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President’s Message

The “Inside Supply Management” magazine, on page 24 of the October 2006 an article titled, "Supply Is Where
It's At", by Joseph L. Cavinato, Ph.D., C.P.M., stated, "For the first time, supply professionals are taking the
initiative of identifying projects and laying business plans that extend across the entire organization or supply
chain".

| too, suggest we take the initiative as supply professionals and seek for better ways to do things individually and
cross-functionally. Let's get out of our silos and lead supply management internally within our own organization.

Dr. Cavinato further stated, "The supply professional of today and tomorrow requires extended negotiation skills
that go beyond the across-the-desk type so common with a supplier. Some of the real value-add comes internally,
by working with people in other departments and senior managers to educate them as to the value of some of the
new initiatives, how they can be accomplished and how their success can be measured. This means thinking in
terms of influence and gaining buy-in. All of this means becoming more adept at both internal and external
relationship management".

NAPM Utah will support you in this relationship effort by providing monthly dinner meetings and seminars to meet
your needs, both internally and externally. One of your needs is to attend a meeting or seminar with other
departments within your own organization. There are cross-functional lean seminars designed to be attended by
two or more departments within your own organization. Lean Manufacturing definitely qualifies as one of the new
initiatives Dr. Cavinato speaks about. Let me tell of my experience recently. Since our last 'lean purchasing' one
day seminar, | had occasion to walk into the offices of two senior management officials (here at USANA Health
Sciences). | personally asked our Director of Operations and Vice President of Operations to attend the next lean
manufacturing seminar with our purchasing group. They both seemed quite interested. Our newest V.P. said, “just
let me know when and | will be there”. Our Director suggested others that might also benefit from such a seminar.
The thing is that whether you are a Senior Buyer or a Senior Manager, we all have a need to bring people together
to solve complex cross-functional problems. My experience is not unique. Before leaving the last lean purchasing
seminar, there were several people that wanted us to arrange another seminar, except this time include other
departments within their organization.

NAPM Utah has been there consistently providing education and support to a wide range of companies spread all
over Utah. If we are not meeting your needs and you don't think NAPM Utah understands your industry, try us now!
This year we have more volunteers to serve your needs. Our volunteers come from many industries and our focus
is offering track 'A" and track 'B' in our Pro-D hour, covering both manufacturing and non-manufacturing subjects. |
have personally worked as a supply professional in health sciences, telecommunications, aerospace, and medical
biotech industries. | am asking for our members and company coordinators to spread the word. We often think
someone else will spread the word, but this time, we need to assume no one else will, if we don't do it ourselves.
Start by contacting two key senior managers from other departments within your organization that would most
benefit from a seminar of this type. USANA's theme this year focused in part on 'the power of two'. This means that
if we each make two contacts and follow-up, we can make a difference. Contact just two people and extend an
invitation for a future event. Dr. Stephen R. Covey has said that if we are to make positive changes, we must
increase our circle of influence (and not focus on our circle of concern). These monthly meetings and seminars are
tools to help you be successful on your journey to affect change and get more buy-in than before. Contact us with
your feedback and what your experience is in making change happen in your company. Good Luck!

Jeff Palmer, C.P.M.
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Board of Directors

CRUCIAL CONVERSATION, commentary by Lynn Weight

| have just completed a seminar entitled "Crucial Conversations" taken from a book of the same
name, and written by Kerry Patterson, Joseph Grenny, Ron McMillan and Al Switzler and
published by McGraw-Hill. | want to make a few comments about some of the points made in
the seminar.

The concept behind Crucial Conversations is to improve the effectiveness of conversations.
The tools taught can be used for Company growth or for your personal life. These tools can be
used anywhere that communication needs to be improved. If you have teenage children this
might be able to help you at home as well.

