
    February NAPM Meeting 

Thursday, February 12, 2009  
 
Salt Lake City Pro -D & Luncheon  
 Time: 11:30 a.m. ð12:30 p.m.  
 Location:    Franklin Covey Campus, Hyrum Smith Auditorium  
 
Franklin Covey is located just East of I-215 West on Decker Lake Boulevard 
(approximately 2600 South). Decker Lake Blvd. can be accessed from either 
2700 West or from Redwood Road.   Check in at reception desk and then pro-

ceed to Hyrum Smith Auditorium .  Parking is free. 
 
Speaker:  Brent Johnson  
                 Vice President of Supply Chain,  
                 Chief Purchasing Officer for Intermountain Healthcare  
.   

TOPIC:  Supply Chain Best Practices  
  
Box Lunch will be provided (to take back to your office.) 
  
RSVP due by Monday, February 9th  at noon.  

Wednesday, February 18, 2009  
 
Central Utah Branch Luncheon  
Time:  11:45 a.m. ð1:00 p.m.  
Location:  La Quinta Inn, 1460 S. University Avenue, Provo, UT  (exit 263)  
 
Speaker:  Dave Larsen  
     Utah County District  Manager  
     SOS Staffing Services  
 
Dave has 10 years of experience in the staffing industry and is actively involved 
in local Chamber and networking groups.  His expertise in employment place-
ment ranges from C level to individuals just entering the life of employment. 
 
His presentation will discuss the current job market from both the job provider 
and the job seeker perspective.  Job providers will gain insight on how to prop-
erly interview and what to look for to better understand a potential employee.  
Job seekers will learn how to write better resumes and gain better interviewing 
skills.  Attention will be given to individuals within all levels of the organization 
including what you can do now to prepare for career enhancement and search-
ing and getting a career within a desired organization. 
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SPECIAL NOTE:    LUNCHEON Meeting in Salt Lake City this month -                        
note the different time and location.  

Luncheon Menuï SLC 

Catered by Granatoôs 

 

Italian Deli Sandwich 

Chips 

Salad 

Dessert 

 



PURCHASING & SUPPLY 
MANAGEMENT:  Passion 

or Profession?  
 
If we were playing the old 
ñwhat do you think ofò word 
game and I say ñFebruaryò, 
the odds are youôd say 
Valentineôs.    In that same 
train of thinking, if I said 
ñPurchasingò would your 
response be ñProfessionò 
or ñPassionò?  And if you 
had to defend your answer 
what would make you lean 
toward one response vs. 
the other? 
 
This story comes to mind 
as I recall a conversation I 
had last year with a new 
colleague who told me she  

 
could tell I had a 
ñpassionò for Purchasing.  
In the end, how can you 
tell if you or another have 
this passion and why 
does it matter?   
 
First, you can spot a per-
son with a ñPassion for 
Purchasingò when: 
 

1. Theyôre excited to tell 
you about the cost sav-
ings they just docu-
mented, the price in-
crease they stopped, the 
volume of spend in their 
commodity area or even 
the most recent problem 
they resolved with a con-
tract. 

2. They attend seminars, 

conferences, read books 
and are constantly learning 
more about the profession. 
3. They proudly frame 

their most recent certifica-
tion, CPSM or C.P.M. and 
hang it at home or in their 
office. 
4. They share their 

knowledge with others; at 
professional associations, 
as a volunteer or as an 
officer or committee mem-
ber. 
5.  You often see them on 

Thursday nights or Wed. 
lunches at NAPM-UTAH. 
 
If youôve decided by this 
point that you may have a 

Presidentõs Message 
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Pro-D Luncheon (SLC) Speaker 

Brent Johnson is Vice 
President of Supply Chain, 
Chief Purchasing Officer 
for Intermountain Health-
care.  He is responsible for 
the $1.3 billion non-labor 
spend of the company.  In 
his responsibilities he di-
rects over 600 employees 
that support the corporate 
functions of warehousing, 
strategic sourcing, pur-
chasing, material systems, 
couriers, travel services 
and central laundry.   

