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Spotlight   
 
Susan Shepherd is in the Spotlight for the month February.   
 
Because of Susan's efforts, NAPM-Utah's financial records have 
improved, and NAPM-Utah is back on track to being one of ISM's 
premier affiliates. 
 
Susan worked for Geneva Steel for 20 years until they shut down.  
She currently works for Utah County as the Purchasing Agent, has 
had her C.P.M. since 2000, and has just recently received her 
Lifetime certification.   
 
Susan has 5 children, and 2 grandchildren.  She loves camping, the 
outdoors, and doing things with her family.   
________________________________________________________________ 
 
NAPM Utah Good News  
 
I started the Good News Minute a couple of months ago because of an article in 
the Reader's Digest entitled "Good News is good for you." 
  
The article reported that a recent survey found that not only do Americans want 
more Good News, but hearing these stories can have a positive impact on their 
daily life. 
  
Dr. David Bersoff, a known authority on attitudes, values and behaviors of American consumers says:  "When 
people hear goods news, they feel better and feel good about the future.  Americans not only crave a better 
balance in news with more positive, uplifting stories, but they need it.  Reading and hearing about good news has a 
positive influence on human behavior, reinforcing the need for us all to pay attention and to share good news with 
others." 
  
According to the survey, 94% say they want to hear more good news.  77% say the media do not give good news 
enough coverage. 
  
Good news motivates and inspires 77% of the respondents and puts 84% in a good mood.  When they hear good 
news, 67% of respondents report it makes them more patient with others; 52% are more productive at work and 
78% feel generally happier. 
  
Good news is something from which we all can benefit. 
  
SO LET"S SHARE OUR GOOD NEWS! 
 
CHERYL O. RANSOM, C.P.M., A.P.P  
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President’s Message 
 
 
I don’t know about you – but one of the things I love about e-mails is how convenient and easy it is to 
communicate.  You don’t have to wait on line, or push a lot of buttons to leave a message.  You can leave 
a message early in the morning or late at night, and not interrupt someone’s schedule.  But, there is a 
downside to e-mails, you can be so fast that your e-mail tone may be brass and abrupt or offensive 
without meaning to.   
Because we weren’t taught E-mail etiquette or E-mail 101, I thought I’d share an article with you that I 
thought was appropriate – adapted from “You Send me” by Patricia O’Connor and Stewart Kellerman 
 
When composing an e-mail, ask yourself some questions before you hit the send button: 

• Do you have the appropriate subject line? 
• Did you get to your point quickly enough without sounding rude? 
• Is your language as clear as it can be? 
• Did you say too much, and veer away from what is really important? 
• Do you have your facts straight? 
• Did you use correct capitalization and grammar? 
• Do you really need to send this e-mail? 
• Did you read what you wrote after you finished composing? 
• Did you check your Spelling? 
 

If you want to avoid alienating people when using e-mail here are a few tips you should follow: 
• Make sure you use words like “please,” “thank-you” and “I’m Sorry.”  You don’t have to change 

all the things you’ve already learned about communication just because you are online. 
• Try to remember not to demand things, but to ask for them.  Make sure people know you 

appreciate them, and apologize when you think you need to. 
• You don’t have to be so brief that you sound rude in your e-mails. 
• Be forgiving on your part.  Oftentimes e-mails can inadvertently offend someone.  If you get an e-

mail that you think is ill-mannered, it’s probably best not to fire off a response right away.  After 
all, you may be misunderstanding something.  Give the other person a break, and try to avoid 
doing something that will make you look petty and silly once your emotions settle down. 

• Use all the courtesies of polite letter writing that you already know.  Use respectful salutations and 
polite closings. 

• Step back and take a look at what you have written, make sure that the text follows this rule.  IT is 
better to be overly nice than not nice enough.  If you have included a word that rings with anger or 
meanness, take it out.  Do anything to prevent misunderstanding from occurring.  An occasional 
emotional icon is OK, as long as you don’t overdo it. 

 
Patti Pittman C.P.M.  
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Vice President’s Message 
 
About fifteen years I received a quotation from Don Dennis, a company President of one of my 
World Class Suppliers. I have kept this quote all these years to remind me, and now you, to 
never give up, to enjoy what you do, and to most of all dare mighty things.  
 

“Far better it is to dare mighty things to win glorious triumphs even though 
checkered with failure, than to take rank with those poor spirits who neither 
enjoy much nor suffer much, because they live in the gray twilight that knows 
not victory nor defeat.” 
 