Let me start with the definition of a Crucial Conversation as presented in the seminar. You can
tell if you are in a crucial conversation if three elements are present:

1. STRONG EMOTIONS
2. OPPOSING OPINIONS
3. HIGH STAKES

Let’'s look at STRONG EMOTIONS first. It is said that the very primal instinct shared by all of us
is that of “fight or flight”. If you have ever been in a position where you felt threatened, your
automatic primal instincts take over. When we are threatened, hormones are released into the
blood stream, shutting down higher cognitive responses and boosting the flow of blood to the
fight or flight parts of the body. In the heat of the battle and when we need it the most, our
systems shut down the brain power to prepare us for fight or flight. Moments after a
conversation has ended and we regain our composure it comes to us what we should have said.
Does this sound familiar?

It is important to learn to recognize when your emotions are starting to build. As soon as you
recognize that your emotions are up, you need to stop and ask your self, “What do | want”.
Don’t get caught up in proving your point or “nailing” the other person. Concentrate on what you
want. Stop and take a few seconds to regain your composure before you speak. Restate what
you want in a non-threatening way or ask a question to get clarification of the other person’s
point of view.

The next point is OPPOSING OPINIONS. Wouldn't it be great if everything was a scientific fact,
so that there were no opinions, just fact? Trust me even in the scientific world there are differing
opinions regarding what may be assumed as scientific facts. There will always be opposing
opinions and this is a good thing. Without different opinions there would be no progress. The
problem with opposing opinions is that someone has stuck their neck out on the line by stating
their opinion. No one likes to be told they are wrong, especially in front of others. Opposing
opinions that are not shown proper respect will lead to strong emotions. It is important to always
show respect for the opinions of others.
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Last is HIGH STAKES. If a conversation is important to you, or the company, or the welfare of
others; you are dealing with high stakes. The conversation may not be life threatening, but it
may be very high dollar or far reaching. It may also have a very high level of visibility and is
therefore a high stakes conversation.

Let me give you an example of a high stakes conversation that did not appear to be a high
stakes conversation. A purchasing department decided that Purchasing Cards would be a good
thing to take care of many small items and onetime only purchases, etc. The purchasing
department met with the financial department, and presented the reasons and the value of using
P cards. The presentation went well, but the reception was very cool. It took several minutes of
fairly casual conversation before the financial officer revealed his hesitancy to approve the P
card program. The P card program was administered by corporate, and they reviewed any
problems that might arise before the local financial officer had an opportunity to review them.
Any P card irregularities would be reviewed at corporate first, and the local financial officer could
be held up for ridicule before he was aware of the irregularity. For him, this was a very high
stakes conversation.

In conversations it is important that we watch for the signs of a CRUCIAL CONVERSATION:
STRONG EMOTION, OPPOSING OPINIONS and HIGH STAKES. Don't let the emotions get
out of control. Watch for signs of emotion and slow the conversation down if emotions start to
rise. Take time to listen. Get the other person to calm down by listening and asking for
clarification of what he is saying. Respect opposing opinions and do not put the other person
down. Realize that to you it may not be high stakes, but to the other person it could be very
high stakes.

Crucial conversations can only take place when there is mutual respect for others. Without
respect for the other person it does not matter what they say or what evidence they present. It
will only fall upon deaf ears. If your opinion is that the other person’s opinion is of no value, you
cannot have a crucial conversation.

| have covered only a few minutes of the two-day seminar, however this is good food for thought
for now.

Thanks

Lynn Weight Treasure
Phone: 801-768-8635

Fax: 801-768-2414

E-mail: lynnw8@gmail.com
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THE PURGHASING ECONOMY SURVEY REPORT

“A monthly survey of supply chain managers”™

SURNVEY RESULTS AT & GLAMCE
. Business Canditions Index declined to lowest levelin
thres manths

= Inflation gauge declined to lowest level in more than 2
vears

= Conbidence was very strong despite
= Mew export orders were strong for the month

