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NAPM-Utah Good News Announcements 

   
 
Celebrate the Season with your friends at Desert Star! This musical Holiday Spectacular 
will feature Christmas songs, fine dining, Desert Star-style humor, and lots of Holiday 
spirit.  
 
NAPM-Utah December Social at the Desert Star Dinner Theatre 
Address: 4861 S. State Street, Murray 
Date: Thursday, December 14, 2006 
Time: 6:00 p.m., be there at 5:30 for best seating 
 
The meal will be a seasonal dinner buffet Members and Guests:  

$20.00 per person (payment received after Nov. 15th) 
 
There is limited seating so get your reservations and payments in early. 
(This represents a great bargain at about 1/2 price.)  
 
Contact Susan Fowler at: 
Email susanf@nicholsinc.net  
Phone (801) 983-8761 
Send Payments To: 
NAPM-Utah 
c\o Lynn Weight 
PO Box 27245 
Salt Lake City, UT 84127  
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President’s Message 
 
I want to emphasize one of the main points in the November 2006, Inside Supply 
Management magazine article entitled, “The Plan to Succeed” – How to create 
opportunities for top talent in supply management.  
 
As we lead supply management, it was suggested that we must identify individuals who have 
the potential to move not only up to the next step, but can make multiple jumps. It requires 
management to look more than one level down on the rung. How many times do managers 
assume the next person up is the next level down.  Assume nothing when choosing a leader. I 
vividly recall the CEO in a prior company that her philosophy was to weed out poor performers, 
especially the removal of “C” players in the organization. I remember being asked to participate 
in an interview accessing if I was still qualified for my same job as Purchasing Manager. 
 
The ongoing evolution of the supply management profession creates the need for us to be 
thinking now about what traits tomorrow's leaders will need to possess. More technical skills are 
needed for supervisors then they think about what they need. Ask yourself if you are still 
qualified for the position you currently have at this time, and then start preparing to fill in the 
gaps where you are missing critical skills and knowledge. One manager I know thinks they can 
guide along on the political shoulders of an executive you personally know. How would you like 
to base your security on an ever-changing management team?  
 
The forward thinking supervisors must lead their group with brilliant best practices, and 
implement new ideas that actually change the processes within the organization. They must 
strategically lead by showing subordinates new ways to make process changes. They must be 
examples to grow their company, and take them to the next level. In the article, Fellow’s 
suggests training programs, such as Six Sigma Black Belt and lean supply chain, and joining 
professional associations as three key strategies to begin this change process. 

 
Warm Regards,  
 
Jeff Palmer, C.P.M. 
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Immediate Past President’s Message 

Hello Fellow Members, 
I hope that your season is bright; I'm looking forward to seeing you at the Christmas Social. 
I am always interested in the progress that ISM is making toward their new certification program, and the article 
below is an update from their Website.  I am slowly coming around to seeing the need for all the changes. Their 
website information is at the bottom of this article, and it bears watching if you are interested in the progress of our 
profession. 
ISM's Certification Market Study Supports the New Certified Professional in Supply Management (CPSM) 
Qualification 
ISM's 2004 Certification Market Study supports the creation of a new comprehensive qualification that will 
recognize the expanded education, skills and experience needed for successful supply managers in the 21st 
century. Foremost among the study's conclusions is that the new professional qualification must reflect higher skill 
levels across all disciplines within supply management. In development since 2003, the CPSM will focus on 
strategic, high-level supply management, culminating in senior management level expertise. The CPSM will be 
available in 2008. 
Several main points that came out of the Certification Market Study are: 

•  Rapid changes in technology, methods and scope of supply management will increase the need for education, 
training and certification.  

•  The new role of supply management requires continuous expansion of the knowledge base for supply personnel 
who are working in a rapidly changing environment. ISM must move quickly in meeting the demand for new 
knowledge and skills.  

•  A blend of new skills and knowledge needs must be developed by top professionals in multiple fields. This 
curriculum must also address the needs of professionals whose goal is to enter senior management.  