- Theodore Roosevelt 1933. 

  
I believe NAPM Utah has dared mighty things this year to help each one of us grow. As you 
reflect on 2005-2006 year, only you can decide if our speaker’s, and balanced program 
accomplished your expectations. Just to name of few speakers who have helped cause change 
in out pursuit of daring mighty things: 
 
Who could forget Stan Fawcett, Professor of Global Supply Chain Management at Brigham 
Young University, who enlarged our vision from total cost of ownership to total order 
performance? I wrote in last month’s newsletter of a model that would meet Stan’s total order 
performance criteria in five areas. 
 
One of our former NAPM Utah Presidents strongly recommended getting Jeff Thredgold to 
speak to us, which we did. Jeff has appeared dozens of times on CNBC-TV, the nation's 
business network. He writes a weekly economic and financial entitled the Tea Leaf. I, for one, 
appreciate getting his Tea Leaf newsletter each month. 
 
Cheryl Ransom recommends an annual speaker on the subject of Communication. This year 
we had two speakers come from the communication department of the University of Utah. Ann 
Darling, Ph.D., Associate Professor and Department Chair, and Rick Rieke, Ph.D., who has 
been Director of the Honors Program since 1995. Last month when Dr. Rieke spoke, he caused 
many of us to think a little deeper than we normally do. He adapts his widely used school text, 
“Critical Decision Making” into “Critical Purchasing Decisions.” 
 
For the first time, we heard the vision of ISM from Paul Novak, C.P.M. and Chief Executive 
Officer of ISM. He led ISM in major changes in its governance, including board members 
coming from high levels in their own companies and broadening ISM’s focus from purchasing 
into supply management. 
 
Elaine Whittington, a past president of the National Association of Purchasing Management 
(National] shared with us how to deal with single and sole sources of supply. She is giving this 
same speech at this year’s ISM International Conference.  
 
Things still yet to be enjoyed in the coming months, include, Steve Glende, speaker on 
“Profile of a Utah Buyer”. For 35 years he has studied and tried to figure out what makes 
organizations effective. Since his education and interest is Organizational Behavior, Steve has 
a passion for what makes individuals effective. As a father, he is most proud of his children’s 
accomplishments. Steve points with pride to employees whom he has mentored.  I have  
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personally benefited from his help. Many have gone on to become world class engineers, 
analysts, and buyers. They have made major contributions to their companies.   
 
Herb Shields, is one of two keynote speakers during Purchasing and Supply Management 
Month on March 9th. He has 30+ years of experience as an operations executive in capital 
equipment, automotive, electrical machinery, and consumer products companies. As VP of 
Materials Management at Helene Curtis, Herb led the supply chain organization which helped 
the corporation win Vendor of the Year awards from Wal-Mart and Target. Herb has reduced 
the cost of purchased materials and services, improved inventory turns and customer service, 
and enhanced peoples’ capabilities with customized training programs.  Satisfied clients 
include manufacturers and distributors in industrial products, rail equipment maintenance, 
dyes and pigments, personal care and household products, pharmaceuticals, and food 
products. 
 
Michael Harding, is our featured low cost seminar speaker on April 28th. He has been on the 
board of directors of the Association for Manufacturing Excellence since 1988 and is C.P.M. 
and CPIM certified. What some attendees have said about Michael Harding: "This program was 
a real eye-opener for me. It provided information I can take back to my organization and put into 
practice immediately, generating significant savings and opportunities not recognized in the 
past." "In my opinion, Michael Harding was the best speaker in at ISM's 90th International 
Supply Management Conference in San Antonio, Texas." 
 
We are about to produce a 12 month calendar year program guide brochure to let you know 
we are serious about 2006-2007. Thanks for your support. 
 
 
Jeff Palmer, C.P.M. 
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 MARKETING CORNER 
 

 At the September meetings, along with conducting the membership 
survey, I conducted a demographics survey. 
  
 Those members who participated in the demographics survey represent 25.06% of  
NAPM-Utah membership. 
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According to the chart, D-Manufacturing is the largest segment represented, with J-Public 
Administration coming in second, and K-Not Classified as third.   
 
 
 
 
 
The next chart demonstrates the age groups represented. 
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D-50-64 age bracket represents the largest percentage of the membership, with C-35-49 coming in 
second, and B-25-34 coming in third. 
 