GROWTH SLOWS IN MOUNTAIN STATES ECOMOMY
WITH LOWER INFLATIOMARY PRESSURES.  The leading
escopomic indicator for the Mountain States region moved lower
far September while inflationany pressures moderated, according
to amenthhy sarvey of supphy managers and business leadems in the
three-state region. The overall Business Conditions Index declined
ta T3, its lowest level since June and dewn from August’s 756
and Tuly's 750, The regicnal prices-paid index plummeted ta
76.8 from August's 846 and July's 91.7. The prices-paid index.
which measures inflation at the whelesale level, while still showing
significant inflationary pressures declined to its lowest level since
May of 2004. Supply managers report that recent declines in
ail prices have reduced inflationary pressures. 1 expect this to
push the Pederal Reserve Open Market Committee (FOMC)
to hold an interest rate hikes at their next meeting on Octeber
24025, Ax this time, [ plxe the likelihood of an October rate
hike at less than 19 percent. Labor shorages are dowing growih
in the regional economy to a still rapid pace. The employment
index declined to a aill vigorous 711 from August’s 731 and
Jul¥'s T&.T. 1 ewpect the region to add approgimately 110,000
jobs in 2006 This is a 29 percent job growth mate which is
roughly twice that of the mation.  Absent labor shortages,
the region’s growth for 2006 would approach four percent.

The lading econcmic indicator, termed the Business
Conditions Index, fram the September survey of supply managers
and business leaders in the state declined to 66.5 from August's
7.6 and Juby's 8064, Components of the overall index for
September were 80,0 for new orders, production at 70,0, delivery
lead time at 4000, inventories at 70.1, and employment at G,
Durable and non-durable goods producers, emcept for feod
processing, reported uphims in business activity over August
levels, Trucking firms detailed a downtum in September growth,
Utah is on track to add roughly 46,000 jobs for 2006, This is
dewn from last vear due to labor shortages in selected industries.

+  Consumers will spend an average $902 on heating from
October through March, according to the DOE. That's
down nearly 5% fram the 394 Tavenge total last year. For
the five-year period betwesn 2000-2005, the average cost
was $GST.

+  Excluding gasoline sales, retail sales ross 06%in September
{that's strong! |

= The yield oo the 10-year U5, Treasury has declined by
42 basis points since the Fed raised rates on June 29,
Apparenily the Ped thinks inflation is a bigger problem
than irvestoms de

= The tour-wesk average of initial unemployment claims
declined by 750 to 313250, which according to Market
Waich was the lowest level since mid-August.

= U5 consumer confidence jumped more than expected
this month to its highest level since Tuly 2005 as gasoline
prices fell and stecks rase, suggesting spending may gain
mamentum heading into the holiday shopping season.

+ Mon-farm payroll jobs rese by 51000 in September, far
belosw economists’ median forecast in a Reuters poll of a
rise of 125,000, But August payrolls were upwardby revised
tooa nse of 188,000, The unemployment rate dropped to
4.6% from 4.7%, and wages rose a less-than-sxpected
0.2%,

+ The price of gold ros to $390 per ounce. Gaold i seen as
a hedge against inflation and often moves along with oil
prices

= The 1.5, trade debicit hit an all-time high for August asthe
deficit with China increased by 12.2 percent to a record
$22 billion.

= il prices rose above $39 a barrel Friday after Morsay
ordered production shut down at o offshore platiorms,
reducing flows by about 10% from the world's third-largest
il exporter

= Despite the housing dip, the PPI for construction materials
and compo nents rose 0.3% in August and accelerated to a
12-manth rise of 8.8%, up from B.3% between Juby 2005
and Tuly 2006,

+  Existing-home sales fell for the ffth straight manth,
the Mational Association of Realtors reported in late
September.

+  According to the Association of General Contractors,
inventories of homes for sale at month’s end climbed
ancther 1.5% to a record 3.92 million. That represented
a 7.5-month supply at current selling rates, the highest
imventoryfsales mtio since April 1593,

= The producer price index {(Oct. 17 woww blsgovi. &
negative mumber growth numberwill be ancther indicator
of a slowing econanmy.

www.outlook-economic. com

Write to us af ermnieg@creighton_edu
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Central Utah Branch Coordinator: Susan Mass

Greetings from the Central Utah Branch of NAPM-Utah

Thanks to all who attended the October luncheon in Provo. We had a great turn out. There
were several new faces in the crowd, as well as eight NAPM-Utah Officers, Board and Chair
Members in attendance.