•  Global supply management concepts will be intensified and expanded in critical content areas.  
"The CPSM will address the realities of supply management workplace complexities including globalization, greater 
use of technology and expanded competencies that supply management professionals employ to drive value in 
their organizations," states ISM Chief Executive Officer Paul Novak, C.P.M., A.P.P.  
Supply management professionals must understand that the CPSM will include the entire curriculum of the CPM’s 
purchasing focus, plus an equal share of the other major disciplines within supply management — strategic 
sourcing, contract management, negotiations and much more. 
"The recommendation to develop an expanded supply management qualification is also based on extensive job 
analysis of supply management competencies," says ISM Certification Committee Chair Susan I. Scott, C.P.M., 
A.P.P. "ISM has established a legacy of certification excellence through innovation and expertise. The CPSM will 
strengthen this legacy." 
ISM feels it is important for all supply managers to know that this change in credentialing is designed to enhance 
the abilities of all professionals in supply management, including those whose main focus is the purchasing 
function. The new qualification will build a senior management level understanding of the entire supply chain which 
will far surpass the abilities of any single designation — even the C.P.M. 
To see Frequently Asked Questions (FAQs),  and to sign-up for e-mail updates on the CPSM, go to www.ism.ws.  
For more information, contact ISM Certification at certification@ism.ws or call 800/888-6276, extension 3027. 

 

Wishing you some Great Holidays!  Patti Pittman
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Communication Chair  
 
In the November’s Issue of Priority Magazine Julia Collins writes "the end of the year is the perfect time 
to look at your business strategy and, if necessary, chart a new course for your company." 
 
"Business planning is a dynamic process.  Cash flow, product niches, and competition change constantly 
and your company's business plan should change to reflect this," says Jeffrey Sohl, Director of the 
University of New Hampshire's Center for Venture Research. 
 
NAPM-Utah members can assist their organizations in determining: 
 
1.  Is our vision still relevant?  The question "Can our vision take us into the future?"  If not, rethink your 
mission. 
 
2.  Do you keep track of leads and customers?  Information is a precious commodity in the life of any 
business.  It is important to track what your customers want.  Every business, whether manufacturing or 
service, has customers.  Service Industries should also find out what their customers want.  Survey at 
least 20% of your customers. 
 
3.  Is your product or service working?  How do monthly sales, profits, and goals compare with original 
projections? 
 
4.  Are you overlooking opportunities to grow?  Don't let your business plan lock you into one model, or 
keep you from recognizing new markets.  For instance, if you own a lawn care business, you might be 
able to take care of people's swimming pools.  The Year-end is also a great time to consider networking 
or advertising campaigns and other strategies for obtaining more market share or entering more markets. 
 
5.  Do you have the resources to manage growth?  What will happen if you sign a contract that will triple 
your revenue.  What will happen if you have responsibility for servicing another public department? 
 
6.  Are customers paying their bills on time?  Cash flow is crucial to the health of your business.  It might 
be prudent to prepare an annual cash-flow budget that estimates a year's worth of cash outflows and 
inflows. 
 
7.  What about next year?  And five years down the road?  What big ideas and dreams do you have for 
your business?  Would you like to open more branches?  Do you want to take on public service projects?  
Think about the key steps needed to make this happen and set a timeline. 
 
8.  Are you getting what you want out of the business?  Job Satisfaction is determined by your direct 
supervisor and the type of work that you do.  Money is third on the list.  As time passes, you'll want to 
review your long-term goals to consider factors such as personal circumstances or shifts in the market 
place.  Are the people in your organization enjoying themselves?  The bottom line for any healthy 
business is the well being of the people in the organization. 
 
Thank-you, and have some great Holidays! 
 
Cheryl Ransom C.P.M., A.P.P. 
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Education Committee 
Year End Evaluation New Year Commitments, Observations by Phil Johnson 
 
The other day, as I rummaged through all the junk mail, that shows up at my house, I came upon the 
October issue of the “Reader’s Digest”. I usually flip through and laugh at the corny jokes, read a quote 
or two, browse the human interest story and deposit it with all the other magazines.  Man, do I have a 
stack of magazines, most of which, come around because we are winners of some marvelous, or not so 
marvelous prizes. 
 
This particular day, a quote from a familiar author caught my eye.  “Management is doing things right; 
leadership is doing the right things.”, Peter Drucker.    Reading this quote captured my attention and I 
checked out the article. The article is part of series Reader Digest called, “America 2.0”.  The title is, “You 
can’t lead with lies STOP THE CHEATING” by Jacqueline Leo.  She points out some major ethical 
problems we Americans are experiencing. 
 
The granite pillars of the “American way of life” are slowly eroding.  Everyday, we read about the 
inappropriate actions of some of our nation’s most successful companies, the cheating at colleges and 
schools, sport idol’s misuse of performance enhancing drugs, crooked judges and politicians, media 
plagiarism; sadly, the list seems to go on and on. Keep your chin up. There is a silver lining around this 
dark picture.  Ms. Leo points out, each of us can exhibit some personal leadership and initiate 
positive change.  She presented some good ideas on how we can make a difference.  I recommend the 
article.  
 