The last chart represents certification status of our members as follows. 
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Of those who participated in the demographics survey, C.P.M. Certified Males represents 27%, with 
A.P.P. Certified Males 12%, and Non-Certified Males representing 36%.  C.P.M. Certified Females 
represents 10%, with A.P.P. Certified Females 5% and Non-Certified Females representing 21%.  There 



February 2006 Utah Purchasing News Page 7 

was no separation made for those who were both C.P.M. & A.P.P. Certified from those who were just 
A.P.P. Certified. 
Thank you to the 100 people who participated in this survey.   
 
Shelley Black, C.P.M., A.P.P. 
Marketing Chair 
 
 
 
Article by Board of Directors Member Lynn Weight  
 
Winning 
My comments are mostly from a Stephen R. Covey workshop based on his book “The 7 Habits 
of highly effective people” with a few other comments from other seminars, lectures etc. 
 
Winning 

• Winning is what it is all about, isn’t it?   
• What does winning really mean for a sales person?   
• What does winning really mean for us as purchasing agents?   

 
When you are getting ready to negotiate for materials or services are you contemplating the big 
win?  Or are you planning on what is best for your company.  Things like: What will make you 
competitive in your market; or what will save tax payers the most money; or anything else along 
these lines. 
 
In many cases for a sales person winning is all that matters. Typically sales people are risk 
takers.  Rules do not apply to them.  They are out for the big prize, the “WIN”.   
 
You should realize that the sales person who is trying to sell you something is out for the WIN, it 
is her/his personal goal to bring back the trophy, to have the bragging rights that he/she got the 
big one etc.  He/she has her/his best interests at heart and not necessarily yours.  I am not 
trying to promote an adversarial relation ship between buyer and seller but we need to have a 
basic understanding of those that we negotiate with and that their goals or intentions are 
different than ours. 
 
We have heard from many Purchasing Professionals about Negotiating and they all seem to 
agree that in negotiation, preparation is the most important thing that we can do.  If you do not 
know what your needs are or if you do not know the value of the item or service you are looking 
for you can suffer a major loss for your company or organization.  The real or total value of 
something is more than just the price you pay for it.  But that is another subject for another time. 
 
With these two thoughts in mind: 1. The Sales person is out for the win and the bigger the 
better.  2. In negotiation Preparation is the most important thing we can do.  We are now ready 
to talk about Steven R. Coveys Habit 4 think Win-Win the habit of mutual benefit, the habit of the 
golden rule. 
 
People have different ways of looking at the same concept.  The way we look at things 
determines how we act or how we behave.  Many people look at something and say, there is 
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only so much, (this is Scarcity) and the more you get, the less there is for me.  This is not a 
progressive or open way of looking at things and may result in an unwillingness or inability to 
see things from a different prospective.  This is the ineffective approach to business and life.  On 
the other hand, some see things more openly and see that there is plenty out there for 
everyone, and more to spare (this is Abundance).  These people are willing to see things from a 
different prospective.  This is an effective approach to business and life. 
 
Dr. Covey defines SCARCITY and ABUNDANCE as follows. 
 
SCARCITY 

• I believe there is only so much and the more you get the less there is for me. 
• I am threatened by the successes of others, especially those closest to me. 
• I treat people with varying degrees of respect based on position or status. 
• I have a difficult time sharing recognition and credit. 
• I find my sense of self-worth from being compared and from competition. 

 
ABUNDANCE 

• I believe there is plenty out there for everybody. 
• I am happy for the successes of others, especially those closest to me. 
• I treat everyone with equal respect. 
• I find it easy to share recognition and credit. 
• I have a deep inner sense of personal worth and security. 

 
It will help you in your negotiations if you know the other persons point of view regarding 
Scarcity or Abundance.  If they hold the abundance point of view you will have more opportunity 
to explore options that can help both sides.  If they are working from the Scarcity point of view 
they may be unwilling or unable to see new opportunities. 
 
Dr. Stephen R. Covey lists what he calls “The Six Paradigms of Human Interaction” relating 
to winning with a brief summary regarding his definition of each scenario.  

