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V1 N1 April/June 1998.    The ethics dilemma. 
V1 N2 July/September 1998    Global CI – taking on the world.   
V1 N3  October/December 1998.  The 1998 CI software survey. 
V2 N1 January/March 1999   Looking forward post millennial CI. 
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V2 N3 July/September 1999   Managing your CI career. 
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V4 N1 January/February 2001   Merger and acquisition intelligence. 
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V8 N1 January/February 2005  Communicating CI 
V8 N2 March/April 2005  Sales/Marketing intelligence 
V8 N3 May/June 2005   CI Case studies 
V8 N4 July/August 2005  International CI case studies 
V8 N5 September/October 2005 Defensive CI 
V8 N6 November/December 2005 Lone CI 
V9 N1 January/February 2006  Cooperative intelligence 
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V10 N3 May/June 2007    Early Warning 
V10 N4 July/August 2007    CTI 
V10 N5 September/October 2007  Airline industry 
V10N6 November/December 2007 Global networking 
V11N1 January/February 2008 Software use 
V11N2 March/April 2008  Ethics 
V11N3 May/June 2008   Global CI 
 
 
 
 
 



CI magazine issue index 3 

 
V1 N1 April/June 1998.  The ethics dilemma. 
 
Miller, Stephen   Why competitive intelligence magazine?   April/June 98, 1/1, p3. 

CI newswatch.  April/June 98, 1/1, p5-7. 
Gilad, Ben  A letter to a CEO. April/June 98, 1/1, p11-15. 
Cain, John  Supporting field sales with CI. April/June 98, 1/1, p26-28. 
Sapia-Bosch, Alfonso Navigating through the legal/ethical gray zone. April/June 98, 1/1, p29-31. 
Tancer, Robert 
Miller, Stephen  Face to face: Clifford Kalb. April/June 98, 1/1, p32-35. 
Wergeles, Fred  Commercial satellite imagery. April/June 98, 1/1, p36-39. 
Baranauskas, Tom Insights into Brazilian CI practices. April/June 98, 1/1, p41-43. 
Sharp, Seena  Substitutes: your next marketing headache. April/June 98, 1/1, p44-46. 
Simon, Neil  CI teams must keep pace as companies grow.   April/June 98, 1/1, p47-49. 
Sawyer, Deborah Beyond the dial-tone.   April/June 98, 1/1, p51-52. 
Powell, Tim  Skila: CI software for the healthcare industry.   April/June 98, 1/2 , p53-54.   
 
 
V1 N2 July/September 1998  Global CI – taking on the world.   
 
Miller, Stephen  CI for a smaller, faster world. July/Sept 98, 1/2 p3-4. 
Miller, Stephen  CI newswatch. July/Sept 98, 1/2, p5-6. 
Bentley, Samuel 
Rosen, Linda  Capturing and sharing CI: Microsoft’s intranet. July/Sept 98, 1/2 p9-12. 
Herring, Jan  What is intelligence analysis? July/Sept 98, 1/2 p13-16.  
Bentley, Sam  Face to face with Ava Youngblood. July/Sept 98, 1/2 p19-20.   
Klein, Chuck  Cultural differences in CI techniques. July/Sept 98, 1/2 p21-23. 
Werther, Guntram Doing business in new world disorder: problem with precision. July/Sept 98, 1/2 , p24-
26. 
Robertson, Michelle Seven steps to global CI. July/Sept 98, 1/2 , p29-33. 
Simpkins, Robert The global mind. July/Sept 98, 1/2 p34-36.  
Berger, Amy  Being honest in a dishonest world. July/Sept 98, 1/2 p 38-39.  
 
Ward, Constance The CI shell game.   July/Sept 98, 1/2 p41-42.   
Stover, Peggy  The want ads.    July/Sept 98, 1/2 p43-44.   
Simon, Neil  Determining measures of success.   July/Sept 98, 1/2 p45-47.   
Sawyer, Deborah Covenants: when doing the right thing may turn out all wrong. July/Sept 98, 1/2 , p.49-
50. 
 
Kolb, Guy  A world of individuals.   July/Sept 98, 1/2 p56.   
  
 
V1 N3  October/December 1998. The 1998 CI software survey.  
 
Miller, Stephen  Sharpening our competitive edge.  Oct/Dec 98, 1/3, p3. 
Bentley, Samuel CI newswatch. Oct/Dec 98, 1/3, p5-8. 

Readers forum. Oct/Dec 98, 1/3, p11. 
Marren, Patrick  Competitor cost structure, or the great white whale. Oct/Dec 98, 1/3, p13-16. 
Fuld, Leonard   Intelligence software: 1998 customer satisfactions report and survey. 

 Oct/Dec 98, 1/3, p18-23. 
Aker, Brooke  An information technology blueprint for conducting CI. Oct/Dec 98, 1/3, p25-28. 
Gilad, Ben  What is intelligence analysis? Part 2. Oct/Dec 98, 1/3, p29-31. 
Bentley, Samuel The Centre of the storm: my week as a CI grunt. Oct/Dec 98, 1/3, p33-35. 
Ward, Constance What could a CI professional possibly learn from a journalist?  Oct/Dec 98, 1/3, p39-40. 
Sawka, Kenneth The analytical challenges of the lone CI manager.   Oct/Dec 98, 1/3, p41-42. 
Stover, Peggy  CI for consumer packaged goods.   Oct/Dec 98, 1/3, p43-44. 
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Sawyer, Deborah Uncompetitive CI policies. Oct/Dec 98, 1/3, p45-46. 
Simon, Neil  Barriers to an information sharing culture.   Oct/Dec 98, 1/3, p47-49. 
 
 
V2 N1 January/March 1999 Looking forward post millennial CI. 
 
Miller, Stephen  Back to the future.   Jan/March 99, 2/1, p3. 

CI newswatch. Jan/March 99, 2/1, p5-7. 
Readers’ forum. Jan/March 99, 2/1, p9-10. 

Klein, Chuck  Intelligence challenges for small companies in export markets. Jan/March 99, 2/1, p11-
13. 
Wing, Melanie  CI in a newly competitive market. Jan/March 99, 2/1, p14-16. 
Mysore, Nick  Surviving the CI challenge. Jan/March 99, 2/1, p 18-19. 
Turan, Osman 
Codogno, Enrico Getting CI from internal sources. Jan/March 99, 2/1, p21-23. 
Shaker, Steven  CI: a futurist’s perspective. Jan/March 99, 2/1, p24-27. 
Gembicki, Mark   
Dover, Gary  Knowledge warriors: intelligence specialists in the 21st century. Jan/March 99, 2/1, p29-
33. 
Ward, Constance Myths about CI report writing.   Jan/March 99, 2/1, p35-36. 
Stover, Peggy  When the press interviews your competitors.   Jan/March 99, 2/1, p37. 
Powell, Tim  Technology in the real world.   Jan/March 99, 2/1, p39-40. 
Sawka, Kenneth Finding intelligence analysts.   Jan/March 99, 2/1, p41-42. 
Simon, Neil  CI personnel: requirements for the multicultural organization.  Jan/March 99, 2/1, p43-
44. 
Sawyer, Deborah Inside job: organizational structure as competitive saboteur.  Jan/March 99, 2/1, p45-46. 
Kolb, Guy  The past as prologue.   Jan/March 99, 2/1, p48. 
 
