2001) forecasting 

‗principles‘ test. These approaches, despite not measuring up to most of the Camp (1989) ‗stress 

tests‘, are accepted into the body of literature in the case of approaches (a) and (b) and acceptable 

practice in the case of approach (c).  

 

The different and difficult approach is for the researcher/practitioner to veer off the trodden path, 

innovate and offer one‘s own approach. The present study followed the latter path by ‗cherry pick-

ing‘ the more common ‗benchmarks‘ from the credible offerings in the public domain and com-

bined the literature benchmarks with the author‘s field experience ‗benchmarks‘. The difficult task 

in this approach is the credibility determination of the ‗benchmarks‘ and this was accomplished 

through deconstruction as shown in Sections 2.3, 2.4 and 3.2. The resultant compos-

ite/amalgamated ‗benchmarks‘ were then used to assess the standing of the 20 RSA firms investi-

gated. 

 

It should be noted that this finding may be classified as a ‗deconstruction‘ or revisionist finding in 

that it differed from the findings or absence of a similar finding from Green (2001), Green and 

Weaver (2005), Watson (1996) and Hughes (2001). None of the aforementioned studies ‗stress 

tested‘ the ‗benchmarks‘ used in their respective studies. This omission may be explained in the 

case of Watson (1996) and Hughes (2001) in that the research methods and protocol used in their 

studies did not explicitly mandate deconstruction. In the case of Green (2001) and Green and 

Weaver (2005) the ethnographic protocol of McCracken (1998) was used yet deconstruction of the 

various ‗benchmark‘ offerings was not undertaken.  
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As stated previously, seven additional findings relate to the application of the study derived ‗West-

ern benchmarks‘ against the practices of the 20 RSA firms investigated. Each of these findings are 

introduced with a summary statement of the finding and subsequent discussion as follows:  

 

1)     The corporate forecasting practice in South Africa is highly factionalised and tribalised.   

  

How firms constitute their forecasting practices is primarily determined by how they judge the 

value, utility, importance and priority of predicting future levels of their business activity and how 

they decide to use that information in their decision making processes. If firms judge the practice 

to be a valuable, high priority, vital component of their planning and decision making process, they 

formally empower and dedicate trained professionals to the practice and/or formally constitute 

official forecasting departments. This is evidenced by the structures depicted in Exhibit 5.28 which 

were mined during the interview process. These empowered professionals or formally constituted 

departments are the de jure forecasting function of the firm, hereafter referred to as the „de jures‟ 

faction. Moreover, the „de jures‟ faction splits into three focus tribes. One tribe focuses their prac-

tice to service the supply planning and associated decision making processes of the firm and a sec-

ond tribe is focussed on servicing the demand planning and associated decision making processes. 

A hybrid tribe displaying both supply and demand attributes occasionally is created in financial 

services firms.  

 

Should a firm however, adjudicate the practice to be less valuable or less of a priority or just ‗help-

ful‘ to their planning and decision making processes they allocate the function to existing employ-

ees or existing departments within the firm. This is equally evidenced in Exhibit 5.28 by the loca-

tion of the forecasting function. In addition, the evidence documented in the within-case summa-

ries (Appendix A) show the titles and job functions of the respondents and the finding above was 

carefully mined from responses to questions of how much time was spent on bona fide forecasting. 

These existing employees or departments become the de facto forecasting function of the firm and 

are hereafter referred to as the „de factos‟ faction. The two factions thereafter go about the practice 

in very distinct and different ways and adopt very different standards. 

 

Compared to the findings of previous RSA studies, the present finding is consistent with some 

aspects of the latter but ‗breaks new ground‘ in other areas. Previous RSA studies are limited in 

scope and quantity. Yeomanns and Bendixen (1988) is in part based upon the unpublished disserta-

tions of their MBA students Kaye (1985), Wilson (1987) and Nunberg (1990) who conducted a 

similar study to Kaye (1985). None of the aforementioned studies unearthed factionalisation and 

tribalisation of the forecasting function. They did however find that the most frequent and preva-

lent forecaster persona was the ‗finance manager/department‘. This finding is quite consistent with 

the nature, form and function of the „de facto‟ faction identified in the present finding and indeed 

Exhibit 5.28 shows the same frequency finding. Unfortunately all four previous RSA studies were 

a priori restricted by the depth and scope of the ‗one off‘ mail questionnaire that served as their 
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instrument of inquiry. The present finding was mined through a prolonged ethnographic engage-

ment of 14 months.  

 

Winklhoffer and Diamantopoulos (1996) conducted 13 in depth interviews of senior managers at 

11 UK exporting firms and found similar „de jure‟ and „de facto‟ practice traits among the fore-

casters from the sales and marketing departments assigned to perform domestic forecasts as op-

posed to the staff assigned to compile export forecasts. They noticed different behaviours between 

the two geographical groups but did not link these findings to the a priori or antecedent cultural 

value judgement of the firm‘s leaders as their interviews were not ethnographic in design.  

 

2)    The ‘de jure’ faction meets or partially meets most of the study derived ‘Western 

 benchmarks’. The opposite is found of the ‘de facto’ faction. 

 

The practices of both RSA factions were assessed against 8 categories of 33 study derived ‗West-

ern benchmarks‘ (Exhibit 4.5). In the main, the „de jures‟ meet or are close to meeting all the prac-

tice benchmarks relating to organisational constitution and functioning. The cross-case summaries 

of Chapter 5 evidence they utilise a forecasting process (Exhibit 5.16), they adopt some scientific 

methodologies (Exhibit 5.17), they conduct the appropriate meetings and presentations (Exhibit 

5.24), they track forecast variances (Exhibit 5.24) and they operate from formally recognised and 

constituted forecasting departments (Exhibit 5.27). This finding is consistent with many of the 

elements the Mentzer et al. (1996) stages 3 and 4 of their functional integration dimension (Exhibit 

2.5) finding from interviews of 20 Fortune 500 USA firms. Nunberg (1990) did not uncover prac-

tice factionalisation in his survey of 62 RSA firms but did report a very general finding that RSA 

firms at that time had a “low-level and inadequate commitment to the forecasting function and 

procedures were informal and non-procedural”. The present finding applied to the „de jure‟ fac-

tion revises the Nunberg (1990) finding. 

 

The „de jures‟ do however, fall short of the Exhibit 4.5, D category of ‗benchmarks‘ namely, those 

of forecast implementation and execution. Exhibits 5.26 and 5.27 evidence the „de jures‟ do not 

track execution of their forecasts throughout the organisation and have yet to universally establish 

consistent forecast accuracy records and broad based credibility in their practices respectively. 

Related to these shortfalls Exhibit 5.16 evidences that all the processes utilised by the „de jures‟ 

are open-ended and only one is adaptive. This practice does not allow for systematic continuous 

improvement which is essential for improving accuracy, performance, accountability and credibil-

ity. Jain (2003: 27, 2006: 31) advocates improving execution through motivation in the form of 

forecast accuracy based incentive plans. These types of plans are not universally adopted by the 

„de jures‟ and consequently these forecasters, who are well compensated to and above the levels of 

‗Western‘ mainstream forecasters (Exhibit 5.34 and 5.35), have no compelling force to improve 

upon the status quo. The aforementioned implementation and execution shortfall finding is consis-

tent with elements of the Mentzer et al. (1996) stages 1 and 2 of their functional integration dimen-
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sion finding among USA firms. Regrettably, this finding also indicates that RSA firms have not 

improved in this important practice since Nunberg (1990) who found: “Insufficient action is taken 

to reduce forecasting errors and no post-mortem procedures and/or corrective feedback is in place 

to correct potential future errors”. 

 

All in all, the relevant Chapter 5 cross-case summaries evidence the „de jures‟ meet or partially 

meet 67% or 22 of the 33 study derived ‗Western benchmarks‘. A summary and adherence enu-

meration of this finding is shown in Exhibit 6.1. 

 

Assessment of the „de factos‟, finds a much lower level of adherence across the spectrum of Ex-

hibit 4.5 benchmarks and in particular those relating to the important organisational constitution 

and functioning and implementation and execution categories. With respect to the former category, 

careful questioning of task time allocation and usage during the interview process revealed the „de 

factos‟ conduct forecasting activities as a secondary or tertiary, adjunct or appurtenance task to 

their primary professions or employment tasks. Exhibit 5.27 evidences the universal absence of a 

forecasting department within the „de facto‟ firms. Consequently, their forecasting output is a by-

product or is subsumed by the output of other departments or other processes, primarily the finance 

department (Exhibit 5.28). This finding is quite consistent with Kaye (1985) and Nunberg (1990) 

who (as previously stated) found that the finance department and/or manager were most frequently 

charged with the preparation and responsibility for all departmental forecasting. The present find-

ing and those of Kaye (1985) and Nunberg (1990) are in turn quite consistent with the low ranking 

(stage 2) functional integration dimension finding of Mentzer et al. (1996). In contrast the „de 

jures‟ are ranked in the 3
rd

 and 4
th

 stages in same category. 

 

With respect to implementation and execution categories, the „de factos‟ are found wanting to a 

greater degree than the „de jures‟ in the same category. Their processes are also all open-ended and 

non-adaptive (Exhibit 5.16). The level of forecast quality control is far less than those of the „de 

jures‟ in that their processes do not track execution of their forecasts (Exhibit 5.26). Consequently, 

not a single „de facto‟ firm was found to provide formal feedback to the developers of their fore-

cast and past forecasting errors were not reconciled (Exhibit 5.25) and did not have any impact on 

subsequent forecast development (Exhibit 5.26) – past mistakes were repeated. As stated above 

Nunberg (1990) found the same malady among RSA firms nearly 18 years ago and the lesson still 

appears not to have been learned. However, this malady is not restricted to RSA firms as Moon et 

al. (2003) found that 75% of their 16 USA audit firms also exhibited limited forecasting perform-

ance measurement and lack of performance evaluation. Winklhoffer and Diamantopoulos (1996) 

found the 13 UK industrial exporters they interviewed could not provide precise forecast accuracy 

statistics albeit they reported they made frequent revisions to their export forecasts. In sum, the 

present RSA „de facto‟ finding and the Moon et al. (2003) audit finding is consistent with the 

Mentzer et al. (1996) stage 2 performance measurement finding while the Winklhoffer and Dia-

mantopoulos (1996) exporters are found to be at the 1
st
 stage. 
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With respect to the forecast development category, the „de factos‟ are found to universally embrace 

rudimentary subjective or judgmental techniques to the exclusion of the more objective and scien-

tific time-series and cause and effect approaches (Exhibit 5.17). Consequently no progress has 

been found amongst the „de factos‟ since Kaye (1985) and Nunberg (1990). The latter found that 

despite senior managers reporting formal academic training in quantitative methods they continued 

to use simple qualitative methods on the job. The Nunberg (1990) finding was clearly at odds with 

Yeomanns and Bendixen (1988) who believed the ‗educative process‘ was key to improving fore-

casting skill and knowledge. In contrast, Exhibits 5.17 and 5.38 reveal the „de jures‟ embrace time-

series methodologies and to a lesser extent cause and effect methods in their day to day usage of 

their costly server based forecasting systems such as Oracle RDF and SAP APO. Winklhoffer and 

Diamantopoulos (1996) found a similar dichotomy between forecasters addressing export demand 

compared to forecasters addressing domestic demand. The former utilised the same subjective ap-

proaches as the „de factos‟ while the latter displayed many of the characteristics and practices of 

the „de jures‟. 

 

All in all, the relevant Chapter 5 cross-case summaries evidence the „de factos‟ meet or partially 

meet 33% or 9 of the 27 relevant study derived ‗Western benchmarks‘. (Six ‗benchmarks‘ related 

to the forecasting department category are not relevant as the „de factos‟ are not constituted into 

bona fide forecasting departments). This finding of one third adherence is contrasted by the two 

thirds adherence finding of the „de jures‟. A summary and adherence enumeration of both findings 

is shown in Exhibit 6.1 below and continued on page 141. 

 

 

 

 

Exhibit 6.1:  „De Jures‟ and „De Factos‟ Benchmark Summary  
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Exhibit 6.1: (Continued)  „De Jures‟ and „De Factos‟ Benchmark Summary  

 

 

3)    The practice is narrowly focussed on internal data and operations while external 

 influencing factors are informally, remotely or independently considered.  

 

With the exception of the financial services „de jures‟, the practices of both factions are 

found to be primarily focussed at the micro operational levels of the firm. Forecasting 

methods, processes and practices are predominantly applied to endogenous company data 

and records. Only 15% (three „de jures‟) of the respondent pool are found to use cause 

and effect methods in their analytical armoury (Exhibit 5.17).  Exogenous data and infor-

mation such as leading economic indicators or industry and market patterns are either an-

ecdotically judged by senior management or subjectively analysed in a vacuum or com-

partmentalised in non-forecasting functions within the firm. External consultants are 

found to be most frequently the source of the external intelligence. The within-case analy-

sis on page 87 of one of the more sophisticated firms in the respondent pool, Ebriete typi-

fies these findings. On the whole, no evidence was found from close examination of the 

within-case process schematics and rich narratives in Chapter 5 of either faction formally 

and/or scientifically integrating external market, industry and economic conditions and 

analysis into their internal, micro focussed operational forecasting practices.  

 

Some of above findings are consistent with those of Jain (2007) and Wilson (1987) while 

some extend their findings. Jain (2007) found only 18% of mainstream ‗Western‘ firms 

surveyed at their conferences use cause and effect methods to measure external influences 

on internal operations of their firms. This finding is down from Jain‘s 2000 finding of 
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24% (Exhibit 5.18). Wilson (1987) also found only 24% of the 50 RSA firms he mail sur-

veyed used econometric methods. Neither Jain (2007) nor Wilson (1987) investigated or 

reported on the integration of external data and analysis into a firm‘s internal formal fore-

casting process. Wilson (1987) did however find that „companies with more structure and 

formalised planning processes were heavy users of econometric forecasts‟. The heavy use 

finding was silent on the method and quality of use. Quantity of usage and occurrence 

were the focus of Jain (2007) and Wilson (1987). In contrast, Makridakis et al. (1993) 

found the Cummins Engine Company forecasting process (Exhibit 2.12) formally and 

systematically integrated external market and industry data and analysis to assess external 

impacts on internal operations. As reported above this desirable practice of explicitly and 

formally addressing „environmental uncertainty‟ (Fildes & Hastings, 1994) was not found 

to be present among either RSA faction. 

 

4)    The practice is predominantly defensively deployed not offensively positioned. 

 

As articulated in finding (1), the genesis of a firm‘s forecasting practices can be traced to 

the value, utility, importance and priority adjudication of its leaders. The results of the ad-

judication influence practice constitution, focus and orientation. The „de jures‟ are found 

to be constituted as a task specific function allied to a larger function and the „de factos‟ 

are found to be constituted as an adjunct function embedded in a larger function (Exhibit 

5.28). The nature of the larger function determines or influences practice orientation.  

 

The majority of the „de jures‟ (Lumbers, Ebriete, Merchant, Enivre and Damas) are found 

practising within the ‗Supply Chain‘ (manufacturing, production, operations and logis-

tics). They are orientated towards defending the firm against the vagary of its customers 

and suppliers, the aggression of its competitors and the volatility of the marketplace and 

economy. Their modus operandi is by and large, reactionary. They defensively react to 

the conduct of their customers, suppliers and competitors and the forces of the market-

place and economy. To predict future consumption of their products and services they 

use, inter alia, exponential smoothing, trend and decomposition methods under the as-

sumption that historical trends, seasonality and infrequent outliers will repeat themselves 

(Exhibits A2, A6, A11, A12, A21). Unfortunately, the historical trend, seasonality and 

outlier data they use in their extrapolations are found to be measures of company supply, 

not customer demand. Even the most sophisticated and highly capitalised firms (Ebriete, 

Merchant and Damas) in information technology that were investigated did not have pro-

cedures in place to capture accurate histories of customer demand. Their elaborate scan-

ner based point of sale (POS) technology could tell you the time of day a store stocked 

out of product but could not tell you how many customers and what quantity of products 

were requested after the stock-out and prior to shelf replenishment. In essence the prac-

tice attempts to forecast future demand using historical supply information. The output 
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from these practices is somewhat distorted but manifestly reactive and predictive not pro-

active and prescriptive. Defending the status quo is the order of the day. This defensive 

orientation finding confirms and extends the thematic „forecast demand, plan supply‟ 

finding of Moon et al. (1998). The latter found from their surveys and interviews of over 

200 USA and Canadian firms the recurring symptom of ‗accurate‘ supply forecasting 

contentment in the context of missed demand opportunities. Moon et al. (1998) found that 

the remedy to this would improve ‗capital planning and customer service‘. The present 

finding extends this reasoning beyond internal operations planning to that of offensive 

market and strategic orientation and planning. 

 

The RSA „de factos‟ are found to practice predominantly out of the offices of the firm‘s 

group or centralised staff accounting or finance function (Exhibit 5.28). Less frequently, 

„de factos‟ are also found to practice out of the offices of a staff accountant seconded to 

the business or operating units of the firm. In either case the orientation of embedded 

forecasts emanating from these offices are found to be defensive in nature. These fore-

casts are grounded in either the budgets or operating plans. They are designed to shield 

company assets, especially working capital, not exploit market and economic opportuni-

ties. Close examination of the detailed within-case summaries in Appendix A evidences 

100% of this cohort use only spreadsheet software for all tasks including forecasting. 

These spreadsheet forecasting ‗methods‘ consist of applying percentage increases or de-

creases formulae to a previous period‘s (month, quarter or year) actuals (sales, orders, 

profits) and simulating or performing ‗what if‘ analysis on different magnitudes of in-

crease or decrease across all line items of the operating plan or budget. The exercise 

ceases when the finance director believes the plan or budget “feels right” or meets the 

goal of the board or the ‗ambitions‘ of the shareholders. This behaviour was observed 

time and time again with the same behaviour being described in different company lexi-

con or jargon. At Punters the “feels right” expression was used, at ATM (see page 97) the 

term “ambitions” featured prominently but finally the term most often heard was “gut 

feel” where intuition is substituted for bona fide forecasting. All in all, the output from 

the above practices is found to be manifestly reactive and extrapolative not proactive and 

prescriptive. Defending the status quo is very much the order of the day.  

 

Other than confirming the prevalence of the finance/accounting department as a surrogate 

forecasting function and the grounding of forecasts in budgets and operations plans (Nun-

berg, 1990) previous RSA study findings are silent in regard to the present finding. 

Clearly the quantitative research designs and instruments of inquiry of these studies were 

not calibrated in the direction of qualitative findings of practice factionalisation and orien-

tation. The present finding is seen to add a new dimension of inquiry for future RSA stud-

ies and extends the level of inquiry of the Moon et al. (1998) USA finding of ‗forecast 

demand, plan supply‘. 
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5)    The practice is manpower and resource rich but know-how poor. 

 

The investigation of the nine ‗de jures‟ found 26 employees were engaged in the practice 

of developing forecasts and another 74 employees were engaged in the administration of 

these forecasts (Exhibit 5.30). This computes to an average headcount of just under 10 

employees per firm. Total annual salaries paid to these 100 employees amount to ap-

proximately R32/$4.6 million or an average of R3.7 million or $529 thousand per firm. 

The „de jures‟ are thus, on the average, allocating R3.7 million of the firm‘s resources an-

nually on labour forecasting costs (Exhibit 5.34). The „de jures‟ also report their firms 

fund customised and specialised PC based time-series and econometric software to sup-

port their forecasters. High volume SKU forecast „de jures‟ Enivre and Merchant have 

invested in the multimillion Rand server based forecasting systems SAP APO and Oracle 

RDF respectively (Exhibits A11,12). 

 

 The 11 „de factos‟ report a total of 147 employees of different employment categories 

engaged in some level and volume of ‗forecasting‘ as part of their primary employment 

functions. This averages approximately 13 employees per firm that are reported to expend 

some of their time and resources in developing and reporting forecast information. The 

„de facto‟ senior analysts are paid an average of R317/$45 thousand per year, the manag-

ers an average of R576/$82 thousand per year and the directors an average of R1 million 

or $147 thousand per year (Exhibit 5.34). An undefined portion of these labour cost in-

vestments pay for time devoted to forecasting. 99% of the respondent firms reported the 

senior management of their firms were highly supportive of their forecasting activities 

(Exhibit 5.38).  