He has a passion for sup-
ply chain management and 
has over 25 years of senior 
management and consult-
ing experience applying 

best practices.  He has 
developed the supply 
chain strategies for three 
major companies that pro-
duced significant results.  
He is a frequent speaker 
on best practices of pur-
chasing and materials 
management and his ac-
complishments have been 
published in six national 
magazines.  

He was hired in June of 
2005, as a result of a na-
tional search by Inter-
mountain Healthcare to 
lead a new supply chain 
strategy for the company.  
In almost three years, 
Brent has created a best-in

-class Supply Chain Organi-

zation and achieved the goals 
of saving $20 million per year 
in each of the first three 
years. 

He is a Certified Purchasing 

Manager (C.P.M.) and has an 

MBA from the University of 

Utah.  He resides in Center-

ville, UT and has four children 

and eight grandchildren.  

ñI recall a  
 

conversation I  
 

had last year with  
 

 a new colleague  
 

 who told me she  
  

could tell I had a  
 

 ñpassionò for  
 

Purchasing.ò  

 

He has developed 

the supply chain 

strategies for 

three major    

companies 
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passion for purchasing, let me congratu-
late you! Not only do you enjoy what 
you do but you likely make more money 
or overall compensation than those that 
only see it as a profession.  And in this 
tough economy, if you do need to find 
another employer, studies show you will 
ultimately find one sooner than those 
who only see this as a ñprofession.ò 
 
My thoughts are supported by a recent 
ISM article which states: 

According to a number of 
recent studies*, business 
people who read at least 
seven business books a year 
earn over 2.3 times more 
than those who read only 
one book per year. Why?  
One reason is they have a 
constant flow of new ideas, 
strategies and best practices 
they can use to help their 
teams and their companies.  
And that makes them more 
valuable, which in turn in-
creases not only their job 
security but makes them 
more promotable as well.  
 

Obviously, this same sharing of informa-
tion, new ideas, strategies, etc. takes 
place as you associate with other mem-
bers at NAPM meetings and even more 
as you volunteer and really get to know 
the members on a more intimate basis. 
 
And in the area of certification, the ISM 
Report on Salaries of Supply Man-
agement Professionals dated May 28, 

2008 states:  
Respondents who hold one 
or more certifications re-
ported an average salary 
that was higher than those 
who do not. Overall, those 
who hold one or more certi-
fications earned an average 
of $94,648, while those who 

do not hold a certification 
earned an average of 
$89,927. Specifically, 
respondents who hold 
the Certified Purchasing 
Manager (C.P.M.) desig-
nation reported earning 
an average salary that 
was 7.4 percent higher 
than those who do not.  
 

In closing, NAPM-UTAH welcomes 
everyone. If your passion has faded, 
come back to a meeting, join a com-
mittee, volunteer or redirect your 
time toward certification.  After all, itôs 
not only good for others; itôs in your 
best interest.  
 
Hereôs to our Passion & our Profes-
sion! 
Tracey K. Stevens, C.P.M., CPPB 
President, NAPM-UTAH 
 
 
 
 
 
 
 
 
 
 
Source: United States Department of 
Labor, Survey by Yahoo! Chief Solutions 
Officer Tim Sanders and Business Ma-
jors  
** Source: Network World Magazine, 
2004  
*** Source: The 2002 National CEO Top 
Executive Survey on Promotions, Career 
Paths and Hiring Decisions  
**** Source: Bersin & Associates Re-
search Study -How Executives Stay In-
formed: A Study of Resources Used and 

Time Spent Locating Critical Business 
Information. 

ñIf youôve decided by 

this point that you 

may have a passion 

for purchasing, let me 

congratulate you! 
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Value Stream Analysis: Applying Disci-
pline to Your Internal Processes  
 

Definition:  
For purposes of this article, we will use 
part of NAPMôs Glossary of Key Purchas-
ing and Supply Terms, 3

rd
 edition (Tempe, 

AZ: Institute for Supply Management, 
2000).  Value Analysis provides insight 
into the inherent worth of the final good or 
service, possibly altering specification and 
quality requirements that could reduce 
costs without impairing functional suitabil-
ity. 

