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Conference and trade show intelligence goes international.
May/June 08 v11n3, P22-26.

Conference and trade show planning committees as an intelligence resource.
November/December 06 9/6, p38-40.

Conference buzz. May/June 04, 7/3, p59.
Conference value: new skills, new people, new resources. Jan/Feb 03, 6/1, p4.

Connect the dots. November/December 03, 6/6 p5.

Connecting sales & marketing effectiveness to Cl. January/February 04, 7/1 p57-59.
Content management security: treat your system like home. Sept/Oct 05 8/5, p31-3.
Continuity of committed leadership, January/Feburary 07 10/1, p3.

Cooperative intelligence relationship building. May/June 06, 9/3, p.29-31.
Cooperative intelligence relationship building, part 2. July/August 06, 9/4, p38-40.
Cooperative intelligence: the executive angle. July/August 07 10/4, p.45-7.

Core competencies: a practitioner’s view. July/August 03, 6/4, p53-55.

The core of Cl is people. Jan/Feb 06 9/1, p5.

Corporate Cl — tactical or strategic. (symposium) Sept/Oct 01, 4/5, p 27-31.
Corporate counter-terrorism, intelligence, and strategy. Nov/Dec 02,5/6, p15-18.
Corporate culture: tool for anticipating competition. July/Aug 02, 5/4, p6-10.
Corporate finance as a strategic factor for success. May/June 03, 6/3, p26-30.
Corporate intelligence: the evolution of CI? May/June 01, 4/3, p.28-29.

The cost of news subscriptions got you down. May/June 05, 8/3 p49-51.

Countering competitive urban legends: helping management overcome false
competitive perceptions. January/Feburary 07 10/1, p10-13.

Countering your competitor’s CI. July/August 07 10/4, p.39-41.

Counterpoint: the word intelligence carries too much baggage. March/April 02, 5/2, p27.

Covenants: when doing the right thing turns out all wrong. July/Sept 98, 1/2 , p.49-50.

Create an intelligence program. Sept/Oct 05 8/5, p20-27.

Creating and maintaining a global experts database. May/June 08 v11n3, P 39-41.

Creating collaboration: best practice experiences from Latin America.
November/December 07, v10n6, p13-18.

Creating context with a Cl dashboard. May/June 04, p6-8.

Creating a successful Cl operation in today’s corporate environment.
September/October 03, 6/5, p6-9.

Creating bottom-line value. Jan/Feb 02, 5/1, p64.

Creating information “that cannot be ignored.” September/October 03, 6/5, p36-37.
Creating your internal brand identify. Jan/Feb 02, 5/1, p54-56.

Creating your own ClI future. July/Sept 99, 2/3, p3.

Creative uses of public sources for effective collection. Sept/Oct 06, 9/5, p28-33.

Cross border competitive intelligence. Sept/Oct 02, 5/5, p31-33.

Cross cultural strategies for competitive intelligence. Sept/October 04, 7/5, p.17-22.
The cultural adaptation model: a benchmarking approach to Cl. Sept/Oct 03, 6/5, p24-6.
Cultural differences in CI techniques. July/Sept 98, 1/2 p21-23.

The current state of source mapping. March/April 05, 8/2 p46-48.

Customer due diligence. May/June 06, 9/3, p.51-53.
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Customer-focused competitor analysis can save the day — or your company.
July/August 06, 9/4, p54-56.
Cyber security: a leverage point for the CI manager. March/April 08 v11n2, p47-49.

Data collection and networking. March/April 04, p72.

Data collection in China. May/June 04, 7/3, p57-58.

Data collection: the international perspective. July/August 05 8/4, p 47-48.
A day in the life of a ClI director: January 2012. March/April 03, 6/2, p8-9.

Dealing with the unknown: a holistic approach to MR and CI. Sept/Oct 06, 9/5, p15-20.
Dear C: please give me resources for a trade show intelligence program.
January/February 08, v11nl p49-52.

Debunking the ‘academic abstinence’ myth of Cl. Oct/Dec 99, 2/4, p22-27.
Deconstructing advertising: strategy indicators. Jan/Feb 02, 5/1, p15-19.
Defending intellectual assets from misappropriation. Sept/Oct 06, 9/5, p46-48.

Defensive competitive intelligence. Sept/Oct 05 8/5, p5.

Defining intelligence requirements: what is the question? Nov/Dec 05 8/6, p27-30.
Defining “strategic” — you and what army? March/April 07 10/1, p44-45.

