
Subject Index

Acceleration principle: and fixed invest-
ment, 363, 439—440, 458—459; and
inventory investment, 96, 139—140, 144—
147. See also Sales anticipations; Sales
changes

Accuracy of aggregate anticipations or
forecasts: in Canadian investment sur-
veys, 352—353; in Commerce—SEC
investment surveys, 352—353, 388—390,
433—435, 436, 450—451; in Dutch fore-
casts, 31—36, 43, 45—48, 51—52; in For-
tune survey of capital goods producers,
442; in Joint Economic Committee
projections, 49—50; in labor force anti-
cipations, 188—192, 198; in McGraw—
Hill capacity surveys, 375—376; in
McGraw—Hill investment surveys, 352—
353, 372—374, 435; methods of measur-
ing, 30, 45—48, 50; predictive value in
relation to, 4—5; in railroad shippers'
forecasts, 188—192, 198, 206—211. See
also Forecast errors; Predictive value

Accuracy of consumer opinions on eco-
nomic conditions, 69—72, 74

Accuracy of individual consumer or firm
forecasts: in Canadian investment sur-
veys, 352, 354; capital goods supply
conditions and, 397, 402—403, 404—405;
in Commerce—SEC investment surveys,
352, 354, 390—391, 436; cyclical factors
in, 399—402; of direction of change in
investment, 400—401; growth rate of
firms and, 361—367; industry variation
in, 396—397; in McGraw—Hill invest-
ment surveys, 352, 354, 360—368, 375,
436; methods of measuring, 354—360;
price changes and, 398—399, 438—439;
sales expectations and, 360—361, 363—
365, 367—368, 401—402, 405, 439—442,
458-459; scale of investment and, 392—
396, 397, 399—400,401, 404; size of firm
and, 199, 361—362, 365, 391—396, 397,
402, 404, 437; supply conditions for
capital goods and, 388, 395—398, 402—
405, 438—439. See also Forecast errors;
Predictive value

Adjustment of forecasts for effect of fore-
casts, 46, 47, 50

Assets or debt as influence on consumer
purchases, 177

Attitudes, see Consumer attitudes

Buying intentions, see Consumer buying
intentions

Buying-price anticipations, 96, 115—126,
135

Canadian capital expenditure survey, 351,
352, 353, 354

Canadian employment forecast survey,
199—203

Capital appropriations survey: back-
log data, 312—314; 318—319; cancel-
lation data, 317—318, 320; comparison
with Commerce—SEC data, 304—306,
311—312; comparison with McGraw—
Hill data, 312; cycles in new appro-
priations, 308—312, 313—314; data made
available by, 306—308; definitions and
coverage, 299—306, 323; diffusion in new
appropriations, 314-316; forecasting
use of, 48, 318—324; seasonal fluctua-
tionS, 308, 323—324

Capital goods shortages, see Supply con-
ditions for capital goods

Collinearity due to common price element
among variables, 138, 140, 147

Commerce—SEC investment surveys: accu-
racy of aggregate anticipations in,
352—353, 388—390, 433—435, 436, 450—
451; accuracy of individual firm antici-
pations in, 352, 354, 390—397, 402, 436—
437; comparison of coverage with
NICB capital appropriation survey,
304—305, 306; comparison of data with
NICB capital appropriation survey,
311—312; cyclical patterns in, 399—401;
definitions used in, 356—357, 433;
direction of change anticipations in,
400—401; industry breakdown of actual
and anticipated investment, 388—390,
396—397; plant and equipment data in,
395—396; predictive value of, 433—435,
436, 450—451; sales anticipations errors
in, 401—402. 405, 440, 441; scale of
investment and accuracy of anticipations
in, 392—397, 399—401, 404—405; size of
firm and accuracy of forecasts in, 391—
396, 397, 402, 437; supply conditions
for capital goods and accuracy of, 388,
395—398, 402—403, 404—405, 438—439;
understatement by small firms, correc-
tion for, 437
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Consumer attitudes: causes of changes in,
53—54, 67—75, 77—78; data on, 172—1 75;
effects of changes in, 75—77, 78—82,
88—89; marginal change and turnover
in analysis of changes in, 54—67, 83—88;
nature of SRC data on, 150; predictive
value of, 75—77, 86, 149—178, 412—413,
421—428,456—460; SRC index of, 73—75,
150, 172—175; use of, in forecasting,
266—267, 29 1—292, 454—456

