
As we approach 2012, I find my-
self reflecting on another year that 
went by in a blur.  It was a year for 
ISM Atlanta to celebrate its own ac-
complishments in being awarded 

the Affiliate of the Year.  Does this mean that we rested 
on our laurels?  Absolutely not!  Your board is always in 
search of ways to continuously improve in order to make 
your experience more enjoyable and worthwhile. 

The fourth quarter came to a strong close with our 
professional development meetings consisting of a joint 
meeting with the Atlanta Chapter of APICS and Don Sab-
barese as the speaker, a second helping of experiences 
in the Public Sector this time with Scott Callan speaking 
on the policies and challenges that he faces daily, and 
concluded with Mike Babineaux who brought a personal 
touch with managing conflict.  

Allen Podratsky has already lined up our speakers for 
the first quarter of 2012 which will be detailed in the 
newsletter.  We are also shooting to have Satellite Semi-
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From the 
President’s Pen

As the long-time Chair of ISM’s Manufacturing Report 
on Business®, the internationally recognized business 
survey, Ore will present his “insider’s” well educated view 
and outlook on the future of U.S. Manufacturing.

Mr. Ore is a recognized leader in purchasing and sup-
ply management having attained the status of Certified 
Professional in Supply Management (CPSM) and Certified 

Purchasing Manager (C.P.M.). Additionally, he is a winner 
of the prestigious J. Shipman Gold Medal, which is pre-
sented annually by the Institute for Supply Management 
for leadership and service in the field. 

During his career, he has worked for Fortune 500 com-
panies in consumer products, paper, packaging, building 
materials and construction. His mission in each instance 
has been the transformation of the business through pro-
cess improvement and cost management. 

In 1996, he was asked by the Institute for Supply Man-
agement to chair its Manufacturing Business Survey Com-
mittee, a volunteer position which gave him responsibil-
ity for compiling, writing, and releasing the ISM Report 
on Business®, the monthly report recognized as a leading 
indicator of the U.S. economy. As spokesperson for the 
Manufacturing Report, he was frequently quoted in the 
business press, and regularly appeared on the national TV 
and radio networks. Additionally, he is a frequent author 
and speaker on the subjects of negotiation, contracts, 
and strategic supply relationships. 

He holds an undergraduate degree in business and 
a master’s in organizational management. He resides in 
Atlanta.

Featuring Norbert Ore

Join us for the ISM-Atlanta January 
Professional Development Meeting

National
Association of
Purchasing 

Thursday, January 12th 
Country Club of Roswell
6:00 p.m.
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Career Corner

continued on next page

How to Ask 
for a Raise

When was the last time you asked for a raise? If 
you are like most people, you waited until you were 
frustrated, angry, and resentful. Not the best frame of 
mind for trying to make a positive change. You prob-
ably made some critical mistakes. You may have:

·	 Made your appeal based on emotion
·	 Given your boss an ultimatum
·	� Failed to plan ahead what to say figuring you 

could just “wing it”
 
And how did that strategy work for you? Did you 

get everything you hoped for? Probably not.
 There is a better way to ask for a raise that doesn’t 

involve emotions, ultimatums, or even slamming 
doors. The answer is planning. Be prepared with ob-
jective documentation that proves beyond doubt that 
you deserve a raise, and have a strategy that puts that 
information forward in the best possible light.

 
1. Research salary surveys.

 If you suspect your current earnings are below 
average for your industry in your state, verify your 
suspicion by checking out salary surveys. Your state 

employment service agencies probably provide a sal-
ary survey for your industry. Make copies of any salary 
surveys you find.

 Additionally, if you suspect your earnings are low 
within your own company, ask your human resources 
representative if he/she can provide the normal salary 
scale for your position. Ask for a copy if possible.

 These two documented sources will help support 
the fairness of your request for a raise.

 
2. Prove your worth.

 If you are waiting for your boss to notice what a 
great job you are doing, forget it. No one is paying that 
much attention to you. It’s up to you to prove how 
much you are worth—literally.

 Keep a weekly journal of what you’ve done that 
proves such things as:

 ·	 Creating revenue opportunities
·	 Discovering costs savings
·	 Helping a coworker meet or beat a deadline
·	 Developing a better process
·	 Completing tasks ahead of time
·	 Generating good will with clients or customers

— and

Get It!
by Deborah Walker
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Career Corner, continued

 Use your list of accomplishments to update your 
resume illustrating the positive impact you’ve had 
on your company. An updated resume is your most 
convincing evidence that you deserve a raise. It will 
also put your boss on the alert that you are ready with 
an updated resume when a recruiter calls.

 
3.      Plan your strategy.

 Too often, people don’t think about what they’re 
going to say until they’re actually in their boss’ office. 
That’s too late. Practicing how you want to present 
your case can be the final key to success in getting 
your raise.

 Choose a friend or family member who has been in 

the position of hiring others, and ask them to let you 
practice your request for a raise.