1. Win-win 
2. Win-lose 
3. Lose-win 
4. Lose-lose 
5. Win 
6. Win-win or no deal 

 
WIN-WIN 
“Let’s find a solution that works for both of us.” 
Characteristics: 

• Seeks mutual benefit 
• Is cooperative, not competitive 
• Listens more, stays in communication longer, and communicates with more courage 

 
WIN-LOSE 
“I’m going to beat you no matter what.” 
Characteristics: 

• Is very common scripting for most people 
• Is the authoritarian approach 
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• Uses position, power, credentials, possessions, or personality to get the “Win” 
 
LOSE-WIN 
“I always get stepped on.” 
Characteristics: 

• Voices no standards, no demands, no expectations of anyone else 
• Is quick to please or appease 
• Buries a lot of feelings 

LOSE-LOSE 
“If I’m going down, you’re going down with me” 
Characteristics: 

• Is the mindset of a highly dependent person 
• Is a “no win” because nobody benefits 
• Is a long-term result of “win-lose” or “win” 

WIN 
“As long as I win, I don’t care if you win or lose” 
Characteristics: 

• Is self-centered 
• Thinks “me first” 
• Doesn’t really care if the other person wins or loses 

WIN-WIN OR NO DEAL 
“Let’s find a solution that works for both of us, or let’s not play.” 
Characteristics: 

• Allows each party to say no 
• Is the most realistic at the beginning of a relationship or business deal 
• Is the highest form of win-win 

 
In order for both sides to win it is important that we balance COURAGE and CONSIDERATION. 
COURAGE is our willingness and ability to speak our thoughts and feelings.  With out doing this 
the other side has no idea of what we want or need or how we feel about the importance of our 
message.  If we do this in a very strong and bold way it will appear as a demand and may be 
threatening.  Our responsibility is to present our needs in a way that the other person will 
understand and not be threatened.  This is CONSIDERATION.  We want the other side to feel 
free to make suggestion and comments that may result in a better deal for all involved.  It is a 
willingness and ability to seek and listen to others’ thoughts and feelings with respect.   
 
Below is a visual that shows if your courage is high you will most likely win.  If your courage is 
low you will most likely lose.  There are two sides to this equation and if you win at the other 
person’s expense you may not be able to do business with them again. 
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THE BALANCE OF COURAGE AND CONSIDERATION 
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If your behavior is to: 

• Balance courage and consideration 
• Seek mutual benefit 
• Create Win-Win Agreements 
• Build Win-Win systems 

 
Your results will be: 

• Faster solutions to problems 
• More team involvement 
• Generosity of spirit 
• Rich relationships 

 
 
Effective, long-term relationships require mutual respect and mutual benefit.  These 
relationships can provide you with suppliers that want to do business with you for the long haul, 
and suppliers that are willing to work with you in the hard times as well as the good times. 
 
Winning 

• Winning is what it is all about, isn’t it? 
 
• What does that really mean for a sales person? 

 
• What does that mean for us as purchasing agents? 

 
 
Lets all be winners. 
 
 
Lynn Weight, C.P.M.  
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   RSVP 
 For February 9, 2006 Meeting 
 

Attention: Steven Cherecwich 
 Pro-D Chair 
 NAPM-Utah 

 
 
Please R.S.V.P. no later than 3:00 p.m. on Friday, February 3, 2006.   

Company____________________________ 
 
Name(s) Attending Member Guest Pro-D Workshop Dinner 
   (4:30) (5:30) 
 

___________________________      
 
___________________________      
 
___________________________      
 
___________________________      
 
___________________________      
 
Please remember that the association currently pays for the meal at one monthly meeting for 
Regular and Lifetime Members.  In order to spend our association dues wisely, we rely on your 
RSVP to provide an accurate meal count to the hotel. 
(For Guest registrations, please check web for details). 
 

RSVP by any of the following: 
 

Online: http://www.napmutah.org 
E-Mail: napm@us.usana.com  
Fax: (801)954-7566 
Phone: (801)954-7989 
 
Mail: Steven Cherecwich 
 USANA Health Services 
 3838 W. Parkway Blvd 
 Salt Lake City, Utah 84120 
 

 MISSION 
NAPM-Utah serves as a center of excellence in 
the development of supply management.
 
VISION 
The National Association of Purchasing 
Management-Utah will be recognized as a 
center of excellence in establishing, and 
promoting best-in-class professional standards 
of competency, ethics, education, and 
certification for its members.  We value and 
seek a diverse membership, and there are no 
barriers to full participation in the association. 
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Please join us on Wednesday, February 8, 2006 for the NAPM-Utah Central 
Utah Branch luncheon, to be held at the Provo Holiday Inn, 1460 S. 
University Avenue (exit 263). 

We have invited Steve Glende to give us his presentation on “Profile of a 
Utah Buyer.”  Steve is the Executive Director of Materials and Production at 
USANA Health Services in SLC.  He holds a B.S. in Electrical Engineering, and 
a M.B.A. from the University of Utah.  He has taught classes on financial 
analysis, budgeting, and procurement techniques.  He has also led 
negotiation teams as a seller and as a buyer in contracts valued at hundreds 
of millions of dollars. 