 

Manpower and resource support findings from previous RSA studies are mixed. Kaye 

(1985) found 70% of the RSA firms surveyed at that time engaged 3 or less full-time em-

ployees in the forecasting arena while 11% of firms engaged 17 or more full-time em-

ployees. Nunberg (1990) also found 17 or more full-time employees at 32% of the RSA 

firms he surveyed and 3 to 5 employees at 20% of the firms. It is reasonable to assume the 

lower headcounts pertain to „de jure‟ forecasting departments and the higher headcounts 

to „de facto‟ adjunct forecasting functions and if so the present finding shows „de jure‟ 

average staff having increased and „de facto‟ average staffing having decreased. With re-

spect to financial resource commitment Kaye (1988) found significant forecasting budg-

ets present at 90% of the firms he surveyed. Wilson (1987) found over 60% of the firms 

he surveyed made significant investments in econometric software, subscription data and 

related consulting services. The budget findings of Nunberg (1990) are not useful due to 

inadequate responses to his survey. None of the previous RSA studies mined sensitive 

salary or compensation information and did not present any related findings. 
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The ‗de jure‟ and „de facto‟ headcount and salary evidence added to the within-case 

hardware and software investment evidence supports a finding of RSA firms investing 

significant manpower and resources in the practice in general and the „de jures‟ in par-

ticular.  

 

At the same time the application or return on these investments is found wanting. Exhibit 

6.1 evidences the „de factos‟ adhere to only one third of the study derived ‗Western 

benchmarks‘ and both factions are found particularly wanting in the all important arena of 

forecasting implementation and execution (Exhibit 6.1, Categories A,D,E). The inability 

or lack of know-how to effectively implement negatively impacts the ability to effectively 

execute and this in turn negatively impacts performance measures such as forecast accu-

racy. The „de jures‟ report average forecast variances experienced at the product or ser-

vice category level are 25%, 17% and 20% over the 30, 90 and 360 day horizons respec-

tively. The „de factos‟ report average forecast errors experienced at the product or service 

category level are 12%, 13% and 23% over the 30, 90 and 360 day horizons respectively 

(Exhibit 5.36). These reported levels of forecast accuracy are found to have not materially 

improved from comparable findings of previous RSA studies. Kaye (1988) found compa-

rable variances of 20% and opined “in general the results of forecasts (sic) were not very 

encouraging. The general feeling was that companies were not getting a fair return on 

their investment in the forecasting function”. Nunberg (1990) cited Kaye‘s variances to 

be lower than those he found and believed his respondents over-stated their “success in 

forecast accuracy” and that “the findings of this research indicate poor levels of familia-

risation with forecasting techniques and their inappropriate (sic) application and imple-

mentation” 

 

All in all, it is found that the RSA practice is and has always been well staffed and funded 

but that these funds may have been disproportionately channelled into salaries, software 

and hardware at the expense of expertise and know-how. The current level of two thirds 

adherence of the ‗Western benchmarks‘ (Exhibit 6.1) by the „de jures‟ finds some hope of 

remedy in the future. 

 

6)    The practice division of labour is disordered. 

 

Careful examination and analysis of the Chapter 5 within-case summaries and associated 

forecasting processes reveal that the overwhelming majority of the RSA pool of firms do 

not follow or even posses a division of labour protocol that is compatible with effective 

management of a bona fide forecasting function and process. Under existing protocols 

(where they in fact exist), forecast development, administration and usage is found to be 

commingled, dependent, disordered and in extreme cases perverted. The most extreme 

case of this disorder is found within the „de factos‟ where one or two managers assume all 
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pertinent roles acting as prosecutor, jury, judge and executioner and no audit trail is avail-

able to determine where the process went wrong and right and how to learn from either 

lesson in the future. (See within-case summaries of Punters and Greige). This folly and in 

numerous cases, arrogance, is not restricted to the case of a small number of managers but 

clear evidence has been found where this labour commingling has occurred across 25 or 

more employees (See within-case summary of Damas).  

 

In the case of the ‗supply de jures‟ the developers of their forecasts are found to be have a  

conflict of interest as they do not work independently of the users of the forecasts namely, 

the manufacturing or operations wing of the firm. As a result of this conflict of interest 

they do not know whether they should deliver forecasts (grounded in market demand) 

which they suspect will not be met by factory capacity constraints or whether they should 

produce more ‗accurate‘ supply forecasts which perpetuate the sub-optimisation potential 

of the firm as a whole. More often than not they produce the latter forecast rather than the 

former.  Lumbers on page 82 is found as the critical case evidence of this poor practice. 

The finding is consistent with the Moon et al. (1998) thematic finding that many of the 

USA firms in their studies do not forecast demand and plan supply rather they forecast 

supply, plan supply and ignore demand. The present finding extends the Moon et al. 

(1998) finding by focussing on one of the causes of this behaviour namely, a disordered 

division of labour. 

 

The „demand de jures‟ are found to come close to a division of labour protocol compati-

ble with a bona fide forecasting function and process but fall short in the general quality 

of the distribution of labour. Currently the „demand de jures‟ field a few master‘s level 

forecast developers whose work product is passed on to a brigade of matriculants/high 

school graduates whose mandate it is to ensure suppliers, senior managers and directors 

understand, respect and implement the good faith efforts of the forecast developers.  Un-

fortunately, evidence uncovered during the interview process show the matric level con-

veyers/presenters of the forecast fall far short of the needed quality and skills to fulfil re-

quired mandates. Lucre is found to be a notable exception to all the aforementioned short-

comings. The division of labour protocol adopted by Lucre consists of the economics de-

partment providing macro background forecasts, while equity and fixed income analysts 

produce earnings and yield forecasts which senior level portfolio managers vet prior to 

presentation to the division and groups CEOs. The latter rarely make changes to the pres-

entation recommendations of the portfolio managers (See within-case summary of Lucre). 

 

Previous RSA studies are to all intents and purposes silent on the present finding save for 

Kaye (1988) indicating that friction, scepticism and mistrust existed amongst the devel-

opers and users of the forecasts at the firms he surveyed. The present finding elevates the 

knowledge base to consider that this disorder is more complicated than mere department 
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or political rivalry, rather the problem and the solution lies with the quality of staffing and 

mandating at each stage of the forecasting process shown in Exhibits 4.1, 4.3 and 4.4. 

 

7)    The forecasting processes adopted by RSA firms are both tactically and strategically 

 flawed. 

 

The majority of within-case summaries in Chapter 5 provides a forecasting process ex-

hibit that was constructed in situ by the respondent either by hand-drawn sketches, elec-

tronic design on the author‘s laptop computer or from documents provided by the respon-

dent at the time of the interview. In some cases both ‗real time‘ sketches were provided 

followed by more comprehensive ‗already prepared‘ electronic versions. The ‗real time‘ 

constructions were either the result of a response to auto driving prompt 1 (Exhibit 4.6) or 

the initiative of the respondent. As a result of the aforementioned modus operandi, evi-

dence exhibits 5.1 through 5.15 are the unedited and unadulterated depictions of the fore-

casting processes followed at each respondent‘s firm according to the rendering and tes-

timony of the respondent. From these unedited renditions and the narratives of simpler 

processes contained in other within-case summaries it is found that not a single firm in the 

RSA pool conduct their forecasting activities within the framework of a ‗closed loop‘ or 

circular connected process (Exhibit 5.16). Only one firm from the RSA pool, Loaners re-

ports evidence of adaptation (Exhibit 5.3). 

 

This practice evidences a strategic process flaw as accountability, continuous improve-

ment and adaptation are not objectively and systematically addressed or are by-passed. In 

contrast Weinstein (Exhibit 2.11), Makridakis et al. (Exhibit 2.12) and Yeomanns and 

Bendixen (Exhibit 3.3) are all found to explicitly prescribe ‗closed loop‘ or iterative de-

signs as critical or strategic characteristics of any forecasting process or ‗system‘. A find-

ing of improvement or deterioration in this flaw in relation to previous RSA studies is not 

clear. Nunberg (1990) found “there was no forecasting system among any of the compa-

nies interviewed”. Kaye (1985) did not survey any firm‘s forecasting process and Yeo-

manns and Bendixen (1988) despite prescribing an iterative process conducive to con-

tinuous improvement did not investigate the adoption of their prescription. It is however 

the sense of the present study, considering the levels of understanding and adherence to 

pertinent study derived ‗Western benchmarks‘ found during the interview process, that 

some improvement in the design and implementation of RSA forecasting processes has 

occurred over the years. Notwithstanding, much more improvement is found to be neces-

sary.  

 

With respect to tactical flaws, it was found during the interview process that different de-

partments within the same firm forecast the same business variables without any commu-

nication or reconciliation between the different departments. Ebriete (Exhibit 5.5) is a 
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typical example of this missing linkage. This finding is consistent with the “islands of 

analysis” finding of Moon (1998). Moon (1998) found that multiple or ‗black market‘ 

forecasting processes existing at the same firm were “detrimental to corporate perform-

ance”. Fildes and Hastings (1994) also found that “inadequate linkages between depart-

ments can undermine the value of any forecasting procedure”.  

 

Another RSA tactical process flaw was evidenced by the complete absence of explicit and 

systematic consideration or action with respect to the elasticities/impacts of external mar-

ket, industry and economic conditions. Apart from Loaners and Lucre, the RSA respond-

ing firms are found to either explicitly or implicitly believe their internal operations are 

inelastic to these forces or they do not meet the necessity bar of explicit and systematic 

consideration. Critical case evidence to this effect was found at Merchant and Damas. 

Statements to the effect that “marketing is looking at those factors and they hire external 

consultants from time to time to help” were transcribed. The prevalence of this unfortu-

nate tactical flaw appears to have increased since Wilson (1987) who found that only 36% 

of the RSA firms he surveyed did not make use of any econometric modelling, industry or 

market service bureaus or consultants. Fildes and Hastings (1994) ironically found that al-

though the processes at the ten divisions of the UK multinational firm they interviewed 

were ‗open to flows‘ of market research and other types of ‗environmental‘ information 

the divisional forecasters reported the actual amount of external information received was 

inadequate. It appears that the tactical process flaw at the UK multinational is found to be 

one of process execution while the present RSA finding is one of flawed process design 

and recognition. The two findings are consistent in deficiency but vary in the nature of the 

deficiency.  

 

The importance of the present finding cannot be understated in the context of enhancing 

the knowledge base. Previous RSA studies have not qualitatively investigated the fore-

casting processes deployed by RSA firms and have not reported any findings. ‗Western 

benchmark‘ studies (Mentzer et al., 1995; Moon et al., 2003; Armstrong, 2001 and Jain 

2001-2007) mention processes as part of their ‗benchmark‘ deliberations but do not report 

any specific qualitative assessment findings. The present finding redresses these voids by 

focussing attention on and categorising the different types of process flaws.  

 

In summary, RSA firms are found to exhibit three types of process flaws. The first flaw 

(as detailed above) is the stand-alone strategic flaw of the utilization of an open-ended, 

non-iterative, non-adaptive ‗process‘ which could, with a strict interpretation, be reclassi-

fied as merely a series of discrete forecasting events not a bona fide process. The second 

set of process flaws (as detailed above) are found to be tactical in nature. The third, less 

obvious flaw, is a derivative or cumulative strategic flaw as the cumulative weight of a 
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series of tactical omissions and flaws result in a derived strategic flaw. Specifically, the 

finding of almost universal exclusion of the formal and systematic integration of external  

market and industry analysis in the investigated RSA processes may be seen, a priori, as 

only a tactical flaw or omission. However, when one considers the impact of such an 

omission one quickly realises this ‗tactical‘ omission results in a strategic flaw. The stra-

tegic flaw is one of missed/misread market, industry and country business opportunities.  

In today‘s highly competitive global environment this maladive practice is indeed one 

that few firms can absorb over prolonged periods of time. 

 

6.4 Implications for the Practice of Business Forecasting 

 

The evidence gathered in Chapter 5 and the resultant findings detailed in Section 6.3 are seen to 

have significant implications for the different parties involved in the practice of business forecast-

ing in South Africa and other countries. 

 

For the RSA practitioners who participated in the study a detailed individual assessment of the 

quality of their respective practices in the context of a portfolio of study derived ‗Western bench-

marks‘ has been provided in Appendix A and a comparative assessment has been provided in 

Chapter 5. The strengths and weaknesses of their practices and those of other RSA firms have been 

clearly summarised in the findings (Section 6.3). Specifically, the ‗de jures‟ are found to adhere to 

two thirds of the ‗benchmarks‘ and have had their practice implementation and execution weak-

nesses identified. The study has identified to the „de factos‟ that they adhere to only one third of 

the ‗benchmarks‘ and the opportunities for improvement extend across a broad spectrum of prac-

tice categories. The study has therefore offered useful insight into the practice challenges and op-

portunities. The participating practitioners can either accept the status quo or takes steps to im-

prove upon their practices in proportion to the level of investment their firms currently make in the 

practice. This challenge and opportunity is quite consistent with the „as is, should be and way for-

ward‟ states identified by Moon et al. (2003). 

 

For the practitioners at other firms who are troubled by the results and quality of forecasting activi-

ties at their firms this study and its findings can serve as a useful evaluative manual. Through the 

process of naturalistic generalisation these practitioners may assess the standings of their practice 

against the ‗roadmap‘ of ‗benchmarks‘ listed in Exhibit 4.5. The functioning or malfunctioning of 

their processes can be assessed against the recommended process shown in Appendix B. Practitio-

ners at other firms may also find it beneficial to assess whether their forecasting posture is defen-

sive or offensive and if the division of labour is disordered.  

 

For the officers/directors of RSA and other firms charged with providing manpower, hardware and 

software support for their firm‘s forecasting practice, this study and its findings can be used as an 

investment guide. Specifically, these officers/directors are routinely required to undertake due dili-
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gence exercises prior to deciding on requests for forecasting manpower, hardware and software. 

Pertinent information such as the present study finding that the RSA practice is and has always 

been well staffed and funded but that these funds may have been disproportionately channelled 

into salaries, software and hardware at the expense of expertise and know-how may assist these 

officers in asking the right questions. This study suggests that the „de factos‟ have too little soft-

ware (spreadsheets) to do their forecasting tasks properly (Exhibit 5.38), while some „de jures‟ 

may have too much software for their own good. The latter condition results from the technical and 

functional capabilities of the software exceeding the forecasting education and know-how of the 

user. Armed with the study forecast development ‗benchmarks‘ and associated attributes shown in 

the Appendix A within-case summaries these practitioners are more likely to make more informed 

decisions based on real rather than perceived need. 

 

For the in-house and external consultants who routinely perform practice and process ‗audits‘ the 

present study ‗Western benchmarks‘ and recommended process provides an alternative evaluative 

‗audit‘ protocol to previous offerings (Fildes and Hastings, 1994; Mentzer et al., 1999; Armstrong, 

2001; Jain, 2003). The present study explicitly considers the cultural dimension of the practice and 

the findings related to factionalisation and tribalisation that may be particularly useful in determin-

ing the presence or absence of „de jures‟ and „de factos‟ at other firms. This a priori determination 

in turn will be particularly useful in understanding and evaluating subsequent practice behaviour. 

 

6.5 Study Limitations and Recommendations for Future Research 

 

A number of paths for future research are opened by the present study. Some paths are opened due 

to the strengths of the study and others due to its limitations. Some of the limitations are specific to 

the present study, some are common to most studies investigating forecasting practices and prac-

tice benchmarks.  

 

The most significant common limitation is the lack of universally recognised and established 

benchmarks in the literature. This limitation requires researchers to independently develop and 

advocate their own benchmarks (Mentzer et al., 1999; Armstrong, 2001; Jain, 2007), adopt the 

benchmarks of the others (Green, 2001; Green & Weaver, 2005; Watson, 1996) or derive and ad-

vocate their own as in the case of the present study. None of the resultant benchmarks meet all the 

‗stress tests‘ of Camp (1989) foremost of which is the lack of universal recognition.  

 

To remedy this limitation future research needs to undertake a project of the development of gold 

standard forecasting benchmarks. To achieve this future research goal, the approaches of the medi-

cal, accounting and CFA professions may need to be consulted as gold standard benchmarks used 

by these professions are usually the result of consortium or institutional research and not individual 

research. The last extensive on point institutional research undertaken was by the non-profit, USA 
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based Conference Board nearly 30 years ago. This research gave the knowledge base inter alia, 

insights into the forecasting practices and processes at the Cummins Engine Company. 

 

Other common limitations include limited access to sensitive evidence and prolonged observation 

of the forecasting process reported by the respondents. Due to the prevalence of legal non-

disclosure agreements and other company information restrictions the study researcher was unable 

to attend forecasting meetings or observe interactions between the developers and users of forecast 

information. As a result, the important research step of the verification of each respondent‘s evi-

dence was limited. This limitation is a fact of research and such further related study is unlikely to 

provide any additional useful information. 

 

In addition to the common limitations, one limitation specific to the present study relates to the fact 

that evidence and findings were harvested from in situ interviews of middle and senior managers at 

20 RSA firms. Access to the higher level CEOs or managing directors of the firms was not pro-

vided to the study. This level of access would have been very useful in understanding the high 

level rationale or decision making that resulted in the a priori or antecedent formation of the „de 

jures‟ and „de factos‟.   

 

To redress this limitation an Eisenhardt and Bourgeois (1988) style of study investigating the ‗poli-

tics‘ and the ‗how‘ and ‗why‘ CEOs and MDs make or do not make forecasting decisions at high 

velocity firms is recommended. The Eisenhardt and Bourgeois (1988) study investigated the poli-

tics of strategic decision making utilising a theoretical sample of eight San Francisco based micro-

computer firms. A high velocity environment for the proposed study is preferred as it is deemed to 

be the most difficult or challenging forecasting environment for industrial firms. 

 

Another path for future research is predicated upon one of the present study‘s perceived strengths 

rather than its limitations. Specifically, the present study adopted a multi-method, ethnographic 

strategy to understand and provide insights into the often ignored cultural aspects of the practice. 

To further enrich the knowledge base on this theme, an ethnographic study of the forecasting prac-

tices of a pool of US, Japanese and German firms is recommended. One of the primary aims of the 

study would be to assess whether corporate culture is deterministic of corporate forecasting prac-

tices and which culture promotes or hinders excellence in forecasting management. 

 

6.6 Study Conclusions 

 

The evidence and findings of this study fulfil aims, share lessons learned and offer improvements 

in the quality of practice and research of business forecasting in South Africa. The lessons learned 

and improvements are seen as transferable to like practices and research in ‗Western‘ countries. 
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One of the key aims of the study was to assess the present condition and quality of the business 

forecasting practices of RSA firms in the context of ‗Western‘ standards of practice. On first im-

pression the answer to this assessment question appears simple. RSA practices either met, ex-

ceeded or lagged the standards of ‗Western‘ practices. However, a significant finding of this study 

is that the RSA practice is not a single, homogenous practice rather it is complex, multiple and 

heterogeneous. In short, RSA business forecasting in reality is conducted by multiple practices that 

are a priori culturally determined. In this more complex light, the answer to the key assessment 

question at hand is that one of the practices manned by full-time, specially selected forecasting 

professionals is materially on par with the ‗Western‘ standards of practice. Another practice 

manned on a part-time, ad-hoc basis from professions other than forecasting (accounting and fi-

nance) is significantly below par. The assessment details are shown in Exhibit 6.1. 