Consumer buying intentions: data on,
282—285, 446—448; nature of CU data
on, 263—264; nature of SRC data on,
151; predictive value of, 153, 155—157,
177—178, 268—273, 280—285, 413—421,

424—433,446—450; use of, in forecasting,
264—268, 292—297

Consumer durables, see Consumer atti-
tudes; Consumer buying intentions

Consumer expectations, see Consumer
attitudes; Consumer buying intentions

Consumer income and consumer pur-
chases, 151—157,164—168,270—272,417--
420,449—452

Consumers Union survey: characteristics
of sample, 274—279, 287—289, 292—297;
comparison of data with SRC, 268—273;
future work planned on data, 279—281.
See also Consumer buying intentions;
Predictive value

Cross-section data: predictive value of
consumer attitudes in, 75—77, 157—168,
175, 177—178, 424, 456—457; relation to
time-series predictions, 168—172, 421—
423,456. See also Accuracy of individual
consumer or firm forecasts

CU, see Consumers Union survey
Cyclical aspects of: accuracy of individual

consumer or firm forecasts, 399—402;
capital appropriations, 308—312, 313—
314; Commerce—SEC investment survey
data, 399—401

Diffusion indexes, relation to aggregates,
93—95, 133—134, 140—141, 143, 201

Dun and Bradstreet surveys of business-
men's expectations: formation of expec-
tations in, 91—148; regressiveness in,
245—259, 260-262; use in Joint Econo-
mic Committee projections, 48

Educational level and economic attitudes
and expectations, 69, 71, 74

Electronic computers, influence on fore-
casting, 14

Employment, comparison with carload-
ings, 184—186

Expectations, effect on business cycles,
229—230, 239—240, 260—261

Extrapolation as source of expectations,
7, 110, 195—197, 198, 200, 213—215,
221—222, 226, 238

Federal Reserve Board consultant com-

mittees: on business plant and equip-

ment expenditure expectations, 3—4,

301—302, 357; on consumer survey
statistics, 3—4, 265, 414n., 425, 452; on
general business expectations, 3—4,

92n., 211n., 217n., 411n., 430n., 442n.,
444n., 455n.

Forecast errors: cost of, 19, 21—23, 26,
37—40; investment related to sales,
360—361, 401—402, 405, 439—442, 458—
459; probability distribution of, 17—18;
related to acceleration in activity,
227—229. See also Accuracy; Predictive
value

Forecast horizons, 16, 18—19, 21, 26
Forecasting: current business uses and

requirements for, 11—13; development
of use of in business, 9—10; future busi-
ness uses and requirements for, 13—25;
and government policy making, 36—44,
47—51. See also Accuracy; Predictive
value

Formation of attitudes, expectations, and
plans: business conditions and con-
sumers' attitudes, 68—77; by business-
men, 95—148; by consumers, 67—75,
77—82; extrapolation as factor in, 7, 110,
195—197, 198, 200, 213—215, 221—222,

226, 238; for inventory investment,
95—98, 101—108, 110—136, 139—140,

144—147; by manufacturers, 100—110,
118—120, 128, 129—133; personal finan-

cial situation and, 68—77; by railroad
shippers, 213—219, 221—222, 230; as to
sales and selling prices, 98—99, 101—108,
110—137; by traders, 110-118,120-127,
129, 132—133. See also Regressiveness

Fortune surveys: of capital goods pro-
ducers, 442; of home builders, 429,430—
433, 450, 452—453

Forward investment commitments: as
anticipations, 337, 338—339, 342—348;
behavior of new commitments, 336—339;
behavior of outstandings, 327—336;
definition and coverage, 325—327, 346;
as indicators of liquidity and investment
policies, 348—349; lag before takedown,
339—341; in prediction of business and
industrial investment, 343—344; in pre-
diction of residential mortgage lending,
343—348
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Growth of firm, and investment plan
fulfillment, 361—362

