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DECEMBER EVENTS

2-Day ISM National Seminar in SLC !! December 11 & 12
"Advanced Purchasing Techniques:
Getting to the Next Level"

Ken Rowe, President

Rowe Associates, Inc.

Four Points by Sheraton Salt Lake City
307 North Admiral Byrd Road

Salt Lake City, Utah

REGISTER NOW AND SAVE $$

$395 mempers, $495 non-members (lunch included) $45 discpbunt for advance

registration and | $50discount for 3-ormore fromr the same gompany.

NAPM —UTAH HOLIDAY SOCIAL / HOLIDAY BUFFET!!!
Joseph Smith|Memorial Building, socialize at 6:00, dinner will be
served at 6:30 p.m., \$30 for Guests, public transportation is

tc.) no parking available at Joseph
Smith Memorial, may be free parking at ZCMI.

onth: January 9, 2003
Professional Development Workshop (4:30)
"Services Purchasing:

Making the Right Decisions"
John E. Panos, U of U Instructor
ISM Satellite/Video

Dinner Meeting (6:00)
"Continuous Improvement"

John E. Panos, U of U Instructor
President, Organization Counselors, Inc.

Purchasing Certificate Program Course
C.P.M. & A.P.P. Seminar

“Module 3 - Value Enhancement Strategies”
Mountainland Advanced Technology Center
at|Utah Valley $tate College

Wednesdays, 5:45-8:45 pm, ends Feb. 12th
REGISTER TODAY %::: l ‘
http://www.uvsc.edu/matc/programs/
o{‘or UofU prograrhs: http://proed.aoce.utah.edu

Faor additional information contact B
Cheryl Ransom,C.P.M: Cheryl ransom@yahoo.com or
Tracey Stevens,C.P.M: fracey.stevens@ci.slc.ut.us -




PROFESSIONAL DEVELOPMENT

Have you ever heard of a government purchasing position that was available and wondered if you might find it challenging and

interesting? Have you ever wondered what the real difference is between private and public purchasing? Have you just
OW more

entered public purchasi
about government purc

ng and want to know a little more? Are you studying for the A.P.P. or C.P.M. tests and need to

hasing?
|

If you answered yes to any of these questions, mark your calendar for Wed. February 26, 2003, and plan to register for the
“Public Purchasing” course that NAPM-UTAH is co-sponsoring with the University of Utah Professional Education.

Tracey K. Stevens, C.P.M., CBBP, MAOM, Chief Procurement Officer for Salt Lake City, will be the instructor. Along with a
review of recent newspaper articles concerning public purchasing, the course will explain in detail the role that purchasing plays in

a public/government agency. It will also include an overview of how and why public purchasing is regulated, what a competitive
bidding process includes, what purchasing information is available to the public and how to best deal with suppliers and internal
customers. In addition, the course will briefly cover the importance of specifications and bonds and address how to prevent
protests.
|
For registration information, see the U of U Professional Education site at http://www.aoce.utah.edu/careers/fmpro
Course PROED-580, or contact Tracey Stevens at (801) 535-7944 or Craig Michalak at (801) 585-1455.
Here’s to a life of learning-
Tracey K. Stevens, C.P.M., CPPB
Professional Development Chair
- N
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THE VALUE OF EDUCATION
Someone once told me that education must be a type of therapy for me because over the course of several years, |l was always
involved in some type of schooling or learning adventure whenever I saw this person again. I gave it some serious thought after|the
comment was made and I think it’s probably true.
I’ve always seen education as valuable and held it in high regard. Education improves our self-esteem; it sets us apart and shows
others that we can accomplish a task. In a day of much uncertainty, education is one of only a few things that can’t be taken from
us! So as you ponder over what the future may or may not bring, consider the value that education brings to your life.
NAPM-UTAH prides itself in offering its membership a number of ways to get this education, including pre-dinner workshops at
monthly meetings, luncheon and dinner speakers, A.P.P. and C.P.M. review courses, local & National seminars and courses through
the U of U Professional Education towards a purchasing certificate. Remember, it’s never to late to learn and if you find you’re at a

place to stop learning,

Here’s to a Happy Hol
Happy New Year Full
Tracey K. Stevens, C.P.