 

Two important lessons can be learned from this assessment finding that can improve future busi-

ness forecasting practices and related research. Firstly, a priori cultural determination of a firm‘s 

forecasting function is shown to influence both positive and negative practices. Fildes and Hast-

ings (1994) concluded “forecasting improvement is at least in the case organization, a question of 

organizational design”. The lesson of the present study is consistent with and extends this conclu-

sion to include cultural determinants in the design. Secondly, future research assessments of the 

standing of the practices of RSA firms need to be differentiated. All previous RSA survey assess-

ment studies generated findings based upon undifferentiated statistical samples. In light of the 

multi-practice findings of the present study more accurate assessments are likely to be obtained 

from differentiated practice evidence. Both of the above lessons learned and offers of improvement 

are transferable to ‗Western‘ practices as evidenced by the conclusions of Winklhoffer and Dia-

mantopoulos (1996). The latter‘s conclusions on the practices of UK industrial exporters featured 

“antecedent characteristics‖ and insights into the practices of two different groups of forecasters 

at the same firms. 

 

The other key aim of the study was to guide and assist RSA and ‗Western‘ firms in recognising 

and using high quality practices and processes. To fulfil this aim the study triangulated evidence 

from the literature of the last 30 years with the study‘s evidence and findings. 15 offerings (four 

from RSA) related to practices, processes and ‗benchmark‘ measures were reviewed and decon-

structed for RSA and ‗Western‘ practitioners and researchers. The literature provides a limited 

number of offerings that view adherence with certain standards or ‗benchmarks‘ and observance of 

certain processes as synonymous with good practices and processes 

 

The lesson learned from the deconstruction is that the limited literature ‗benchmarks‘ offerings 

were conflicted or silent as to the favourable performance outcome of adherence, the advocated 

processes were divorced from or independent of the ‗benchmarks‘ and most significantly, the 

‗benchmarks‘ were not established as a measuring gold standard. To overcome most of these 

shortcomings and achieve its aim, the study derived a ‗roadmap‘ of ‗benchmarks‘ from the best of 
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the literature offerings and married or closely integrated a process into the derived ‗benchmarks‘. 

The integrated process performs the additional functions of ‗operationalizing‘ the ‗benchmarks‘ 

and building credibility in the adherence process by measuring the accuracy and execution of the 

forecasts at each stage of the process. These measurement, recognition and guiding tools or prod-

ucts are offered to RSA and ‗Western‘ practitioners and researchers as Exhibit 4.5 and Appendix B 

for testing and validation  through ‗naturalistic generalisation‘. 

 

The last piece of the recognition, assistance and guidance triangle leverages the study‘s seven RSA 

findings. Armstrong (1982) offered the knowledge base 16 “pitfalls and solutions to forecasting”  

(Exhibit 2.1) and Moon et al. (1998) offered their “Seven Keys to Better Forecasting”. The ‗keys‘ 

are: (1) ―understand what forecasting is, and what it is not, (2) forecast demand, plan supply, (3) 

communicate, cooperate and collaborate, (4) eliminate islands of analysis, (5) use tools wisely, (6) 

make it important and (7) measure, measure and measure”. The practice focus of both offerings is 

essentially tactical. 

 

To support and extend these contributions the present study offers the knowledge base ‗Seven 

Alerts to the Practice of Forecasting‘. These alerts mirror the study‘s RSA findings. They are pri-

marily strategic and state: (1) beware of cultural factionalisation, (2) assess your and the competi-

tion‘s forecasting practice strengths and weaknesses, (3) focus externally as well as internally, (4) 

position offensively, (5) invest in forecasting know-how, (6) divide forecasting labour by special-

ity and (7) above all, avoid tactical and strategic forecasting process flaws. 
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Appendix A 

 

A.1 Within-Case Summaries of 20 South African Respondent Firms 

 
       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Process  Punt    

 Exist   Evidence Supports:   

 Open Ended   1. Benchmark being Met at Firm or   

 Closed loop   2. Criteria Existing at Firm or   

 Adaptive   3. Attribute Existing at Firm   

 Forecast Development      

 Top-Down   Evidence does not fully Support:   

 Bottom-Up   1. Benchmark being Met at Firm or   

 Type of Method Time Series  2. Criteria Existing at Firm or   

  Averages  3. Attribute Existing at Firm   

  Box Jenkins     

  Decomposition  Remarkable Incident of:   

  Exp Smoothing  1. Benchmark not being Met at Firm or   

  Simple Trend  2. Criteria Existence or Non-Existence or  

  Cause & Effect  3. Attribute Existence or Non-Existence   

  Econometric     

  Neural  Unremarkable Incident of:   

  Regression  1. Benchmark Non-Existence or Not-Applicable  or  

  Judgmental  2. Criteria Non-Existence or Not-Applicable or  

  Analog  3. Attribute Non-Existence or Not-Applicable   

  Delphi     

  Diffusion     

  PERT     

  Other / Survey     

 Forecasting Horizon One Month     

  One Quarter     

  One Year     

  Over a Year 10    

 Periodicity of Forecast Generated Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Forecast Revision Continuous     

  Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Integration and Presentation      

 Reconciliation of Different Forecasts      

 No Conflicts Affecting Accuracy      

 Number of Forecasts Used  2    

 Integration of Forecasts      

 Consensus Meetings      

 Forecaster Driven      

 Functional Dept. Driven      

 Senior Management Presentation      

 Senior Management Changes      

 Forecast Implementation      

 Track Implementation      

 Perform to forecast      

 Track Variance      

 Reconciliation of Variance      

 Forecast Quality Control      

 Track Forecast 'In' Quantity      

 Track Forecast 'Out' Quantity      

 Track Actual      

 Measure Forecast 'In' Variance      

 Measure Forecast 'Out' Variance      

 Variance Feedback to Development      

 Feedback Impact      

       

Exhibit A.1: Punters Ltd Within-Case Summary 
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Within-case Summary Continued 
 

 

       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Forecasting Department  Punt    

 Existence of a Department   Evidence Supports:   

 Age of Department in Years   1. Benchmark being Met at Firm or   

 Independent Unit   2. Criteria Existing at Firm or   

 Established Accuracy Record   3. Attribute Existing at Firm   

 Forecasting Perceived as Credible      

 Line Function   Evidence does not fully Support:   

 Staff Function   1. Benchmark being Met at Firm or   

 Placement of Forecasting Finance  2. Criteria Existing at Firm or   

  Forecasting  3. Attribute Existing at Firm   

  Logistics     

  Marketing  Remarkable Incident of:   

  Operations/Prod  1. Benchmark not being Met at Firm or   

  Sales  2. Criteria Existence or Non-Existence or  

  Strategic Planning  3. Attribute Existence or Non-Existence   

  Supply Chain     

  Research  Unremarkable Incident of:   

 Number of Forecasters   1. Benchmark Non-Existence or Not-Applicable  or  

 Employees Engaged in Forecasting  2 2. Criteria Non-Existence or Not-Applicable or  

 Background Fin/Accounting  3. Attribute Non-Existence or Not-Applicable   

  Marketing     

  Sales     

  Statistics/Maths     

  Operations     

  Economics     

 Education High School     

  Bachelor’s     

  Master’s     

  Doctorate     

 Salaries of Forecasting Employees Analyst     

 ( In R,000) Senior Analyst     

  Manager 450    

  Director 1,750    

  Vice President     

 Accuracy Based Salary Incentive      

 Error Levels SKU-One Week     

 ( In Percent) SKU-One Month     

  SKU-One Quarter     

  SKU-One Year     

  Cat-One Month     

  Cat-One Quarter     

  Cat-One Year     

  Firm-One Month 4    

  Firm-One Quarter 3    

  Firm-One Year 3    

 Organizational Support      

 Support of Upper Management Highly     

  Somewhat     

  No Need     

 Separate budget      

 Separate systems      

 Forecasting Systems i2 Technology     

  Manugistics     

  Oracle     

  SAP     

  Other     

 Separate software      

 Forecasting Software Spreadsheet     

  Forecasting     

 Use of internal consultants      

 Use of external consultants      

       

 

                                    Exhibit A.1 (Continued): Punters Ltd Within-Case Summary 

 

 

 

 

 

 



 

156 

 

         Within-case Summary 

 
       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Process  Lumb    

 Exist   Evidence Supports:   

 Open Ended   1. Benchmark being Met at Firm or   

 Closed loop   2. Criteria Existing at Firm or   

 Adaptive   3. Attribute Existing at Firm   

 Forecast Development      

 Top-Down   Evidence does not fully Support:   

 Bottom-Up   1. Benchmark being Met at Firm or   

 Type of Method Time Series  2. Criteria Existing at Firm or   

  Averages  3. Attribute Existing at Firm   

  Box Jenkins     

  Decomposition  Remarkable Incident of:   

  Exp Smoothing  1. Benchmark not being Met at Firm or   

  Simple Trend  2. Criteria Existence or Non-Existence or  

  Cause & Effect  3. Attribute Existence or Non-Existence   

  Econometric     

  Neural  Unremarkable Incident of:   

  Regression  1. Benchmark Non-Existence or Not-Applicable  or  

  Judgmental  2. Criteria Non-Existence or Not-Applicable or  

  Analog  3. Attribute Non-Existence or Not-Applicable   

  Delphi     

  Diffusion     

  PERT     

  Other / Survey     

 Forecasting Horizon One Month     

  One Quarter     

  One Year     

  Over a Year 3    

 Periodicity of Forecast Generated Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Forecast Revision Continuous     

  Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Integration and Presentation      

 Reconciliation of Different Forecasts      

 No Conflicts Affecting Accuracy      

 Number of Forecasts Used  1    

 Integration of Forecasts      

 Consensus Meetings      

 Forecaster Driven      

 Functional Dept. Driven      

 Senior Management Presentation      

 Senior Management Changes      

 Forecast Implementation      

 Track Implementation      

 Perform to forecast      

 Track Variance      

 Reconciliation of Variance      

 Forecast Quality Control      

 Track Forecast 'In' Quantity      

 Track Forecast 'Out' Quantity      

 Track Actual      

 Measure Forecast 'In' Variance      

 Measure Forecast 'Out' Variance      

 Variance Feedback to Development      

 Feedback Impact      

       

 

 

 

Exhibit A.2: Lumbers Ltd Within-Case Summary 
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Within-case Summary Continued 
 

 

       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Forecasting Department  Lumb    

 Existence of a Department   Evidence Supports:   

 Age of Department in Years  4 1. Benchmark being Met at Firm or   

 Independent Unit   2. Criteria Existing at Firm or   

 Established Accuracy Record   3. Attribute Existing at Firm   

 Forecasting Perceived as Credible      

 Line Function   Evidence does not fully Support:   

 Staff Function   1. Benchmark being Met at Firm or   

 Placement of Forecasting Finance  2. Criteria Existing at Firm or   

  Forecasting  3. Attribute Existing at Firm   

  Logistics     

  Marketing  Remarkable Incident of:   

  Operations/Prod  1. Benchmark not being Met at Firm or   

  Sales  2. Criteria Existence or Non-Existence or  

  Strategic Planning  3. Attribute Existence or Non-Existence   

  Supply Chain     

  Research  Unremarkable Incident of:   

 Number of Forecasters  2 1. Benchmark Non-Existence or Not-Applicable  or  

 Employees Engaged in Forecasting  2 2. Criteria Non-Existence or Not-Applicable or  

 Background Fin/Accounting  3. Attribute Non-Existence or Not-Applicable   

  Marketing     

  Sales     

  Statistics/Maths     

  Operations     

  Economics     

 Education High School     

  Bachelor’s     

  Masters     

  Doctorate     

 Salaries of Forecasting Employees Analyst 280    

 ( In R,000) Senior Analyst 420    

  Manager 650    

  Director     

  Vice President     

 Accuracy Based Salary Incentive      

 Error Levels SKU-One Week     

 ( In Percent) SKU-One Month 45    

  SKU-One Quarter 45    

  SKU-One Year 30    

  Cat-One Month 40    

  Cat-One Quarter 40    

  Cat-One Year 20    

  Firm-One Month 30    

  Firm-One Quarter 25    

  Firm-One Year 20    

 Organizational Support      

 Support of Upper Management Highly     

  Somewhat     

  No Need     

 Separate budget      

 Separate systems      

 Forecasting Systems i2 Technology     

  Manugistics     

  Oracle     

  SAP     

  Other     

 Separate software      

 Forecasting Software Spreadsheet     

  Forecasting     

 Use of internal consultants      

 Use of external consultants      

       

 

                                    Exhibit A.2 (Continued): Lumbers Ltd Within-Case Summary 
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Within-Case Summary 
 

 
       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Process  Loan    

 Exist   Evidence Supports:   

 Open Ended   1. Benchmark being Met at Firm or   

 Closed loop   2. Criteria Existing at Firm or   

 Adaptive   3. Attribute Existing at Firm   

 Forecast Development      

 Top-Down   Evidence does not fully Support:   

 Bottom-Up   1. Benchmark being Met at Firm or   

 Type of Method Time Series  2. Criteria Existing at Firm or   

  Averages  3. Attribute Existing at Firm   

  Box Jenkins     

  Decomposition  Remarkable Incident of:   

  Exp Smoothing  1. Benchmark not being Met at Firm or   

  Simple Trend  2. Criteria Existence or Non-Existence or  

  Cause & Effect  3. Attribute Existence or Non-Existence   

  Econometric     

  Neural  Unremarkable Incident of:   

  Regression  1. Benchmark Non-Existence or Not-Applicable  or  

  Judgmental  2. Criteria Non-Existence or Not-Applicable or  

  Analog  3. Attribute Non-Existence or Not-Applicable   

  Delphi     

  Diffusion     

  PERT     

  Other / Survey     

 Forecasting Horizon One Month     

  One Quarter     

  One Year     

  Over a Year 3    

 Periodicity of Forecast Generated Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Forecast Revision Continuous     

  Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Integration and Presentation      

 Reconciliation of Different Forecasts      

 Conflicts of Interest Affect Accuracy      

 Number of Forecasts Used  2    

 Integration of Forecasts      

 Consensus Meetings      

 Forecaster Driven      

 Functional Dept. Driven      

 Senior Management Presentation      

 Senior Management Changes      

 Forecast Implementation      

 Track Implementation      

 Perform to forecast      

 Track Variance      

 Reconciliation of Variance      

 Forecast Quality Control      

 Track Forecast 'In' Quantity      

 Track Forecast 'Out' Quantity      

 Track Actual      

 Measure Forecast 'In' Variance      

 Measure Forecast 'Out' Variance      

 Variance Feedback to Development      

 Feedback Impact      

       

 

Exhibit A.3: Loaners Ltd Within-Case Summary 
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Within-Case Summary Continued 
 

 

       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Forecasting Department  Loan    

 Existence of a Department   Evidence Supports:   

 Age of Department in Years  30 1. Benchmark being Met at Firm or   

 Independent Unit   2. Criteria Existing at Firm or   

 Established Accuracy Record   3. Attribute Existing at Firm   

 Forecasting Perceived as Credible      

 Line Function   Evidence does not fully Support:   

 Staff Function   1. Benchmark being Met at Firm or   

 Placement of Forecasting Finance  2. Criteria Existing at Firm or   

  Forecasting  3. Attribute Existing at Firm   

  Logistics     

  Marketing  Remarkable Incident of:   

  Operations/Prod  1. Benchmark not being Met at Firm or   

  Sales  2. Criteria Existence or Non-Existence or  

  Strategic Planning  3. Attribute Existence or Non-Existence   

  Supply Chain     

  Research  Unremarkable Incident of:   

 Number of Forecasters  5 1. Benchmark Non-Existence or Not-Applicable  or  

 Employees Engaged in Forecasting  5 2. Criteria Non-Existence or Not-Applicable or  

 Background Fin/Accounting  3. Attribute Non-Existence or Not-Applicable   

  Marketing     

  Sales     

  Statistics/Maths     

  Operations     

  Economics     

 Education High School     

  Bachelor’s     

  Master’s     

  Doctorate     

 Salaries of Forecasting Employees Analyst 400    

 ( In R,000) Senior Analyst 600    

  Manager 800    

  Director     

  Vice President     

 Accuracy Based Salary Incentive      

 Error Levels SKU-One Week     

 ( In Percent) SKU-One Month     

  SKU-One Quarter     

  SKU-One Year     

  Cat-One Month     

  Cat-One Quarter 10    

  Cat-One Year 10    

  Firm-One Month     

  Firm-One Quarter 10    

  Firm-One Year 10    

 Organizational Support      

 Support of Upper Management Highly     

  Somewhat     

  No Need     

 Separate budget      

 Separate systems      

 Forecasting Systems i2 Technology     

  Manugistics     

  Oracle     

  SAP     

  Other     

 Separate software      

 Forecasting Software Spreadsheet     

  Forecasting     

 Use of internal consultants      

 Use of external consultants      

       

 

                                    Exhibit A.3 (Continued): Loaners Ltd Within-Case Summary 
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Within-Case Summary 
 

       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Process  Netwk    

 Exist   Evidence Supports:   

 Open Ended   1. Benchmark being Met at Firm or   

 Closed loop   2. Criteria Existing at Firm or   

 Adaptive   3. Attribute Existing at Firm   

 Forecast Development      

 Top-Down   Evidence does not fully Support:   

 Bottom-Up   1. Benchmark being Met at Firm or   

 Type of Method Time Series  2. Criteria Existing at Firm or   

  Averages  3. Attribute Existing at Firm   

  Box Jenkins     

  Decomposition  Remarkable Incident of:   

  Exp Smoothing  1. Benchmark not being Met at Firm or   

  Simple Trend  2. Criteria Existence or Non-Existence or  

  Cause & Effect  3. Attribute Existence or Non-Existence   

  Econometric     

  Neural  Unremarkable Incident of:   

  Regression  1. Benchmark Non-Existence or Not-Applicable  or  

  Judgmental  2. Criteria Non-Existence or Not-Applicable or  

  Analog  3. Attribute Non-Existence or Not-Applicable   

  Delphi     

  Diffusion     

  PERT     

  Other / Survey     

 Forecasting Horizon One Month     

  One Quarter     

  One Year     

  Over a Year     

 Periodicity of Forecast Generated Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Forecast Revision Continuous     

  Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Integration and Presentation      

 Reconciliation of Different Forecasts      

 No Conflicts Affecting Accuracy      

 Number of Forecasts Used  1    

 Integration of Forecasts      

 Consensus Meetings      

 Forecaster Driven      

 Functional Dept. Driven      

 Senior Management Presentation      

 Senior Management Changes      

 Forecast Implementation      

 Track Implementation      

 Perform to forecast      

 Track Variance      

 Reconciliation of Variance      

 Forecast Quality Control      

 Track Forecast 'In' Quantity      

 Track Forecast 'Out' Quantity      

 Track Actual      

 Measure Forecast 'In' Variance      

 Measure Forecast 'Out' Variance      

 Variance Feedback to Development      

 Feedback Impact      

       

 

 

Exhibit A.4: Network plc Within-Case Summary 
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Within-Case Summary Continued 
 

 

       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Forecasting Department  Netwk    

 Existence of a Department   Evidence Supports:   

 Age of Department in Years   1. Benchmark being Met at Firm or   

 Independent Unit   2. Criteria Existing at Firm or   

 Established Accuracy Record   3. Attribute Existing at Firm   

 Forecasting Perceived as Credible      

 Line Function   Evidence does not fully Support:   

 Staff Function   1. Benchmark being Met at Firm or   

 Placement of Forecasting Finance  2. Criteria Existing at Firm or   

  Forecasting  3. Attribute Existing at Firm   

  Logistics     

  Marketing  Remarkable Incident of:   

  Operations/Prod  1. Benchmark not being Met at Firm or   

  Sales  2. Criteria Existence or Non-Existence or  

  Strategic Planning  3. Attribute Existence or Non-Existence   

  Supply Chain     

  Research  Unremarkable Incident of:   

 Number of Forecasters   1. Benchmark Non-Existence or Not-Applicable  or  

 Employees Engaged in Forecasting  20 2. Criteria Non-Existence or Not-Applicable or  

