EXERCISES 
SH13.1 What criticism can you make concerning the method of forecasting that involved taking the new subscriptions data for the prior three months as the basis for future projections?
The criticism that I have is that no one is taking into consideration the time of year.  Every company has a peak and low season.  These three months could be their peak season, which means if they forecast from these three months their projections will be wrong.  Being wrong on this forecast could cause their company millions of dollars. 

 SH13.2 What factors other than number of telemarketing hours spent might be useful in predicting the number of new subscriptions? Explain.   The factor that may predict the number of new subscriptions is the time of day and year, weather, demographics, income, competition, population, and last year sales.   If we are discussing useful prediction I think the most important way of predicting is last year sales.  Last years sales can help you predict around where the sales should be targeted.  It is your starting point.
SH13.3 
a. Analyze the data and develop a regression model to predict the mean number of new subscriptions for a month, based on the number of hours spent on telemarketing for new subscriptions.
 b. If you expect to spend 1,200 hours on telemarketing per month, estimate the mean number of new subscriptions for the month. Indicate the assumptions on which this prediction is based. Do you think these assumptions are valid? Explain.
 c. What would be the danger of predicting the number of new subscriptions for a month in which 2,000 hours were spent on telemarketing?