 
V2 N2 April/June 1999 Government’s role in CI; helpful or heavy hand. 
 
Miller, Stephen  Big brother: CI’s friend or foe.   April/June 99, 2/2, p3. 

CI newswatch. April/June 99, 2/2, p5-7. 
Readers forum. April/June 99, 2/2, p8. 

Rothberg, Helen Fortifying strategic decisions with shadow teams. April/June 99, 2/2, p9-11. 
Maag, Gary  Expectation management for better CI results. April/June 99, 2/2, p13-15. 
Kalinowski, David 
Yurman, Dan  Home on the range: beyond Pony Express model of the lone CI analyst.  

April/June 99, 2/2, p16-18. 
Calof, Jonathan  What’s happening in Canada? April/June 99, 2/2, p20-3. 
Skinner, Bill  
Lisse, Bill  Should US intelligence agencies provide CI? April/June 99, 2/2, p25-26. 
Savitz, Scott  Mission to Beijing. April/June 99, 2/2, p27-29. 
Ward, Constance More lessons from the newsroom.   April/June 99, 2/2, p31-32. 
Powell, Tim  Tracking patents with IPAM.   April/June 99, 2/2, p33-34. 
Sawka, Kenneth Training intelligence analysts.   April/June 99, 2/2, p35-36. 
Stover, Peggy  Preventive medicine against CI attacks.   April/June 99, 2/2, p37. 
Sawyer, Deborah Is adamancy destroying your competitive advantage?  April/June 99, 2/2, p38-39. 
Simon, Neil  The learning organization.   April/June 99, 2/2, p40-42. 
Kolb, Guy  Laissez-faire? Why care?   April/June 99, 2/2, p44. 
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V2  N3 July/September 1999 Managing your CI career 
 
Miller, Stephen  Creating your own CI future.   July/Sept 99, 2/3, p3. 

CI newswatch. July/Sept 99, 2/3, p5-10. 
   Readers’ forum. July/Sept 99, 2/3, p11-13. 
Hruby, F. Michael Scramble competition. July/Sept 99, 2/3, p15-18. 
Breacher, Sarah Tools for predicting alternative futures. July/Sept 99, 2/3, p19-22. 
Barndt, Walter  Ten tips for survival and success. July/Sept 99, 2/3, p23-26. 
Berger, Amy  Yo ho, yo ho, a consultant’s life for me. July/Sept 99, 2/3, p27-28. 
Klein, Chuck  Overcoming ‘net disease.’ July/Sept 99, 2/3, p29-32. 
Grubb, James  George Washington’s seven intelligence strategies. July/Sept 99, 2/3, p33-34. 
Ward, Constance CI – AOK; but CIA – no way.   July/Sept 99, 2/3, p 35. 
Sawka, Ken  Competing hypotheses analysis.   July/Sept 99, 2/3, p 37-38. 
McGonagle, John The fair credit reporting act and CI.   July/Sept 99, 2/3, p39-41. 
Simon, Neil  Individual ‘subscription’ to the CI process.   July/Sept 99, 2/3, p 43-45. 
Sawyer, Deborah Turmoil inside = disadvantage outside.   July/Sept 99, 2/3, p 47-48. 
Kolb, Guy  Universal CI career advice?   July/Sept 99, 2/3, p 52. 
 
 
V2 N4 October/December 1999  The CI/higher education dilemma. 
 
Miller, Stephen  Halls of ivy.   Oct/Dec 99, 2/4, p3. 

CI newswatch. Oct/Dec 99, 2/4, p7-9. 
Dishman, Paul  Red herrings and disinformation. Oct/Dec 99, 2/4, p11-14. 
Clarke, John  Why good people make bad decisions – despite great intelligence.  

Oct/Dec 99, 2/4, p15-18. 
Merritt, Christopher CI and the higher education dilemma. Oct/Dec 99, 2/4, p19-22. 
Prescott, John  Debunking the ‘academic abstinence’ myth of CI. Oct/Dec 99, 2/4, p22-27. 
Calof, Jonathan  Teaching CI: opportunities and needs. Oct/Dec 99, 2/4, p28-31. 
Gower, Joseph  Thoughts on an emerging profession. Oct/Dec 99, 2/4, p32-34. 
Steinhardt, Susan Face to face with John Pepper.  Oct/Dec 99, 2/4, p35-38. 
Vedder, Richard CEO and CIO attitudes about CI. Oct/Dec 99, 2/4, p39-41. 
Ward, Constance Alphabet soup for lunch.   Oct/Dec 99, 2/4, p42. 
Sawka, Ken  It’s the analysis, stupid.   Oct/Dec 99, 2/4, p43-44. 
McGonagle, John Expert testimony and the law.   Oct/Dec 99, 2/4, p45-47. 
Simon, Neil  CI soft skill competencies.   Oct/Dec 99, 2/4, p48-49. 
Powell, Tim  Web record adds punch to page prints.   Oct/Dec 99, 2/4, p50-51. 
Sawyer, Deborah Another inside job: the perils of rapid technological change.  Oct/Dec 99, 2/4, p53. 
Kolb, Guy  Educated professionals.   Oct/Dec 99, 2/4, p56. 
 
 
V3 N1 January/March 2000   Sales staff and CI.  
 
Miller, Stephen  Rallying the reps.   Jan/March 00, 3/1, p3. 
   CI newswatch. p7-9. 
   Readers’ forum. P10. 
Kennedy, Kevyn Doing business globally? Focus CI on suppliers. Jan/March 00, 3/1, p11-13. 
Wheaton, Kristan How to make an embassy work for you. Jan/March 00, 3/1, p14-17. 
Werther, Guntram Profiling ‘change processes’ as a strategic analysis tool. Jan/March 00, 3/1, p19-22. 
Naylor, Ellen  Capturing competitive intelligence from your sales force. Jan/March 00, 3/1, p24-28. 
Thomas, Cody  Surviving deregulation: using field reps for CI in the electric utility  industry.  

Jan/March 00, 3/1, p30-31. 
Boureston, J.  Using ‘intelligent search agents’ for CI. Jan/March 00, 3/1, p32-36. 
Sharp, Seena  Truth or consequences: 10 myths that cripple CI.  Jan/March 00, 3/1, p37-40. 
Ward, Constance A life in the day of a CI professional.   Jan/March 00, 3/1, p41. 
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McGonagle, John Ethics and client identification.   Jan/March 00, 3/1, p42-43. 
Sawyer, Deborah Are you blunting your own strategic weapons?   Jan/March 00, 3/1, p44-45. 
Simon, Neil  Ensuring team success.   Jan/March 00, 3/1, p46-49. 
Powell, Tim  Disinformation about knowledge management.   Jan/March 00, 3/1, p51-52. 
Sawka, Kenneth New Year’s resolutions for your CI program.   Jan/March 00, 3/1, p53-54. 
Kolb, Guy  Company-wide CI.   Jan/March 00, 3/1, p56. 
 