 Background Fin/Accounting  3. Attribute Non-Existence or Not-Applicable   

  Marketing     

  Sales     

  Statistics/Maths     

  Operations     

  Economics     

 Education High School     

  Bachelor’s     

  Master’s     

  Doctorate     

 Salaries of Forecasting Employees Analyst     

 ( In R,000) Senior Analyst     

  Manager 700    

  Director 1,000    

  Vice President     

 Accuracy Based Salary Incentive      

 Error Levels SKU-One Week     

 ( In Percent) SKU-One Month     

  SKU-One Quarter     

  SKU-One Year     

  Cat-One Month     

  Cat-One Quarter 15    

  Cat-One Year     

  Firm-One Month     

  Firm-One Quarter 5    

  Firm-One Year 5    

 Organizational Support      

 Support of Upper Management Highly     

  Somewhat     

  No Need     

 Separate budget      

 Separate systems      

 Forecasting Systems i2 Technology     

  Manugistics     

  Oracle     

  SAP     

  Other     

 Separate software      

 Forecasting Software Spreadsheet     

  Forecasting     

 Use of internal consultants      

 Use of external consultants      

       

 

                                    Exhibit A.4 (Continued): Network plc Within-Case Summary 
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Within-Case Summary 
 

 
       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Process  Retail    

 Exist   Evidence Supports:   

 Open Ended   1. Benchmark being Met at Firm or   

 Closed loop   2. Criteria Existing at Firm or   

 Adaptive   3. Attribute Existing at Firm   

 Forecast Development      

 Top-Down   Evidence does not fully Support:   

 Bottom-Up   1. Benchmark being Met at Firm or   

 Type of Method Time Series  2. Criteria Existing at Firm or   

  Averages  3. Attribute Existing at Firm   

  Box Jenkins     

  Decomposition  Remarkable Incident of:   

  Exp Smoothing  1. Benchmark not being Met at Firm or   

  Simple Trend  2. Criteria Existence or Non-Existence or  

  Cause & Effect  3. Attribute Existence or Non-Existence   

  Econometric     

  Neural  Unremarkable Incident of:   

  Regression  1. Benchmark Non-Existence or Not-Applicable  or  

  Judgmental  2. Criteria Non-Existence or Not-Applicable or  

  Analog  3. Attribute Non-Existence or Not-Applicable   

  Delphi     

  Diffusion     

  PERT     

  Other / Survey     

 Forecasting Horizon One Month     

  One Quarter     

  One Year     

  Over a Year 3    

 Periodicity of Forecast Generated Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Forecast Revision Continuous     

  Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Integration and Presentation      

 Reconciliation of Different Forecasts      

 Conflicts of Interest Affect Accuracy      

 Number of Forecasts Used  2    

 Integration of Forecasts      

 Consensus Meetings      

 Forecaster Driven      

 Functional Dept. Driven      

 Senior Management Presentation      

 Senior Management Changes      

 Forecast Implementation      

 Track Implementation      

 Perform to forecast      

 Track Variance      

 Reconciliation of Variance      

 Forecast Quality Control      

 Track Forecast 'In' Quantity      

 Track Forecast 'Out' Quantity      

 Track Actual      

 Measure Forecast 'In' Variance      

 Measure Forecast 'Out' Variance      

 Variance Feedback to Development      

 Feedback Impact      

       

 

Exhibit A.5: Retailers Ltd Within-Case Summary 
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Within-Case Summary Continued 
 

 

       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Forecasting Department  Retail    

 Existence of a Department   Evidence Supports:   

 Age of Department in Years   1. Benchmark being Met at Firm or   

 Independent Unit   2. Criteria Existing at Firm or   

 Established Accuracy Record   3. Attribute Existing at Firm   

 Forecasting Perceived as Credible      

 Line Function   Evidence does not fully Support:   

 Staff Function   1. Benchmark being Met at Firm or   

 Placement of Forecasting Finance  2. Criteria Existing at Firm or   

  Forecasting  3. Attribute Existing at Firm   

  Logistics     

  Marketing  Remarkable Incident of:   

  Operations/Prod  1. Benchmark not being Met at Firm or   

  Sales  2. Criteria Existence or Non-Existence or  

  Strategic Planning  3. Attribute Existence or Non-Existence   

  Supply Chain     

  Research  Unremarkable Incident of:   

 Number of Forecasters   1. Benchmark Non-Existence or Not-Applicable  or  

 Employees Engaged in Forecasting  25 2. Criteria Non-Existence or Not-Applicable or  

 Background Fin/Accounting  3. Attribute Non-Existence or Not-Applicable   

  Marketing     

  Sales     

  Statistics/Maths     

  Operations     

  Economics     

 Education High School     

  Bachelor’s     

  Master’s     

  Doctorate     

 Salaries of Forecasting Employees Analyst     

 ( In R,000) Senior Analyst     

  Manager 450    

  Director 650    

  Vice President     

 Accuracy Based Salary Incentive      

 Error Levels SKU-One Week     

 ( In Percent) SKU-One Month     

  SKU-One Quarter     

  SKU-One Year     

  Cat-One Month 5    

  Cat-One Quarter 5    

  Cat-One Year     

  Firm-One Month 5    

  Firm-One Quarter 5    

  Firm-One Year 10    

 Organizational Support      

 Support of Upper Management Highly     

  Somewhat     

  No Need     

 Separate budget      

 Separate systems      

 Forecasting Systems i2 Technology     

  Manugistics     

  Oracle     

  SAP     

  Other     

 Separate software      

 Forecasting Software Spreadsheet     

  Forecasting     

 Use of internal consultants      

 Use of external consultants      

       

 

                                    Exhibit A.5 (Continued): Retailers Ltd Within-Case Summary 
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Within-Case Summary 
 

 
       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Process  Ebriet    

 Exist   Evidence Supports:   

 Open Ended   1. Benchmark being Met at Firm or   

 Closed loop   2. Criteria Existing at Firm or   

 Adaptive   3. Attribute Existing at Firm   

 Forecast Development      

 Top-Down   Evidence does not fully Support:   

 Bottom-Up   1. Benchmark being Met at Firm or   

 Type of Method Time Series  2. Criteria Existing at Firm or   

  Averages  3. Attribute Existing at Firm   

  Box Jenkins     

  Decomposition  Remarkable Incident of:   

  Exp Smoothing  1. Benchmark not being Met at Firm or   

  Simple Trend  2. Criteria Existence or Non-Existence or  

  Cause & Effect  3. Attribute Existence or Non-Existence   

  Econometric     

  Neural  Unremarkable Incident of:   

  Regression  1. Benchmark Non-Existence or Not-Applicable  or  

  Judgmental  2. Criteria Non-Existence or Not-Applicable or  

  Analog  3. Attribute Non-Existence or Not-Applicable   

  Delphi     

  Diffusion     

  PERT     

  Other / Survey     

 Forecasting Horizon One Month     

  One Quarter     

  One Year     

  Over a Year 5    

 Periodicity of Forecast Generated Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Forecast Revision Continuous     

  Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Integration and Presentation      

 Reconciliation of Different Forecasts      

 No Conflicts Affecting Accuracy      

 Number of Forecasts Used  1    

 Integration of Forecasts      

 Consensus Meetings      

 Forecaster Driven      

 Functional Dept. Driven      

 Senior Management Presentation      

 Senior Management Changes      

 Forecast Implementation      

 Track Implementation      

 Perform to forecast      

 Track Variance      

 Reconciliation of Variance      

 Forecast Quality Control      

 Track Forecast 'In' Quantity      

 Track Forecast 'Out' Quantity      

 Track Actual      

 Measure Forecast 'In' Variance      

 Measure Forecast 'Out' Variance      

 Variance Feedback to Development      

 Feedback Impact      

       

 

Exhibit A.6: Ebriete plc Within-Case Summary 
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Within-Case Summary Continued 
 

 

       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Forecasting Department  Ebriet    

 Existence of a Department   Evidence Supports:   

 Age of Department in Years  15 1. Benchmark being Met at Firm or   

 Independent Unit   2. Criteria Existing at Firm or   

 Established Accuracy Record   3. Attribute Existing at Firm   

 Forecasting Perceived as Credible      

 Line Function   Evidence does not fully Support:   

 Staff Function   1. Benchmark being Met at Firm or   

 Placement of Forecasting Finance  2. Criteria Existing at Firm or   

  Forecasting  3. Attribute Existing at Firm   

  Logistics     

  Marketing  Remarkable Incident of:   

  Operations/Prod  1. Benchmark not being Met at Firm or   

  Sales  2. Criteria Existence or Non-Existence or  

  Strategic Planning  3. Attribute Existence or Non-Existence   

  Supply Chain     

  Research  Unremarkable Incident of:   

 Number of Forecasters  3 1. Benchmark Non-Existence or Not-Applicable  or  

 Employees Engaged in Forecasting  11 2. Criteria Non-Existence or Not-Applicable or  

 Background Fin/Accounting  3. Attribute Non-Existence or Not-Applicable   

  Marketing     

  Sales     

  Statistics/Maths     

  Operations     

  Economics     

 Education High School     

  Bachelor’s     

  Master’s     

  Doctorate     

 Salaries of Forecasting Employees Analyst 450    

 ( In R,000) Senior Analyst     

  Manager 600    

  Director     

  Vice President     

 Accuracy Based Salary Incentive      

 Error Levels SKU-One Week     

 ( In Percent) SKU-One Month 46    

  SKU-One Quarter     

  SKU-One Year 80    

  Cat-One Month 15-20    

  Cat-One Quarter 20-30    

  Cat-One Year 50-60    

  Firm-One Month 8    

  Firm-One Quarter 10    

  Firm-One Year 10    

 Organizational Support      

 Support of Upper Management Highly     

  Somewhat     

  No Need     

 Separate budget      

 Separate systems      

 Forecasting Systems i2 Technology     

  Manugistics     

  Oracle     

  SAP     

  Other     

 Separate software      

 Forecasting Software Spreadsheet     

  Forecasting     

 Use of internal consultants      

 Use of external consultants      

       

 

                                    Exhibit A.6 (Continued): Ebriete plc Within-Case Summary 
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Within-Case Summary 
 

 
       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Process  Cant    

 Exist   Evidence Supports:   

 Open Ended   1. Benchmark being Met at Firm or   

 Closed loop   2. Criteria Existing at Firm or   

 Adaptive   3. Attribute Existing at Firm   

 Forecast Development      

 Top-Down   Evidence does not fully Support:   

 Bottom-Up   1. Benchmark being Met at Firm or   

 Type of Method Time Series  2. Criteria Existing at Firm or   

  Averages  3. Attribute Existing at Firm   

  Box Jenkins     

  Decomposition  Remarkable Incident of:   

  Exp Smoothing  1. Benchmark not being Met at Firm or   

  Simple Trend  2. Criteria Existence or Non-Existence or  

  Cause & Effect  3. Attribute Existence or Non-Existence   

  Econometric     

  Neural  Unremarkable Incident of:   

  Regression  1. Benchmark Non-Existence or Not-Applicable  or  

  Judgmental  2. Criteria Non-Existence or Not-Applicable or  

  Analog  3. Attribute Non-Existence or Not-Applicable   

  Delphi     

  Diffusion     

  PERT     

  Other / Survey     

 Forecasting Horizon One Month     

  One Quarter     

  One Year     

  Over a Year 3    

 Periodicity of Forecast Generated Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Forecast Revision Continuous     

  Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Integration and Presentation      

 Reconciliation of Different Forecasts      

 Conflicts of Interest Affect Accuracy      

 Number of Forecasts Used  2    

 Integration of Forecasts      

 Consensus Meetings      

 Forecaster Driven      

 Functional Dept. Driven      

 Senior Management Presentation      

 Senior Management Changes      

 Forecast Implementation      

 Track Implementation      

 Perform to forecast      

 Track Variance      

 Reconciliation of Variance      

 Forecast Quality Control      

 Track Forecast 'In' Quantity      

 Track Forecast 'Out' Quantity      

 Track Actual      

 Measure Forecast 'In' Variance      

 Measure Forecast 'Out' Variance      

 Variance Feedback to Development      

 Feedback Impact      

       

 

Exhibit A.7: Canteens (Pty) Ltd Within-Case Summary 
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Within-Case Summary Continued 
 

 

       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Forecasting Department  Cant    

 Existence of a Department   Evidence Supports:   

 Age of Department in Years   1. Benchmark being Met at Firm or   

 Independent Unit   2. Criteria Existing at Firm or   

 Established Accuracy Record   3. Attribute Existing at Firm   

 Forecasting Perceived as Credible      

 Line Function   Evidence does not fully Support:   

 Staff Function   1. Benchmark being Met at Firm or   

 Placement of Forecasting Finance  2. Criteria Existing at Firm or   

  Forecasting  3. Attribute Existing at Firm   

  Logistics     

  Marketing  Remarkable Incident of:   

  Operations/Prod  1. Benchmark not being Met at Firm or   

  Sales  2. Criteria Existence or Non-Existence or  

  Strategic Planning  3. Attribute Existence or Non-Existence   

  Supply Chain     

  Research  Unremarkable Incident of:   

 Number of Forecasters   1. Benchmark Non-Existence or Not-Applicable  or  

 Employees Engaged in Forecasting  15 2. Criteria Non-Existence or Not-Applicable or  

 Background Fin/Accounting  3. Attribute Non-Existence or Not-Applicable   

  Marketing     

  Sales     

  Statistics/Maths     

  Operations     

  Economics     

 Education High School     

  Bachelor’s     

  Master’s     

  Doctorate     

 Salaries of Forecasting Employees Analyst 84    

 ( In R,000) Senior Analyst 280    

  Manager     

  Director     

  Vice President     

 Accuracy Based Salary Incentive      

 Error Levels SKU-One Week     

 ( In Percent) SKU-One Month     

  SKU-One Quarter     

  SKU-One Year     

  Cat-One Month 10    

  Cat-One Quarter 10    

  Cat-One Year 5-10    

  Firm-One Month 10    

  Firm-One Quarter 10    

  Firm-One Year 15    

 Organizational Support      

 Support of Upper Management Highly     

  Somewhat     

  No Need     

 Separate budget      

 Separate systems      

 Forecasting Systems i2 Technology     

  Manugistics     

  Oracle     

  SAP     

  Other Axapta    

 Separate software      

 Forecasting Software Spreadsheet     

  Forecasting     

 Use of internal consultants      

 Use of external consultants      

       

 

                                    Exhibit A.7 (Continued): Canteens (Pty) Ltd Within-Case Summary 
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Within-Case Summary 
 

 
       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Process  Marit    

 Exist   Evidence Supports:   

 Open Ended   1. Benchmark being Met at Firm or   

 Closed loop   2. Criteria Existing at Firm or   

 Adaptive   3. Attribute Existing at Firm   

 Forecast Development      

 Top-Down   Evidence does not fully Support:   

 Bottom-Up   1. Benchmark being Met at Firm or   

 Type of Method Time Series  2. Criteria Existing at Firm or   

  Averages  3. Attribute Existing at Firm   

  Box Jenkins     

  Decomposition  Remarkable Incident of:   

  Exp Smoothing  1. Benchmark not being Met at Firm or   

  Simple Trend  2. Criteria Existence or Non-Existence or  

  Cause & Effect  3. Attribute Existence or Non-Existence   

  Econometric     

  Neural  Unremarkable Incident of:   

  Regression  1. Benchmark Non-Existence or Not-Applicable  or  

  Judgmental  2. Criteria Non-Existence or Not-Applicable or  

  Analog  3. Attribute Non-Existence or Not-Applicable   

  Delphi     

  Diffusion     

  PERT     

  Other / Survey     

 Forecasting Horizon One Month     

  One Quarter     

  One Year     

  Over a Year 3    

 Periodicity of Forecast Generated Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Forecast Revision Continuous     

  Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Integration and Presentation      

 Reconciliation of Different Forecasts      

 No Conflicts Affecting Accuracy      

 Number of Forecasts Used  2    

 Integration of Forecasts      

 Consensus Meetings      

 Forecaster Driven      

 Functional Dept. Driven      

 Senior Management Presentation      

 Senior Management Changes      

 Forecast Implementation      

 Track Implementation      

 Perform to forecast      

 Track Variance      

 Reconciliation of Variance      

 Forecast Quality Control      

 Track Forecast 'In' Quantity      

 Track Forecast 'Out' Quantity      

 Track Actual      

 Measure Forecast 'In' Variance      

 Measure Forecast 'Out' Variance      

 Variance Feedback to Development      

 Feedback Impact      

       

 

Exhibit A.8: Maritime Ltd Within-Case Summary 
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Within-Case Summary Continued 
 

 

       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Forecasting Department  Marit    

 Existence of a Department   Evidence Supports:   

 Age of Department in Years   1. Benchmark being Met at Firm or   

 Independent Unit   2. Criteria Existing at Firm or   

 Established Accuracy Record   3. Attribute Existing at Firm   

 Forecasting Perceived as Credible      

 Line Function   Evidence does not fully Support:   

 Staff Function   1. Benchmark being Met at Firm or   

 Placement of Forecasting Finance  2. Criteria Existing at Firm or   

  Forecasting  3. Attribute Existing at Firm   

  Logistics     

  Marketing  Remarkable Incident of:   

  Operations/Prod  1. Benchmark not being Met at Firm or   

  Sales  2. Criteria Existence or Non-Existence or  

  Strategic Planning  3. Attribute Existence or Non-Existence   

  Supply Chain     

  Research  Unremarkable Incident of:   

 Number of Forecasters   1. Benchmark Non-Existence or Not-Applicable  or  

 Employees Engaged in Forecasting  4 2. Criteria Non-Existence or Not-Applicable or  

 Background Fin/Accounting  3. Attribute Non-Existence or Not-Applicable   

  Marketing     

  Sales     

  Statistics/Maths     

  Operations     

  Economics     

 Education High School     

  Bachelor’s     

  Master’s     

  Doctorate     

 Salaries of Forecasting Employees Analyst     

 ( In R,000) Senior Analyst     

  Manager 700    

  Director 1,000    

  Vice President     

 Accuracy Based Salary Incentive      

 Error Levels SKU-One Week     

 ( In Percent) SKU-One Month     

  SKU-One Quarter     

  SKU-One Year     

  Cat-One Month     

  Cat-One Quarter 20    

  Cat-One Year     

  Firm-One Month     

  Firm-One Quarter     

  Firm-One Year     

 Organizational Support      

 Support of Upper Management Highly     

  Somewhat     

  No Need     

 Separate budget      

 Separate systems      

 Forecasting Systems i2 Technology     

  Manugistics     

  Oracle     

  SAP     

  Other     

 Separate software      

 Forecasting Software Spreadsheet     

  Forecasting     

 Use of internal consultants      

 Use of external consultants      

       

 

                                    Exhibit A.8 (Continued): Maritime Ltd Within-Case Summary 
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Within-Case Summary 
 

       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Process  Greig    

 Exist   Evidence Supports:   

 Open Ended   1. Benchmark being Met at Firm or   

 Closed loop   2. Criteria Existing at Firm or   

 Adaptive   3. Attribute Existing at Firm   

 Forecast Development      

 Top-Down   Evidence does not fully Support:   

 Bottom-Up   1. Benchmark being Met at Firm or   

 Type of Method Time Series  2. Criteria Existing at Firm or   

  Averages  3. Attribute Existing at Firm   

  Box Jenkins     

  Decomposition  Remarkable Incident of:   

  Exp Smoothing  1. Benchmark not being Met at Firm or   

  Simple Trend  2. Criteria Existence or Non-Existence or  

  Cause & Effect  3. Attribute Existence or Non-Existence   

  Econometric     

  Neural  Unremarkable Incident of:   

  Regression  1. Benchmark Non-Existence or Not-Applicable  or  

  Judgmental  2. Criteria Non-Existence or Not-Applicable or  

  Analog  3. Attribute Non-Existence or Not-Applicable   

  Delphi     

  Diffusion     

  PERT     

  Other / Survey     

 Forecasting Horizon One Month     

  One Quarter     

  One Year     

  Over a Year     

 Periodicity of Forecast Generated Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Forecast Revision Continuous     

  Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Integration and Presentation      