Applications:  
The main idea behind value analysis is 
that an individual or group of individuals 
can identify potential gains in efficiency by 
focusing on a particular process.  Two 
possible sources of questions can be 
found in the references at the end of this 
paper.  The application of value analysis 
techniques to products and services has 
long been recognized.  However, these 
techniques are equally important to ad-
ministrative processes.  This is especially 
important to supply management profes-
sionals because much of what we do is 
manage administrative processes.  Some 
basic questions about a specific process 
could be: 
 

Does it contribute value? 

Is the cost in proportion to the useful-
ness? 

Does the process have parts that can 
be divided into sub-processes? 

Have requirements changed over 
time? 

Does the process do everything you 
want it to do? 

Does it have features that are not 
needed? 

Can it be eliminated? 

Is there a substitute for it? 

Have subsequent events changed its 
original purpose? 

Is its original purpose still relevant? 

Are the requirements more stringent 
than currently needed? 

Is it better performed by our company 
or by a supplier? 

Is it overcomplicated? 

Can minor enhancements improve its 
performance substantially? 

Can cost savings be achieved without 
substantial reductions in effective-
ness? 

Have user suggestions been sought? 
 
The application of value analysis tech-
niques to products and services has long 
been recognized.  These techniques can 
also be very cogent to administrative 
processes.  This can be very important to 
supply management professionals be-
cause much of what we do is manage 
administrative processes. 
 
Administrative processes have received 
little attention from value analysis advo-
cates.  Purchasing and supply profession-
als develop, coordinate, and participate in 
a wide range of administrative processes.  
These can include supplier identification 
and qualification, developing and adminis-
tering RFPs and contracts, monitoring 
supplier performance, negotiating inter-
nally and externally, and developing and 
implementing buying procedures and poli-
cies.  During the 1990s purchasing saw a 
revolution in procedures.  The ñtraditionalò 
purchasing cycle (receive a requisition, 
selecting a supplier, issuing a purchase 
order, follow-up and expediting, reconcil-
ing the purchase order with receiving, and 
authorizing the invoice for payment)  
evolved into programs of p-cards, sys-
tems contracts, annual contracts, and 
electronic ordering.  Other purchasing and 
supply management processes lend 
themselves to value analysis techniques.  
They can include monitoring of supplier 
performance, supplier qualification, devel-
opment of negotiation strategies, and the 
development and management of supplier 
agreements. 
 
Many discussions of value analysis center 
on the techniques of the process.  How-
ever, the greatest challenges are often 
interpersonal.  Questioning current prac-
tices (product, service, and administrative) 
and suggesting new ideas are often met 
with both active and passive resistance.   

 

 
The application 

of value analysis 

techniques to 

products and 

services has long 

been recognized.   
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When combined with good technical skills, 
individual interpersonal skills can facilitate 
value analysis processes to benefit the 
organization, enhance your value to your 
employer, and provide you with the profes-
sional satisfaction of seeing your ideas ac-
cepted. 
 

Mapping Process:  
Process mapping can be an effective tool 
to investigate manufacturing as well as 
administrative processes for potential im-
provements.  It is critical that the value 
stream mapping process identify the fol-
lowing five items: 
 
1. Thoroughly depict the steps and se-

quence of actions, including informa-
tion flow required in the current state.  

2. Accurately measure the exact time re-
quired for every step.  

3. Specify the metrics used to measure 
activity in the current state.  

4. Show the same detail and information 
flow for the course of action selected 
for the future state of the operation.  

5. Identify all action items and information 
flow required to move from the current 
state to the future state, the person 
responsible for each action, required 
metrics and the time schedule required 
to move from the current to the desired 
state 

 
Proper use of this tool can easily point out 
improvement opportunities for manufactur-
ing or administrative processes. 
 

News from the Board  (continued) 

Conclusions:  
Value analysis can be used to enhance 
products, production processes, ser-
vices and administrative processes.  
Process mapping can be a valuable tool 
to help identify areas for improvement.  
A successful improvement implementa-
tion requires a combination of technical 
and interpersonal attributes.  The tech-
nical aspects spawn the ideas, while the 
interpersonal skills allow these ideas to 
be implemented. 
 
Gerald Tramposh, Ph.D., CPSM, 
C.P.M.  
Purchasing Manager 
ARUP Laboratories  
 
 
References: 
Clark, Lawrence J.  Value Analysis.  In Jo-

seph L. Cavinato and Ralph G. Kauff-
man (eds. ), The Purchasing Handbook, 
6th edition, McGraw-Hill, New York, 
2000. pp. 585-605. 