Definitely maybe. November/December 04, 7/6, p37-40.

Deliberations for information collection. September/October 07 10/5, p.50-51.
Delivering ClI to international audiences. May/June 03, 6/3, p55.

Delivering Cl visually. September/October 03, 6/5, p20-23.

Delving deeper. May/June 06, 9/3, p.59.

Detecting deception, verifying veracity. May/June 04, 7/3, p39-41.
Department of surprise avoidance. Sept/Oct 02, 5/5, p33-34.

Determining measures of success. July/Sept 98, 1/2 p45-47.

Developing a ClI function in a healthcare setting. March/April 03, 6/2, p40-41.
Developing an early warning intelligence system. May/June 05, 8/3 p44-46.
Delivering Cl to non-executive audiences: interactive learning. Sept/Oct 03, 6/5 p53-4.
Detecting new technologies: the biomaterial case. Nov/Dec 04, 7/6, p23-26.

Differences in Cl approaches for service industries. January/February 04, 7/1 p29-32.
Digital dashboard technology — visualize the possibilities. July/August 04, 7/4 p57-59.
Disinformation about knowledge management. Jan/March 99, 3/1, p51-52.

Do you know what you are missing? July/August 05 8/4, p60.
Do you need a corporate intelligence director? Sept/October 04, 7/5, p46-7.
Doing business globally? Focus Cl on suppliers. Jan/March 99, 3/1, p11-13.
Doing business in new world disorder: problem with precision.

July/Sep 98, 1/2 p24-26.
Doing your due diligence: a present to yourself.

November/December 06 9/6, p41-43.

Drills and holes. Jan/Feb 01, 4/1, p.36-37.

Due diligence for outsourcing. March/April 07 10/1, p36-37
Due diligence for trade shows attended year after year.

Title Index 9



January/Feburary 07 10/1, p47-48.

E

Hoyt, Bradley Early warning; the art of inference. Jan/Feb 02, 5/1, p10-14.

Johnson, Arik Early warning meets human source: ACIS from Coemergence. Sept/October 04, 7/5,
p50-2.

Hohhof, Bonnie Early warning process. May/June 07 10/3 p.5.

Comai/Tena Early warning systems for your competitive landscape.
May/June 07 10/3 p.6-10.

Powell, Tim E-commerce benchmarking. April/June 00, 3/2, p51-52.

Hohhof, Bonnie Educate the consumers. July/August 07 10/4, p.5.

Kolb, Guy Educated professionals. Oct/Dec 99, 2/4, p56.

Carpe, David The egress of Spurl.net. Sept/October 04, 7/5, p59-60.

Jordan, Frank En Garde! — the art and practice of Cl. January/February 05, 8/1 p23-25.

Naylor, Ellen Enable sales to elicit market intelligence. May/June 08 v11n3, P45-46.

Ratajczak, JP Engineering engineers: a true story on how to develop a trade show intelligence
process. January/Feburary 07 10/1, p6-9.

Simon, Neil Ensuring team success. Jan/March 99, 3/1, p46-49

Kolb, Guy Entrepreneurial Cl.  April/June 00, 3/2, p56.

Brouard, Francois An environmental scanning project as a means to increase Cl awareness. Sept/Oct 03,
6/5, p48-50.

Fehringer, Dale Essential tools for ClI practitioners. November/December 06 9/6, p29-32.

McGonagle, John Establishing a world-class CI function (Comai and Prescott) book review.
May/June 08 v11n3, P56.

McGonagle, John Ethical codes — do it yourself. March/April 08 v11n2, p43-44.

Fehringer, Dale Ethical dilemmas in Cl. March/April 08 v11n2, p36-38.

Himelfarb, Dan Ethical due diligence. March/April 08 v11n2, p39-40.

Himelfarb, Dan Ethical issues within due diligence. March/April, 06 9/2, p33-35.

McGonagle, John Ethics. March/April, 06 9/2, p36.

McGonagle, John Ethics and client information. April/June 00, 3/2, p43-44.

McGonagle, John Ethics and client identification. Jan/March 99, 3/1, p42-43.

Calof, Jonathan Ethics and events for conferences and trade show. March/April 08 v11n2, p45-46,49.

Hohhof, Bonnie Ethics in competitive intelligence. March/April, 06 9/2, p5.

Sawka, Kenneth The ethics of analysis. Nov/Dec 01, 4/6 p38-39.