 Reconciliation of Different Forecasts      

 Conflicts of Interest Affect Accuracy      

 Number of Forecasts Used  2    

 Integration of Forecasts      

 Consensus Meetings      

 Forecaster Driven      

 Functional Dept. Driven      

 Senior Management Presentation      

 Senior Management Changes      

 Forecast Implementation      

 Track Implementation      

 Perform to forecast      

 Track Variance      

 Reconciliation of Variance      

 Forecast Quality Control      

 Track Forecast 'In' Quantity      

 Track Forecast 'Out' Quantity      

 Track Actual      

 Measure Forecast 'In' Variance      

 Measure Forecast 'Out' Variance      

 Variance Feedback to Development      

 Feedback Impact      

       

 

 

Exhibit A.9: Greige Ltd Within-Case Summary 
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Within-Case Summary Continued 
 

 

       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Forecasting Department  Greig    

 Existence of a Department   Evidence Supports:   

 Age of Department in Years   1. Benchmark being Met at Firm or   

 Independent Unit   2. Criteria Existing at Firm or   

 Established Accuracy Record   3. Attribute Existing at Firm   

 Forecasting Perceived as Credible      

 Line Function   Evidence does not fully Support:   

 Staff Function   1. Benchmark being Met at Firm or   

 Placement of Forecasting Finance  2. Criteria Existing at Firm or   

  Forecasting  3. Attribute Existing at Firm   

  Logistics     

  Marketing  Remarkable Incident of:   

  Operations/Prod  1. Benchmark not being Met at Firm or   

  Sales  2. Criteria Existence or Non-Existence or  

  Strategic Planning  3. Attribute Existence or Non-Existence   

  Supply Chain     

  Research  Unremarkable Incident of:   

 Number of Forecasters   1. Benchmark Non-Existence or Not-Applicable  or  

 Employees Engaged in Forecasting  3 2. Criteria Non-Existence or Not-Applicable or  

 Background Fin/Accounting  3. Attribute Non-Existence or Not-Applicable   

  Marketing     

  Sales     

  Statistics/Maths     

  Operations     

  Economics     

 Education High School     

  Bachelor’s     

  Master’s     

  Doctorate     

 Salaries of Forecasting Employees Analyst 120    

 ( In R,000) Senior Analyst 240    

  Manager 360    

  Director     

  Vice President     

 Accuracy Based Salary Incentive      

 Error Levels SKU-One Week     

 ( In Percent) SKU-One Month     

  SKU-One Quarter     

  SKU-One Year     

  Cat-One Month     

  Cat-One Quarter     

  Cat-One Year     

  Firm-One Month     

  Firm-One Quarter     

  Firm-One Year     

 Organizational Support      

 Support of Upper Management Highly     

  Somewhat     

  No Need     

 Separate budget      

 Separate systems      

 Forecasting Systems i2 Technology     

  Manugistics     

  Oracle     

  SAP     

  Other     

 Separate software      

 Forecasting Software Spreadsheet     

  Forecasting     

 Use of internal consultants      

 Use of external consultants      

       

 

                                    Exhibit A.9 (Continued): Greige Ltd Within-Case Summary 
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Within-Case Summary 
 

 
       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Process  Boiss    

 Exist   Evidence Supports:   

 Open Ended   1. Benchmark being Met at Firm or   

 Closed loop   2. Criteria Existing at Firm or   

 Adaptive   3. Attribute Existing at Firm   

 Forecast Development      

 Top-Down   Evidence does not fully Support:   

 Bottom-Up   1. Benchmark being Met at Firm or   

 Type of Method Time Series  2. Criteria Existing at Firm or   

  Averages  3. Attribute Existing at Firm   

  Box Jenkins     

  Decomposition  Remarkable Incident of:   

  Exp Smoothing  1. Benchmark not being Met at Firm or   

  Simple Trend  2. Criteria Existence or Non-Existence or  

  Cause & Effect  3. Attribute Existence or Non-Existence   

  Econometric     

  Neural  Unremarkable Incident of:   

  Regression  1. Benchmark Non-Existence or Not-Applicable  or  

  Judgmental  2. Criteria Non-Existence or Not-Applicable or  

  Analog  3. Attribute Non-Existence or Not-Applicable   

  Delphi     

  Diffusion     

  PERT     

  Other / Survey     

 Forecasting Horizon One Month     

  One Quarter     

  One Year     

  Over a Year 3    

 Periodicity of Forecast Generated Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Forecast Revision Continuous     

  Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Integration and Presentation      

 Reconciliation of Different Forecasts      

 No Conflicts Affecting Accuracy      

 Number of Forecasts Used  1    

 Integration of Forecasts      

 Consensus Meetings      

 Forecaster Driven      

 Functional Dept. Driven      

 Senior Management Presentation      

 Senior Management Changes      

 Forecast Implementation      

 Track Implementation      

 Perform to forecast      

 Track Variance      

 Reconciliation of Variance      

 Forecast Quality Control      

 Track Forecast 'In' Quantity      

 Track Forecast 'Out' Quantity      

 Track Actual      

 Measure Forecast 'In' Variance      

 Measure Forecast 'Out' Variance      

 Variance Feedback to Development      

 Feedback Impact      

       

 

Exhibit A.10: Boisson Ltd Within-Case Summary 

 

 

 

 



 

173 

 

 

Within-Case Summary Continued 
 

 

       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Forecasting Department  Boiss    

 Existence of a Department   Evidence Supports:   

 Age of Department in Years  1 1. Benchmark being Met at Firm or   

 Independent Unit   2. Criteria Existing at Firm or   

 Established Accuracy Record   3. Attribute Existing at Firm   

 Forecasting Perceived as Credible      

 Line Function   Evidence does not fully Support:   

 Staff Function   1. Benchmark being Met at Firm or   

 Placement of Forecasting Finance  2. Criteria Existing at Firm or   

  Forecasting  3. Attribute Existing at Firm   

  Logistics     

  Marketing  Remarkable Incident of:   

  Operations/Prod  1. Benchmark not being Met at Firm or   

  Sales  2. Criteria Existence or Non-Existence or  

  Strategic Planning  3. Attribute Existence or Non-Existence   

  Supply Chain     

  Research  Unremarkable Incident of:   

 Number of Forecasters  3 1. Benchmark Non-Existence or Not-Applicable  or  

 Employees Engaged in Forecasting  3 2. Criteria Non-Existence or Not-Applicable or  

 Background Fin/Accounting  3. Attribute Non-Existence or Not-Applicable   

  Marketing     

  Sales     

  Statistics/Maths     

  Operations     

  Economics     

 Education High School     

  Bachelor’s     

  Master’s     

  Doctorate     

 Salaries of Forecasting Employees Analyst 360    

 ( In R,000) Senior Analyst 600    

  Manager 720    

  Director     

  Vice President     

 Accuracy Based Salary Incentive      

 Error Levels SKU-One Week     

 ( In Percent) SKU-One Month 10    

  SKU-One Quarter 5    

  SKU-One Year 5    

  Cat-One Month 10    

  Cat-One Quarter 5    

  Cat-One Year 5    

  Firm-One Month 10    

  Firm-One Quarter 5    

  Firm-One Year 5    

 Organizational Support      

 Support of Upper Management Highly     

  Somewhat     

  No Need     

 Separate budget      

 Separate systems      

 Forecasting Systems i2 Technology     

  Manugistics     

  Oracle     

  SAP     

  Other     

 Separate software      

 Forecasting Software Spreadsheet     

  Forecasting     

 Use of internal consultants      

 Use of external consultants      

       

 

                                    Exhibit A.10 (Continued): Boisson Ltd Within-Case Summary 
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Within-Case Summary 
 

 
       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Process  Merc    

 Exist   Evidence Supports:   

 Open Ended   1. Benchmark being Met at Firm or   

 Closed loop   2. Criteria Existing at Firm or   

 Adaptive   3. Attribute Existing at Firm   

 Forecast Development      

 Top-Down   Evidence does not fully Support:   

 Bottom-Up   1. Benchmark being Met at Firm or   

 Type of Method Time Series  2. Criteria Existing at Firm or   

  Averages  3. Attribute Existing at Firm   

  Box Jenkins     

  Decomposition  Remarkable Incident of:   

  Exp Smoothing  1. Benchmark not being Met at Firm or   

  Simple Trend  2. Criteria Existence or Non-Existence or  

  Cause & Effect  3. Attribute Existence or Non-Existence   

  Econometric     

  Neural  Unremarkable Incident of:   

  Regression  1. Benchmark Non-Existence or Not-Applicable  or  

  Judgmental  2. Criteria Non-Existence or Not-Applicable or  

  Analog  3. Attribute Non-Existence or Not-Applicable   

  Delphi     

  Diffusion     

  PERT     

  Other / Survey     

 Forecasting Horizon One Month     

  One Quarter     

  One Year     

  Over a Year 1.5    

 Periodicity of Forecast Generated Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Forecast Revision Continuous     

  Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Integration and Presentation      

 Reconciliation of Different Forecasts      

 No Conflicts Affecting Accuracy      

 Number of Forecasts Used  1    

 Integration of Forecasts      

 Consensus Meetings      

 Forecaster Driven      

 Functional Dept. Driven      

 Senior Management Presentation      

 Senior Management Changes      

 Forecast Implementation      

 Track Implementation      

 Perform to forecast      

 Track Variance      

 Reconciliation of Variance      

 Forecast Quality Control      

 Track Forecast 'In' Quantity      

 Track Forecast 'Out' Quantity      

 Track Actual      

 Measure Forecast 'In' Variance      

 Measure Forecast 'Out' Variance      

 Variance Feedback to Development      

 Feedback Impact      

       

 

Exhibit A.11: Merchant Ltd Within-Case Summary 
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Within-Case Summary Continued 
 

 

       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Forecasting Department  Merc    

 Existence of a Department   Evidence Supports:   

 Age of Department in Years  5 1. Benchmark being Met at Firm or   

 Independent Unit   2. Criteria Existing at Firm or   

 Established Accuracy Record   3. Attribute Existing at Firm   

 Forecasting Perceived as Credible      

 Line Function   Evidence does not fully Support:   

 Staff Function   1. Benchmark being Met at Firm or   

 Placement of Forecasting Finance  2. Criteria Existing at Firm or   

  Forecasting  3. Attribute Existing at Firm   

  Logistics     

  Marketing  Remarkable Incident of:   

  Operations/Prod  1. Benchmark not being Met at Firm or   

  Sales  2. Criteria Existence or Non-Existence or  

  Strategic Planning  3. Attribute Existence or Non-Existence   

  Supply Chain     

  Research  Unremarkable Incident of:   

 Number of Forecasters  2 1. Benchmark Non-Existence or Not-Applicable  or  

 Employees Engaged in Forecasting  35 2. Criteria Non-Existence or Not-Applicable or  

 Background Fin/Accounting  3. Attribute Non-Existence or Not-Applicable   

  Marketing     

  Sales     

  Statistics/Maths     

  Operations     

  Economics     

 Education High School     

  Bachelor’s     

  Master’s     

  Doctorate     

 Salaries of Forecasting Employees Analyst 250    

 ( In R,000) Senior Analyst 350    

  Manager 500    

  Director     

  Vice President     

 Accuracy Based Salary Incentive      

 Error Levels SKU-One Week     

 ( In Percent) SKU-One Month 40    

  SKU-One Quarter     

  SKU-One Year     

  Cat-One Month 40    

  Cat-One Quarter     

  Cat-One Year     

  Firm-One Month 2    

  Firm-One Quarter     

  Firm-One Year     

 Organizational Support      

 Support of Upper Management Highly     

  Somewhat     

  No Need     

 Separate budget      

 Separate systems      

 Forecasting Systems i2 Technology     

  Manugistics     

  Oracle     

  SAP     

  Other     

 Separate software      

 Forecasting Software Spreadsheet     

  Forecasting     

 Use of internal consultants      

 Use of external consultants      

       

 

                                    Exhibit A.11 (Continued): Merchant Ltd Within-Case Summary 
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Within-Case Summary 
 

 
       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Process  Eniv    

 Exist   Evidence Supports:   

 Open Ended   1. Benchmark being Met at Firm or   

 Closed loop   2. Criteria Existing at Firm or   

 Adaptive   3. Attribute Existing at Firm   

 Forecast Development      

 Top-Down   Evidence does not fully Support:   

 Bottom-Up   1. Benchmark being Met at Firm or   

 Type of Method Time Series  2. Criteria Existing at Firm or   

  Averages  3. Attribute Existing at Firm   

  Box Jenkins     

  Decomposition  Remarkable Incident of:   

  Exp Smoothing  1. Benchmark not being Met at Firm or   

  Simple Trend  2. Criteria Existence or Non-Existence or  

  Cause & Effect  3. Attribute Existence or Non-Existence   

  Econometric     

  Neural  Unremarkable Incident of:   

  Regression  1. Benchmark Non-Existence or Not-Applicable  or  

  Judgmental  2. Criteria Non-Existence or Not-Applicable or  

  Analog  3. Attribute Non-Existence or Not-Applicable   

  Delphi     

  Diffusion     

  PERT     

  Other / Survey     

 Forecasting Horizon One Month     

  One Quarter     

  One Year     

  Over a Year 5    

 Periodicity of Forecast Generated Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Forecast Revision Continuous     

  Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Integration and Presentation      

 Reconciliation of Different Forecasts      

 No Conflicts Affecting Accuracy      

 Number of Forecasts Used  2    

 Integration of Forecasts      

 Consensus Meetings      

 Forecaster Driven      

 Functional Dept. Driven      

 Senior Management Presentation      

 Senior Management Changes      

 Forecast Implementation      

 Track Implementation      

 Perform to forecast      

 Track Variance      

 Reconciliation of Variance      

 Forecast Quality Control      

 Track Forecast 'In' Quantity      

 Track Forecast 'Out' Quantity      

 Track Actual      

 Measure Forecast 'In' Variance      

 Measure Forecast 'Out' Variance      

 Variance Feedback to Development      

 Feedback Impact      

       

 

Exhibit A.12: Enivre Group Ltd Within-Case Summary 
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Within-Case Summary Continued 
 

 

       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Forecasting Department  Eniv    

 Existence of a Department   Evidence Supports:   

 Age of Department in Years  20 1. Benchmark being Met at Firm or   

 Independent Unit   2. Criteria Existing at Firm or   

 Established Accuracy Record   3. Attribute Existing at Firm   

 Forecasting Perceived as Credible      

 Line Function   Evidence does not fully Support:   

 Staff Function   1. Benchmark being Met at Firm or   

 Placement of Forecasting Finance  2. Criteria Existing at Firm or   

  Forecasting  3. Attribute Existing at Firm   

  Logistics     

  Marketing  Remarkable Incident of:   

  Operations/Prod  1. Benchmark not being Met at Firm or   

  Sales  2. Criteria Existence or Non-Existence or  

  Strategic Planning  3. Attribute Existence or Non-Existence   

  Supply Chain     

  Research  Unremarkable Incident of:   

 Number of Forecasters  6 1. Benchmark Non-Existence or Not-Applicable  or  

 Employees Engaged in Forecasting  6 2. Criteria Non-Existence or Not-Applicable or  

 Background Fin/Accounting  3. Attribute Non-Existence or Not-Applicable   

  Marketing     

  Sales     

  Statistics/Maths     

  Operations     

  Economics     

 Education High School     

  Bachelor’s     

  Master’s     

  Doctorate     

 Salaries of Forecasting Employees Analyst     

 ( In R,000) Senior Analyst 350    

  Manager 500    

  Director 800    

  Vice President     

 Accuracy Based Salary Incentive      

 Error Levels SKU-One Week     

 ( In Percent) SKU-One Month 33    

  SKU-One Quarter     

  SKU-One Year     

  Cat-One Month     

  Cat-One Quarter     

  Cat-One Year     

  Firm-One Month 3    

  Firm-One Quarter     

  Firm-One Year 20    

 Organizational Support      

 Support of Upper Management Highly     

  Somewhat     

  No Need     

 Separate budget      

 Separate systems      

 Forecasting Systems i2 Technology     

  Manugistics     

  Oracle     

  SAP     

  Other     

 Separate software      

 Forecasting Software Spreadsheet     

  Forecasting     

 Use of internal consultants      

 Use of external consultants      

       

 

                                    Exhibit A.12 (Continued): Enivre Group Ltd Within-Case Summary 
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Within-Case Summary 
 

 
       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Process  AB-W    

 Exist   Evidence Supports:   

 Open Ended   1. Benchmark being Met at Firm or   

 Closed loop   2. Criteria Existing at Firm or   

 Adaptive   3. Attribute Existing at Firm   

 Forecast Development      

 Top-Down   Evidence does not fully Support:   

 Bottom-Up   1. Benchmark being Met at Firm or   

 Type of Method Time Series  2. Criteria Existing at Firm or   

  Averages  3. Attribute Existing at Firm   

  Box Jenkins     

  Decomposition  Remarkable Incident of:   

  Exp Smoothing  1. Benchmark not being Met at Firm or   

  Simple Trend  2. Criteria Existence or Non-Existence or  

  Cause & Effect  3. Attribute Existence or Non-Existence   

  Econometric     

  Neural  Unremarkable Incident of:   

  Regression  1. Benchmark Non-Existence or Not-Applicable  or  

  Judgmental  2. Criteria Non-Existence or Not-Applicable or  

  Analog  3. Attribute Non-Existence or Not-Applicable   

  Delphi     

  Diffusion     

  PERT     

  Other / Survey     

 Forecasting Horizon One Month     

  One Quarter     

  One Year     

  Over a Year     

 Periodicity of Forecast Generated Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Forecast Revision Continuous     

  Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Integration and Presentation      

 Reconciliation of Different Forecasts      

 No Conflicts Affecting Accuracy      

 Number of Forecasts Used  1    

 Integration of Forecasts      

 Consensus Meetings      

 Forecaster Driven      

 Functional Dept. Driven      

 Senior Management Presentation      

 Senior Management Changes      

 Forecast Implementation      

 Track Implementation      

 Perform to forecast      

 Track Variance      

 Reconciliation of Variance      

 Forecast Quality Control      

 Track Forecast 'In' Quantity      

 Track Forecast 'Out' Quantity      

 Track Actual      

 Measure Forecast 'In' Variance      

 Measure Forecast 'Out' Variance      

 Variance Feedback to Development      

 Feedback Impact      

       

 

  Exhibit A.13: ATM Group Ltd- Wealthy Business Segment Within-Case Summary 
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Within-Case Summary Continued 
 

 

       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Forecasting Department  AB-W    

 Existence of a Department   Evidence Supports:   

 Age of Department in Years   1. Benchmark being Met at Firm or   

 Independent Unit   2. Criteria Existing at Firm or   

 Established Accuracy Record   3. Attribute Existing at Firm   

 Forecasting Perceived as Credible      

 Line Function   Evidence does not fully Support:   

 Staff Function   1. Benchmark being Met at Firm or   

 Placement of Forecasting Finance  2. Criteria Existing at Firm or   

  Forecasting  3. Attribute Existing at Firm   

  Logistics     

  Marketing  Remarkable Incident of:   

  Operations/Prod  1. Benchmark not being Met at Firm or   

  Sales  2. Criteria Existence or Non-Existence or  

  Strategic Planning  3. Attribute Existence or Non-Existence   

  Supply Chain     

  Research  Unremarkable Incident of:   

 Number of Forecasters   1. Benchmark Non-Existence or Not-Applicable  or  

 Employees Engaged in Forecasting  1 2. Criteria Non-Existence or Not-Applicable or  

 Background Fin/Accounting  3. Attribute Non-Existence or Not-Applicable   

  Marketing     

  Sales     

  Statistics/Maths     

  Operations     

  Economics     

 Education High School     

  Bachelor’s     

  Master’s     

  Doctorate     

 Salaries of Forecasting Employees Analyst     

 ( In R,000) Senior Analyst 400    

  Manager 750    

  Director     

  Vice President     

 Accuracy Based Salary Incentive      

 Error Levels SKU-One Week     

 ( In Percent) SKU-One Month     

  SKU-One Quarter     

  SKU-One Year     

  Cat-One Month 20    

  Cat-One Quarter 10    

  Cat-One Year 10    

  Firm-One Month     

  Firm-One Quarter     

  Firm-One Year     

 Organizational Support      

 Support of Upper Management Highly     

  Somewhat     

  No Need     

 Separate budget      

 Separate systems      

 Forecasting Systems i2 Technology     

  Manugistics     

  Oracle     

  SAP     

  Other     

 Separate software      

 Forecasting Software Spreadsheet     

  Forecasting     

 Use of internal consultants      

 Use of external consultants      

       