 
Giunipero, Larry. The Incredible Journey 
From Fat to Lean. 2005. 
 
Leenders, Michael R, et. al, Purchasing and 

Supply Management, 12th edition, 
McGraw-Hill, New York, 2002. 

 
McGinnis, Michael A. Value Analysis and 

Value Engineering: Basics for Purchas-
ing Professionals. 2005. 

 
Scheuing, Eberhard E. (ed. ), NAPMôs Glos-

sary of Key Purchasing and Supply 
Terms, 3rd edition, Institute for Supply 
Management, Tempe, AZ, 2000. 

...depict the steps 

and sequence of 

actions, including 

information flow ... 

ISMõS Commercial Challenge 

The submission period is now open for ISMôs Commercial Challenge ï spread the 
word and get involved! The 30- to 60-second commercial can focus on any aspect of 
ISM or promote the entire supply management field and the winner will be featured at 
the 94th Annual ISM International Supply Management Conference and Educational 
Exhibition Charlotte, NC. 
 
The winner will receive an expense-paid* trip to the Annual Conference and an iPod 
nano. Better yet, the winnerôs affiliate will be given a discount code so that every affili-
ate member receives a $100 discount off of the Conference registration fee if regis-
tered prior to the start of the Conference). The submission period ends March14, 

2009 and the winner will be announced by March 30, 2009.  

 Purchasing Newsletter  

 
Spread the 

Word...  
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IMPACTING THE WORLD AROUND 

YOU 
 
Is your supply management organization 
going through a transformation?  With 
todayôs focus on a slowing economy and 
increased environmental responsibility, 
the answer is probably ñYesò.  Are you 
being asked to do more with fewer re-
sources?  Is your work increasingly driven 
by the goals of the company regarding 
environmental stewardship?  Are the 
products and services you buy transform-
ing to meet these new realities? 
 
These things affect how we do business 
today as opposed years past.  Today, our 
abilities to respond to environmental is-
sues, to understand new technology, and 
to work within tight budgets is a necessity 
to keep up with the demands of a rapidly 
changing world.  Todayôs supply manage-
ment professional is typically a part of a 
smaller staff which is more self-managed.  

We seem to be directed to do more 
research, training, public speaking, 
negotiation, and creative development 
than ever before.  
 
The great thing about this is that it puts 
us in a unique position to learn about 
and impact the world around us.  The 
supply management profession puts us 
in the center of our societyôs transfor-
mation as it becomes more socially, 
environmentally, and economically re-
sponsible.  What do you think the next 
ten years will bring as we move at this 
pace?  What will your impact be? 
 
Jerilyn Midthun, C.P.M., A.P.P. 
NAPM-UTAH Vice President 

In an article published in the March 2008 
Purchasing Magazine The magazine for 
chief procurement officers and supply 
chain executives titled ñGot a procurement 

job interview?  Hereôs what NOT to do. 
 
It listed a few tips from procurement and 
recruiting professionals on what not to do 
during a job interview.  The article also 
listed some funny interviews that occurred 
during the interview process that lead to 
the following interview tips.  
 

Procurement interview tips :  

Turn the cell phone off and leave it in 
your briefcase 

Try to avoid meal interviews 

Donôt swear 

Donôt overuse buzzwords 

Donôt provide confidential details on 
your current job 

If asked for examples of your work, try 

to use real ones, not hypothetical 
answers 

Donôt go to an interview unless 
youôre actively looking for a job 

Be wary of using too much 
ñnegotiationò during a first round in-
terview 

Dress conservatively-be remem-
bered for what you said, not what 
you wore. 

This article is also listed on http://
www.purchasing.com/dreamteam 
 
Iôll see you at the next February purchas-
ing meeting.  
 
Best regards, 

 
 
 
Santos Ontiveros, C.P.M. 