Ruby River will be catering the luncheon. You may choose either the 1/3 
Rack BBQ Ribs w/Baked Potato or the Raspberry Chicken w/Rice Pilaf and 
Baked Yam.  Please indicate your choice below on your RSVP.  We will start 
seating at 11:45 a.m. and will begin serving the entrée at 12:00 p.m.  
  
Please RSVP by Friday, February 3rd, to Susan Maass at Smith 
MegaDiamond by fax (801) 818-4551, or by email: smaass@smith.com.  See 
you there! 
 
 
 
COMPANY            
 
MEMBERS            
 
              
 
              
 
              
 

 BBQ RIBS                             CHICKEN    _____ 
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NAPM-Utah County 
Central Utah Branch 

Wed. Lunch Meeting Minutes 1/11/2006 
12:00 at Ruby River in Provo 

 
Welcome to all, new, and any visitors was given by Susan Maass 
 -  HAPPY NEW YEAR EVERYONE! 
 -  Introduction of any new members:  Toni Johnson, Steve Everett, Megan Lowe 

 -  Recognition of officers present:  Cheryl Ransom, Shelley Black, Julia Tumanuvao, and 
Dominique Bird 
 -  A list of Officers is on each table and a Membership list is on the front table.  Please review 
and make update names, companies, phone & fax numbers, and emails. These updates will help us 
make corrections to the roster.   
 -  Any member without a name badge, please make a note n the blue paper on the table for Julia 
to make a badge for them. 

Susan turned the time to Cheryl Ransom for announcements. 
 Cheryl announced the upcoming elections, she is recruiting volunteers.  So please volunteer.   
 Contact either Cheryl, Bert Holfeltz, or John Carpenter.   
 Positions are:  Vice President  3 yr commitment 
    Secretary  1 yr commitment 
    Treasurer  2 yr commitment 
    3 Board of Directors 2 yr commitment  
 -  Presented Brent Christiansen his CPM Certificate.   
  Congratulations Brent! 

-  Good News Minute….Someone saved on Geico Insurance. 
 -  Satellite Seminary Thursday 2/09/2006   
  “Ethics in Supply Management:  Minding Your Actions and Decisions” 
 -  One day Module 3 Review offered 1/26/06 at U of U Office off of 5400 S. in SLC. 

- Module 4 will be held at Mountainland Advanced Technology Center at Utah Valley State 
College starting 1/12/06 to 2/09/06   

- Remember we are an Education Association, please suggest how to make it better. 
Susan introduced Pres. Patti Pittman.  
 Patti praised the Utah County Affiliate for their membership and their willingness to get 
involved.  Noted Utah County’s luncheons are as big as SLC’s dinner meetings with attendance.  
Recognized all committee members from Utah County and let them know the committee appreciates all 
they contribute to the meetings both here and in SLC. 
Susan introduced the speaker: 

 Cynthia Wallin, Doctoral Candidate in the Department of Supply Chain Management at the W. 
P. CAREY School of Business, Arizona State University, to speak to us.  Cynthia’s presentation 
will help complete her dissertation on the topic of “Inventory Management Decision Making.”  
Her presentation includes audience participation. 

Lunch options: BBQ Beef Sandwich w/battered fries  
   Peppered Salmon w/jacketed baked potato 
Susan:  Thanked Cynthia and presented her with a Certificate of Appreciation. 
 Happy New Year! 
 Asked for any questions…there were none. 
 Thanked everyone for coming. 
Meeting was adjourned at 12:55 
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Officers 2005-2006 
Patti Pittman, C.P.M. 

President 
Lifetime Products 
PO Box 160010 
Clearfield, UT  84016 
Phone: (801) 728-1259 
pattip@xmission.com  

Jeff Palmer, C.P.M. 
Vice-President 
Usana Health Sciences 
3838 W Parkway Blvd 
Salt Lake City, UT  84120-6336 
Phone: (801) 954-7448 
jeff.palmer@us.usana.com  

Craig Calvert 
Secretary 
Granite School District 
2500 S State Street 
Salt Lake City, UT 84115 
Phone: (801) 646-4565 
craig.calvert@granite.k12.ut.us 

Susan Shepherd 
Treasurer 
Utah County 
1932 N Main 
Orem, UT  84057 
Phone: (801) 851-8234 
Ucadm.susans@state.ut.us 