 
V3 N2 April/June 2000 CI savvy entrepreneurs. 
 
Miller, Stephen  CI in all sizes.   April/June 00, 3/2, p3. 

CI newswatch. April/June 00, 3/2, p5-9. 
Readers forum. April/June 00, 3/2, p11. 

Collier, Donald  Mining the gold in financial intelligence. April/June 00, 3/2, p13-16. 
Mysore, Nick  Competitive intelligence in the airline industry. April/June 00, 3/2, p17-20. 
Lobo, Dave 
Miller, Jerry  Small business intelligence: people make it happen. April/June 00, 3/2, p22-27. 
Kennedy, Robert Benchmarking and its myths. April/June 00, 3/2, p28-33. 
Klein, Chuck  The seven gates of export marketing intelligence. April/June 00, 3/2, p34-36. 
Fleisher, Craig  A FAROUT way to manage CI analysis. April/June 00, 3/2, p37-40. 
Bensoussan, Babette 
Ward, Constance Moaning about being maligned.   April/June 00, 3/2, p41-42. 
McGonagle, John Ethics and client information.   April/June 00, 3/2, p43-44. 
Vella, Caroline 
Sawyer, Deborah Trojan horses, fifth columns, and other threats.   April/June 00, 3/2, p45-46. 
Simon, Neil  Team development.   April/June 00, 3/2, p47-51. 
Powell, Tim  E-commerce benchmarking.   April/June 00, 3/2, p51-52. 
Sawka, Kenneth Are we valuable?   April/June 00, 3/2, p53-54. 
Kolb, Guy  Entrepreneurial CI.   April/June 00, 3/2, p56. 
 
 
 
 V3 N3 July/September 2000 Communication: breaking the barriers.  
 
Miller, Stephen  Picture this.   July/Sept 00, 3/3, p 

CI newswatch. July/Sept 00, 3/3, p 
Miller, Stephen  CI at Avent: a bottom line impact. July/Sept 00, 3/3, p 
Miller, Stephen  Annual conference highlights. July/Sept 00, 3/3, p 
Rice, Steve  Public environmental records. July/Sept 00, 3/3, p 
Kennedy, Kevyn Minding the supply chain. July/Sept 00, 3/3, p 
Cullen, Susan  Communicating complex issues to decision makers: a patent example. 

July/Sept 00, 3/3, p 
Garland, Eric  CI consultants and clients. July/Sept 00, 3/3, p 
Calof, Jonathan  Opportunity intelligence: the missing CI tribe. July/Sept 00, 3/3, p 
Pasemko, Jay  CI for beginners: getting started. July/Sept 00, 3/3, p 
Barndt, Walter  SCIP at the crossroads.   July/Sept 00, 3/3, p 
Kalb, Clifford  CI, BI, and KM. July/Sept 00, 3/3, p 
Ward, Constance Raising your CIQ.   July/Sept 00, 3/3, p 
McGonagle, John Battle of the forms.    July/Sept 00, 3/3, p 
Simon, Neil  Cognition and performance.   July/Sept 00, 3/3, p 
Sawka, Kenneth Are we strategic?   July/Sept 00, 3/3, p 
Kolb, Guy  Listening and responding.   July/Sept 00, 3/3, p 
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V3 N4 October/December 2000  What is your competitor thinking.  
 
Miller, Stephen  The soft science of CI.   Oct/Dec 00, 3/4  p 

CI newswatch. Oct/Dec 00, 3/4,  p 
Readers forum. Oct/Dec 00, 3/4  p 

Miller, Stephen  Oracle vs. Microsoft: the media misses the message. Oct/Dec 00, 3/4  p 
Miller, Stephen  SCIP’s competitive technical intelligence symposium. Oct/Dec 00, 3/4  p 
Barron, Anne  Three easy steps for gathering intelligence at trade shows. Oct/Dec 00, 3/4  p 
House, Doug  Getting inside your competitor’s head. Oct/Dec 00, 3/4  p 
Glitman, Eric  Comprehending irrational competitor actions by future-based analysis. 

Oct/Dec 00, 3/4  p 
Gilad, Ben  An ad hoc, entrepreneurial CI model. Oct/Dec 00, 3/4  p 
Werther, Guntram Beyond the blocking tree: improving performance in future-oriented analysis.  

Oct/Dec 00, 3/4  p 
Price, John  CI in Latin America: new science meets old practice. Oct/Dec 00, 3/4  p 
McGonagle, John The EU data protection directive.   Oct/Dec 00, 3/4  p 
Ward, Constance Going to bat for your company.   Oct/Dec 00, 3/4  p 
Simon, Neil  Successful merger challenges. Oct/Dec 00, 3/4  p 
Sawka, Kenneth Keep your message short and sweet.   Oct/Dec 00, 3/4  p 
Powell, Tim  You gotta try this!   Oct/Dec 00, 3/4  p 
Weber, Bill  The view from SCIP.   Oct/Dec 00, 3/4  p 
 
 
 
V4 N1 January/February 2001  Merger and acquisition intelligence. 
  
Miller, Stephen  The urge to merge. Jan/Feb 01, 4/1,  p3. 

CI newswatch. Jan/Feb 01, 4/1,  p5-11. 
Darveau, Louis  Forecasting an acquisition. Jan/Feb 01, 4/1,  p13-17. 
Cook, Michelle  Anticipating unconventional M&As. Jan/Feb 01, 4/1,  p19-22. 
Cook, Curtis  The case of DaimlerChrysler. Jan/Feb 01, 4/1,  p19-22. 
Dishman, Paul  Two tools for M&A analysis. Jan/Feb 01, 4/1,  p23-26. 
Ward, Constance Re-writing the book on CI.   Jan/Feb 01, 4/1,  p27-28. 
McGonagle, John CI on your company’s intranet.   Jan/Feb 01, 4/1,  p29-30. 
Sawyer, Deborah Intelligent handling of suppliers.   Jan/Feb 01, 4/1,  p31-32. 
Simon, Neil  Win/win conflicts.   Jan/Feb 01, 4/1,  p33-35. 
Sawka, Kenneth Drills and holes.   Jan/Feb 01, 4/1,  p36-37. 

Readers forum. Jan/Feb 01, 4/1,  p38-42. 
Naylor, Ellen  Strategy! version 2.5.   Jan/Feb 01, 4/1,  p44-46. 
Aaron, Robert 
Weber, Bill  2001: a SCIP odyssey. Jan/Feb 01, 4/1,  p48. 
 