Last month we had Derek DeMeo of Expeditors International give a presentation on Incoterms.
Expeditors International is a global logistic provider. Derek was accompanied by Lark Galley.
Expeditors International is a Washington based company, with a satellite office here in Salt Lake
City. We received positive feedback afterwards, the presentation was beneficial to everyone
who attended.

This month, we are pleased to hear from Dr. S. Tom Foster, Professor and Author in the field of
Operations, Quality and Supply Chain Management at Brigham Young University’s Marriot
School of Business. He has consulted for a number of companies, such as Hewlett-Packard,
Heinz Frozen Foods, US West Corporation, and the U.S. Dept of Energy. He has also
published over 50 quality-related articles in several Journals. His most recent book is entitled
“Quality Management: An Integrative Approach,” (Prentice Hall).

Instead of two entrée choices in November, we will have only one entrée served at the
luncheon, followed by desert. This is to help cut down on delays caused by different cooking
times of two separate entrees. Please accept my apology, if this poses an inconvenience. We
hope to achieve the opposite effect.

We appreciate the collective effort, made all, to keep NAPM-Utah running and growing all year
long. We wouldn’t be able to do it without YOU. If you would like to help out in some way, there
is something for you.

| wish you and your loved ones a Safe, Happy and Memorable Holiday!

Warm Regards,

Susan Maass, A.P.P.
Central Utah Branch Coordinator
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Nationat RSVP

Association of .
Purchasing For November 9, 2006 meetings

Management Attention: Steven Cherecwich

R B Pro-D Chair
NAPM-Utah

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

Company
Name(s) Attending Member Guest Pro-D Workshop  Dinner
(4:30) Aor B  (5:30)
O O O O O
O O O 0O O
O O O 0O O
O O O 0O O
O O O O O

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: MISSION

NAPM-Utah serves as a center of excellence in

Online: http://www.napmutah.org the development of supply management.

E-Mail: napm@us.usana.com
Fax: (801)954-7566 VISION

Phone: (801)954-7989 The National Association of Purchasing
Management-Utah will be recognized as a
center of excellence in establishing, and

Mail:  Steven Cherecwich promoting best-in-class professional standards
USANA Health Services of competency, ethics, education, and
certification for its members. We value and

3838 W. Parkway Blvd seek a diverse membership, and there are no

Salt Lake City, Utah 84120 barriers to full participation in the association.
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NOVEMBER NAPM LUNCHEON

NAPM-Utah Central Utah Branch Luncheon will be held on Wednesday,
November 15", 2006 at the Provo La Quinta Inn, 1460 S University Ave,
(exit 263).

We have invited Dr. S. Tom Foster, Associate Professor of Supply Chain
Management, Dept of Business Mgmt, Marriot School, BYU to share with us
an interactive presentation on “"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.

Ruby River will be catering the luncheon. Due to the delay created with
service of two entrées, we have chosen ONLY one entrée: High Noon Steak
with Jacketed Baked Potato, followed by desert. We will begin seating
w/salad service at 11:45 a.m., followed by the entrée at noon.

Please RSVP by Friday, November 10" to Susan Maass at Smith
MegaDiamond, by fax (801) 818-4551, or by email: smaass@smith.com.
See you there!

NOVEMBER PURCHASING LUNCHEQON RSVP

COMPANY

MEMBERS
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NAPM-Utah County

Central Utah Branch

Wed. Lunch Meeting

10/18/2006
11:55 at Ruby River in Provo

Susan Maass welcomed everyone.
Recognition of Officers present.
Executive Committee: Jeff Palmer - President. Julia Tumanuvao - Vice President, Lynn Weight — Treasurer,
Board of Directors: Shelley Black-Board of Directors & Marketing Coordinator; Alan Anderson-Board of Directors;
Susan Shepherd - Orientation Coordinator, Craig Calvert - Company Coordinator.