Julie Anderson 
Immediate Past President 
Lagoon Corp. 
PO Box 696 
Farmington, UT  84025 
Phone: (801) 451-8026 
Janderson@lagoonpark.com 

 

Board of Directors 2005-2006 

Mary Kay Bonica, C.P.M.  
Utah Transit Authority 
9447 S 2100 W 
South Jordan, UT  84095 
Phone: (801) 287-4615 
mbonica@uta.cog.ut.us 

Julia Tumanuvao 
Wencor West 
1625 North 1100 West 
Springville, UT 84663 
Phone: (801) 489-2015 
juliat@wencor.com  

Lynn Weight, C.P.M.  
Smith MegaDiamond 
275 W 2230 W 
Provo, UT  84604 
Phone: (801) 818-4523 
lweight@smith.com   

Shelley Black, C.P.M., A.P.P.  
Young Living Essential Oils 
3125 Executive Parkway 
Lehi, UT  84043-8572 
Phone: (801) 465-5425  
sblack@youngliving.com  

Gary Briggs, C.P.M. 
Salt Lake City School District 
440 E 100 S 
Salt Lake City, UT  84111 
Phone: (801) 578-8261  
gary.briggs@slc.k12.ut.us  

Susan Fowler, C.P.M.  
Nichols Inc. 
1949 S 4250 W 
Salt Lake City, UT  84104 
Phone: (801) 983-8761  
susanf@nicholsinc.net 

Committees & Volunteers 2005-2006 

Susan Maass 
Central Utah Branch Coordinator 
Smith MegaDiamond 
Phone: (801) 818-4524 
smaass@smith.com 

Bert Holfeltz, C.P.M.  
Leadership Coordinator 
(Retired) 
Phone: (801)355-2114 
bholfeltz@juno.com  

Steven Cherecwich 
Professional Development Chair 
Usana Health Sciences 
Phone: (801) 954-7989 
napm@us.usana.com  

James T. Phillips, C.P.M.  
Board Advisor 
UDOT 
Phone: (801)965-3836 
jamesphillips@utah.gov 

Eloy Gutierrez 
Name Badge Coordinator 
Lifetime Products 
Phone: (801) 
egutierrez@lifetime.com  

Tracey Stevens, C.P.M. 
Historian 
American Skiing Company 
Phone: (435) 615-0374 
tstevens@ascresorts.com  

Bryan Hemsley, A.P.P., CPPB 
Web Engineer 
Salt Lake City Corp. 
Phone: (801) 535-7944 
bryan.hemsley@slcgov.com 

Dominique Bird 
Public Relations Coordinator 
Natures Sunshine 
Phone: (801) 342-4466 
dbird@natr.com  

John Carpenter 
Career Services Coordinator 
The Canyons 
Phone: (435) 615-3331 
jcarpenter@thecanyons.com  

Anna Worthington 
Newsletter Editor 
Tesoro Refining Company 
Phone: (801)521-4842 
aworthington@tesoropetroleum.com  

Cheryl Ransom, C.P.M., A.P.P.  
Communication & Education Chair 
Insta-Chain Inc. 
Phone: (801) 722-9793 
cherylransom@hotmail.com  

Debbie Hefner, C.P.M.  
Photographer 
Ogden City Schools 
Phone: (801) 737-7311 
debh@m.ogden.k12.ut.us  

Cody Branz 
Member Services 
Performance Design Inc. 
Phone: (801)728-1372 
cbranz@performancedesign.com  

Tom Short, C.P.M. 
Scholarship Committee 
L.D.S. Church 
Phone: (801)240-1236 
shorttj@ldschurch.org  

Ron Peterson, C.P.M. 
Scholarship Committee 
L.D.S. Church 
Phone: (801) 
petersonrb@ldschurch.org  

Cathy Gillies, C.P.M. 
Special Events Coordinator 
Neways International 
Phone: (801)423-7484 
cathy@neways.com  

Erica Ethington 
Roster Coordinator 
Utah Transit Authority 
Phone: (801) 
eethington@uta.cog.ut.us  

Keith Crane 
Librarian 
Parker Hannifin Corp. 
Phone: (801)977-5435 
kcrane@parker.com  

Please contact Patti Pittman at (801) 728-1259 if you are interested in a volunteer position. 

Photo Release:  From time to time, we use photographs taken at meetings, seminars and training courses in Newsletters, on our Website or in other promotional materials. By virtue of your attendance, you agree to the use of your likeness in such materials. 

 