 
V4 N2 March/April 2001  CI software vs. human analysis.  
 
Miller, Stephen  Smart software, smarter people. March/April 01, 4/2,  p5. 

CI newswatch. March/April 01, 4/2,  p5-10. 
Carr, Laurence  Front line CI. March/April 01, 4/2,  p11-15. 
Holder, Bob  Scouting: a process for discovering, creating, and acting on knowledge. 

March/April 01, 4/2,  p17-21. 
Fuld, Leonard  Intelligence software. March/April 01, 4/2,  p22-27. 
Gilad, Ben  CI certification: do we need it? March/April 01, 4/2,  p28-31. 
Herring, Jan 
   Readers forum. March/April 01, 4/2,  p32. 
Ward, Constance CI – it’s just comma sense pt.1.   March/April 01, 4/2,  p33-34. 
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McGonagle, John The messenger and the message.   March/April 01, 4/2,  p35-36. 
Simon, Neil  Coaching for CI team success.   March/April 01, 4/2,  p37-39. 
Sawyer, Deborah When outsourcing comes back to haunt you.   March/April 01, 4/2,  p41-42. 
Sawka, Ken  It’s good to be needed.   March/April 01, 4/2,  p43-44. 
Powell, Tim  Spotting lemons on the web.   March/April 01, 4/2,  p45. 
Naylor, Ellen  ACT!   March/April 01, 4/2,  p46-50. 
Weber, Bill  Onwards and upwards.   March/April 01, 4/2,  p52. 
 
 
V4 N3 May/June 2001 Why retailers fail. 
 
Miller, Stephen  It’s not market research. May/June 01, 4/3,  p5. 

CI newswatch. May/June 01, 4/3,  p7-10. 
Fehringer, Dale  Improve the effectiveness of your CI newsletter. May/June 01, 4/3,  p11-14. 
Yake, Thomas  Why retailers fail. May/June 01, 4/3,  p15-19. 
Gilad, Ben  Industry risk management: CI’s next ste p May/June 01, 4/3,  p21-27. 
Persidis, Andreas Corporate intelligence: the evolution of CI? May/June 01, 4/3,  p28-29. 

Readers’ forum. May/June 01, 4/3,  p31. 
Sawka, Ken  CI in a down economy.   May/June 01, 4/3,  p33-34. 
McGonagle, John Why bother with an ethics policy?   May/June 01, 4/3,  p35-36. 
Ward, Constance CI – it’s just ‘comma’ sense.   May/June 01, 4/3,  p 37-38. 
Simon, Neil  I got it, why don’t they?    May/June 01, 4/3,  p39-42. 
Sawyer, Deborah The forest or the trees?   May/June 01, 4/3,  p43-44. 
McGonagle, John The CI bookshelf.   May/June 01, 4/3,  p46-48. 
Weber, Bill  The next stage.   May/June 01, 4/3,  p52. 
 
 
V4 N4 July/August 2001  Analyzing corporate personalities. 
 
Miller, Stephen  A certain personality. July/Aug 01, 4/4, p5. 
   CI newswatch. July/Aug 01, 4/4, p6-11. 
   Readers forum. July/Aug 01, 4/4, p12. 
Robinson, Mark  Competitive information security. July/Aug 01, 4/4, p14-16. 
Wells, Cheryl Ann Analyzing corporate personalities. July/Aug 01, 4/4, p17-20. 
Valencourt, Lawrence Beyond the intelligence cycle. July/Aug 01, 4/4, p21-26. 
Persidis, Andreas SCIP/CI: where to next? July/Aug 01, 4/4, p27-30. 
   Chapter news. July/Aug 01, 4/4, p33-35. 
Ward, Constance Observations from a train.   July/Aug 01, 4/4, p36. 
McGonagle, John Hold in confidence?   July/Aug 01, 4/4, p37-38. 
Simon, Neil  Business anthropology: clues to culture.   July/Aug 01, 4/4, p39-41. 
Grzelak, David 
Sawyer, Deborah One step forward, two steps back.   July/Aug 01, 4/4, p43-44. 
Sawka, Kenneth One if by land…   July/Aug 01, 4/4, p45-46. 
Aaron, Robert  Tools for searching the ‘deep web.’   July/Aug 01, 4/4, p47-49. 
Naylor, Ellen 
McGonagle, John The CI bookshelf.   July/Aug 01, 4/4, p50. 
Weber, Bill  Thinking ahead.   July/Aug 01, 4/4, p52. 
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V4 N5 Sept/Oct 2001 Countering disruptive technologies.  
 
 
Miller, Stephen  Expect the unexpected.   Sept/Oct 01, 4/5, p7. 
   CI newswatch. Sept/Oct 01, 4/5, p8-11. 
Kendrick, Terry  Ten things you really need to know about competitors. Sept/Oct 01, 4/5, p12. 
Blackmore, Julian 
Rivette, Kevin  Beware: competitors leveraging hidden assets. Sept/Oct 01, 4/5, p16-18. 
Kline, David 
Hill, Aaron  Things change: Countering disruptive technologies. Sept/Oct 01, 4/5, p19-22. 
Dishman, Paul 
Codogno, Enrico Location! Location! Location! Positioning CI. Sept/Oct 01, 4/5, p23-26. 
Belkine, Michael Corporate CI – tactical or strategic. (symposium) Sept/Oct 01, 4/5, p27-31. 
Fiora, Bill  Recruiting for CI positions.     Sept/Oct 01, 4/5, p32-36.  
Houston, Paul 
McGonagle, John Negatives are not positives.   Sept/Oct 01, 4/5, p37-38. 
Vella, Carolyn   
Sawyer, Deborah Comparing competing services.  Sept/Oct 01, 4/5, p39-40. 
Sawka, Kenneth Scenario analysis: alternative worlds.   Sept/Oct 01, 4/5, p41-42. 
Simon, Neil  Age-related thinking.   Sept/Oct 01, 4/5, p43-45. 
Naylor, Ellen  Wincite 7.0.   Sept/Oct 01, 4/5, p47-49. 
Aaron, Robert 
   Readers forum. Sept/Oct 01, 4/5,  p51. 
McGonagle, John CI bookshelf.   Sept/Oct 01, 4/5, p54. 
Weber, Bill  SCIP’s value proposition.   Sept/Oct 01, 4/5, p56. 
 
 
 
V4 N6 November/December  2001 Ethics revisited: a timely look at lessons learned.  
 