News from the Central Branch 

Mark your calendars 
for the 2nd Thursday 
or 3rd Wednesday of 
each month for the 
NAPM-Utah Pro D and 
dinner or luncheon 
meetings. 

http://www.purchasing.com/dreamteam
http://www.purchasing.com/dreamteam
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Mountain States Economy 

Mountain Statesô Recession to 
Deepen in Months Ahead: De-

flation in the Pipeline    
  
December survey results at a 

glance:   

Business conditions index 

plunges to a record low.   

Region loses jobs for the 

month. 

Inflation gauge indicates de-

flation in pipeline. 

Export orders plummet to a 

record low. 
More than three fourths of supply 
managers disagree with Big 3 
financial bailout. 
For Immediate Release: Jan. 2, 
2009  
Denver, CO ïThe overall index 
for the Mountain States region, a 
leading economic indicator for 
the three-state area, plunged to 
a record low in December.  The 
survey, based on a survey of 
supply managers in the region, 
also showed job losses for the 
month.   
  
The overall index, or Business 
Conditions Index, dipped to 41.3 
from 46.2 in November and 53.2 
in October.   An index of 50.0 is 
considered growth neutral with 
Decemberôs reading pointing to a 
deepening recession for the re-
gion during the first half of 2009.  
  
ñFor the second straight month, 
the index dipped below growth 
neutral.  These readings are 
consistent with a significant eco-
nomic downturn.  This is stack-
ing up to be the Katrina of eco-
nomic recessions, similar to what 
the U.S. experienced in the early 
1980s, when the national unem-
ployment rate soared above 10 
percent.  While I expect the 

downturn for the Mountain States to 
be a bit less steep than for the U.S., 
it will nonetheless be deeper than 
that for 2001,ò Goss Institute for 
Economic Research Director Dr. 
Ernie Goss said today ( http://
w w w . e r n e s t g o s s . c o m /
aboutus.html ).  The Goss Institute 
conducts the monthly survey for 
Supply Management Institutes in 
the three states comprising the 
Mountain States region.  Goss pre-
viously conducted the survey for 
Creighton University (www.outlook-
economic.org). 
  
The December employment index 
slipped to a weak 41.9 from Novem-
berôs frail 43.3 and Octoberôs 
42.3.  ñIn previous months, growth 
among firms with ties to the regionôs 
large energy sector supported the 
area economy.  However, even min-
ing and natural resources and re-
lated firms detailed pullbacks for the 
month. Job cuts were recorded 
across the broad sectors of durable 
and nondurable manufacturing as 
well as value added services.  I ex-
pect regional job losses to mount in 
the months ahead with rising unem-
ployment rates for all three states,ò 
said Goss. 
  
 Accompanying the economic down-
turn has been an unrivaled pullback 
in the regional prices-paid index, 
said Goss.  The inflation gauge, 
which tracks the cost of raw materi-
als and supplies, sank to a record 
low of 42.9, down significantly from 
Novemberôs 58.7 and Octoberôs 
82.9. 
  
 ñThe global economic downturn 
has produced a very rapid slide in 
prices.  Despite the Federal Re-
serveôs record cuts in short-term 
interest rates and increases in the 
money supply, I expect downturns 

in oil prices and global economic 
activity to continue to work their 
way through the supply chain so 
that we are likely to record defla-
tion in the first half of 2009,ò said 
Goss.  
  
Goss noted that the Federal Re-
serveôs targeted funds rate is now 
essentially zero, well below that 
set during the last national eco-
nomic downturn.  When the Fed-
eral Reserveôs rate-setting com-
mittee meets again at the end of 
January, he expects it to an-
nounce that it will begin to buy 
long - te rm  U .S .  T reasu r y 
bonds.  ñWhile this action is un-
precedented, it will have the im-
pact of reducing mortgage rates 
even further and assisting the 
housing sector,ò said Goss. 
  
ñThis move makes sense in the 
short run but will have negative 
impacts beyond 2009, when the 
economy will be dealing with too 
much inflation.  An excessively 
easy money got us into this; it is 
certainly not a sound methodol-
ogy of getting us out of this reces-
sion,ò said Goss.  
  
Looking ahead six months, eco-
nomic optimism, captured by the 
confidence index, actually ex-
panded to a still feeble 36.5 from 
Novemberôs record low of 
28.6.  Federal Reserve rate cuts 
and U.S. Treasury bailouts have 
only reduced the level of business 
confidence of supply managers in 
the survey. ñA lot of business folks 
would like to see less panic and 
more discipline among economic 
policy makers,ò said Goss.  
  
