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ISM-Atlanta Presents...

The February 11th Professional Development Meeting
Featuring Allan D. Kennedy M.Ed., LPC, BCPC

6:00 p.m.

Thursday, February 11,2010
The Country Club of Roswell

STRESS:

Family, Career, Marriage, Divorce, Debt, Joblessness, Too
Little Time...STRESS comes from everywhere.

At the February 11th Professional Development Meeting
Hear Allan Kennedy Identify the Origins of Stress and How
to Cope! Come early for a free Chat about Everything You
Need to Know about CPSM with Debra Hansford, starting
at 5:30!

Kennedy will make you understand your stress causes
and give your hope for managing. His very personable,
lighthearted approach to this common and serious topic
will lift your spirts.

Stress - It’s Not All In your Head
Stress had been called America’s number 1 health
problem, and it is estimated by the American Institute for

Before the Meeting

sion before the February Professmnal Development
meeting. The session starts at 5:30PM until 6:15PM.
David Pettitt and Debra Hansford will outline the costs
and recommended course of action to obtain your
CPSM designation, whether you are a C.PM. looking at
the Bridge exam, or are starting from scratch. Bring your
questions and thoughts, there will be handouts. You are
not required to stay for the dinner meeting, but if you
want to hear our great speaker you must register at the
ISM Atlanta website. See you there!

Comes from all directions...

e How to Cope!!!

Stress that 75% to 90% percent of all doctor visits are stress
related. Allan Kennedy'’s presentation will look at the ori-
gins of stress as well as the affects of stress on our bodies,
minds, jobs and families. In addition, why some of us are
more susceptible to stress than others, will be addressed.
Through the use of real life examples, humor and practical
interventions, Mr. Kennedy will guide the audience towards
a path in life that is much more relaxed and enjoyable.

About the Speaker:
Allan D. Kennedy M.Ed., LPC, BCPC
Kennedy is a native of Alexandria, Virginia and is cur-
rently employed with AT&T as Senior Project Manager
with primary responsibility for Employee Engagement.
Prior to this assignment he spent 25 years as Regional EAP
continued on next page
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From the Blogs...

“New Normal” does not equal “No Growth”

by Kris Colby

Regardless of who might have authorship rights (Pimco?
Ariba? Others?), the concept of “The New Normal” has defi-
nitely caught on in both the mainstream media and spend
management circles .

However, it's important to remember that “the New
Normal” doesn’t translate directly to “permanent low GDP
growth” as has been put forth by some investment advi-
sors.

Instead, the New Normal is characterized by several
trends that will, over time, become “SOP” for most large
organizations:

1. Increased need for agility to respond more quickly to
rapid change whether that’s in commodity markets, geo-
political supply risk, regulatory environments, or good old-
fashioned competition.

2. Fewer permanent resources and increased reliance on
your community of business partners. Let’s face it, many of
the people laid off during the Recession aren’t coming back
or at least not in the same capacity. But there’s even more
to do. That means increased productivity and relying more

heavily on your business partners and suppliers to do things
that in the past might have been done internally

3. Reluctance to make large upfront investments with
long payback times. Good luck with talking your CFO into
any “$25M now and ROl in 48 months” business cases. RO,
especially in technology investments, needs to be measur-
able in weeks and months, not quarters and years.

Surely, these are all challenges, but none mean “low
growth forever”. Companies that can learn how to respond
and scale quickly will have plenty of opportunities to deliver
value to both customers and shareholders.

So, don't let the New Normal get you down. Growth will
return like it always does. Instead, look at this new environ-
ment as an opportunity for your organization to get in front
of the curve provided you've got the speed, agility, capabili-
ties and community to grab it.

Kris Colby is a Director in Ariba’s Spend Management Ser-
vices group. Kris specializes in strategic sourcing and risk reduc-
tion for multinational organizations.

Toyota Recall: Time to step on the gas of

Risk Management?

by Mark Oser

Toyota consistently ranks among the most respected
global corporations and is well-known for their manu-
facturing prowess and strong supplier ties. That's exactly
why this week’s news about the accelerator problems for
4 million vehicles came as a shock to so many of us. The
impact of this episode will be long-term, far-reaching, and
very expensive.

Supply risk specialists speak often about the three
distinct kinds of supply risk (Brand, Commodity, and Dis-
ruption). While this episode at Toyota may not have hit
a trifecta, they are certainly dealing with an awful daily
double. The only thing that might be more expensive than
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the disruptions in their supply chain could be the hit to
their brand.