Aker, Brooke  When regulators target a rival.   Nov/Dec 01, 4/6, p40. 
Fiora, Bill  Moving from tactical to strategic.   Nov/Dec 01, 4/6, p43-44. 
McGonagle, John CI bookshelf.   Nov/Dec 01, 4/6, p52 
McGonagle/Tyson Just say no! Nov/Dec 01, 4/6, p29-30. 
McGonagle, John Selling CI- everything’s changed.   Nov/Dec 01, 4/6, p37. 
Mockus, Darrell  Avoid the intelligence disconnect. Nov/Dec 01, 4/6, p9-12. 
Miller, Stephen  Making headlines.   Nov/Dec 01, 4/6, p5. 
Minteer, Robert  CI for the young practitioner. Nov/Dec 01, 4/6, p34-36. 
Naylor/Aaron  Intellectual property software solutions.   Nov/Dec 01, 4/6, p48-50. 
Prescott, John  The P&G dilemma: espionage and ethics. Nov/Dec 01, 4/6, p22-24. 
Sawka, Kenneth The ethics of analysis.   Nov/Dec 01, 4/6, p38-39. 
Sawyer, Deborah Comparing competing services.   Nov/Dec 01, 4/6, p41-42. 
Simon, Neil  CI’s role in appreciative inquiry.   Nov/Dec 01, 4/6, p45-47. 
Telofski, Richard Targeting e-business competitors. Nov/Dec 01, 4/6, p31-33. 
Waters, Thomas Special delivery: high impact presentations. Nov/Dec 01, 4/6, p13-17. 
Weber, Bill  CI – more than ever.   Nov/Dec 01, 4/6, p52. 
Weiss, Arthur  CI ethics: how far can primary research go? Nov/Dec 01, 4/6, p18-21. 
 
 
 
V5 n1 January/February 2002 Sales and Marketing high flying success stories. 
 
Miller, Stephen  Interpreting the signs.   Jan/Feb 02, 5/1, p5. 
Hoyt, Bradley  Early warning; the art of inference. Jan/Feb 02, 5/1, p10-14. 
Britton, Cherry  Deconstructing advertising: strategy indicators. Jan/Feb02 5/1, p15-19. 
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Schultz, Stephen Capturing CI through your sales force. Jan/Feb 02, 5/1, p20-23. 
Glitman, Erik  Using CI to close the sale. Jan/Feb 02, 5/1, p24-26. 
Ormerod, Pia   How Ericsson turned its workforce into intelligence gatherers.  

Jan/Feb 02, 5/1, p27-29. 
Johnson, Mark  Competitive profiling with financial ratio analysis. Jan/Feb 02, 5/1, p35-39. 
Flint, Jeffrey  Solving the Russian research riddle. Jan/Feb 02, 5/1, p40-42. 
Sawka, Kenneth Analysts’ new year resolutions.   Jan/Feb 02, 5/1, p43-44. 
Weiss, Arthur  Ask Arthur!   Jan/Feb 02, 5/1,  p45-46. 
Aker, Brooke  Be aggressive.   Jan/Feb 02, 5/1, p47. 
McGonagle, John Isn’t the ‘net enough?  Jan/Feb 02, 5/1, p48-49. 
Sawyer, Deborah How time-based inventory impacts CI.  Jan/Feb 02,5/1, p50-51. 
Fiora, Bill  Writing intelligence reports that get read.   Jan/Feb 02, 5/1, p52-53. 
Simon, Neil  Creating your internal brand identify.   Jan/Feb 02, 5/1, p54-56. 
Aaron/Naylor  Knowledge.works (software column). Jan/Feb 02, 5/1, p57-59. 
McGonagle, John CI bookshelf.   Jan/Feb 02, 5/1,  p61-62. 
Weber, Bill  Creating bottom-line value.   Jan/Feb 02, 5/1, p64. 
 
 
V5 N2 March/April 2002 Intelligence in perspective  
 
Miller, Stephen  Worlds of intelligence.   March/April 02, 5/2, p5. 

CI newswatch. March/April 02, 5/2, p6-9. 
Ehrlich, Craig  Liar, liar: the perils of misrepresentation. March/April 02, 5/2, p11-14. 
Cherry, Jon  Getting the best intelligence at trade shows. March/April 02, 5/2, p15-17. 
Gardner, Chris   
Faran, Doran  What impedes your intelligence effort? March/April 02, 5/2, p18-20. 
Giese, Diane  A bright future for CI through competitive affairs. March/April 02, 5/2, p21-24. 
Herring, Jan  Point: the word is intelligence. March/April 02, 5/2, p25-26. 
Giese, Diane  Counterpoint: the word intelligence carries too much baggage. March/April 02, 5/2, p27. 
Morgan, Matthew From the battlefield to the business world: an intro to military intelligence.  

March/April 02, 5/2, p28-30. 
Glassford, Jon  What CI can learn from military intelligence. March/April 02, 5/2, p35-36. 
Chadbourne, David Operation joint endeavor. March/April 02, 5/2, p37-39. 

Readers forum. March/April 02, 5/2, p40. 
Fiora, Bill  Post-attack lessons from CI.   March/April 02, 5/2, p41-42. 
Sawka, Kenneth You think you’re so smart.   March/April 02, 5/2, p43-44. 
Aker, Brooke  Sometimes giants do fall.   March/April 02, 5/2, p45-46. 
Weiss, Arthur  Ask Author.   March/April 02, 5/2, p47-48. 
McGongagle, John Overcoming stereotypes.   March/April 02, 5/2, p49-51. 
Brim, Michael 
Sawyer, Deborah Assessing the invisible bidding on service contracts.   March/April 02, 5/2, p53-54. 
Simon, Neil  Whose fault is it anyway?   March/April 02, 5/2, p55-57. 
Naylor, Ellen  Competitive analysis simulation tool (CAST).   March/April 02, 5/2, p58-59. 
Aaron, Rob 
McGonagle, John Online product review.   March/April 02, 5/2, p61-2. 
Weber, Bill  ‘Right things’ – toward a core curriculum.   March/April 02, 5/2, p64. 
 
 
V5 N3 May/June 2002 CI software survey.  
 
Miller, Stephen  Transitions.   May/June 02, 5/3, p5. 

CI newswatch. May/June 02, 5/3, p6-8. 
Calof, Jonathan  A mentoring approach. May/June 02, 5/3, p9-11. 
Fox, Bob  
Nguyen, Dzung 
Mogel, Robert  Futuristic thinking. May/June 02, 5/3, p12-14. 
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Fuld, Leonard  CI software report 2002. May/June 02, 5/3, p15-23. 
Sawka, Kenneth 
Carmichael, Jean, 
Kim, Joseph 
Hynes, Kenneth 
Svetozarov, Vladimir Competitive intelligence in Russia. May/June 02, 5/3, p24-27. 
Ruttens, Philippe Management consulting’s CI elevator: still at ground level? May/June 02, 5/3, p28-30. 
Hacking, John  Securing your email with pretty good privacy. May/June 02, 5/3, p31-33. 