 

Exhibit A.13 (Continued): ATM Group Ltd- Wealthy Business Segment Within-Case Summary 
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Within-Case Summary 
 

       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Process  AB-L    

 Exist   Evidence Supports:   

 Open Ended   1. Benchmark being Met at Firm or   

 Closed loop   2. Criteria Existing at Firm or   

 Adaptive   3. Attribute Existing at Firm   

 Forecast Development      

 Top-Down   Evidence does not fully Support:   

 Bottom-Up   1. Benchmark being Met at Firm or   

 Type of Method Time Series  2. Criteria Existing at Firm or   

  Averages  3. Attribute Existing at Firm   

  Box Jenkins     

  Decomposition  Remarkable Incident of:   

  Exp Smoothing  1. Benchmark not being Met at Firm or   

  Simple Trend  2. Criteria Existence or Non-Existence or  

  Cause & Effect  3. Attribute Existence or Non-Existence   

  Econometric     

  Neural  Unremarkable Incident of:   

  Regression  1. Benchmark Non-Existence or Not-Applicable  or  

  Judgmental  2. Criteria Non-Existence or Not-Applicable or  

  Analog  3. Attribute Non-Existence or Not-Applicable   

  Delphi     

  Diffusion     

  PERT     

  Other / Survey     

 Forecasting Horizon One Month     

  One Quarter     

  One Year     

  Over a Year     

 Periodicity of Forecast Generated Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Forecast Revision Continuous     

  Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Integration and Presentation      

 Reconciliation of Different Forecasts      

 No Conflicts Affecting Accuracy      

 Number of Forecasts Used  1    

 Integration of Forecasts      

 Consensus Meetings      

 Forecaster Driven      

 Functional Dept. Driven      

 Senior Management Presentation      

 Senior Management Changes      

 Forecast Implementation      

 Track Implementation      

 Perform to forecast      

 Track Variance      

 Reconciliation of Variance      

 Forecast Quality Control      

 Track Forecast 'In' Quantity      

 Track Forecast 'Out' Quantity      

 Track Actual      

 Measure Forecast 'In' Variance      

 Measure Forecast 'Out' Variance      

 Variance Feedback to Development      

 Feedback Impact      

       

 

 

     Exhibit A.14: ATM Group Ltd- Low Income Segment Within-Case Summary 
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Within-Case Summary Continued 
 

 

       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Forecasting Department  AB-L    

 Existence of a Department   Evidence Supports:   

 Age of Department in Years   1. Benchmark being Met at Firm or   

 Independent Unit   2. Criteria Existing at Firm or   

 Established Accuracy Record   3. Attribute Existing at Firm   

 Forecasting Perceived as Credible      

 Line Function   Evidence does not fully Support:   

 Staff Function   1. Benchmark being Met at Firm or   

 Placement of Forecasting Finance  2. Criteria Existing at Firm or   

  Forecasting  3. Attribute Existing at Firm   

  Logistics     

  Marketing  Remarkable Incident of:   

  Operations/Prod  1. Benchmark not being Met at Firm or   

  Sales  2. Criteria Existence or Non-Existence or  

  Strategic Planning  3. Attribute Existence or Non-Existence   

  Supply Chain     

  Research  Unremarkable Incident of:   

 Number of Forecasters   1. Benchmark Non-Existence or Not-Applicable  or  

 Employees Engaged in Forecasting  1 2. Criteria Non-Existence or Not-Applicable or  

 Background Fin/Accounting  3. Attribute Non-Existence or Not-Applicable   

  Marketing     

  Sales     

  Statistics/Maths     

  Operations     

  Economics     

 Education High School     

  Bachelor’s     

  Master’s     

  Doctorate     

 Salaries of Forecasting Employees Analyst     

 ( In R,000) Senior Analyst 400    

  Manager 750    

  Director     

  Vice President     

 Accuracy Based Salary Incentive      

 Error Levels SKU-One Week     

 ( In Percent) SKU-One Month     

  SKU-One Quarter     

  SKU-One Year     

  Cat-One Month 6    

  Cat-One Quarter 19    

  Cat-One Year 65    

  Firm-One Month     

  Firm-One Quarter     

  Firm-One Year     

 Organizational Support      

 Support of Upper Management Highly     

  Somewhat     

  No Need     

 Separate budget      

 Separate systems      

 Forecasting Systems i2 Technology     

  Manugistics     

  Oracle     

  SAP     

  Other     

 Separate software      

 Forecasting Software Spreadsheet     

  Forecasting     

 Use of internal consultants      

 Use of external consultants      

       

 

        Exhibit A.14 (Continued): ATM Group Ltd- Low Income Segment Within-Case Summary 
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Within-Case Summary 
 

 
       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Process  Night    

 Exist   Evidence Supports:   

 Open Ended   1. Benchmark being Met at Firm or   

 Closed loop   2. Criteria Existing at Firm or   

 Adaptive   3. Attribute Existing at Firm   

 Forecast Development      

 Top-Down   Evidence does not fully Support:   

 Bottom-Up   1. Benchmark being Met at Firm or   

 Type of Method Time Series  2. Criteria Existing at Firm or   

  Averages  3. Attribute Existing at Firm   

  Box Jenkins     

  Decomposition  Remarkable Incident of:   

  Exp Smoothing  1. Benchmark not being Met at Firm or   

  Simple Trend  2. Criteria Existence or Non-Existence or  

  Cause & Effect  3. Attribute Existence or Non-Existence   

  Econometric     

  Neural  Unremarkable Incident of:   

  Regression  1. Benchmark Non-Existence or Not-Applicable  or  

  Judgmental  2. Criteria Non-Existence or Not-Applicable or  

  Analog  3. Attribute Non-Existence or Not-Applicable   

  Delphi     

  Diffusion     

  PERT     

  Other / Survey     

 Forecasting Horizon One Month     

  One Quarter     

  One Year     

  Over a Year     

 Periodicity of Forecast Generated Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Forecast Revision Continuous     

  Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Integration and Presentation      

 Reconciliation of Different Forecasts      

 No Conflicts Affecting Accuracy      

 Number of Forecasts Used  2    

 Integration of Forecasts      

 Consensus Meetings      

 Forecaster Driven      

 Functional Dept. Driven      

 Senior Management Presentation      

 Senior Management Changes      

 Forecast Implementation      

 Track Implementation      

 Perform to forecast      

 Track Variance      

 Reconciliation of Variance      

 Forecast Quality Control      

 Track Forecast 'In' Quantity      

 Track Forecast 'Out' Quantity      

 Track Actual      

 Measure Forecast 'In' Variance      

 Measure Forecast 'Out' Variance      

 Variance Feedback to Development      

 Feedback Impact      

       

 

Exhibit A.15: Nightingale Group Ltd Within-Case Summary 
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Within-Case Summary Continued 
 

 

       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Forecasting Department  Night    

 Existence of a Department   Evidence Supports:   

 Age of Department in Years   1. Benchmark being Met at Firm or   

 Independent Unit   2. Criteria Existing at Firm or   

 Established Accuracy Record   3. Attribute Existing at Firm   

 Forecasting Perceived as Credible      

 Line Function   Evidence does not fully Support:   

 Staff Function   1. Benchmark being Met at Firm or   

 Placement of Forecasting Finance  2. Criteria Existing at Firm or   

  Forecasting  3. Attribute Existing at Firm   

  Logistics     

  Marketing  Remarkable Incident of:   

  Operations/Prod  1. Benchmark not being Met at Firm or   

  Sales  2. Criteria Existence or Non-Existence or  

  Strategic Planning  3. Attribute Existence or Non-Existence   

  Supply Chain     

  Research  Unremarkable Incident of:   

 Number of Forecasters   1. Benchmark Non-Existence or Not-Applicable  or  

 Employees Engaged in Forecasting  50 2. Criteria Non-Existence or Not-Applicable or  

 Background Fin/Accounting  3. Attribute Non-Existence or Not-Applicable   

  Marketing     

  Sales     

  Statistics/Maths     

  Operations     

  Economics     

 Education High School     

  Bachelor’s     

  Master’s     

  Doctorate     

 Salaries of Forecasting Employees Analyst 130    

 ( In R,000) Senior Analyst 300    

  Manager 600    

  Director     

  Vice President     

 Accuracy Based Salary Incentive      

 Error Levels SKU-One Week     

 ( In Percent) SKU-One Month     

  SKU-One Quarter     

  SKU-One Year     

  Cat-One Month 10    

  Cat-One Quarter 7    

  Cat-One Year 5    

  Firm-One Month 8    

  Firm-One Quarter 5    

  Firm-One Year 4    

 Organizational Support      

 Support of Upper Management Highly     

  Somewhat     

  No Need     

 Separate budget      

 Separate systems      

 Forecasting Systems i2 Technology     

  Manugistics     

  Oracle     

  SAP     

  Other     

 Separate software      

 Forecasting Software Spreadsheet     

  Forecasting     

 Use of internal consultants      

 Use of external consultants      

       

 

                                    Exhibit A.15 (Continued): Nightingale Group Ltd Within-Case Summary 
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Within-Case Summary 
 

 
       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Process  Dinero    

 Exist   Evidence Supports:   

 Open Ended   1. Benchmark being Met at Firm or   

 Closed loop   2. Criteria Existing at Firm or   

 Adaptive   3. Attribute Existing at Firm   

 Forecast Development      

 Top-Down   Evidence does not fully Support:   

 Bottom-Up   1. Benchmark being Met at Firm or   

 Type of Method Time Series  2. Criteria Existing at Firm or   

  Averages  3. Attribute Existing at Firm   

  Box Jenkins     

  Decomposition  Remarkable Incident of:   

  Exp Smoothing  1. Benchmark not being Met at Firm or   

  Simple Trend  2. Criteria Existence or Non-Existence or  

  Cause & Effect  3. Attribute Existence or Non-Existence   

  Econometric     

  Neural  Unremarkable Incident of:   

  Regression  1. Benchmark Non-Existence or Not-Applicable  or  

  Judgmental  2. Criteria Non-Existence or Not-Applicable or  

  Analog  3. Attribute Non-Existence or Not-Applicable   

  Delphi     

  Diffusion     

  PERT     

  Other / Survey     

 Forecasting Horizon One Month     

  One Quarter     

  One Year     

  Over a Year 3    

 Periodicity of Forecast Generated Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Forecast Revision Continuous     

  Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Integration and Presentation      

 Reconciliation of Different Forecasts      

 No Conflicts Affecting Accuracy      

 Number of Forecasts Used  2    

 Integration of Forecasts      

 Consensus Meetings      

 Forecaster Driven      

 Functional Dept. Driven      

 Senior Management Presentation      

 Senior Management Changes      

 Forecast Implementation      

 Track Implementation      

 Perform to forecast      

 Track Variance      

 Reconciliation of Variance      

 Forecast Quality Control      

 Track Forecast 'In' Quantity      

 Track Forecast 'Out' Quantity      

 Track Actual      

 Measure Forecast 'In' Variance      

 Measure Forecast 'Out' Variance      

 Variance Feedback to Development      

 Feedback Impact      

       

 

Exhibit A.16: Dinero (Pty) Ltd Within-Case Summary 
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Within-Case Summary Continued 
 

 

       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Forecasting Department  Dinero    

 Existence of a Department   Evidence Supports:   

 Age of Department in Years   1. Benchmark being Met at Firm or   

 Independent Unit   2. Criteria Existing at Firm or   

 Established Accuracy Record   3. Attribute Existing at Firm   

 Forecasting Perceived as Credible      

 Line Function   Evidence does not fully Support:   

 Staff Function   1. Benchmark being Met at Firm or   

 Placement of Forecasting Finance  2. Criteria Existing at Firm or   

  Forecasting  3. Attribute Existing at Firm   

  Logistics     

  Marketing  Remarkable Incident of:   

  Operations/Prod  1. Benchmark not being Met at Firm or   

  Sales  2. Criteria Existence or Non-Existence or  

  Strategic Planning  3. Attribute Existence or Non-Existence   

  Supply Chain     

  Research  Unremarkable Incident of:   

 Number of Forecasters   1. Benchmark Non-Existence or Not-Applicable  or  

 Employees Engaged in Forecasting  1 2. Criteria Non-Existence or Not-Applicable or  

 Background Fin/Accounting  3. Attribute Non-Existence or Not-Applicable   

  Marketing     

  Sales     

  Statistics/Maths     

  Operations     

  Economics     

 Education High School     

  Bachelor’s     

  Master’s     

  Doctorate     

 Salaries of Forecasting Employees Analyst     

 ( In R,000) Senior Analyst     

  Manager     

  Director     

  Vice President     

 Accuracy Based Salary Incentive      

 Error Levels SKU-One Week     

 ( In Percent) SKU-One Month     

  SKU-One Quarter     

  SKU-One Year     

  Cat-One Month     

  Cat-One Quarter     

  Cat-One Year     

  Firm-One Month     

  Firm-One Quarter 15    

  Firm-One Year 25-30    

 Organizational Support      

 Support of Upper Management Highly     

  Somewhat     

  No Need     

 Separate budget      

 Separate systems      

 Forecasting Systems i2 Technology     

  Manugistics     

  Oracle     

  SAP     

  Other     

 Separate software      

 Forecasting Software Spreadsheet     

  Forecasting     

 Use of internal consultants      

 Use of external consultants      

       

 

                                    Exhibit A.16 (Continued): Dinero (Pty) Ltd Within-Case Summary 

 

 

 

 

 

 



 

186 

 

Within-Case Summary 
 

 
       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Process  Libris    

 Exist   Evidence Supports:   

 Open Ended   1. Benchmark being Met at Firm or   

 Closed loop   2. Criteria Existing at Firm or   

 Adaptive   3. Attribute Existing at Firm   

 Forecast Development      

 Top-Down   Evidence does not fully Support:   

 Bottom-Up   1. Benchmark being Met at Firm or   

 Type of Method Time Series  2. Criteria Existing at Firm or   

  Averages  3. Attribute Existing at Firm   

  Box Jenkins     

  Decomposition  Remarkable Incident of:   

  Exp Smoothing  1. Benchmark not being Met at Firm or   

  Simple Trend  2. Criteria Existence or Non-Existence or  

  Cause & Effect  3. Attribute Existence or Non-Existence   

  Econometric     

  Neural  Unremarkable Incident of:   

  Regression  1. Benchmark Non-Existence or Not-Applicable  or  

  Judgmental  2. Criteria Non-Existence or Not-Applicable or  

  Analog  3. Attribute Non-Existence or Not-Applicable   

  Delphi     

  Diffusion     

  PERT     

  Other / Survey     

 Forecasting Horizon One Month     

  One Quarter     

  One Year     

  Over a Year 3    

 Periodicity of Forecast Generated Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Forecast Revision Continuous     

  Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Integration and Presentation      

 Reconciliation of Different Forecasts      

 Conflicts of Interest Affect Accuracy      

 Number of Forecasts Used  2    

 Integration of Forecasts      

 Consensus Meetings      

 Forecaster Driven      

 Functional Dept. Driven      

 Senior Management Presentation      

 Senior Management Changes      

 Forecast Implementation      

 Track Implementation      

 Perform to forecast      

 Track Variance      

 Reconciliation of Variance      

 Forecast Quality Control      

 Track Forecast 'In' Quantity      

 Track Forecast 'Out' Quantity      

 Track Actual      

 Measure Forecast 'In' Variance      

 Measure Forecast 'Out' Variance      

 Variance Feedback to Development      

 Feedback Impact      

       

 

Exhibit A.17: Libris (Pty) Ltd Within-Case Summary 
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Within-Case Summary Continued 
 

 

       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Forecasting Department  Libris    

 Existence of a Department   Evidence Supports:   

 Age of Department in Years   1. Benchmark being Met at Firm or   

 Independent Unit   2. Criteria Existing at Firm or   

 Established Accuracy Record   3. Attribute Existing at Firm   

 Forecasting Perceived as Credible      

 Line Function   Evidence does not fully Support:   

 Staff Function   1. Benchmark being Met at Firm or   

 Placement of Forecasting Finance  2. Criteria Existing at Firm or   

  Forecasting  3. Attribute Existing at Firm   

  Logistics     

  Marketing  Remarkable Incident of:   

  Operations/Prod  1. Benchmark not being Met at Firm or   

  Sales  2. Criteria Existence or Non-Existence or  

  Strategic Planning  3. Attribute Existence or Non-Existence   

  Supply Chain     

  Research  Unremarkable Incident of:   

 Number of Forecasters   1. Benchmark Non-Existence or Not-Applicable  or  

 Employees Engaged in Forecasting  12 2. Criteria Non-Existence or Not-Applicable or  

 Background Fin/Accounting  3. Attribute Non-Existence or Not-Applicable   

  Marketing     

  Sales     

  Statistics/Maths     

  Operations     

  Economics     

 Education High School     

  Bachelor’s     

  Master’s     

  Doctorate     

 Salaries of Forecasting Employees Analyst 200    

 ( In R,000) Senior Analyst 250    

  Manager 500    

  Director     

  Vice President     

 Accuracy Based Salary Incentive      

 Error Levels SKU-One Week     

 ( In Percent) SKU-One Month     

  SKU-One Quarter     

  SKU-One Year     

  Cat-One Month 15-20    

  Cat-One Quarter 10-15    

  Cat-One Year 20    

  Firm-One Month 15-20    

  Firm-One Quarter 10-15    

  Firm-One Year 20    

 Organizational Support      

 Support of Upper Management Highly     

  Somewhat     

  No Need     

 Separate budget      

 Separate systems      

 Forecasting Systems i2 Technology     

  Manugistics     

  Oracle     

  SAP     

  Other     

 Separate software      

 Forecasting Software Spreadsheet     

  Forecasting     

 Use of internal consultants      

 Use of external consultants      

       

 

                                    Exhibit A.17 (Continued): Libris (Pty) Ltd Within-Case Summary 
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Within-Case Summary 
 

 
       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Process  Lucre    

 Exist   Evidence Supports:   

 Open Ended   1. Benchmark being Met at Firm or   

 Closed loop   2. Criteria Existing at Firm or   

 Adaptive   3. Attribute Existing at Firm   

 Forecast Development      

 Top-Down   Evidence does not fully Support:   

 Bottom-Up   1. Benchmark being Met at Firm or   

 Type of Method Time Series  2. Criteria Existing at Firm or   

  Averages  3. Attribute Existing at Firm   

  Box Jenkins     

  Decomposition  Remarkable Incident of:   

  Exp Smoothing  1. Benchmark not being Met at Firm or   

  Simple Trend  2. Criteria Existence or Non-Existence or  

  Cause & Effect  3. Attribute Existence or Non-Existence   

  Econometric     

  Neural  Unremarkable Incident of:   

  Regression  1. Benchmark Non-Existence or Not-Applicable  or  

  Judgmental  2. Criteria Non-Existence or Not-Applicable or  

  Analog  3. Attribute Non-Existence or Not-Applicable   

  Delphi     

  Diffusion     

  PERT     

  Other / Survey     

 Forecasting Horizon One Month     

  One Quarter     

  One Year     

  Over a Year 3    

 Periodicity of Forecast Generated Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Forecast Revision Continuous     

  Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Integration and Presentation      

 Reconciliation of Different Forecasts      

 No Conflicts Affecting Accuracy      

 Number of Forecasts Used  2    

 Integration of Forecasts      

 Consensus Meetings      

 Forecaster Driven      

 Functional Dept. Driven      

 Senior Management Presentation      

 Senior Management Changes      

 Forecast Implementation      

 Track Implementation      

 Perform to forecast      

 Track Variance      

 Reconciliation of Variance      

 Forecast Quality Control      

 Track Forecast 'In' Quantity      

 Track Forecast 'Out' Quantity      

 Track Actual      

 Measure Forecast 'In' Variance      

 Measure Forecast 'Out' Variance      

 Variance Feedback to Development      

 Feedback Impact      

       