1.7

perhaps it’s time you considered sharing your knowledge with others?

iday Season and a

of Learning!!
.M., CPPB

Professional Education Chair




PRESIDENT’S PAGE

HAPPY BIRTHDAY, PLUS AN ADDITIONAL THOUGHT

Age isn’t always the precurs

or to experience and wisdom. For example, I get older every year. Yet, several of my children (and

my wife on occasion) continue to tell me to grow up. Just because time passes, collective knowledge or capabilities haven’t
grown, too. On the other hand, though, with proper care and nurturing older can be better. Experience teaches us the how-to’s,
the dos and don’ts. From that comes wisdom. If in no other way, we learn not to do this or that again. Even more, we begin to

remember the last time we did something, good or bad, and we improve upon it. We expand how we view situations.

things; make them better, faster, or surer. Truly, age can, when we observe and improve on the past, be a basis for experience

and wisdom.

On December 16, 2002, NAPM-Utah will celebrate its 81 year of serving its members and the supply management community.
Over time, year-to-year, new supply management professionals have learned from the not so new. Fast-moving, young idealists

have been exposed to the sure-footed, steady oldster. There has been a great exchange of information during dinner

eetings,

professional development workshops and seminars or just in conversation with colleges in similar situations and all have

benefited. When you and I p
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July 1921, down to our time
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use as we heard again in Thu

As you know, traditionally tl
guests. This year we’ll be ha
during the holidays. The fest
the Board of Directors and tl
sure to R.S.V.P. to Tom Sho
there.

articipate in any way with NAPM-Utah, we follow the experience and wisdom of an incredible
eginnings of our association are a result of a group of like-mind purchasing professional
ith Mr. L.V. Guild, a Purchasing Agent for the Union Pacific Railroad and exchanging
seeking support in their work. From that first gathering of those thirteen individuals on the 15" of
and the over 500 members we now have, little has changed. After meeting several times the group
1 By-Laws for the new social organization which were adopted at the December 16, 1921, meeting
short years afterits inception, the Utah association became aligned with a growing national

Dn November 7, 1924, we became the 47™ affiliate to join with an expanding National Association

ation has adjusted to meet the needs of our membership. A significant change came in 1990, when
Association of Utah restructured its objectives, following the direction of the National organization
al based association with a new name: the National Association of Purchasing Management Utah,

e blow out the candles, let me make a wish. (I know I shouldn’t tell you what the wish is, because it
ce it.)
lecades of continued friendship and involvement with great professionals like you. I wish our
ou as much as it does me. I wish because of our alliance your skills and abilities grow as
he chance to get better this year because of the quality and applicability of Professional
well as great luncheon and dinner speakers.

us sometime during the rest of the year. Additionally, the seminar being conducted this
eer. | would wish you could attend. Oh, and don’t forget the ISM web site as a source of
elps. In today’s changing work environment, continuous learning is an important tool to have and
irsday night’s Pro-D workshop.

he December meeting has been a time to socialize with others of the association and our spouses or
ving dinner and a program, downtown, in the Joseph Smith Memorial Building. I love downtown
ive atmosphere, the cold, Trax, horse-drawn carriages, just the whole package is fun. On behalf of
1e rest of the NAPM-Utah staff we invite you to share this magical night with us December 12, Be
rt and let him know you’ll be coming. And, as long as I’m wishing, let me continue by wishing you

One final thought on a slightly different subject. Wouldn’t it be unique if the inhabitants of this world could experience the

diversity we have in NAPM-

Utah, while sharing a single goal? Although we have the commonality of our profession, we bring

a wide variety of backgrounds, experiences and cultures into the work place. Wouldn’t it be wonderful if in the middle of all the

world’s unrest, during this season of holidays, even throughout the year, we could share the greatest wish of all, “...
earth peace, good will to men.”

May you and your friends and family be blessed with Peace, now and throughout this coming New Year.

James T. Phillips, C.P.M., A.P.P.

President




NAPM-UTAH MEMBER SPOTLIGHT

Debbie Gundersen, C.P.M.

Debbie grew up in West Valley City and attended Ricks College. She lived in
Idaho and Oregon for a few years She is the mother of three ch11dren and the
proud grandmothe s be
years, starting in private 1ndustry working for the englneerlng and central stores
departments of NL Industries (now known as Magcorp.) She then transferred
to the purchasing department and expanded her knowledge base.

In March of 1983 Debbie started working for the State of Utah in the Division
of Facilities Construction and Management. Within a year, Debbie was asked
to join the Division of Purchasing as a Purchasing Agent. During her time with
the State of Utah Division of Purchasing she has purchased everything from '
cars to coal. She has spent several years purchasing construction and heavy

equipment. Three months ago i
telecommunications products. This is a new and challenging area and she has enjoyed the change.