Readers forum. May/June 02, 5/3, p34. 
Fiora, Bill  The lost art of briefing.   May/June 02, 5/3, p35-36. 
Sawka, Kenneth Misalignment.   May/June 02, 5/3, p37-38. 
Aker, Brooke  Arm yourself with the law.   May/June 02, 5/3, p39-40. 
Weiss, Arthur  Ask Arthur!.   May/June 02, 5/3, p41-43. 
McGonagle, John Road warriors or road kill?   May/June 02, 5/3, p44-45. 
Vella, Carolyn 
Simon, Neil  Unleash your department’s human potential.   May/June 02, 5/3, p46-48. 
McGonagle, John The CI bookshelf.   May/June 02, 5/3, p49-50. 
Weber, Bill  SCIP’s life stages.   May/June 02, 5/3, p52. 
 
 
V5 N4 July/August 2002  Corporate culture 
 
Hohhof, Bonnie  Editor’s letter: back to the future.   July/Aug02 5/4 p5. 
Herring, Jan  Corporate culture: tool for anticipating competition. July/Aug 02, 5/4, p6-10. 
Klein, Regina   
Harris, Michael   
Bourey, Alison   
Glassford, Jon  Tell me a story. July/Aug 02, 5/4, p11-13. 
DeMan, Ard-Pieter How to analyze alliance networks. July/Aug 02, 5/4, p14-16. 
Rich, Annette  Sales intelligence. July/Aug 02, 5/4, p17-20. 
Alampalli, Sharada Role of CI for opportunity assessment. July/Aug 02, 5/4, p21-24. 
Whitehead, Charles Five building blocks for organizational renewal. July/Aug 02, 5/4, p25-27. 
Patchett, Val  May the force be with you. July/Aug 02, 5/4, p28-30. 
Weiss, Arthur  Ask Arthur!   July/Aug 02, 5/4, p31-3. 
Sawka, Ken  Unlocking CI’s value.   July/Aug 02, 5/4 p34-35. 
Aker, Brooke  Things aren’t always what they seem.   July/Aug 02, 5/4, p36. 
Fiora, Bill  Moving up the CI career ladder.   July/Aug 02, 5/4, p37-38. 
Barron, Anne  The ABCs of sleeping better before  and after trade shows. July/Aug 02, 5/4, p39-40. 
Dishman, Paul  The message of our medium needs to be less rare and more well done.  

July/Aug 02, 5/4, p42. 
Weber, Bill  Belonging versus buying.   July/Aug 02, 5/4, p44. 
 
 
 
V5 N5 September/October 2002  Win/loss analysis 
 
Hohhof, Bonnie  Sales and intelligence.   Sept/Oct 02, 5/5, p3. 
Dishman, Paul  This diverse society called SCI P    Sept/Oct 02, 5/5, p4. 
Naylor, Ellen  Increasing sales through win/loss analysis. Sept/Oct 02, 5/5, p5-8. 
Schultz, Stephen  Seven steps to building a successful win/loss program. Sept/Oct 02, 5/5, p9-12. 
West, William  Switch-pitch drill produces intelligence from sales force. Sept/Oct 02, 5/5, p13-15. 
Sperger, Michael From spin to insight: decoding common distress signals. Sept/Oct 02, 5/5, p16-19. 
Read, Peter  Analysis frameworks that work. Sept/Oct 02, 5/5, p20-23. 
Bernhardt, Douglas Strategic intelligence. Sept/Oct 02, 5/5, p24-28. 
Gilad, Ben  I cracked it.   Sept/Oct 02, 5/5, p29-30. 
Elizondo,Noe  Cross border competitive intelligence.   Sept/Oct 02, 5/5, p31-33. 
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Glitman, Erik   
Sawka, Kenneth  Department of surprise avoidance. Sept/Oct 02, 5/5, p33-34. 
Weiss, Arthur  Ask Author (competitor’s pricing).   Sept/Oct 02, 5/5, p35-36. 
Aker, Brooke  Painted into a corner.   Sept/Oct 02, 5/5, p37-38. 
McGonagle, John Book Reviews: Strategic and competitive analysis.   Sept/Oct 02, 5/5, p39. 
Weber, Bill  More in a time of less.   Sept/Oct 02, 5/5, p40. 
 
 
V5 N6 November/December 2002  Government lessons for CI 
 
 
Wing, Melanie  Leading for results: using intelligence for competitive advantage. Nov/Dec 02, 5/6, p2. 
Hohhof, Bonnie  Government lessons for CI. Nov/Dec 02, 5/6, p5. 
Weber, Bill  Anaheim – a measure of progress. Nov/Dec 02, 5/6, p6. 
Glassford, Jon  Intelligence failure? Or failure to understand intelligence? Nov/Dec 02, 5/6, p7-11.  
Johnson, Arik  Government intelligence mistakes: lessons for BI practitioners. Nov/Dec 02, 5/6, p12-
14. 
Underwood, Jim Corporate counter-terrorism, intelligence, and strategy. Nov/Dec 02, 5/6, p15-18. 
Kempfer, Hal  Risk management intelligence. Nov/Dec 02, 5/6, p19-22. 
Kurtz, Jay  Introduction to business wargaming.  Nov/Dec 02, 5/6, p23-28. 
Mignogna, Richard Expected value of additional intelligence. Nov/Dec 02, 5/6,  p29-33. 
Stanat, Ruth  Conducting BI gathering in Europe: seven key areas. Nov/Dec 02, 5/6, p34-37. 
Seydel, Joe   
Fiora, Bill  Outsourcing the CI function. Nov/Dec 02, 5/6, p38-39. 
Fuld, Leonard  Intelligence two centuries later. Nov/Dec 02, 5/6, p40-41. 
Aker, Brooke  Resist changes in standards. Nov/Dec 02, 5/6, p42. 
Elizondo, Noe  Laying the groundwork. Nov/Dec 02, 5/6, p43-44. 
Glitman, Erik   
Weiss, Arthur  Answers to you CI questions. Nov/Dec 02, 5/6, p45. 
Sawka, Ken  Stages of analysis. Nov/Dec 02, 5/6, p46-47. 
Tyson, Kirk  Book Review: Bottom line competitive intelligence. Nov/Dec 02, 5/6, p48. 
 
 
V6 N1 January/February 2003  Competitive analysis and conference program. 
 