- Luncheons will be on the 3rd Wednesday from now on.

- Welcome of new members and visitors at each table.

- On each table are the speaker evaluation forms. Also, there is a blue paper for any comments,
changes in membership, emails, phone/fax numbers, etc.

- How many review the website monthly? Majority

- There is a tri-fold on the outside tables announcing upcoming events. Please pick-up one if you have
not already. It is for the year 2006.

- NAPM has a library with lots of helpful material to help us in our profession. Here is one book offered:
“Purchasing in the 21% Century”. If you would like to check any materials out, contact Bob Mooney
and he will send it down with Susan Maass on the 2™ Thursday of each month. You may check the
material out for 60 days.

- Any Education or Certification questions, please direct them to Cheryl Ransom, email address is on
the website.

Susan turned some time over to Jeff Palmer to let us know the latest that is going on in NAPM Utah.

Jeff discussed the tri-fold. He explained and encouraged companies to take advantage and advertise in them.
Also, he reminded everyone to update their email addresses on the ISM website, go to ‘ism.ws’. He praised and
stated his appreciation of our attendance in Utah County.

Time was then turned over to Julia Tumanuvao. She reminded everyone of our Christmas Party on 12/14/06 at the
Desert Star. All you can eat buffet and a Christmas play, to be announced. Please RSVP to Susan Fowler. The
final count needs to be turned in by 11/15/06. Make checks out to NAPM Utah, and they can be turned into Lynn
Weight, Susan Maass, or Julia Tumanuvao. The cost is $18.50/person or $37/couple, (regular price is $45 per
person). Be there by 5:15, seating will start at 5:30.

Time turned back to Susan who introduced the speaker. Derek DeMeo and Lark Galley, import Managers from
Expeditors International, Inc., a Washington based company with an office in Salt Lake. Their company is a global
logistics provider. They work with airlines and steamship lines to provide visibility of shipments and tracking online.
He informed us on “Incoterms”.

Lunch options: Smothered Chicken & battered fries, 1/3 rack - BBQ Ribs & baked potato, dessert: cheesecake.
“Who liked having a dessert?” It was unanimous to have desserts from now on. Susan will check on having one
provided.

Susan thanked Derek DeMeo, and Lark Galley for their presentation, and presented them with a Certificate of
Appreciation.

Jeff Palmer talked about new NAPM items—value added benefits, magazines, website, two locations for
workshops and speakers, purchasing month with the speakers being presented, volunteering...not too early to
volunteer for 2007!

Contact Julia Tumanuvao with any comments. Encouraged everyone to review their schedules to see if they would
be able to volunteer. Be sure to read our monthly newsletter, it has helpful articles. Thanked the speakers and
thanked everyone attending for getting involved.

Susan mentioned next months speaker, will be Mr. Tom Foster, who will be speaking on “Implementing Change in
Your Organization”