Included in this new job assignment is the responsibility of managing the WSCA (Western States Contracting Alliance) Data
Communications Equipment Contracts. This consists of managing 19 contracts with 14 participating states and making sure the
process works for all involved.

On November 12, 2002 Debbie received her lifetime C.P.M. Award and has found this to be a very rewarding part of her career
in purchasing. She has served in NAPM-Utah as the librarian and as the Job Coordinator. We would like to thank Debbie for
her continued support to NAPM-Utah.

NAPM-UTAH CORPORATE SPOTLIGHT

Salt Lake County & Salt Lake City Receive National Award

Congratulations to the Salt Lake County Procurement Department
and also the Salt Lake City Purchasing Division for earning the
Achievement of Excellence in Procurement Award for 2002!

Salt Lake County and Salt Lake City are two of only seventy-four
organizations that achieved this national award. Moreover, Salt
Lake County is only one of 22 to receive the award-at least four |
times.

In 1995, the National Purchasing Institute (NPI) established a
program designed to recognize the achievement of organizational |
excellence in public procurement. The award is achieved by those
organizations that demonstrate excellence in procurement by
obtaining a high score on a rating of standardized criteria. The
program is designed to measure innovation, professionalism,

NAPM-Utah would like to con ment of Excellence in
Procurement Award. = =

The National Purchasing Institute is the Public Sector Affiliate of ISM, Institute for Supply Management. For additional
information on NPI or the Achievement of Excellence Award, see: http://www.nationalpurchasinginstitute.com




MEMBERSHIP

Welcome to a New Year with the NAPM Association. We are excited about

the meetings, and seminars we have planned. What a great opportunity P ~J'I l QPN 45 ]'JJ
for developing our skills and networking with other professionals in our SJI gjmrUJl?) @alﬁalm
organization.

It's a jungle out there!

This Year is the "Sign-Up Safari" campaign. It began on January 1, 2002 and will run through December of 2002. It's an
opportunity to get others to join us and enjoy the benefits of our association, while earning prizes for yourselves and our
affiliate. here's how it works:

Each current member who recruits:

1 new member will receive an ISM lapel pin

5 new members will receive a ISM coffee mug

10 or more members will receive a $35.00 coupon toward any ISM education product.
15 or more members will receive a $100.00 coupon toward any ISM education product.

The ISM member who recruits the highest number of new members will be awarded a trip to the 2003 ISM annual
Conference in Nashville, Tenn., including lodging and registration costs. Our Affiliate can also benefit: Affiliates that
increase their membership by 15% or more are entered into a drawing where 2 affiliates will be selected to receive a two-
day seminar. We were able to qualify for last years drawing and Utah's name was drawn and we now enjoy the benefit of
our membership increase. (I am sure the details are in this newsletter on that seminar.) You must use the Safari
applications which can be downloaded from the http://www.ISM.ws website, or I can provide them to you.

We are excited that we had many new recruits join our association, we hope that they enjoy the benefits and advantages
that being a member can bring to their career, see new member list below.

Welcome!
Patti Porter

Membership Chair
NAPM-Utah

NAPM-UTAH would like to welcome the

new members that joined our affiliate last NAPM-UTAH MEMBERSHIP TOTAL: 547
month : | As of August 1, 2002

Susan Bux, Rio Tinto ISM MEMBERSHIP TOTAL: 43,839

M. ce Dearden, Rolls Royce Gear Systems As of October 1, 2002

Brandie M. Elizalde, Leslie Scott, Inc.
Melanie A. Feaster OMG Group
Gina Hill, C.P.M., Leslie Scott, Inc.

Michael Josephson, K Tec, Inc Building a Powerful Profession: One Member at
Michael Kolendrianos, Wasa chJ{Energy Systems a Time! :
Carol J. Robertson, Ogden City Corp

Welcome to NAPM Utah!

The National Association of Purchasing Management

has become the Institute for Supply Management™.

NAPM-UTAH WEB CHALLENGE Please note thaPNAPMerg%qewinsﬂtut&for Supply
Visit| this site when you get the chance and test Management™. http://www.ISM.ws.

your skill level: (only available until 12/12/02)
http://slidingpuzzle.com/puzzle.php?pid=6507
Bryan Hemsley, A.P.P., CPPB -
Web Architect




MARKETING / “PURCHASING WORD” OF THE MONTH

Last month I reported on an article "How the Movers and Shakers Do it" by Margaret A. Williams. Here's a follow-up self
assessment Tool. Answer: Usually 3; Sometimes 2, Infrequently 1. Never 0.