Hohhof, Bonnie  Without honest, unbiased assessments, you have nothing. Jan/Feb 03, 6/1, p3. 
Dishman, Paul  Conference value: new skills, new people, new resources. Jan/Feb 03, 6/1, p4. 
Clark, Robert  Target-centric intelligence analysis. Jan/Feb 03, 6/1, p5-11. 
Bensoussan, Babette Strategic group analysis. Jan/Feb 03, 6/1, p12-16. 
Fleisher, Craig  
Cantrell, Robert  Competitive vectors. Jan/Feb 03, 6/1, p17-21. 
Baul, Don  Synergism: the case for value. Jan/Feb 03, 6/1, p23-28. 
Barron, Anne  Getting the most out of SCIP03. Jan/Feb 03, 6/1, p22,35. 
Reed, Michael  Strategic learning: your right, our responsibility. Jan/Feb 03, 6/1, p29-30. 
Fehringer, Dale  Conducting ‘comfort intelligence’ with scenario analysis. Jan/Feb 03, 6/1, p31-2. 
Sawka, Kenneth 
Prescott, John  The social capital of CI professionals. Jan/Feb 03, 6/1, p33-35. 
Fuld, Leonard  The fabric of focus. Jan/Feb 03, 6/1, p36-37. 
Fiora, Bill  Choose your words carefully. Jan/Feb 03, 6/1, p38. 
Sawka, Kenneth Analytical methodologies: no substitute for common sense. Jan/Feb 03, 6/1, p39-40. 
Aker, Brooke  Act with integrity. Jan/Feb 03, 6/1, p41. 
Elizondo, Noe  Modifying the tool set for collection and analysis. Jan/Feb 03, 6/1, p42-43. 
Glitman, Erik   
Weber, Bill  A new year and a new look. Jan/Feb 03, 6/1, p44. 
   SCIP03 conference program, insert. Jan/Feb 03, 6/1. 
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V6 N2 March/April 2003 CI and technology. 
 
Hohhof, Bonnie  Total information overload. March/April 03, 6/2, p3. 
Dishman, Paul  I want you. To volunteer. March/April 03, 6/2, p4. 
Herring, Jan  The future of competitive Intelligence: driven by knowledge-based competition. 

 March/April 03, 6/2, p5-12. 
Francis, David  A day in the life of a CI director: January 2012. March/April 03, 6/2, p8-9. 
Marling, George Technology for government intelligence and CI. March/April 03, 6/2, p13-17. 
Gilmore, John  Satellite imagery as a primary source in CI analysis. March/April 03, 6/2, p18-24. 
Buckingham, Chris Reducing technology risk. March/April 03, 6/2, p25-7, 32. 
Smith, Don 
Vora, Mahendra 
Chamberlain, Robert A framework for evaluating CI technologies. March/April 03, 6/2, p28-32. 
Sperger, Michael Analyzing from a distance: telecommuting and remote work in CI.  

March/April 03, 6/2, p33-35. 
Levy, Steve  A call to integrate: CI, customer relationship management, and sales force automation. 
    March/April 03, 6/2, p36-39. 
Raum, Bradley  Developing a CI function in a healthcare setting. March/April 03, 6/2, p40-41. 
Noda, Donald 
Cadden, Robin  The AAA intelligence portal implementation. March/April 03, 6/2, p42-44. 
Hanniford, Jeff 
Blume, John  A CI system to support field sales staff. March/April 03, 6/2, p45-46. 
Elizondo, Noe  Common mistakes in cross-border CI. March/April 03, 6/2, p47-48. 
Glitman, Erik 
Weiss, Arthur  What’s in a word: business, competitor and competitive intelligence.  

March/April 03, 6/2, p49. 
McGonagle, John CI technology readings. March/April 03, 6/2, p50. 
Frank, Jordan  Organize, analyze, distribute: the enterprise weblog. March/April 03, 6/2, p51-2. 
Sawka, Kenneth The four analytical techniques every analyst must know: part 1 – competing hypothesis 

analysis. March/April 03, 6/2, p53-43. 
Fuld, Leonard  A CEO’s favorite numbers. March/April 03, 6/2, p55-6. 
Goldstein, Marv  Think globally, act locally: strategically applying IT to CI. March/April 03, 6/2, p57-59. 
Weber, Bill  “SPCI” March/April 03, 6/2, p60 
 
 
V6 N3 May/June 2003 Financial intelligence. 
 
Palka, Marty  Prophet from profits: the evolution of financial competitive analysis. May/June 03, 6/3,  

p6-10. 
Weiss, Arthur  The urge to merge – and the role of CI. May/June 03, 6/3, p11-14. 
Kerwin, Kathleen Understanding financial statements. May/June 03, 6/3, p15-20. 
Scott, David M.  The CIO just said ‘dirty rotten cheaters’ on the analyst call! May/June 03, 6/3, p21-25. 
Schindler, Eduardo Corporate finance as a strategic factor for success. May/June 03, 6/3, p26-30. 
Siconolfi, Leslie  Food for thought: the impact of agency selection on successful Global CI outcomes. 

  May/June 03, 6/3, p31-34. 
Warrack, Peter  Primary information sources: a business approach.  May/June 03, 6/3, p35-38. 
Dishman, Paul  Look for the butterfly. May/June 03, 6/3, p3. 
Hohhof, Bonnie  The unbearable lightness of numbers. May/June 03, 6/3, p5. 
Skryzowski, Lauren Building a CI network from scratch. May/June 03, 6/3, p39-41. 
Porter, Kate  Non-US credit reports: what users need to know. May/June 03, 6/3, p42-44. 
Johnson, Derek  NPV analysis and applications for competitive intelligence. May/June 03, 6/3, p45-46. 
Watson, Liv  XBRL: its impact on the CI community. May/June 03, 6/3, p47-48. 
Lunger, Kirby 
Taulli, Tom 
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Chussil, Mark  Making competitors intelligent: the element of surprise. May/June 03, 6/3, p49-50. 
Paille, Ken 
Taborda, Joao Pedro The use of countertrade and offsets as a tool for strategic advantage. May/June 03,  

6/3, p51-52. 
Fiora, Bill  Applying consulting skills to CI projects: part 1. May/June 03, 6/3, p53-54. 
Elizondo, Noe  Delivering CI to international audiences. May/June 03, 6/3, p55. 
Glitman, Erik  
McGonagle, John Bibliography: financial CI. May/June 03, 6/3, p56. 
Sawka, Ken  The four analytical techniques every analyst must know. May/June 03, 6/3, p57-59. 
Fiora, Bill 
Weber, Bill  Calling all CI product and service vendors. May/June 03, 6/3, p60. 
 
 
V6 N4 July/August 2003 CI education. 
 