 

Exhibit A.18: Lucre plc Within-Case Summary 
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Within-Case Summary Continued 
 

 

       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Forecasting Department  Lucre    

 Existence of a Department   Evidence Supports:   

 Age of Department in Years  30 1. Benchmark being Met at Firm or   

 Independent Unit   2. Criteria Existing at Firm or   

 Established Accuracy Record   3. Attribute Existing at Firm   

 Forecasting Perceived as Credible      

 Line Function   Evidence does not fully Support:   

 Staff Function   1. Benchmark being Met at Firm or   

 Placement of Forecasting Finance  2. Criteria Existing at Firm or   

  Forecasting  3. Attribute Existing at Firm   

  Logistics     

  Marketing  Remarkable Incident of:   

  Operations/Prod  1. Benchmark not being Met at Firm or   

  Sales  2. Criteria Existence or Non-Existence or  

  Strategic Planning  3. Attribute Existence or Non-Existence   

  Supply Chain     

 Number of Forecasters  2 Unremarkable Incident of:   

 Employees Engaged in Forecasting  12 1. Benchmark Non-Existence or Not-Applicable  or  

 Background Fin/Accounting  2. Criteria Non-Existence or Not-Applicable or  

  Marketing  3. Attribute Non-Existence or Not-Applicable   

  Sales     

  Statistics/Maths     

  Operations     

  Economics     

 Education High School     

  Bachelor’s     

  Master’s     

  Doctorate     

 Salaries of Forecasting Employees Analyst     

 ( In R,000) Senior Analyst 720    

  Manager     

  Director     

  Vice President     

 Accuracy Based Salary Incentive      

 Error Levels SKU-One Week     

 ( In Percent) SKU-One Month     

  SKU-One Quarter     

  SKU-One Year     

  Cat-One Month     

  Cat-One Quarter 10-15    

  Cat-One Year 10-20    

  Firm-One Month     

  Firm-One Quarter     

  Firm-One Year     

 Organizational Support      

 Support of Upper Management Highly     

  Somewhat     

  No Need     

 Separate budget      

 Separate systems      

 Forecasting Systems i2 Technology     

  Manugistics     

  Oracle     

  SAP     

  Other     

 Separate software      

 Forecasting Software Spreadsheet     

  Forecasting     

 Use of internal consultants      

 Use of external consultants      

       

 

                                    Exhibit A.18 (Continued): Lucre plc Within-Case Summary 
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Within-Case Summary 
 

 
       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Process  Nept    

 Exist   Evidence Supports:   

 Open Ended   1. Benchmark being Met at Firm or   

 Closed loop   2. Criteria Existing at Firm or   

 Adaptive   3. Attribute Existing at Firm   

 Forecast Development      

 Top-Down   Evidence does not fully Support:   

 Bottom-Up   1. Benchmark being Met at Firm or   

 Type of Method Time Series  2. Criteria Existing at Firm or   

  Averages  3. Attribute Existing at Firm   

  Box Jenkins     

  Decomposition  Remarkable Incident of:   

  Exp Smoothing  1. Benchmark not being Met at Firm or   

  Simple Trend  2. Criteria Existence or Non-Existence or  

  Cause & Effect  3. Attribute Existence or Non-Existence   

  Econometric     

  Neural  Unremarkable Incident of:   

  Regression  1. Benchmark Non-Existence or Not-Applicable  or  

  Judgmental  2. Criteria Non-Existence or Not-Applicable or  

  Analog  3. Attribute Non-Existence or Not-Applicable   

  Delphi     

  Diffusion     

  PERT     

  Other / Survey     

 Forecasting Horizon One Month     

  One Quarter     

  One Year     

  Over a Year 5    

 Periodicity of Forecast Generated Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Forecast Revision Continuous     

  Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Integration and Presentation      

 Reconciliation of Different Forecasts      

 No Conflicts Affecting Accuracy      

 Number of Forecasts Used  2    

 Integration of Forecasts      

 Consensus Meetings      

 Forecaster Driven      

 Functional Dept. Driven      

 Senior Management Presentation      

 Senior Management Changes      

 Forecast Implementation      

 Track Implementation      

 Perform to forecast      

 Track Variance      

 Reconciliation of Variance      

 Forecast Quality Control      

 Track Forecast 'In' Quantity      

 Track Forecast 'Out' Quantity      

 Track Actual      

 Measure Forecast 'In' Variance      

 Measure Forecast 'Out' Variance      

 Variance Feedback to Development      

 Feedback Impact      

       

 

Exhibit A.19: Neptune Group Ltd Within-Case Summary 
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Within-Case Summary Continued 
 

 

       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Forecasting Department  Nept    

 Existence of a Department   Evidence Supports:   

 Age of Department in Years   1. Benchmark being Met at Firm or   

 Independent Unit   2. Criteria Existing at Firm or   

 Established Accuracy Record   3. Attribute Existing at Firm   

 Forecasting Perceived as Credible      

 Line Function   Evidence does not fully Support:   

 Staff Function   1. Benchmark being Met at Firm or   

 Placement of Forecasting Finance  2. Criteria Existing at Firm or   

  Forecasting  3. Attribute Existing at Firm   

  Logistics     

  Marketing  Remarkable Incident of:   

  Operations/Prod  1. Benchmark not being Met at Firm or   

  Sales  2. Criteria Existence or Non-Existence or  

  Strategic Planning  3. Attribute Existence or Non-Existence   

  Supply Chain     

  Research  Unremarkable Incident of:   

 Number of Forecasters   1. Benchmark Non-Existence or Not-Applicable  or  

 Employees Engaged in Forecasting  13 2. Criteria Non-Existence or Not-Applicable or  

 Background Fin/Accounting  3. Attribute Non-Existence or Not-Applicable   

  Marketing     

  Sales     

  Statistics/Maths     

  Operations     

  Economics     

 Education High School     

  Bachelor’s     

  Master’s 10 

CAs 

   

  Doctorate     

 Salaries of Forecasting Employees Analyst 200    

 ( In R,000) Senior Analyst 350    

  Manager 500    

  Director 750    

  Vice President     

 Accuracy Based Salary Incentive      

 Error Levels SKU-One Week     

 ( In Percent) SKU-One Month     

  SKU-One Quarter     

  SKU-One Year     

  Cat-One Month 15    

  Cat-One Quarter 20    

  Cat-One Year 30    

  Firm-One Month 5-10    

  Firm-One Quarter 5-10    

  Firm-One Year 15    

 Organizational Support      

 Support of Upper Management Highly     

  Somewhat     

  No Need     

 Separate budget      

 Separate systems      

 Forecasting Systems i2 Technology     

  Manugistics     

  Oracle     

  SAP     

  Other     

 Separate software      

 Forecasting Software Spreadsheet     

  Forecasting     

 Use of internal consultants      

 Use of external consultants      

       

 

                                    Exhibit A.19 (Continued): Neptune Group Ltd Within-Case Summary 
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Within-Case Summary 
 

 
       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Process  Vache    

 Exist   Evidence Supports:   

 Open Ended   1. Benchmark being Met at Firm or   

 Closed loop   2. Criteria Existing at Firm or   

 Adaptive   3. Attribute Existing at Firm   

 Forecast Development      

 Top-Down   Evidence does not fully Support:   

 Bottom-Up   1. Benchmark being Met at Firm or   

 Type of Method Time Series  2. Criteria Existing at Firm or   

  Averages  3. Attribute Existing at Firm   

  Box Jenkins     

  Decomposition  Remarkable Incident of:   

  Exp Smoothing  1. Benchmark not being Met at Firm or   

  Simple Trend  2. Criteria Existence or Non-Existence or  

  Cause & Effect  3. Attribute Existence or Non-Existence   

  Econometric     

  Neural  Unremarkable Incident of:   

  Regression  1. Benchmark Non-Existence or Not-Applicable  or  

  Judgmental  2. Criteria Non-Existence or Not-Applicable or  

  Analog  3. Attribute Non-Existence or Not-Applicable   

  Delphi     

  Diffusion     

  PERT     

  Other / Survey     

 Forecasting Horizon One Month     

  One Quarter     

  One Year     

  Over a Year 2.3    

 Periodicity of Forecast Generated Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Forecast Revision Continuous     

  Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Integration and Presentation      

 Reconciliation of Different Forecasts      

 Conflicts of Interest Affect Accuracy      

 Number of Forecasts Used  2    

 Integration of Forecasts      

 Consensus Meetings      

 Forecaster Driven      

 Functional Dept. Driven      

 Senior Management Presentation      

 Senior Management Changes      

 Forecast Implementation      

 Track Implementation      

 Perform to forecast      

 Track Variance      

 Reconciliation of Variance      

 Forecast Quality Control      

 Track Forecast 'In' Quantity      

 Track Forecast 'Out' Quantity      

 Track Actual      

 Measure Forecast 'In' Variance      

 Measure Forecast 'Out' Variance      

 Variance Feedback to Development      

 Feedback Impact      

       

 

Exhibit A.20: Vache (Pty) Ltd Within-Case Summary 
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Within-Case Summary Continued 
 

 

       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Forecasting Department  Vache    

 Existence of a Department   Evidence Supports:   

 Age of Department in Years  1 1. Benchmark being Met at Firm or   

 Independent Unit   2. Criteria Existing at Firm or   

 Established Accuracy Record   3. Attribute Existing at Firm   

 Forecasting Perceived as Credible      

 Line Function   Evidence does not fully Support:   

 Staff Function   1. Benchmark being Met at Firm or   

 Placement of Forecasting Finance  2. Criteria Existing at Firm or   

  Forecasting  3. Attribute Existing at Firm   

  Logistics     

  Marketing  Remarkable Incident of:   

  Operations/Prod  1. Benchmark not being Met at Firm or   

  Sales  2. Criteria Existence or Non-Existence or  

  Strategic Planning  3. Attribute Existence or Non-Existence   

  Supply Chain     

  Research  Unremarkable Incident of:   

 Number of Forecasters  1 1. Benchmark Non-Existence or Not-Applicable  or  

 Employees Engaged in Forecasting  1 2. Criteria Non-Existence or Not-Applicable or  

 Background Fin/Accounting  3. Attribute Non-Existence or Not-Applicable   

  Marketing     

  Sales     

  Statistics/Maths     

  Operations     

  Economics     

 Education High School     

  Bachelor’s     

  Master’s     

  Doctorate     

 Salaries of Forecasting Employees Analyst     

 ( In R,000) Senior Analyst     

  Manager 450    

  Director     

  Vice President     

 Accuracy Based Salary Incentive      

 Error Levels SKU-One Week     

 ( In Percent) SKU-One Month 23    

  SKU-One Quarter     

  SKU-One Year     

  Cat-One Month     

  Cat-One Quarter     

  Cat-One Year     

  Firm-One Month 5    

  Firm-One Quarter 8    

  Firm-One Year 15    

 Organizational Support      

 Support of Upper Management Highly     

  Somewhat     

  No Need     

 Separate budget      

 Separate systems      

 Forecasting Systems i2 Technology     

  Manugistics     

  Oracle     

  SAP     

  Other     

 Separate software      

 Forecasting Software Spreadsheet     

  Forecasting     

 Use of internal consultants      

 Use of external consultants      

       

 

                                    Exhibit A.20 (Continued): Vache (Pty) Ltd Within-Case Summary 
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Within-Case Summary 
 

 
       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Process  Damas    

 Exist   Evidence Supports:   

 Open Ended   1. Benchmark being Met at Firm or   

 Closed loop   2. Criteria Existing at Firm or   

 Adaptive   3. Attribute Existing at Firm   

 Forecast Development      

 Top-Down   Evidence does not fully Support:   

 Bottom-Up   1. Benchmark being Met at Firm or   

 Type of Method Time Series  2. Criteria Existing at Firm or   

  Averages  3. Attribute Existing at Firm   

  Box Jenkins     

  Decomposition  Remarkable Incident of:   

  Exp Smoothing  1. Benchmark not being Met at Firm or   

  Simple Trend  2. Criteria Existence or Non-Existence or  

  Cause & Effect  3. Attribute Existence or Non-Existence   

  Econometric     

  Neural  Unremarkable Incident of:   

  Regression  1. Benchmark Non-Existence or Not-Applicable  or  

  Judgmental  2. Criteria Non-Existence or Not-Applicable or  

  Analog  3. Attribute Non-Existence or Not-Applicable   

  Delphi     

  Diffusion     

  PERT     

  Other / Survey     

 Forecasting Horizon One Month     

  One Quarter     

  One Year     

  Over a Year 5    

 Periodicity of Forecast Generated Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Forecast Revision Continuous     

  Daily     

  Weekly     

  Monthly     

  Quarterly     

  Annual     

  Over a Year     

 Integration and Presentation      

 Reconciliation of Different Forecasts      

 No Conflicts Affecting Accuracy      

 Number of Forecasts Used  2    

 Integration of Forecasts      

 Consensus Meetings      

 Forecaster Driven      

 Functional Dept. Driven      

 Senior Management Presentation      

 Senior Management Changes      

 Forecast Implementation      

 Track Implementation      

 Perform to forecast      

 Track Variance      

 Reconciliation of Variance      

 Forecast Quality Control      

 Track Forecast 'In' Quantity      

 Track Forecast 'Out' Quantity      

 Track Actual      

 Measure Forecast 'In' Variance      

 Measure Forecast 'Out' Variance      

 Variance Feedback to Development      

 Feedback Impact      

       

 

Exhibit A.21: Damas Ltd Within-Case Summary 
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Within-Case Summary Continued 
 

 

       

 Forecasting Benchmark or Criteria Attribute Result Legend Symbol  

 Forecasting Department  Damas    

 Existence of a Department   Evidence Supports:   

 Age of Department in Years  9 1. Benchmark being Met at Firm or   

 Independent Unit   2. Criteria Existing at Firm or   

 Established Accuracy Record   3. Attribute Existing at Firm   

 Forecasting Perceived as Credible      

 Line Function   Evidence does not fully Support:   

 Staff Function   1. Benchmark being Met at Firm or   

 Placement of Forecasting Finance  2. Criteria Existing at Firm or   

  Forecasting  3. Attribute Existing at Firm   

  Logistics     

  Marketing  Remarkable Incident of:   

  Operations/Prod  1. Benchmark not being Met at Firm or   

  Sales  2. Criteria Existence or Non-Existence or  

  Strategic Planning  3. Attribute Existence or Non-Existence   

  Supply Chain     

  Research  Unremarkable Incident of:   

 Number of Forecasters  25 1. Benchmark Non-Existence or Not-Applicable  or  

 Employees Engaged in Forecasting  25 2. Criteria Non-Existence or Not-Applicable or  

 Background Fin/Accounting 8 3. Attribute Non-Existence or Not-Applicable   

  Marketing     

  Sales     

  Statistics/Maths 2    

  Operations 15    

  Economics     

 Education High School 15    

  Bachelor’s 8    

  Master’s 2    

  Doctorate     

 Salaries of Forecasting Employees Analyst 150-200    

 ( In R,000) Senior Analyst 250-400    

  Manager 500    

  Director     

  Vice President     

 Accuracy Based Salary Incentive      

 Error Levels SKU-One Week 8    

 ( In Percent) SKU-One Month 29    

  SKU-One Quarter 16    

  SKU-One Year 25    

  Cat-One Month 17    

  Cat-One Quarter 11    

  Cat-One Year 13    

  Firm-One Month 15    

  Firm-One Quarter 14    

  Firm-One Year 13    

 Organizational Support      

 Support of Upper Management Highly     

  Somewhat     

  No Need     

 Separate budget      

 Separate systems      

 Forecasting Systems i2 Technology     

  Manugistics     

  Oracle     

  SAP     

  Other JDA    

 Separate software      

 Forecasting Software Spreadsheet     

  Forecasting     

 Use of internal consultants      

 Use of external consultants      

       

 

                                    Exhibit A.21 (Continued): Damas Ltd Within-Case Summary 
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Appendix B 

 

      Offered Benchmark Forecasting Process 

 

 

  
  

  
 F

o
r
e

c
a

s
t

  
  

  
F

u
lf

il
lm

e
n

t 
:

O
p

e
r
a

ti
o

n
s

 P
la

n
n

in
g

  
  

  
P

ro
d

u
c

ti
o

n
  

  
  

P
u

r
c

h
a

s
in

g
  

  
  

L
o

g
is

ti
c

s

4
5

0

3
5
0

4
5
0

  
  
  
  
 M

a
rk

e
ti
n
g
, 
S

a
le

s
, 
C

u
st

o
m

e
rs

   
   

T
O

P
 -
 D

O
W

N

   
 O

bj
ec

tiv
e 

F
or

ec
as

t
   

  F
or

ec
as

t A
na

ly
st

  
  
  
  
  
  
B

O
T
T
O

M
 -
 U

P
 

 S
u
b
je

ct
iv

e
 F

o
re

ca
st

 o
r 
O

u
tli

e
r

  
  
  
  
  
 D

e
te

rm
in

a
tio

n
 F

o
re

ca
st

 A
n
a
ly

st
 &

 M
a
n
a
g
e
r

   
   

   
   

   
   

F
O

R
E
C

A
S
T

   
 In

te
gr

at
io

n 
an

d 
P
re

se
nt

at
io

n

   
   

   
   

   
F
or

ec
as

t M
an

ag
er

M
A

N
A

G
E

M
E

N
T

  
  
R

E
V

IE
W

  
 F

IN
A

L
F
O

R
E

C
A

S
T

  
R

E
P

O
R

T

   
M

ar
ke

ti
n
g,

 S
al

es
 a

n
d
 C

u
st

om
er

s

  
  
  
  
  
 B

O
T
T
O

M
 -
 U

P
 

  
  
  
 O

b
je

ct
iv

e
 F

o
re

ca
st

 
  
  
  
  
 F

o
re

ca
st

 A
n
a
ly

st
 

  
  
  
  
  
o
r 
M

a
n
a
g
e
r

Q
u

a
li

ty
 C

o
n

tr
o

l 
S

ta
g

e

V
a

ri
a

n
c
e 

R
ep

o
r
t

F
o

re
ca

st
 I

n

F
o

re
ca

st
 O

u
t

A
c
tu

al

V
a
ri

an
ce

s

  
  

 Q
u

a
li

ty
 C

o
n

tr
o

l

  
  

  
P

re
v

io
u

s 
E

rr
o

r 

  
  

  
  

A
d

js
u

tm
e
n

t

O
U

T

Im
p

le
m

e
n

ta
ti

o
n

 S
ta

g
e

D
ev

el
o

p
m

e
n

t 

  
  

 S
ta

g
e

Im
p

le
m

e
n

ta
ti

o
n

 

  
  

  
  

 S
ta

g
e

Q
u

a
li

ty
 C

o
n

tr
o

l 

  
  

  
  

 S
ta

g
e



 

197 

 

References 

 
Alaggia, R., and Kirshenbaum, S. 2005. Speaking the unspeakable: exploring the impact of family 

dynamics on child sexual abuse disclosures. Families in Society, 86(2), 227-234. 

 

APQC. 2007. Glossary of benchmarking terms. Houston, TX: APQC. Available at: 

http://www.apqc.org/portal/apqc/ksn/Glossary%20of%20Benchmarking%20Terms.pdf?paf_gear_i

d=contentgearhome&paf_dm=full&pageselect=contentitem&docid=119519   

Accessed: 12 December 2007. 

 

Anon. 2007. Soyouwanna be a model. Soyouwanna.com, Inc. Available at: 

http://www.soyouwanna.com/site/syws/model/model.html Accessed: 17 March 2007. 

 

Armstrong, J.S. 1982. The forecasting audit. In: S. Makridakis and S.C. Wheelwright, Editors, The 

handbook of forecasting. New York : John Wiley, 535–562.  