This is a private survey so answer questions honestly and on the basis of "What am I doing today. DO NOT ANSWER FOR
QUALITIES you would like to have and try not to be over critical of yourself. Both situations would invalidate your profile.

I have plenty of drive (get results)

I accept responsibility readily (not only welcome it, but seek it)

I know that success doesn't happen by accident

I know that my customer is my real boss

I look, listen and learn (I have an open mind on issues)

I find out if unsure

I set a good example to others (inspire, encourage those around me

I know that the grass isn't usually greener elsewhere (every job has its opportunities)
9. I welcome new ideas (not afraid of change)

10. I profit from my mistakes (I learn what not to do)

11. I speak clearly and convincingly (brief, definite, say what [ mean)

12. I don't take or expect all the credit (I engage others in my efforts

13. T am cooperative (lone wolves and prima donnas are not as effective)
14. 1 know my future is my responsibility, not my company's.

15. I think things through before acting

16. I believe good manners are good business.

17. 1feel no one owes me a living.

18. I am willing to go the extra mile (I do what is necessary to be of value.)
19. I am careful about my finances (people that cannot manage their money usually blame their employers.
20. I set goals and have direction.
21. Ikeep physically and mentally fit.
22. I earnestly want to succeed (an attitude of indifference produces indifferent results.)
23. Irealize that everything worth having has a price tag.

24. 1know the value of enthusiasm (it inspires)

25. 1try to make others feel important (every job is important)

26. Itry to help my boss (my job is to make my boss look good)
27. I never pass the buck (I take responsibility for my errors)

28. I control my temper (slow to anger, don't condemn others behind their backs) |
29. I consider work a privilege, not a chore (smart people complain when unemployed, not employed)
30. I am my own critic (I check my work carefully before forwarding)
31. I have learned that easy does it (it doesn't mean to loaf, but take time to do it right and add the finishing touches)
32. Itry to cut expenses (I look for ways to cut expenses without cutting quality) |
33. Inever forget that good enough is NOT GOOD ENOUGH is today's world

oGNP o=

Add your score. If you were objective in your answers:
80-99 Congratulations. You have the right tools and attitude, consider yourself outstanding. If you are not holding a top level
position, something is wrong, question the reasons.
60-79. Very good. You are on the right track. Look at the questions you scored below 3 that you feel you should strengthen.
Now set a plan into place to improve those skills or sensitivities.
40-59. Improvement program needed. You were either too hard on yourself and need to retake this survey, or you need to apply
lots of today and challenge yourself to assess what you need to get moving in a forward motion. Put a realistic plan together,
confer with a mentor, good friend or colleague to get an

objective viewpoint, and work on improvement in the areas that will make the biggest impact.

0-39. Oops. Are you sure you are not just having a really bad day? If not, then you need to take a very serious look at what you
are doing and why.

Cheryl Ransom
Marketing Chair
NAPM-Utah/ISM Word of the Month: Enterprise Software, An integrated information system that serves various organizational
departments. Most ERP packages are modular and include modules for finance, accounting, manufacturing, logistics, human
resources, warehousing and purchasing.




ECONOMIC OUTLOOK

The Purchasing Economy
MOUNTAIN:

October Mountain States economy: little change with hiring flat. The October Mountain States Business Conditions index
remained relatively unchanged from September levels, according to the October survey of supply managers and business
leaders in the three-state region. The overall index for October declined slightly to 54.8 from September’s solid 54.9.
Confidence remained steady as well at 52.9, unchanged from September’s reading. While the indices remained stable, below

the surface they do indicate some concern about future economic conditions from business leaders and supply managers in the
Mountain States region. For example, many respondents indicated that they were concerned about the impact of a potential
war with Iraq on the regional and national economies. Inflationary pressures, as measured by the October prices-paid index,
declined to 54.5 from September’s tame 55.9. The October employment index stood at 50.0, indicating little or no new hiring

in the three-state area.
UTAH:

The overall index from the October survey of Utah supply managers and business rose to 55.4 from September’s 53.0. This is
the third consecutive month that the business activity has risen. Solid new orders of 54.2 and production of 62.5 offset a weaker

employment reading of 45.8. As in past months, higher production among participating businesses was achieved with overtime,

temporary workers, and rising productivity. Thus far, the economic rebound for Utah has clearly been jobless.