Naylor, Ellen Ethics: the cooperative angle. March/April 08 v11n2, p41-42.

Rothwell, Karen Ethics: the limits of intelligence gathering. March/April 08 v11n2, p34-35.

McGonagle, John Ethics of spying (Goldman) book review. May/June 08 v11n3 P56.

McGonagle, John The EU data protection directive. Oct/Dec 00, 3/4 p

Wheaton, Kristan Evaluating intelligence. September/October 07 10/5, p.19-23.

Calof, Jonathan Event intelligence: time to invite your government in. September/October 07 10/5, p.55-

57.

Nettleship, Chuck Everyday ethics: the importance of documented guidelines. Mar/April, 06 9/2, p39-40.

Fehringer, Dale Everyone wins when you write. Nov/Dec 05 8/6, p38-40.
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Expand your Cl network. March/April 04, p5.

Expect the unexpected. Sept/Oct 01, 4/5, p7.

Expectation management for better Cl results. April/June 99, 2/2, p13-15.
Expected value of additional intelligence. Nov/Dec 02,5/6, p.29-33.
Expert testimony and the law. Oct/Dec 99, 2/4, p45-47.

The fabric of focus. Jan/Feb 03, 6/1, p36-37.

Face to face: Clifford Kalb. April/June 98, 1/1, p32-35.

Face to face with Ava Youngblood. July/Sept 98, 1/2 p19-20.
Face to face with John Pepper. Oct/Dec 99, 2/4, p35-38.

The fair credit reporting act and Cl.  July/Sept 99, 2/3, p39-41
A FAROUT way to manage CI analysis. April/June 00, 3/2, p37-40.
Financial update for fiscal year 2005. July/August 06, 9/4, p58.

Finding human sources: beastly metaphors for research planning. March/April 05, 8/2

Finding intelligence analysts. Jan/March 99, 2/1, p41-2.

Finding the right intelligence mix for the export strategy. March/April, 06 9/2, p53-4.
First impressions. July/August 04, 7/4 p60.

Five building blocks for organizational renewal. July/Aug 02, 5/4, p25-27.

Food for thought: the impact of agency selection on successful Global Cl outcomes.
May/June 03, 6/3, p31-34.

For additional help... January/February 05, 8/1 p53.

For additional help... March/April 05, 8/2 p49.

Forecasting an acquisition. Jan/Feb 01, 4/1, p.13-17

The forest or the trees? May/June 01, 4/3, p.43-44.

Forging a strategic alliance with your legal department. March/April 04, p17-20.

Fortifying strategic decisions with shadow teams. April/June 99, 2/2, p9-11.

The four analytical techniques every analyst must know: part 1 — competing
hypothesis analysis. March/April 03, 6/2, p53-43.

The four analytical techniques every analyst must know. May/June 03, 6/3, p57-59.

The four analytical techniques every analyst must know. July/August 03, 6/4, p51-52.

The four analytical techniques every analyst must know. Sept/Oct 03, 6/5, p38-39.

A framework for evaluating CI technologies. March/April 03, 6/2, p28-32.
From spin to insight: decoding common distress signals. Sept/Oct 02, 5/5, p16-19.
From the battlefield to the business world: an introduction to military
intelligence. March/April 02, 5/2, p28-30.
From the trenches. September/October 03, 6/5, p3.
From unstructured text to valuable insights: leveraging text analytics to meet

competitive intelligence needs. January/February 08, viinl, p12-15.

Sperger, Michael
Carr, Laurence
McGonagle, John

Herring, Jan

Cl magazine

From zero to insights in three hours. July/August 04, 7/4 p14-18.
Front line CI. March/April 01, 4/2, p.11-15.
Future Inc. (Garland) book review. January/Feburary 07 10/1, p53.

The future of competitive Intelligence: driven by knowledge-based competition.
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March/April 03, 6/2, p5-12.
Futuristic thinking. May/June 02, 5/3, p12-14.

Gathering data from the internet: privacy concerns. July/August 06, 9/4, p47-49.
Gathering Cl in the international marketplace: operating in the US. January/February
05, 8/1 p51-52.

Gathering information form the internet: websites. September/October 06, 9/5, p49-51.
George Washington’s seven intelligence strategies. July/Sept 99, 2/3, p33-34.

Get your facts in order. September/October 06, 9/5, p54-5.

Getting a seat at the executive table. November/December 07, v10n6, p35-38.
Getting and keeping your edge. September/October 07 10/5, p.48-49.