Identification of anticipations models,
99—100, 108—110

Illinois labor force anticipations, descrip-
tion, 181—182

Income and consumer purchases, 270—273,
290—291; of automobiles, time-series
data, 417-419, 449; of household dur-
ables, time-series data, 419—420, 450;
of total durables, time-series data,
420

Income change: and consumer auto-
mobile purchases, time-series data, 418,
449; and economic attitudes and
expectations, 69, 71, 74, 271—272

Inventory investment anticipations: of
traders, 95—99, 110—118, 120—127, 132—
133, 136—140; of manufacturers, 95—97,
99, 100—110, 118—120, 128—132, 136—
140, 144—147

Joint Economic Committee projections,
48—50

Labor force anticipations: accuracy of,
188—192, 198; comparison with shippers'
forecasts, 186—188; and railroad ship-
pers' forecasts, correspondence between
errors, 192—194

Life insurance company cash flow expec-
tations, 342, 347

Life insurance company forward invest-
ment commitments, see Forward invest-
ment commitments

McGraw—Hill investment surveys: accu-
racy of aggregate capacity anticipations,
375—376; accuracy of aggregate invest-
ment anticipations, 352—353, 372—374,
435; accuracy of individual investment
anticipations, 352, 354, 360—368, 375,
404, 436—437; accuracy of sales expec-
tations in, 238; capacity data in, 375—
376, 379—380; comparison with capital
appropriations data, 312; depreciation,
replacement, and modernization data in,
376—377, 381, 382; employment ques-
tions in, 381; growth of firm and accu-
racy of anticipations, 361—362; industry
distribution of, 373; origins of, 369—370;
predictive value of, 371—379, 435—437,
438, 453; price or replacement cost
questions in, 383; questions asked in,
370-371, 379—385; research and develop-
ment data in, 376—377, 380—381; sales
anticipations errors and investment
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anticipations errors, 360—361, 363—365,
367—368, 441; saks change and invest-
ment anticipations, 363—365, 367—368,
380; size of firm and accuracy of invest-
ment anticipations, 361—362, 365, 404,
437

Naïve forecasts: compared with Com-
merce—SEC survey data, 434; compared
with house purchase and builders' antici-
pations, 432, 450; compared with labor
force anticipations and railroad shippers'
forecasts, 189; compared with railroad
shippers' forecasts, 209, 212, 219, 221,
223, 225—226, 240—244; compared with
SRC auto purchase intentions, 418—419.
449; methods, 32, 34, 40, 42, 46—47, 52,
107, 115, 133

New orders in manufacturers' antici-
pations models, 126, 128, 134, 136—137,
138

Newsweek—NICB survey of capital appro-
priations, see Capital appropriations
survey

No-change forecasts, 200—201, 202, 215,
217—218. 250—251, 296

"Permanent optimism" in forecasts, 190,
198, 199

Predictive value of business anticipations:
in Commerce—SEC investment survey,
433—435, 436, 450—451; in Fortune
survey of capital goods producers, 442;
in Fortune survey of home builders, 429,
430-433, 450, 452—453; of inventory
investment, 443—445, 451—453; in
McGraw—Hill investment survey, 371—
379, 435—437, 438, 453; in railroad
shippers' forecasts, 211—214, 219—226,
235—236, 240—244

Predictive value of consumer attitude
data: comparison with consumer buying
intentions data, 153, 155—157, 177—178,
424—428; in cross-section tests of SRC
data, 75—77, 157—168, 175, 177—178, 424,
456—457; measurement of, 149—1 50;
relation of cross-section to time-series
predictive value, 168—172, 421-423; 456;
relevance to forecasting national pro-
duct, 412—413; in time-series tests of
SRC data, 151—157, 172—174, 424—428,
457—458, 459—460