SELECTED COMMENTS:
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nd Bethlehem. One or both could fold within early 2003. This would cause a major short fall

rder backlog that we have ever had. Tooling
suppliers is getting smaller and lead times are
vels. We do not expect to see any meaningful

Short term interest rates such as the Prime
such as the 30 year mortgage rate (5.66%)

are increasing by roughly 2% per year while
rket and home prices have held strong over the
dications that consumer spending is weakening.
anufacturers, particularly those involved in

of strong growth are absent.

ed that the U.S. economy lost 5,000 jobs in October and the unemployment rate rose from

5.6% to 5.7%. For an economic rebound, the labor market is quite UGLY. Consumer confidence for October dropped to its lowest

level since 1993. If the consumer’s actuall
consumers continue to spend despite their

y begin to spend less, watch out for a double-
rising pessimism. If war with Iraq should increase the price of oil from its current $26-$28

dip recession. However at this point in time,

level to $35-$40 and it remained there for some time, the U.S. economy would suffer significant damage with the potential of another

recession being quite high. Stock prices are mired in a three-year downward spiral that hurts business investment and consumer

spending.
What to Watch For

The U.S. Bureau of Labor Statistics report on the November job market to be released on December 7 will be a very important bit of

news. If the number of new jobs for November rises above 40,000, we may see Greenspan smile. Also, an important signal would be a
reduction in the unemployment rate from its current 5.7%. See www.bls.gov. ISM Report on Business, Monday December 2,
www.ism.ws, Advance retail sales for the month of November, Dec. 12, U.S. Census Bureau, www.census.gov, Profit outlook for most

firms remains weak—stock market reﬂects th1s weakness Consumer conﬁdence for November released Nov 26

http://www.conference

h the West Texas

Crude price daily in the WSJ Beneﬁt costs, partlcularly insurance costs, are rising between ten and ﬁfteen percent for most firms watch
U.S. Bureau of Labor Statistics, revised numbers for the 3ra Quarter released December 7, www.bls.gov, The U.S. unemployment rate
remains high by 1995-2000 standards at 5.7% with mass layoffs in July the same elevated levels as July 2001. Watch ISM monthly
survey release for the backlog of orders indices for both manufacturing and non-manufacturing. Pay particular attention to ISM’s
identification of industries with backlogs rising. When technology industries report significant rises, we will likely be on the path to
improved growth. Go to www.ism.ws for this data.

References: www.napm.org / www.economics.omaha.org / www.bls.org / www.commerce.gov / www.federalreserve.org




RE / CERTIFICATION

CONGRATULATIONS! YOU HAVE EARNED YOUR C.P.M. - NOW WHAT?

Individuals who have earned their C.P.M. are required to be recertified every five years. To be recertified, applicants
12 C.P.M. points during their current certificate period. At least two-thirds of the points must be educational in natur

must earn
e. One-

third may be earned in the professional contributions category. C.P.M. points may be earned in the following categories:

College Courses (Taken or Taught) Semester-long university courses in purchasing/business related subject matter

are worth

6 C.P.M. points each. Most other semester-long university courses are worth 1 C.P.M. point each. Instructors may earn points

only once for each course taught, regardless of the number of times taught.

Continuing Education (Taken or Taught) 1 C.P.M. point = 7 continuing education hours.

Seminars and other educational programs pertaining to purchasing/business related subject matter which are at least o
length are eligible for continuing education hours. In-company training which enhances knowledge or improves skill

ne hour in
S are

eligible for continuing education hours. Each Pro-D Workshop is worth 1 continuing education hour and each NAPM meeting

is worth 1 continuing education hour.

Substantive, well-developed articles published in established purchasing or trade magazines (those that have an editorial review

board identified in the magazine), exceeding one page in length, as well as articles published in conference proceedin
eligible for 1 C.P.M. point per article.

Contributions to the Profession Individuals who hold an office earn 1 C.P.M. point per year. At the

gs, are

discretion of the ISM affiliate leadership, service points may be awarded to all deserving volunteers,

whether or not they are chairpersons, officers, or directors.
Successful Completion of Module 3 and/or 4 of the C.P.M. Exam Each Module passed is worth 6 C.P.M. points.

If your certificate has lapsed less than one year, you may complete and sign an application form documenting 12 C.P.
earned. If your certificate has lapsed more than one year, you must pass all four modules again.

M. points

It is easier to start the process as soon as you receive your C.P.M. By volunteering, attending workshops, meetings, and

seminars, recertification is almost automatic. JUST REMEMBER - it is the member’s responsibility to keep track of
continuing education hours and C.P.M. points.

For more information, visit http://www.ism.ws/Certification/CPMRecertification.cfm or call
1-800-888-6276, ext. 3094, and talk to Al. She is a great help and will answer any questions you may have.