Kinsinger,Paul  Building a better customer: teaching MBAs how to use CI. July/August 03, 6/4, p6-11. 
Gilad, Ben  CI education: Harvard style. July/August 03, 6/4, p12-16. 
Blenkhorn, David Teaching CI to three diverse groups: undergraduates, MBAs and executives. 
July/August 03, 6/4, p17-20. 
Fleisher, Craig 
Dishman, Paul  When bad analysis happens to good people: biases from human limitations. 
July/August 03, 6/4, p21-26. 
Miller, Jerry  A comprehensive CI curriculum. July/August 03, 6/4, p27-30. 
Shelfer, Katherine CI education that advances CI practice. July/August 03, 6/4, p31-36. 
MacGillivray, Alice Knowledge management education at Royal Roads University. July/August 03, 6/4, 
p37-40. 
Gubeno, Janel  A guide to building an effective CI program from the ground up.  July/August 03, 6/4, 
p41-44. 
Dishman, Paul  With a sharp emphasis on the C. July/August 03, 6/4, p3. 
Hohhof, Bonnie  Too much unsophisticated supply chasing too little educated demand. July/August 03, 
6/4, p5. 
Fuld, Leonard  The softer side of due diligence. July/August 03, 6/4, p45-46. 
Fiora, Bill  Applying consulting skills to CI projects: part 2. July/August 03, 6/4, p47-48. 
Elizondo, Noe  Apples to apples, oranges to oranges. July/August 03, 6/4, p49. 
Glitman, Erik 
McGonagle, John Bibliography: education in CI. July/August 03, 6/4, p50. 
Sawka, Ken  The four analytical techniques every analyst must know. July/August 03, 6/4, p51-52. 
Kalb, Clifford  Core competencies: a practitioner’s view. July/August 03, 6/4, p53-55. 
Hulnick, Arthur  Teaching CI in a liberal arts curriculum. July/August 03, 6/4, p56-57. 
Settecase, Michelle A call for professionals in the classroom, or how to become an adjunct professor. 
July/August 03, 6/4, p58-59. 
Herring, Jan  CI professionalism. July/August 03, 6/4, p60. 
Naylor, Ellen  Introducing the Viva Intelligence Portal. July/August 03, 6/4, p62-64. 
McGonagle, John Book reviews. Competitive intelligence (Bernhardt); Harnessing the power of  

intelligence, counterintelligence, and surprise events. July/August 03, 6/4, p65-66. 
Farcot, Raoul  Using research templates to build practical CI skills. July/August 03, 6/4, p67. 
Weber, Bill  Top ten reasons to join SCIP today. July/August 03, 6/4, p68. 
 
 
V6 N5 September/October 2003 CI clients, delivering, measuring success. 
 
Kindler, Tim  Creating a successful CI operation in today’s corporate environment. Sept/Oct 03,  

6/5 p6-9. 
Prescott, John  The user driven CI model.  September/October 03, 6/5, p10-14. 
Williams, Rachele  
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Lewis, Dafydd  Rules of engagement: an essential prerequisite for delivering intelligence.  
September/October 03, 6/5, p15-29. 

Kansiger, Angela Delivering CI visually. September/October 03, 6/5, p20-23. 
Settecase, Michelle The cultural adaptation model: a benchmarking approach to CI. September/Oct 03, 
Meeker, Colleen   6/5, p24-26.  
Pettit, Raymond  Supporting metrics that matter. Sept/Oct 03, 6/5, p27-31. 
Faran, Doron  Manifesting the cost of uncertainty.  September/October 03, 6/5, p32-35. 
Hayes, Katherine From the trenches. September/October 03, 6/5, p3. 
Hohhof, Bonnie  Intelligence that cannot be ignored. September/October 03, 6/5, p5. 
Fiora, Bill  Creating information “that cannot be ignored.” September/October 03, 6/5, p36-37. 
Sawka, Ken  The four analytical techniques every analyst must know. Sept/Oct 03, 6/5, p38-39. 
Farcot, Raoul  Beware, not all intelligence is created equal. September/October 03, 6/5, p40-41. 
Desouza, Kevin  The communication of intelligence: three lessons.  September/October 03, 6/5, p42-44. 
McGonagle, John Book reviews: The Complete Guide to CI, 2nd edition; User Driven CI: crafting the value 
proposition; Controversies in CI.  September/October 03, 6/5, p45-46. 
Naylor, Ellen  Wincite Information Organizer. September/October 03, 6/5, p47. 
Brouard, Francois An environmental scanning project to increase CI awareness. Sept/Oct 03, 6/5, p48-50. 
McGonagle, John Bibliography: Delivering intelligence. September/October 03, 6/5, p51-52. 
Barnes, Nancy Dupre Delivering CI to non-executive audiences: interactive learning. Sept/Oct 03, 6/5 p53-4. 
Elizondo, Noe  Managing the multinational CI collection and analysis effort. Sept/Oct 03, 6/5, p55-56. 
Potter, Kent  Winning interest, securing support: keeping the boss on board. Sept/Oct 03, 6/5 p57-9. 
Weber, Bill  SCIP CI partner program. September/October 03, 6/5, p60. 
 
 
V6 N6 November/December Trade show, tactical intelligence. 
 
Calof, Jonathan  Trade show intelligence: intensive, exhaustive and fun. Nov/Dec 03, 6/6, p6-10. 
Fox, Bob 
Nolan, John  Getting the most ROI from your trade show budget. Nov/Dec 03, 6/6. p11-13. 
Eastman, Parmelee What kind of VIBES are you sending to your sales force? Nov/Dec 03, 6/6, p14-16. 
Reynolds, Rick  Why companies lose sales opportunities: subtle factors play a key role.  

November/December 03, 6/6 p17-20. 
Helfi, Elisabeth  Technical CI analysis and skill sets. November/December 03, 6/6 p21-24. 
Kalinowski, David Managing expectation: will clients ever fully understand? Nov/Dec 03, 6/6 p25-29. 
Powell, Tim  How high is your sales IQ? A process-based approach to sales intelligence.  
Allgaier, Cyndi   November/December 03, 6/6 p30-35. 
Hayes, Kathrine  Ripe and ready for picking. November/December 03, 6/6 p3. 
Hohhof, Bonnie  Connect the dots. November/December 03, 6/6 p5. 
Farcot, Raoul  Relevance, simplicity, and reciprocity. November/December 03, 6/6 p36-37. 
Fehringer, Dale  Re-vamping CI deliverables to meet reduced resources. Nov/Dec 03, 6/6 p38-39. 
Sawka, Kenneth Call ‘em like you see ‘em. November/December 03, 6/6 p40-41. 
Hulnick, Arthur  Protecting the profits; the key role of industrial security. Nov/Dec 03, 6/6 p42-43. 
Potter, Kent  In-source your CI function:  market and customer analysis. Nov/Dec 03, 6/6 p44-46. 
McGonagle, John Book reviews. Beyond Competitive intelligence (Robinson); Information management  

for the intelligent organization (Choo); Assessing competitive intelligence software  
(Bouthiler); Digital defense (Parenty)   November/December 03, 6/6 p47-48. 

Elizondo, Noe  Intelligence to support the cross-border CI effort. Nov/Dec 03, 6/6 p49-50. 
Glitman, Erik 
McGonagle, John Bibliography: tactical intelligence. November/December 03, 6/6 p51. 
Weiss, Arthur  Answers to your CI questions. November/December 03, 6/6 p52-53. 
Carr, Mardene  Are Jamaican librarians creating competitive advantage? Nov/Dec 03, 6/6 p54-55. 
Lashley, Beverley   
Horowitz, Richard CI, law, and ethics: the EEA revisited. November/December 03, 6/6 p56-57. 
Garland, Eric  Chaos, complexity, the future, and CI. November/December 03, 6/6 p58-59. 
Weber, Bill  Why a government track at SCIP04 in Boston? November/December 03, 6/6 p60. 
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V7 N1 January/February 2004, Strategic intelligence, industry intelligence.  
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