Predictive value of consumer buying
intentions: compared with consumer
attitude data, 153, 155—157, 177—178,
424—428; in CU and SRC time-series
data compared, 268—273, 280, 282—284;
in SRC cross-section data, 421; in SRC
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Predictive value of consumer buying
intentions :—continued

time-series data on automobiles, 269—
272, 282—285, 413—420, 446—447, 448;
in SRC time-series data on house buying,
428-433, 448, 450; in SRC time-series
data on household durables, 269—272,
282—285, 420, 446—448, 450

Price anticipations, see Accuracy of
individual consumer or firm forecasts;
Buying-price anticipations; Selling-price
anticipations

Railroad shippers' forecasts: data on,
232—234; description of, 183, 205—206,
235; explanation for regressiveness,
214—219, 240; predictive ability after
correction for constant understatement,
211—214, 219—226, 235—236, 240—244;

regressiveness in, 194—198,200,206,209,
214—219, 242

Realization, see Accuracy of individual
consumer or firm forecasts

Regressiveness: of anticipations, 194—198,
200; in Canadian employment fore-
cast survey, 242, 244n., 252; in Dun and
Bradstreet surveys, 245—259, 260-262;
in model of traders' expectations, 98—99;
in railroad shippers' forecasts, 194—198,
200, 206, 209, 214—219, 242; in sales
expectations, 237—238, 245—249, 252—
259; size of firm and, 260, 261

Re-interview surveys, 54—77

Sales anticipations: accuracy of, related
to fulfillment of investment plans,
360—361, 401-402, 405, 439—442, 458—
459; formation of, 98—99, 101—108,
110-1 37; level of, related to fulfillment
of investment plans, 362—365; McGraw—
Hill survey questions on, 380; regressive-
ness in, 237—238, 245—249, 252—259;
relation to formation of investment
plans, 367—368

Sales changes: and fulfillment of inventory
expectations, 443; and investment plan
fulfillment, 361—362, 363, 364, 365,
367—368, 392, 401, 403, 405, 439—442,
450—451, 458—459

Scale of investment: and distribution
between plant and equipment, 395—396;
and fulfillment of anticipations or plans,
392—396, 397, 399—400, 401, 404

Seasonal variation and correction: in
business capital outlays, 436; in capital
appropriations, 308, 323—324; in for-
ward investment commitments, 331,346;
in labor force anticipations, 192n., 200,
201; in railroad shippers' forecasts, 183,
185, 186, 192n., 200, 201, 206, 209n.,

218, 223—226, 236—237
Selling-price anticipations: formation of,

by manufacturers, 97, 98—99, 100—110,
128—132, 136—137; formation of, by
traders, 97—99, 110—118, 120—127, 132—
133, 136—137

Size of firm, and distribution of outlays
between plant and equipment, 395—396

Size of firm and fulfillment of antici-
pations or plans: in Canadian employ-
ment forecast surveys, 199; in Com-
merce—SEC investment surveys, 391—
396, 397, 402, 437; in McGraw—Hill
investment surveys, 361, 362, 365, 404,
437

Size of firm and regressiveness in forecasts,
260, 261

SRC, see Survey Research Center
"Statistical conservatism" as explanation

for regressiveness in forecasts, 218, 251
Supply conditions for capital goods, 388,

395—398, 402—405, 438-439
Survey Research Center data: on causes

of changes in consumer attitudes, 67—75;
on consumer buying intentions, 263,
268—273, 275, 278, 280, 282, 284—285,
413-423, 446—450, 457—460; on home
buyers' plans, 428—433, 448, 450; on
influence of consumer attitudes, 75—82,
150—179, 266—267, 291—292, 423—428,
454—460; on turnover in re-interview
surveys, 61—67, 82—88

Time patterns, forecasting of, 15—16
Turning-point errors in forecasts, 32, 34,

35, 46—47, 211, 214, 222—228
Turnover of individuals in re-interview

surveys: examples of, 61—66; measures
of, 54-61, 83—89

Uncertainty, and business
plans, 357, 363, 365, 366

Underestimation of change in forecasts,
32, 34, 40, 47, 51—52. See also Regres-
siveness

Unnecessary turnover in re-interview
veys, 56-61, 83
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