Susan Shepard, C.P.M.
Board of Directors’
NAPM-Utah

their

A.P.P., C.P.M. Review Courses Register Now!

Several of you have expressed interest in completing your certification testing this year. Because of our com
encourage certification and offer value to our membership, NAPM-UTAH is working through the Universit]
Professional Education to offer the following review courses:

Module 1 Thurs. October 17, 2002
Module 2 Thurs. January 16, 2003
Module 3 Thurs. March 20, 2003
Module 4 Thurs. May 22, 2003

All of the module review courses will be offered as a one-day course and taught at the U of U Murray Cedar Park
5282 South 320 West, Suite D-110, Room 106. Cheryl Ransom, A. P. P., C.P.M. will be the course instructor. C
with a $100 discount offered to current NAPM-UTAH/ISM members. For additional questions please contact Cheryl
Cheryl.Ransom@ClearOne.com or for registration information contact Craig Michalak, U of U at 58

mitment to
y of Utah

location at
ost is $295
Ransom at
5-1455 or

www.proed.utah.edu




ISM NATIONAL NEWS

ISM's 88" A

nnual International Supply Management Conference and Educational Exhibit

May 18-21, 2003 in Nashville, TN.

Fifth Annual

Attention: Supply Management Executives. Get an insider's look at the business economy.
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compiles benchmarking metrics on a continuous basis. In addition to our new survey on "Benchmarking
there are ongoing opportunities to measure your organization's purchasing performance to identify best
tices. CAPS Research has also launched a new study that measures the effectiveness of eProcurement ac
tact us at benchmark@capsresearch.org, and click here for the latest info. Want more information abo
act the webmaster@capsresearch.org or visit us at http://www.capsresearch.org.
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Supply Management™, established in 1915, is the world's leading educator of supply management prof
e resource for decision makers in major markets, companies, and government. In May 2001 the members
change the association's name from the National Association of Purchasing Management to the Institute

Supply Manage
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COMMUNICATIONS

Request For Articles! (RFA)

If you know someone that you would like to spotlight in your office (or entire office or corporate
spotlight) and is a member of NAPM-UTAH, please send a paragraph or two with educational
accomplishments, certification accomplishments, and note any work related accomplishments, along
with a digital picture, if available, with their authorization, and send them as an e-mail attachment to
karl.harward@ci.slc.ut.us or by snail mail to: Salt Lake City Corporation, Department of Public
Utilities, 1530 S. West Temple Street, SLC, UT 84115. Cutoff date for the January newsletter will

be December 19, 2002.

Also, if you would like to share a purchasing/business experience or an opinion article for the
NAPM-Utah Newsletter, please submit it to me by December 19, 2002 for the December issue.

The Communication Committee will be awarding several awards at the end of the year based on
Editor’s Choice. Also, we are always looking for volunteers to help out with various types of affiliate
management responsibilities. NAPM-UTAH currently has a volunteer position available as Editor. If
you are interested, please contact me as soon as possible. Also, J. Shipman Gold Medal Award
nomination forms can be accessed at: http:/www.ism.ws/AboutISM/JshipmanAward.cfm due 1/31.

Thank you,

Karl Harward, MBA
Communications Chair
NAPM-Utah

P 801-483-6832

F 801-535-6618

Karl. harward@slcgov.com
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COMMUNICATIONS SURVEY

Please rate the various items by circling the following
(4) being excellent, (3) good, (2) needs improvement,
(1) poor, and fax to me (801)535-6618 or by email:

karl.harward@slcgov.com

Newsletter Articles 41 3] 2] 1
Monthly Happenings info  [4]  [3] 2] 1]
Spotlight content 41 3] 2] 1]
Economic content 4] 3] 2] 1]
National news 4 [ 2] 1
Overall rating B ) B &) 2] 1

Comments:

Survey results will be posted in the Communications
section next month. Please respond by December 19,
2002. Your name will be entered for a cash drawing or
gift certificates to a local restaurant.




GOV’T PURCHASING

A WINNING PROPOSAL

We are always searching for a better, faster, cheaper, and of course more successful way of doing things. This article was sent
to me via fedmarket.com and I thought it may help you and your company in the RFP process:

“Winning proposals have four characteristics in common:
1. The supplier fully understands the needs and problems.
2. The supplier knows how to satisfy the needs or solve the problems and offers a suitable plan.