Asked for any questions...there were none.
Thanked everyone for coming.
Meeting was adjourned at 12:53
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Officers 2006-2007
Jeff Palmer, C.P.M. Julia Tumanuvao Marge Taylor
President Vice-President Secretary
Usana Health Sciences Wencor West LDS Church
3838 W Parkway Blvd 1625 North 1100 West Phone: (801) 240-0317
Salt Lake City, UT 84120-6336 Springville, UT 84663 taylormd@ldschurch.org
Phone: (801) 954-7448 Phone: (801) 489-2015
jeff.palmer@us.usana.com juliat@wencor.com
Lynn Weight, C.P.M. Patti Pittman, C.P.M.
Treasurer Immediate Past President
Smith MegaDiamond Lifetime Products
275 W 2230 W PO Box 160010
Provo, UT 84604 Clearfield, UT 84016
Phone: (801) 818-4523 Phone: (801) 728-1259
Iweight@smith.com pattip80 1 @comcast.net
Board of Directors 2006-2007
Shelley Black, C.P.M., A.P.P. Susan Fowler, C.P.M.
Marketing Coordinator Social Activities Coordinator
Young Living Essential Oils Nichols Inc.
3125 Executive Parkway 1949 S 4250 W
Lehi, UT 84043-8572 Salt Lake City, UT 84104
Phone: (801) 465-5425 Phone: (801) 983-8761
sblack@youngliving.com susanf(@nicholsinc.net
Alan Anderson, C.P.M. Gary Briggs, C.P.M. Lee Childress
Special Events Coordinator Photographer Retention Coordinator
Young Living Essential Oils Salt Lake City School District Utah Transit Authority
3125 Executive Parkway 440 E 100 S Phone: (801) 287-4552
Lehi, UT 84043-8572 Salt Lake City, UT 84111 Ichildress@uta.cog.ut.us
Phone: (801) 489-6027 Phone: (801) 578-8261
alan84663@yahoo.com gary.briggs@slc.k12.ut.us
Jerilyn Midthun, A.P.P. Susan Maass
Post Card & Mailing Coordinator Central Utah Branch Coordinator
Salt Lake City Corp. Smith MegaDiamond
Phone: (801) 535-6464 Phone: (801) 818-4524
jerilyn.midthun@slcgov.com smaass(@smith.com
Committees & Volunteers 2006-2007
Cody Branz Susan Shepherd . . Craig Calvert
Chair/Roster & Trending Orientation Coordinator Company Coordinator
Coordinator Utah County Government Granite School District
Performance Design Inc. 2500 S State Street
Phone: (801)728-1372 Phone: (801) 851-8234 Salt Lake City, UT 84115
cbranz@performancedesign.com Ucadm.susans@state.ut.us Phone: (801) 646-4565
craig.calvert@granite.k12.ut.us
John Carpenter Cheryl Ransom, C.P.M., A.P.P. Janice Christensen, C.P.M.
Career Services Coordinator Communication & Certification Public Relations
g}}:e CM(IZ;);I)S 6153331 Coordinator State Board of Education
one: -
jcarpenter(@thecanyons.com Phone: (801) 722-9793 Phone (801) 5387623

Janice.christensen@schools.utah.gov

Anna Worthington Jim Phillips, C.P.M. Bryan Hemsley, A.P.P., CPPB
Newsletter Editor Name Badge Coordinator Web Engineer
Sinclair Oil Corporation UDOT Salt Lake City Corp.
Phone: (801)524-2843 Phone: (801) 965--3836 Phone: (801) 535-7944
aworthington@sinclairoil.com Jamesphillips@utah.gov bryan.hemsley@slcgov.com
Lori Peterson, C.P.M., A.P.P. Robert Mooney Steven Cherecwich
Historian Librarian Education Committee Chair
David County School District Groen Brothers Aviation Usana Health Sciences
Phone: (801) 402-7803 Phone: (801)973-0177 Phone: (801) 954-7989

Ipeterson@dsdmail.com mooney(@gbagyros.com napm@us.usana.com
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Paul Tornbom
Mfg. Pro-D
Varian Medical Systems
Phone: (801) 973-5028
paul.tornbom@varian.com

James T. Phillips, C.P.M.
Board Advisor
UDOT
Phone: (801)965-3836
jamesphillips@utah.gov
Bert Holfeltz, C.P.M.
Leadership Coordinator
(Retired)
Phone: (801)355-2114
bholfeltz@juno.com

Philip Johnson, C.P.M., A.P.P.
Non-Mfg. Pro-D
Granite School District
Phone: (801)646-4286
phil.johnson@granite.k12.ut.us

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

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

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

Grant Dalton
Certificates of Appreciation
Westinghouse Electric
Phone: (801) 562-7416
Daltongr@westinghouse.com
Debbie Hefner, C.P.M.
Photographer
Ogden City Schools
Phone: (801) 737-7311
debh@m.ogden.k12.ut.us
Ron Peterson, C.P.M.
Scholarship Committee
L.D.S. Church
Phone: (801)
petersonrb@ldschurch.org

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.