 

Armstrong, J.S. 1987a. The forecasting audit. In: S. Makridakis and S.C. Wheelwright, Editors, 

The Handbook of Forecasting. New York: John Wiley, 584–602. 

 

Armstrong, J.S., Brodie, R.J. and McIntyre, S.H. 1987b. Forecasting methods for marketing. Inter-

national Journal of Forecasting 3, 355–376.  

 

Armstrong, J.S. 2001a. Standards and Practices in Forecasting. In: Principles of Forecasting. New 

York: Springer, 679–738.  

 

Armstrong J.S. 2001b. Standards and Practices in Forecasting. In: Principles of Forecasting. 

Available at: http://forecastingprinciples.com Accessed: 13 April 2005. 

 

Armstrong, J.S. 2008. „Re: Forecasting Principles‟, private e-mail to Miles Conway. 22 October 

2008.  

 

ASTD. 1992. Understanding benchmarking: the search for best practice. Alexandria, VA: ASTD. 

 

Camp R.C. 1989. Benchmarking: the Search for industry best practices that lead to superior per-

formance. Milwaukee, WI; Quality Press. 

 

CFA Institute, 2007. Course of study. Charlottsville VA: CFA Institute. Available at: 

http://www.cfainstitute.org/cfaprog/courseofstudy/index.html Accessed: 11 November 2007. 

http://www.apqc.org/portal/apqc/ksn/Glossary%20of%20Benchmarking%20Terms.pdf?paf_gear_id=contentgearhome&paf_dm=full&pageselect=contentitem&docid=119519
http://www.apqc.org/portal/apqc/ksn/Glossary%20of%20Benchmarking%20Terms.pdf?paf_gear_id=contentgearhome&paf_dm=full&pageselect=contentitem&docid=119519
http://www.soyouwanna.com/site/syws/model/model.html
http://forecastingprinciples.com/
http://www.cfainstitute.org/cfaprog/courseofstudy/index.html


 

198 

 

Carey, W.P. 2008.  Academic consultants bring a different perspective to business problems. 

Knowledge@W.P.Carey.com, 23 April 2008. Available at: 

http://knowledge.wpcarey.asu.edu/article.cfm?articleid=1595 Accessed 10 July, 2008. 

 

Chase Jr. C.W. 1999.  Sales forecasting at the dawn of the new millennium. The Journal of Busi-

ness Forecasting, Fall, 2, 28. 

 

Coughlin, Stoia, Geller, Rudman and Robbins, LLP. 2006. Applica Inc. Available at:  

http://www.lerachlaw.com/lcsr-cgi-bin/mil?case=applica Accessed: 12 June 2006.  

 

Crum, R. 2008. Strong quarter and forecast boost H-P. Marketwatch.com, 20 August, 2008. 

Available at : http://www.marketwatch.com/news/story/h-p-shares-rise-after-

earnings/story.aspx?guid=%7BE22101BE-EB45-4C1A-B296-4A8583220825%7D Accessed: 11 

September 2008. 

 

Dalrymple, D.J. 1987. Sales forecasting practices – results from a United States survey.  Interna-

tional Journal of Forecasting, 3, 379-391. 

 

den Butter, F. A. G. and Morgan, M.S. 2000. Empirical models and policy making: interaction and 

institutions. Routledge, New York, NY. 

 

Duran, J.A., and Flores, B.E. 1998. Forecasting practices of Mexican companies. Interfaces, 28(6) 

November – December, 56-62. 

 

Economist.com. 2006. Country briefings – South Africa. Available at: 

http://www.economist.com/countries/SouthAfrica/profile.cfm?folder=Profile-FactSheet 

Accessed: 12 June 2007.  

 

Eisenhardt, K.M., and Bourgeois, L.J. 1988. Politics of strategic decision making in high velocity 

environments: toward a midrange theory. Academy of Management Journal, 31(4), 737-770. 

 

Fildes, R. and Hastings, R. 1994. The organization and improvement of market forecasting. Jour-

nal of the Operational Research Society 45(1), 1–16.  

 

Fildes, R.,  Bretschneider, S.,  Collopy, F.,  Stewart, D.,  Winklhofer, H.,  Mentzer, J.T. and Moon, 

M.A. 2003. Researching sales forecasting practice. International Journal of Forecasting , 19, 27-

42. 

 

Fildes, R. and Goodwin, P. 2007. Against your better judgment? How organizations can improve 

their use of management judgement in forecasting. Interfaces, 37(6), 570-576. 

http://knowledge.wpcarey.asu.edu/article.cfm?articleid=1595
http://www.lerachlaw.com/lcsr-cgi-bin/mil?case=applica
http://www.marketwatch.com/news/story/h-p-shares-rise-after-earnings/story.aspx?guid=%7BE22101BE-EB45-4C1A-B296-4A8583220825%7D
http://www.marketwatch.com/news/story/h-p-shares-rise-after-earnings/story.aspx?guid=%7BE22101BE-EB45-4C1A-B296-4A8583220825%7D
http://www.economist.com/countries/SouthAfrica/profile.cfm?folder=Profile-FactSheet


 

199 

 

 

Kidder, L. and Judd, C. 1986. Research methods in social relations. New York: Holt Rinehart & 

Winston. 

 

Glaser, B.G. and Strauss, A.L. 1967 & 1999. The discovery of grounded theory: strategies for 

qualitative research. Hawthorne, NY: Aldine de Gruyter. 

 

Gomes-Casseres, B. 1997. Competing in constellations: the case of Fuji Xerox. Strategy+Business, 

First Quarter.  

 

Gomm, R., Hammersley, M. and Foster, P. 2000. Case study methods – key issues, key facts. 

Thousand Oaks, CA: Sage Publications Inc. 

 

Green, Y.N.J. 2001. An exploratory investigation of the sales forecasting process in the casual 

theme and family dining segments of commercial restaurant corporations. Unpublished Ph.D.  

dissertation. Blacksburg, VA: Virginia Polytechnic Institute and State University. Available at: 

http://scholar.lib.vt.edu/theses/available/etd-02072001-164547/unrestricted/01FrontMatter.pdf 

Accessed: 10 December 2007. 

 

Green, Y.N.J. and Weaver, P.A. 2005. A sales forecasting benchmarking model: a qualitative 

study. International Journal of Hospitality and Tourism Management, 6(4), 3-32. 

 

Harris B. 1995. Best practices emerge from the synergy of technology, processes, and people.  

Emerging Technologies, Supplement to Government Technology, 8 (October),16. 

 

Hughes, M.C. 2001. Forecasting practice: organisational issues. Journal of the Operational Re-

search Society, 52,143-149. 

 

Hurwood, D.L., Grossman, E.S. and Bailey, E.L 1978. Sales Forecasting. New York, NY: The 

Conference Board, Inc. 

 

IBGE. 2008. Indicadores. abril/junho.. Available at: 

http://www.sidra.ibge.gov.br/bda/tabela/listabl.asp?z=t&o=13&i=P&c=647 Accessed: 10 October 

2008. 

 

Jacobs, J. 2007. Assessing the value of the CFA charter. eFinancial Careers, July 10. Available at: 

http://news.efinancialcareers.com/NEWS_ITEM/newsItemId-10785 Accessed: 20 November, 

2007.  

 

http://scholar.lib.vt.edu/theses/available/etd-02072001-164547/unrestricted/01FrontMatter.pdf
http://www.sidra.ibge.gov.br/bda/tabela/listabl.asp?z=t&o=13&i=P&c=647
http://news.efinancialcareers.com/NEWS_ITEM/newsItemId-10785


 

200 

 

Jain, C. L. 2001. Forecasting practices in corporate America. The Journal of Business Forecasting, 

Summer, 2-15. 

 

Jain, C. L. 2002. Explosion in the forecasting function. The Journal of Business Forecasting, Fall, 

2-30. 

 

Jain, C. L. 2003. Business forecasting in the 21
st
 century. The Journal of Business Forecasting, 

Fall, 3-28. 

 

Jain, C. L. 2004. Business forecasting practices in 2003. The Journal of Business Forecasting, 

Fall, 2-16. 

 

Jain, C. L. 2005. Business forecasting practices in corporate America. The Journal of Business 

Forecasting, Winter, 3-28. 

 

Jain, C. L. 2006a. Business forecasting practices in corporate America. The Journal of Business 

Forecasting, Winter, 9-34. 

 

Jain, C. L. 2006b. Benchmarking forecasting practices: A guide to improving forecasting perform-

ance. Flushing, New York: Graceway Publishing. 

 

Jain, C. L. 2007. Benchmarking forecasting processes. The Journal of Business Forecasting, Win-

ter, 9-37. 

 

Joubert, G.P. 1986. Aspects of electricity sales forecasting. Unpublished MBA dissertation. Johan-

nesburg: University of the Witwatersrand. 

 

Kahn, K.B. 1998. Benchmarking sales forecasting performance measures. The Journal of Business 

Forecasting, Winter, 19-23. 

 

Kaye, J.H. 1985. A survey of forecasting practice in large South African companies. Unpublished 

MBA dissertation. Johannesburg: University of the Witwatersrand. 

 

Kinsbury, K. 2008. Wal-Mart bucks deep slump in retail sales. New York, NY: Dow Jones News-

wires.  Available at: http://www.smartmoney.com/breakingnews/smw/?story=20081204085208 

Accessed: 6 December 2008. 

 

Klassen, R.D., and Flores, B.E. 2001. Forecasting practices of Canadian firms: survey results and 

comparisons. International Journal of Production Economics, 70, 163-174 

 

http://www.smartmoney.com/breakingnews/smw/?story=20081204085208


 

201 

 

Lank, A.G. and Lank, E.A. 1995. Legitimizing the gut feel: the role of intuition in business.  Jour-

nal of Management Psychology, 10(5), 18-23. 

 

Lavallee II, R.W. 1998. Utilizing forecast information to drive Solutia‘s supply chain. The Journal 

of Business Forecasting, Summer, 7-9. 

 

Makridakis, S. and Wheelwright, S. 1977.  Forecasting: issues and challenges. Journal of Market-

ing. 24, 24–38. 

 

Makridakis, S., Andersen, A., Carbone, R., Fildes, R., Hibon, M., Lewandowski, R., Newton, J., 

Parzen, E., Winkler, R. 1982. The accuracy of extrapolation (time series) methods: results of a 

forecasting competition. Journal of Forecasting, 1, 111-153. 

 

Makridakis, S,. Wheelwright, S. and McGee V.E. 1983. Forecasting methods and applications. 

New York: John Wiley.  

 

Makridakis, S. 1990. Forecasting, Planning and Strategy for the 21
st
 Century. New York: Free 

Press.  

 

MarketWatch.com. 2006. Applica Inc. Available at: 

http://www.marketwatch.com/tools/quotes/quotes.asp?symb=APN&siteid=mktw  Accessed: 14 

December 2006. 

 

McCarthy, T.M., Davis, D.F., Golicic, S.L. and Mentzer, J.T. 2006. The evolution of sales fore-

casting management: a 20-year longitudinal study of forecasting practices. Journal of Forecasting, 

25, 303-324. 

 

McCracken, G. 1988. The long interview. Newbury Park, CA: Sage Publications Inc. 

 

Mentzer, J.T and Cox J.E. 1984. Familiarity, application, and performance of sales forecasting 

techniques. Journal of Forecasting 3, 27-36. 

 

Mentzer, J.T. and Kahn, K.B. 1995. Forecasting technique familiarity, satisfaction, usage, and ap-

plication. Journal of Forecasting 14, 465-476. 

 

Mentzer, J.T. and Kahn, K.B. 1997. State of sales forecasting systems in corporate America. The 

Journal of Business Forecasting, Spring, 6-13. 

 

Mentzer, J.T.,  Bienstock, C.C. and Kahn, K.B. 1999. Benchmarking sales forecasting manage-

ment. Business Horizons, May–June, 48–56. 

http://www.marketwatch.com/tools/quotes/quotes.asp?symb=APN&siteid=mktw


 

202 

 

 

Mentzer, J.T., Moon, M.A. 2006. Sales forecasting management. Thousand Oaks, CA: Sage Publi-

cations, Inc. 

 

Moon, M.A., Mentzer, J.T., Smith, C.D. and Garver, M.S. 1998. Seven keys to better forecasting. 

Business Horizons, September–October, 44–52. 

 

Moon, M. A., Mentzer, J. T., Smith, C. D. 2003. Conducting a sales forecasting audit. Interna-

tional Journal of Forecasting, 19, 5-25. 

 

Moon, M. A. 2004. What is world-class forecasting? A perspective on 20 years of research. APICS 

International Conference Proceedings, B10-B15. 

 

Morse, J.M. 1994. Designing funded qualitative research, In N. Denzin and Y. S. Lincoln Editors, 

Handbook of Qualitative Research. Newbury Park: Sage, 220-235. 

 

Miles, M.B., and Huberman, A.M. 1994. Qualitative data analysis. Thousand Oaks, CA: Sage 

Publications Inc. 

 

Ngqiyaza, B. 2008. Cosatu hits at state over negligence on Eskom power advice. The Star, 23 

January, 1. Available: http://www.thestar.co.za/index.php?fArticleId=4217899 Accessed: 10 Feb-

ruary 2008. 

 

Nike, Inc. 2005. Annual report. Beaverton OR: Nike Inc. Available at: 

http://media.corporateir.net/media_files/irol/10/100529/Areports/ar_05/docs/2005_annual_report.p

df Accessed: 15 October 2006. 

 

Nunberg, M. 1990. Management issues in business forecasting. Unpublished MBA dissertation. 

Johannesburg: University of the Witwatersrand. 

 

OECD. 2008a. Main economic indicators. 9, September. Available at: 

http://titania.sourceoecd.org/vl=1383512/cl=25/nw=1/rpsv/statistic/s16_home.htm?jnlissn=160812

34 Accessed: 10 October 2008. 

 

 OECD. 2008b. Quarterly national accounts. 6, June. Available at: 

http://titania.sourceoecd.org/vl=1383512/cl=25/nw=1/rpsv/periodical/p25_home.htm?jnlissn=unde

fined Accessed: 30 September 2008. 

 

Ragin, C.C. 1987. The comparative method: moving beyond qualitative and quantitative strate-

gies. Berkeley and Los Angeles, CA: University of California Press. 

http://www.thestar.co.za/index.php?fArticleId=4217899
http://media.corporateir.net/media_files/irol/10/100529/Areports/ar_05/docs/2005_annual_report.pdf
http://media.corporateir.net/media_files/irol/10/100529/Areports/ar_05/docs/2005_annual_report.pdf
http://titania.sourceoecd.org/vl=1383512/cl=25/nw=1/rpsv/statistic/s16_home.htm?jnlissn=16081234
http://titania.sourceoecd.org/vl=1383512/cl=25/nw=1/rpsv/statistic/s16_home.htm?jnlissn=16081234
http://titania.sourceoecd.org/vl=1383512/cl=25/nw=1/rpsv/periodical/p25_home.htm?jnlissn=undefined
http://titania.sourceoecd.org/vl=1383512/cl=25/nw=1/rpsv/periodical/p25_home.htm?jnlissn=undefined


 

203 

 

Romer, C. and Romer, D. 2007. The FOMC versus the staff: where can monetary policymakers 

add value? Paper presented at New Orleans conference of the American Economic Association. 

Berkeley: University of California. 

 

Sabinet. 2008a. Current and completed research. Sabinet Online Ltd. Available at: 

http://search.sabinet.co.za.ez.sun.ac.za/WebZ/html/t2/basicsearch.html?sessionid=01-33114-

298668129&active=4&dbchoice=1&dbname=nexus Accessed: 10 January 2008 

  

Sabinet. 2008b. Current and completed research – business forecasting: 1983-2008. Sabinet 

Online Ltd. Available at: 

http://search.sabinet.co.za.ez.sun.ac.za/WebZ/AdvancedQuery?sessionid=01-33157-840794516 

Accessed: 10 January 2008.  

 

Sandelowski, M. 1995. Focus on qualitative methods: sample size in qualitative research. Research 

in Nursing & Health, 18, 179-183.  

 

Sanders, N.R. and Manrodt, K.B. 1994. Forecasting practices in US corporations: survey results. 

Interfaces, 24(2), 92-100. 

 

Schlender, B. R. 1998. Intel concedes it made too many 80386 chips, sees growth stalling. Wall 

Street Journal, 21 November, B4. 

 

Schultz, R. 1984. The implication of forecasting models. Journal of Forecasting 3, 43–55. 

 

Schultz, R. 1992. Fundamental aspects of forecasting in organizations. International Journal of 

Forecasting, 7, 409-411. 

 

SNAC. 2007. Body image. University of California, Los Angeles. Available at: 

http://www.snac.ucla.edu/pages/Body_Image/Body_Image.htm Accessed: 18 March 2007. 

 

Sparkes, J.R. and McHugh, A.K. 1984. Awareness and use of forecasting techniques in British 

industry. Journal of Forecasting, 3, 37-42. 

 

Spiggle, S. 1994. Analysis and interpretation of qualitative data in consumer research. Journal of 

Consumer Research, 21, 491-503. 

 

Stanford News Service. 1995. Law reviews: do the inmates run the asylum? Stanford University. 

Available at: http://news-service.stanford.edu/pr/95/950228Arc5352.html Accessed: 20 March 

2007. 

 

http://search.sabinet.co.za.ez.sun.ac.za/WebZ/html/t2/basicsearch.html?sessionid=01-33114-298668129&active=4&dbchoice=1&dbname=nexus
http://search.sabinet.co.za.ez.sun.ac.za/WebZ/html/t2/basicsearch.html?sessionid=01-33114-298668129&active=4&dbchoice=1&dbname=nexus
http://search.sabinet.co.za.ez.sun.ac.za/WebZ/AdvancedQuery?sessionid=01-33157-840794516
http://www.snac.ucla.edu/pages/Body_Image/Body_Image.htm
http://news-service.stanford.edu/pr/95/950228Arc5352.html


 

204 

 

Strauss, A. and Corbin, J. 1990. Basics of qualitative research: grounded theory procedures and 

techniques. Newbury Park, CA: Sage Publications Inc. 

 

Svendsen, I. 2007. The forecasting process at Norges Bank – a comment to Michael Andersson. 

Paper delivered at Bank of Canada Conference, Ottawa, 26 October, 2007. 

 

Taleb, N.N. 2007. The black swan: the impact of the improbable. New York: Random Press. 

 

Taylor, R.E. 1994. Qualitative research. In M. Singletary, Mass Communications. Longman, New 

York: Longman, 265-279. 

 

US Census Bureau. 2005. Company statistics – profiling US businesses. US Department of Com-

merce. Available at: http://www.census.gov/csd/susb/susb04.htm Accessed: 12 June 2006. 

 

Watson, M.C. 1996. Forecasting in the Scottish electronics industry. International Journal of 

Forecasting, 12, 361-371. 

 

Weinsten, D. 1982. Forecasting for industrial products. In: S. Makridakis and S.C. Wheelwright, 

Editors, The handbook of forecasting. New York : John Wiley, 413-427. 

 

Winklhoffer, H. and Diamantopoulos, A. 1996. First insights into export sales forecasting prac-

tice: a qualitative study. International Marketing Review, 13(4), 52-81. 

 

Wilson, G.D. 1987. Econometric models in business decision-making. Unpublished MBA disserta-

tion. Johannesburg: University of the Witwatersrand. 

 

Woodside, A.G. and Wilson, E.J. 1995. Applying the long interview in direct marketing research. 

Journal of Direct Marketing, 9(1), 37-55. 

 

Woodside, A.G., MacDonald, R. and Burford, M. 2004. Grounded theory of leisure travel. Journal 

of Travel & Tourism Marketing, 17 (1), 7-39. 

 

Worthen, B. 2003. Future results not guaranteed. CIO Magazine, 15 July. 

 

Yeomans, K. A. and Bendixen, M.T. 1988. Business forecasting in South Africa: practice and 

cases. The Statistician, 37, 173-186. 

 

Yin, R.K. 2003. Case study research. Thousand Oaks, CA: Sage Publications Inc. 

 

 

http://www.census.gov/csd/susb/susb04.htm