3. The supplier is well qualified by virtue of experience and resources, including personnel, to carry out the proposed
plan; and

4. The price asked is reasonable and is within the organization's budget. \

This definition is not universal, it must conform to your organization's policy. So the "reasonable price" may become the
"least cost" depending on your policy. In creating the RFP, we should ensure that we solicit enough specific information to
evaluate these four characteristics. This evidence, in total, helps each evaluator assess the risk of failure(or the chances of
success) associated with each proposal.

Now that we've discussed the RFP, a proposal and a winning proposal, let's consider another important question. You can use
this question to guide your efforts as you execute the Request for Proposal process.
The question is: "What is success?" When all of this is finished, how do we know if we have been successful? Some of the

characteristics of a successful process are listed below.

- The procurement process was executed in a professional manner and was consistent with your organization's purchasing
policy and the applicable laws and regulations.

- The procurement process was documented as|you went along and could survive public scrutiny.
- No objections were raised by suppliers concerning the fairness of the process or the actual selection.

- The selected supplier performed as expected. | The solution was implemented on time, within budget and satisfied
requirements.

- Your organization [and / or your boss] acknowledged that the project was a success.”

Free eBook "Doing Business with Government" that may help your suppliers, visit:
http://www.fedmarket.com/productTour/eBook/eBookSecondLevel.php

For Request for Proposal Handbook, by Michael Asner, valuable reference material, extensivelexamples, and many ideas that
will improve your next RFP, visit: http://www.fedmarket.com/productTour/buyerProducts/rfp_details.php

This article has exerpts from The Request For Proposal Handbook.
Michael Asner Consulting, President asner@compuserve.com
Richard White, President

Fedmarket.com

Hope this article adds to your success with the RFP process and the search to find the winning proposal.

Happy Holidays,
Karl Harward
Communications Chair




LEADERSHIP

Volunteers Needed

Have you ever thought about serving in NAPM-Utah leadership? There are many opportunities for areas of serve! We have positions
that range from Historian to Board Directorships. Time commitment varies with each positions. Remember that NAPM-Utah is run by
volunteers. Is it your turn? If you are interested in serving please contact me as soon as possible.

Thank you,
Mark Brown C.P.M., A.P.P.

801-629-9528
msjam3 | @attbi.com

Available positions:

Press Release Coordinator
Membership Chair

Historian

Reporter

Newsletter Editor

Vice President (3 year position)
Board of Director (2 year position) (3 openings)
Treasurer (2 year position)

Northern Utah Branch Activities

The Northern Branch of NAPM-Utah held open invitation meetings in September, October and November to initiate purchasing
association support, training and awareness for the procurement professionals working in Roy, Ogden, Brigham, Logan and
surrounding areas. The guest speakers addressed topics including: effecting business ethics and influencing positive change;
improving procurement's impact on company operations; and using electronic training tools to improve supplier performance.

Attendance was low at all three meetings, as most of the northern Utah purchasing community either did not know about the meetings
or could not arrange their schedule to support these inaugural activities. Food selection and budget limitations may have also
influenced the Spartan attendance. It is the desire of your NAPM-Utah leadership to provide procurement support and training for its
northern Utah members who may feel

distance too restrictive to attend the Salt Lake City monthly Teetings.

In an effort to continue supporting the northern Utah purchasing community, NAPM-Utah will be providing quarterly meetings in the
Ogden area. The dinner menu will be expanded and guest speakers will be provided to instruct and inspire us toward improving our
procurement skills and increasing our supply chain's performance. Please reserve the second Wednesday in March to attend the next
Northern Utah Branch meeting. The

March meeting will be boss's night, where we can demonstrate to our boss the skills, values and savings an effective procurement
organization can contribute to its company's operational prosperity. Please stay tuned for more details in 2003.

Regards,
Northern Utah Branch Committee




HOLIDAY SOCIAL

Holiday Social RSVP

::::é}gltl g December 12, 2002 at 6:00 p.m.
Purchasing Joseph Smith Memorial Building,
Management 15 East South Temple, SLC UT
Attention: Tom Short, C.P.M.
_ - Vice-President
NAPM-Utah

Please R.S.V.P. no later than 3:00 p.m. on Monday December 9, 2002.

Company

Member(s) Attending Guests ($30.00)

Please remember that the association currently pays for the meal at one monthly meeting for
Regular and Lifetime Members, which we estimate. In order to spend our association dues
wisely, we rely on your RSVP to provide an accurate meal count.

' http://www.napmutal
ShortTJ (a)ldschurch ““Hl
(801)240-6215

(801)240-1236

Tom Short, C.P.M.
L.D.S. Church




AFFILIATE OFFICERS

Officers
James T. Phillips, C.P.M.