If you think that only your biggest suppliers need to
be involved in a formal supply risk management program
(e.g. automated alerts and scorecards populated by both
objective and subjective data inputs from various sources
as one component) and the rest can be covered with just
some historical financial information/ratios, on-time de-
livery ratios, and maybe an annual business review, think
about the fact that CTS is almost certainly not even in the
top 500 of Toyota’s list of largest suppliers.

The important point for you is NOT what happened at

continued on next page
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Georgia Purchasing Manager’s Index Report
Continued from previous page

purchasing operation or your company’s outlook

“Housing is still slow”

“Day to day is no different but some encouraging signs
for the next 6 months”

“Expect flat to down order base until mid-2011 at the
earliest”

“Stainless pricing will increase in January. Steel mill lead
times seemed to have shortened. Customers continue to
operate without inventory”

“Slight increase in NA sales, but still slow in EMEA”

“Company'’s outlook is good and would appear to be so
for the 1st half of 2010”

“Expect steel prices to increase in February”

“Worst appears to be over but speed of recovery not
clear”

“Our business has a direct correlation to residential
homebuilding. When homebuilding resumes , our sales
will increase”

“Slow recovery taking shape”

“We expect to remain flat with little growth”

“Our customers are beginning to build inventory”

“Vote Republican and kick the “Do Nothing” Democrats
out of office”

“Inventories of finished goods that are raw materials
seem lower than normal”

4 )
The Reality of Green
Continued from page 8
| admit the above scenarios are very broad and are not  One, the supplier development team has an opportunity
industry specific. Let's work this example for illustration to clearly align supplier performance with the corporate
purposes: sales, marketing, and manufacturing processes. Two,
t "TTVARFBSBEDBUFMNB®OB XPS L B3BE a deep dive into raw material sourcing and its carbon
consumer products manufacturer selling apparel to the output could lead to new innovation and cost reduction
Defense Logistics Agency, Philadelphia, PA. If GHG, Scope  strategies. Lastly, by reviewing boilerplate T&C’s this could
3 emissions reporting applies to your organization, you lead to more open dialogue by the legal and contract
could be tasked to track and report carbon (GHG) emis- management teams.
sions for suppliers such as; raw materials, related trans-
portation and storage, as well as dyes orink. GHGmustbe Next Steps
measured and reported to the Defense Logistics Agency’s We all know that Sales and Marketing are constantly
Chief Sustainability Officer during fiscal year 2011. seeking new opportunities to set the organization apart
Given this CPG example how does this impact strategic  from their peers. Given that 95% or more than 625,000
sourcing in 20107 Depending on your individual com-  (valued at more than $474 billion annually in 2009) of
pany and industry perspectives here are several potential  future federal contracts must include an environmental
near term impacts: component, federal suppliers are on the hook for action.
t SBX NBUFSJBM TPVSDJOH TS B & & bpportunity! As a first step the Strategic
t DPOUSBDU OFHPUJBUJOH T$ &84 hktiSustainability teams must join forces and
t *D B Q QUBEBO U FBRONBWIU J P Qlearly define if and how Greenhouse Gas Management
t CFZPOBOUSBDU ()( SFQPS Wghfkklto the business and industry. GHG measurement
language) and supplier development are likely new 2010/2011 ini-
t TVQQHBRSE UF JIBBW Ot5S F QF S Bidives for companies seeking add value and stand out in
sions the crowd. M
Potential Benefits
It's not all bad news! The newest CPO priority may 2009 Federal spend source: www.usaspending.gov
have a silver lining for the strategic sourcing organization.
\_ /
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ISM—Atlanta, Inc.

The PEACH STATE PURCHASER is the official publication of the
Institute for Supply Management - Atlanta, Inc.
ISM-Atlanta is an affiliate of the Institute for Supply Management
(ISM) The PEACH STATE PURCHASER is published monthly and
carries articles and notices regarding ISM-Atlanta activities.

All editorial notices for publication in the PEACH STATE
PURCHASER must be submitted to the editor by the third Monday
of the month preceding publication.
ISM-Atlanta cannot be held responsible for the content or
opinions expressed in editorial material published herein.
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Articles and Photos from
members are welcome and will be con-
sidered for publication as appropriate and
as space permits.

ISM-Atlanta

Submissions should

be in form of a word document or pdf file
and should be sent to Penny Murphy at

penmurphy@bellsouth.net.
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