Trade numbers remained very 
weak for December.  Economic 
weakness among trading partners 

https://cumail.creighton.edu/exchweb/bin/redir.asp?URL=http://www.ernestgoss.com/aboutus.html
https://cumail.creighton.edu/exchweb/bin/redir.asp?URL=http://www.ernestgoss.com/aboutus.html
https://cumail.creighton.edu/exchweb/bin/redir.asp?URL=http://www.ernestgoss.com/aboutus.html
https://cumail.creighton.edu/exchweb/bin/redir.asp?URL=http://www.outlook-economic.org/
https://cumail.creighton.edu/exchweb/bin/redir.asp?URL=http://www.outlook-economic.org/


continues to restrain ex-
ports.  New export orders 
plunged with a December 
reading of 43.8, a record 
low, down from Novem-
berôs 58.7.  The Decem-
ber import index plunged 
to 40.0 from Novemberôs 
50.1 and Octoberôs 54.4. 
ñThe global economic 
slowdown is putting sig-
nificant downward pres-
sure on exports, just as 
the U.S. economic reces-
sion is curbing imports,ò 
said Goss.  
  
Other components of the 
December Business Con-
ditions Index were new 
orders at 38.9, down from 
November 44.0; produc-
tion at 46.5, down from 
48.1; inventories at 34.8, 
down from 44.0; and de-
livery lead time at 44.4, 
down from 51.7. 
  
This month, the Goss In-
stitute asked supply man-
agers their opinion on the 
use of government dollars 
to "bailout/rescue" the Big 
3 auto producers.  More 
than three-fourths, or 77 
percent disagreed with 
the policy, while only five 
percent supported the 
bailout.  The remaining 18 
percent were unsure.    
  
The Institute for Supply 
Management, formerly 
the Purchasing Manage-
ment Association, has 
been formally surveying 
its membership since 
1931 to gauge business 
conditions (www.ism.ws). 
The Goss Institute uses 

the same methodology as 
used in that national sur-
vey.  
  
The overall index, re-
ferred to as the Business 
Conditions Index, ranges 
between 0 and 100.  An 
index greater than 50 
indicates an expansion-
ary economy over the 
course of the next three 
to six months.  
  
The Creighton Economic 
Forecasting Group has 
conducted the monthly 
survey of supply manag-
ers in Colorado, Utah, 
and Wyoming since 1994 
to produce leading eco-
nomic indicators of the 
Mountain States re-
gion.  The Goss Institute 
took over the survey in 
August of this year work-
ing with NAPM-Utah 
(www.napmutah.org) and 
NAPM-Western Wyoming 
(http://www.ism.ws/sites/
westwyoming/index.htm).  

Colorado:  The stateôs 
Business Conditions In-
dex for December, based 
upon a survey of supply 
managers in the state, 
once again slumped be-
low growth neutral.  The 
index, a leading economic 
indicator, dipped to 41.5 
from 44.3 in November 
and 45.0 in Octo-
ber.  Components of the 
overall index for Decem-
ber were new orders at 
35.5, production at 42.2, 
delivery lead time at 48.5, 
inventories at 43.2, and 
e m p l o y m e n t  a t 

38.3.  ñWeakness was 
recorded among both du-
rable and non-durable 
g o o d s  m a n u f a c t u r -
ers.  Telecommunications 
firms and computer and 
electronic component 
manufacturers experi-
enced significant pullbacks 
in business activity for the 
month.  Over the past six 
months, Coloradoôs unem-
ployment rate has climbed 
by almost a full percent-
age point.  I expect the 
stateôs jobless rate to in-
crease to 6.5 percent by 
the middle of 2009,ò said 
Goss. 