President

UDOT

4501 S.2700 W.

Salt Lake City, UT 84114
Phone: (801)965-3836

jamesphillips@utah.gov

Barbara Burningham, C.P.M.
Treasurer
996 Claremont Dr.
Bountiful, UT 84010
Phone (801)292-7848

Board of Directors

Gina Gleed
Xpedex
1987 W. 3700 S.
Salt Lake City, UT 84104
Phone: (801)978-3657
Gina.Gleed@ipaper.com

Bud Covington
Utah State University
1330 E. 700 N
Logan, UT 84322
Phone: (435)797-1042
bud@purchasing.usu.edu

Committees & Volunteers

Dominique Bird

Central Utah Branch Coordinator

Natures Sunshine

75 E. 1700 S.

Provo, UT 84606
Phone: (801)342-4466

dbird@natr.com

Cheryl Ransom, C.P.M., A.P.P.
Marketing Chair
ClearOne
1065 W. 85 S.
Orem, UT 84058
Phone: (801)794-2600

Cheryl.ransom@clearone.com

Julie Anderson
Name Badge Coordinator
Lagoon Corp.
P.O. Box 696
Farmington, UT 84025
Phone: (801)451-8026

Janderson@lagoonpark.com

Bryan Hemsley, A.P.P., CPPB
Web Engineer
Salt Lake City Corp.
451 S State Rm 235
Salt Lake City, UT 84111
Phone: (801)535-6347

bryan.hemsley@ci.slc.ut.us
Vacant Positions

Press Release Coordinator

Tom Short, C.P.M.
Vice-President
L.D.S. Church
50 E. North Temple
Salt Lake City, UT 84111
Phone: (801)240-1236

shorttj@ldschurch.org

Trent N. Baker, C.P.M.
Immediate Past President
Wilson Foods Company
1811 W. 1700 S.
Salt Lake City UT, 84104
Phone: (801)972-5633
trent@lynnwilson.com

Rebecca Halladay, A.P.P.
Lifetime Products
P.O. Box 160010
Clearfield, UT 84016
Phone: (801)776-1532

Rhalladay@lifetime.com
Stephen Mayo, C.P.M., C.P.I.M.

Parker Hannifin

1425 W. 2675 N.
Ogden, UT 84404
Phone (801)786-3349
sma; arker.com

Tracey Stevens, C.P.M., CPPB
Professional Development
Salt Lake City Corp.
451 S State Rm 235
Salt Lake City, UT 84111
Phone: (801)535-7944
tracey.stevens(@ci.slc.ut.us

Patti Porter, C.P.M.
Membership Chair
Lifetime Products
P.O. Box 160010
Clearfield, UT 84016
Phone: (801)776-1532

pporter@lifetime.com

Martin McBride, C.P.M., CPIM
Librarian

Martin Door Manufacturing

5640 White Wood Dr.
Bennion, UT 84118
Phone: (801)973-9310

martinmcbride@martindoor.com

Mark Brown, C.P.M.
Leadership Chair
Autoliv
3350 Airport Rd.
M4500
Ogden, UT 84405

mark.brown@autolivasp.com

Newsletter Editor

Patti Porter, C.P.M.
Secretary
Lifetime Products
P.O. Box 160010
Clearfield, UT 84016
Phone: (801)728-1259
pporter@lifetime.com

Glendon Mitchell, C.P.M.
State of Utah
3150 State Office Bldg
Salt Lake City, UT 84114
Phone: (801)538-3138

gmitchell@utah.gov

Susan Shepherd
Utah County
100 E. Center St.
Provo, UT 84606
Phone: (801)370-8234

Ucadm.susans@state.ut.us

Tom Richards, C.P.M.

Certification Coordinator &

C.P.M. Mail Designation
1644 West 1750 North
Layton, Utah 84041
Phone: (801)212-5031

Thomasrichards2000@yahoo.com

Darin Reber, C.P.M.
Employment Coordinator
Novell
1555 Technology Way
Orem, UT 84057
Phone: (801)861-1712
dreber@novell.com

Karl Harward
Communications Chair
Salt Lake City Corp.
1530 S. West Temple
Salt Lake City, UT 84115
Phone: (801)483-6832
karl.harward@ci.slc.ut.us

Dave Secrist, C.P.M., A.P.P.
Photographer
Salt Lake City Corp.
451 S State Rm 235
Salt Lake City, UT 84111
Phone: (801)535-6309

dave.secrist@ci.slc.ut.us

Historian

Please contact Jim Phillips at (801)965-3836 if you are interested in volunteering for one of the vacant positions.