Getting CI from internal sources. Jan/March 99, 2/1, p21-23.
Getting inside your competitor’s head. Oct/Dec 00, 3/4 p

Getting the most from Microsoft Office: tap into an underutilized asset in your

January/February 08, v11nl p-10.
Getting the most out of your organization’s knowledge management. Sept/October 04,
7/5, p27-30.

Getting rid of the mysticism — creating a new intelligence. Sept/October 04, 7/5, p37-39.
Getting the best intelligence at trade shows. March/April 02, 5/2, p15-17.

Getting the most ROI from your trade show budget. Nov/Dec 03, 6/6. p11-13.

Getting the most out of SCIP03. Jan/Feb 03, 6/1, p22,35.

Getting the scoop on primary interviews. March/April 08 v11n2, p52-55.

Getting to the bottom line with CI. Sept/October 04, 7/5, p53-4.

Global CI. Sept/October 04, 7/5, p58.

Global competitive intelligence blueprint. May/June 08 v11n3, p6-11.
Global, multinational, international.... Sept/October 04, 7/5 p7.

Global research methodology: finding the facts. Sept/October 04, 7/5, p61-2.
Global trade intelligence. Sept/October 04, 7/5, p44-45.

The global mind. July/Sept 98, 1/2 p34-36.

The Glocal landscape. May/June 08 v11n3, P5.

Going global — Ci in the multinational environment. Sept/Oct 07 10/5, p.38-39.
Going global means going local. November/December 06 9/6, p60.

Going to bat for your company. Oct/Dec 00, 3/4 p

The golden interview: how qualitative research methods can improve your primary
intelligence. May/June 06, 9/3, p.12-15.

Good to be in competitive intelligence? March/April, 06 9/2, p3.

Government information for Cl in Canada. November/December 04, 7/6, -46-48.
Government intelligence mistakes: lessons for Bl practitioners. Nov/Dec 02,5/6, p12-14.
Government lessons for Cl. Nov/Dec 02,5/6, p5.

A guide to building an effective CI program from the ground up. July/August 03,
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Halls of ivy. Oct/Dec 99, 2/4, p3.
Hard facts, dangerous half-truths and total nonsense (book review).
July/August 07 10/4, p.50-51.
Has America’s airline industry become too competitive? Sept/Oct 07 10/5, p. 34-37.

The heart of Cl is analysis. July/August 04, 7/4 p5.
Helping experiences practitioners share their experience. March/April, 06 9/2, p41- 42.

Herding butterflies and consultants: controlling the outsourced collection of intelligence.

March/April 07 10/1, p14-18.
Hiring a new recruit. May/June 06, 9/3, p.45-47.

Hold in confidence? July/Aug 01, 4/4, p37-38.
Home on the range: beyond the Pony Express model of the lone Cl analyst.
April/June 99, 2/2, p16-18.

How could | be wrong when | was right? Jan/Feb 06 9/1, p10-12.
How Ericsson turned its workforce into intelligence gatherers.
Jan/Feb 02, 5/1, p27-29.
How high is your sales 1Q? A process-based approach to sales intelligence.
November/December 03, 6/6 p30-35.
How intelligence shapes the strategy development process. Nov/Dec 05 8/6, p34-5.
How much is your competitive intelligence worth? March/April 07 10/1, p23-26.

How the social internet simplifies source identification. September/October 07 10/5,

How time-based inventory impacts Cl. Jan/Feb 02, 5/1, p50-51.

How to analyze alliance networks. July/Aug 02, 5/4, p14-16.

How to make an embassy work for you. Jan/March 99, 3/1, p14-17.

How to read faster to increase intelligence gathering. May/June 07 10/3 p.20-22.

HP and pretexting. November/December 06 9/6, p33-34.
Hypothetically speaking. November/December 04, 7/6, p41-42.

| cracked it. Sept/Oct 02, 5/5, p29-30.
| got it, why don’t they? May/June 01, 4/3, p.39-42.
| want you. To volunteer. March/April 03, 6/2, p4.

Identifying your company’s real intelligence needs. July/August 06, 9/4, p32-33.
Impact business decisions with competitive intelligence. Nov/Dec 07, v10n6, p31-34.
Impact strategic decisions with Cl. Nov/Dec 05 8/6, p23-26.

Implementing a successful corporate intranet. May/June 04, 7/3, p9-12.
Implementing Cl in a non-profit environment. January/February 04, 7/1 p33-36.
Improve the effectiveness of your Cl newsletter. May/June 01, 4/3, p.11-14.