Utah:  The stateôs Busi-
ness Conditions Index 
once again dipped below 
growth neutral for the 
month.  Based on the De-
cember survey of the 
membership of NAPM-
U t a h 
(www.napmutah.org), the 
leading economic indicator 
for the state declined to 
38.4, down from 44.4 in 
November and 46.0 in 
October.  Components of 
the overall index for De-
cember were new orders 
at 38.6, production at 45.7, 
delivery lead time at 43.5, 
inventories at 27.8 and 
e m p l o y m e n t  a t 
36.5.  ñManufacturers in 
the state, both durable and 
non-durable, reported pull-
backs in business activity 
for the month. Over the 
past six months, the 
stateôs seasonally ad-
justed unemployment rate 
has jumped by almost 0.5 
percent.  I expect Utahôs 

Mountain States Economy 

ñThis is stacking 

up to be the 

Katrina of 

economic 

recessions, 

similar to what 

the U.S. 

experienced in 

the early 1980s, 

when the national 

unemployment 

rate soared above 

10 percent.    
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For more Information 
Contact:  

Ernie Goss Ph.D.  
(303) 226-5882 

ernieg@creighton.edu 
www.ernestgoss.com  

 
Rob Robinson  
(402) 312-4636 

info@ernestgoss,com 

https://cumail.creighton.edu/exchweb/bin/redir.asp?URL=http://www.ism.ws/
https://cumail.creighton.edu/exchweb/bin/redir.asp?URL=http://www.napmutah.org/
https://cumail.creighton.edu/exchweb/bin/redir.asp?URL=http://www.ism.ws/sites/westwyoming/index.htm
https://cumail.creighton.edu/exchweb/bin/redir.asp?URL=http://www.ism.ws/sites/westwyoming/index.htm
https://cumail.creighton.edu/exchweb/bin/redir.asp?URL=http://www.napmutah.org/
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jobless rate to climb by another 
half a percentage point before 
the end of the first quarter of 
2009,ò said Goss.   
  
Wyoming:  Supported by NAPM-
Western Wyoming (http://
www.ism.ws/sites/westwyoming/
index.htm), the December sur-
vey of supply managers in the 
state points to a pullback in the 
stateôs economy in the months 
ahead.  The stateôs Business 
Conditions Index, a leading eco-
nomic indicator, slumped to be-
low growth neutral to 47.5 from 
Novemberôs 51.4 and Octoberôs 
73.4. Components of the overall 
index for December were new 
orders at 25.0, production at 
37.5, delivery lead time at 62.5, 
inventories at 50.0, and employ-
ment at 62.5.  ñThe global eco-
nomic slowdown and declining 

commodity prices have begun to 
slow growth in the stateôs large 
mining and natural resources in-
dustry.  Durable goods manufac-
turers reported weaker business 
conditions for the month.  Even 
though Wyoming has been 
shielded from the national reces-
sion, I do expect some negative 
outcomes for the first half of 2009 
as the stateôs unemployment rate 
rises slightly,ò said Goss.  

  
For historical data and forecasts, 
visit our website at: 
www.ernestgoss.com  or 
www.outlook-economic.com 
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Term of the Month 

EVERGREEN CLAUSE  

A contract clause that extends the 
contract beyond the initial term, per-
haps on a month-to-month or year-to
-year basis, until one of the parties 
gives a required notice of termina-
tion. In a letter of credit, such a 
clause prevents expiration of the let-
ter of credit without an affirmative 
action by the issuer (usually a bank) 
of the letter of credit. 

NAPM-UTAH Board  
 
Tracey Stevens, President 
Jerilyn Midthun, Vice President 
Lori Peterson, Secretary 
Blaine Moon, Treasurer 
Santos Ontiveros, Coordinator 
Julia Tumanuvao, Past President 
 
Mike Bernard 
Cody Branz 
Dan Darrington 
Dave Schofield 
Tiffany Sorensen 
Gerald Tramposh 
 
Aaron Cameron, Communication 
John Carpenter, Certification 
Steven Cherecwich, Web Master 
Claudine Peterson, MemberRoster 
Douglas Simons, Education  
Debbie Smith, Newsletter 
David Stokes, Membership 
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We are on the Web!
www.napmutah.org 

If you wish to contribute an 
article, or items of interest, 
please submit material to 
D e b b i e  S m i t h  a t 
dlsmith@graniteschools.org 

__________ 
 

A different Term of 
the Day is posted on 
the ISM home page 

at www.ism.ws  
dayð7 days a week 

____________ 
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