This short article helped me realize, how easy it is to fall into some serious bad habits. Probably, the 
worst habit is becoming apathetic toward issues we think are beyond our circle of influence.  We have a 
tendency to lounge in our comfort zones, and stay away from experiences that force us to grow.  
All of a sudden this article threw me into the personal evaluation mode. Wow, talk about falling out of my 
comfort zone!  I realized it was November, and time to evaluate what 2006 had brought to the table.  I’m 
still in the evaluation mode, soon to move to the New Years resolution mode.   
 
This month is a good time to reflect and make new commitments to what is most important to you.  “ If 
you are not making the progress you want, then your goals are not clearly defined”,  J. Paul Getty.   
Take time to customize your personal evaluation.  Use criteria designed to meet your personal ambitions 
and moral value system.  Make sure you are fair and realistic with yourself. Get outside your comfort 
zone and challenge yourself.  You will find the dividends are well worth the effort.  
 
Hopefully, professional development is part of your new year commitment. NAPM Utah can be a great 
resource to assist you with your “Pro D”. Be sure to take advantage of the resources available through 
our local chapter as well as the highly accredited national seminars and conferences.  Then you won’t 
find yourself in the same boat as the clown in this story.  
“I was at a local festival and noticed a guy in bad circus makeup doing intricate balloon animals. He was 
twisting something together when a little girl asked, “What are you making?” He sighed, “Minimum 
wage.”  Reader's Digest, October 2006, page 209, Emily Shultz 
 
Thank-you, 
 
Phil Johnson C.P.M, A.P.P. 
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Central Utah Branch Meeting Minutes 
 

NAPM-Utah County - Central Utah Branch 
Wed. Lunch Meeting 

 11/15/2006 
11:50 at Ruby River in Provo 

 
Susan Maass welcomed everyone.   

 -Welcome of new members, and recognized Young Living Manager Ms. MaryLou 
Jacobson 
-Recognition of Officers present: Executive Committee: Jeff Palmer-President, Julia 

Tumanuvao-Vice President and Lynn Weight-Treasurer.   
Board of Directors: Shelley Black - Board of Directors & Marketing Coordinator, Alan 
Anderson - Board of Director. 
  

- Reminder of the Christmas Party on 12/14/06 at the Desert Star Dinner Theater in 
Salt Lake City, at 5:15.  The program will be “The Spirit of the Holidays.”  $18.50 per 
person or $37 per couple, checks need to be made out to NAPM Utah, and can be 
given to Lynn Weight.  Please RSVP to Susan Fowler through the website, or email 
her at susanf@nicholsinc.net.  Final count is due today. 

 
- On each table is a Pink-speaker evaluation form; Green - December Social 

announcement; Yellow - Directory of Officers, White - Minutes from October 
Luncheon for your approval. Are there any corrections to the minutes?  None.  
Minutes stand approved as printed. 

 
Susan introduced our speaker:  Dr. S. Tom Foster, Associate Professor of Supply Chain 
Management, Dept of Business Mgmt, Marriot School of Business, BYU to share with us an 
interactive presentation of “Implementing Change in an Organization.”  Dr. Foster brings 
expertise in Strategic Quality Mgmt, Supply Chain Quality, Service Quality, Teamwork, Quality 
in Government, and Operations Technology Mgmt. 
 
Lunch: High Noon Steak with jacketed baked potato and salad, pumpkin pie for dessert. 
 
Susan thanked Dr. Foster for the activity presentation.  She then presented him with a 
Certificate of Appreciation and offered all-day ski tickets for a treat. 
 
Susan reminded us again to sign up for the Christmas party in December. 
 
Thanked everyone for coming.   
 
See everyone in January 2007. 
 
Meeting was adjourned at 12:57 
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Central Utah Branch  
Hello from Utah County, 
 
The following changes can be made to the schedule of speakers for Provo luncheons: 
  
Feb 21, 2007 will be James T. Phillips, C.P.M., A.P.P., Procurement Coordinator UDOT 
Topic:  "Building and Managing Relationships: A Core Competency for Supply Managers" 
  
Mar 21, 2007 will be Stanley E. Fawcett, Ph.D., Professor - Global Supply Chain Mgmt at BYU 
Topic:  TBD. 
  
I am still looking for speakers for Jan’07 and May’07.  If you know of anyone that might be a good 
candidate for Jan’07, please let me know.  Thank you. 
 

   
 
Susan F. Maass 
NAPM-Utah, Central Utah Branch Director 
 
 
 
 
 
 
 
 
 
 