Including management in your CI community. July/August 07 10/4, p.42-4.

Increasing sales through win/loss analysis. Sept/Oct 02, 5/5, p5-8.
Individual ‘subscription’ to the CI process. July/Sept 99, 2/3, p 43-45.
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Industry risk management: ClI's next step. May/June 01, 4/3, p.21-27.

Information sharing via a federated structure of departmental intelligence relays.
May/June 07 10/3 p.15-19.

Information sources for a global economy. May/June 08 v11n3, P49-50.

An information technology blueprint for conducting CI. Oct/Dec 98, 1/3, p25-28.
Information trapping (Calishain) book review. May/June 08 v11n3, P58.

The innovator’s solution toolset. January/February 04, 7/1 p24-28.

Inside job: organizational structure as competitive saboteur. Jan/Mar 99, 2/1, p45-46.
Insights into Brazilian CI practices. April/June 98, 1/1, p41-43.

Insights into science and technology. May/June 08 v11n3, P53-54.

In-source your Cl function: market and customer analysis. Nov/Dec 03, 6/6 p44-46.

Intellectual asset management: from information to profit. March/April 04, p29-34.
Intellectual property and Cl — a dialog. March/April 05, 8/2 p38-39.

Intellectual property software solutions. Nov/Dec 01, 4/6 p48-50.
Interpreting the signs. Jan/Feb 02, 5/1, p5.

Interviews with senior management. January/February 05, 8/1 p41-45.
Intelligence blogs in the enterprise: Traction 3.0. May/June 04, 7/3, p52-54.
The intelligence boards want — and rarely receive. May/June 06, 9/3, p.26-28.

Intelligence challenges for small companies in export markets. Jan/Mar 99, 2/1, p11-13.
Intelligence failure? Or failure to understand intelligence? Nov/Dec 02,5/6, p7-11.
Intelligence: its role in brand security. May/June 07 10/3 p.50-1.

Intelligence software: 1998 customer satisfactions survey. Oct/Dec 98, 1/3, p18-23.
Intelligence software. March/April 01, 4/2, p.22-27.

Intelligence that cannot be ignored. September/October 03, 6/5, p5.

Intelligence to support the cross-border ClI effort. Nov/Dec 03, 6/6 p49-50.

Intelligence two centuries later. Nov/Dec 02,5/6, p40-41.

Intelligencia Competitiva y vigilancia technologica (Comai, Tena) Book review.
January/Feburary 07 10/1, p52-53.

Intelligent handling of suppliers. Jan/Feb 01, 4/1, p.31-32.

Integration is the key. November/December 04, 7/6, p35-6.

International due diligence. May/June 08 v11n3, P47-48.

The International Connection: developing and maintaining a global expert network.
November/December 07, v10n6, p6-12.

International/Transnational competitive intelligence. May/June 08 v11n3, p37-38.

Introducing Cl in Israeli firms. Sept/October 04, 7/5, p23-26.
Introducing cooperative intelligence. Jan/Feb 06 9/1, p6-9.
Introducing the Viva Intelligence Portal. July/August 03, 6/4, p62-64.
Introduction to business wargaming. Nov/Dec 02,5/6, p23-28.

An introduction to impact-based Cl. May/June 05, 8/3 p52-55.

Intuition’s role in making decisions. July/August 07 10/4, p.28-31.

Investigative journalist: description for the research analyst, July/August 05 8/4, p53-55.
Invisible competition: think differently. September/October 06, 9/5, p41-43.

Is adamancy destroying your competitive advantage? April/June 99, 2/2, p38-39.
Is Cl still CI? The changing face of the profession. March/April, 06 9/2, p18-22.
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Is there a doctor in the house? Cl from a PhD’s perspective. Jan/Feb 04, 7/1 p46-7.
Is your NETworking? May/June 05, 8/3 p60.

Isn’t the ‘net enough? Jan/Feb 02, 5/1, p48-49.

Israel study on competitive intelligence. May/June 06, 9/3, p.43-43.

It's about the membership, stupid. January/February 04, 7/1 p3.

It's all about intelligence. July/August 07 10/4, p.6-10.

It's good to be needed. March/April 01, 4/2, p.43-44.

It's no longer ‘either or.” May/June 04, 7/3, p18-21.

It's not CI until your target audience sees it. January/February 05, 8/1 p5.
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