 Once you have your documentation, your updated 
resume, and your strategy in hand, you’ll be ready to 
approach your boss with confidence. And you’ll be 
well on your way to getting the raise you have truly 
earned.   

 
Deborah Walker, Certified Career Management Coach
Read more career tips and see sample resumes at:
www.AlphaAdvantage.com
email: Deb@Alphaadvantage.com

Welcome new members!
NAME	 COMPANY/ORGANIZATION NAME	 PRIMARY JOB TITLE
Ladonna Bordley	 Clark Atlanta Univ. 	 Student
Shasta Dungey	 Clark Atlanta Univ. 	 Student
Seann Harrington	 Clark Atlanta Univ. 	 Student
Sincire Mansfield	 Clark Atlanta Univ. 	 Student
Airano Mays	 Clark Atlanta Univ. 	 Student
Prescella Monger	 Clark Atlanta Univ. 	 Student
Monica Smith	 Defense Contract Mgt Agency 	 Supply Chain Mgr
Athindra Sai	 Manhattan Associates	 Consultant
Brian Mello	 OldCastle Architectural	 Procurement Mgr
Reginald Peterson	 Univ of Florida	 Student
Sharron Von Hoene	 Verizon	 Contract Mgr
Christine Emrey	 Verizon	 CSLT Sourcing Mgr
Bruce Crider	 Verizon	 Sr CSLT Sourcing Mgr
Chris Chubb	 Whitesell Corp	 Acct Mgr
Jackson Baptiste		  Sourcing Manager
David Kigathi		
Marc Koumoundouros		
Nathan Pederson		
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Institute for Supply Management-Atlanta
ISM-Atlanta
c/o Frank Kosakowski
1308 Cobblestone Lane
Woodstock GA 30189

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.

ISM-Atlanta Peach State Purchaser
Winter 2011-2012 Edition

Editor / Webmaster 
Lauchlin McKinnon

Contributors
Lauchlin McKinnon, William Howell, Allen 
Podratsky, Don Sabbarese, Deborah Walker

Designer
Seth Brown Design
www.sethbrowndesigns.com 

Articles and photos from ISM-Atlanta 
members are welcome and will be consid-
ered for publication as appropriate and as 
space permits.  Submissions should be in 
form of a word document or pdf file and 
should be sent to Lauchlin McKinnon at  
lauchlin_m@bellsouth.net.  

ISM-Atlanta Directory

ISM—Atlanta, Inc.

President
Lauchlin McKinnon, C.P.M. 
UCB, Inc.
Smyrna, GA 30080
Phone: 770-970-2360
E-mail: lauchlin_m@bellsouth.net

1st Vice President 
Richard Angel, C.P.M.
2641 Fontainebleau Drive
Atlanta, GA 30360
Phone: 770-757-4222
E-mail: richard.e.angel@gmail.com 

2nd Vice President 
Natalie Blankenship, CPSM, C.P.M.
Cell: 678-431-2202
E-mail: nataliedeanne@comcast.net

Treasurer
Frank Kosakowski, CPSM; C.P.M.
Emerson Climate Technologies – 
Retail Solutions
1308 Cobblestone Lane
Woodstock, GA. 30189
Phone: 678-784-2737
E-mail: frank.kosakowski@emerson.
com

Secretary
Debra Howington, C.P.M., A.P.P.
SKF USA Inc.
5385 McEver Road
Flowery Branch, GA 30542
Phone: 770-967-5309 
Fax: 770-967-4258
E-mail: debra.a.howington@skf.com

Professional Development Chair 
– Certification
David Pettitt, CPSM; C.P.M.
3262 Devaughn Drive
Marietta, GA 30066
Phone: 770-977-4466
E-mail: davidpettitt@earthlink.net

Membership Chair
William Howell, C.S.C.P.
CAT Switichgear Supply Chain Mgt.
Alpharetta, GA
Phone: 404-319-4423
E-mail: Wmbhowell@aol.com

Director / Employment Develop-
ment Services
Thomas G. Alexander, C.P.M., CPIM
The Clorox Company
3655 Brookside Parkway, Suite 300
Alpharetta, GA 30022
Phone: 678-893-8916
E-mail: tgalxndr@bellsouth.net 

Director/Professional Develop-
ment - Speakers Bureau 
Allen N. Podratsky CPSM; C.P.M.
Global Supply Chain Partners, Inc.
3651 Cape York Trace
Alpharetta, GA 30022
Cell: 678-984-3344
E-mail: podrat@comcast.net

Director/Librarian - Webmaster
Splendora R. Motley 
Plug-In Operations Manager 
AT&T Telecommunications 
motleys123@aol.com 
Phone: 678-656-3928

Director/ Public Relations
Dolapo Famakinwa, CPSM
NCR Corporation
Suwanee, GA 30024
Phone: 678-808-7997
E-mail: dollylambo@yahoo.com

Director/College Reachout
Don Sabbarese, Ph.D.
Director of Econometric Center
Kennesaw State University
1000 Chastain Road
Burruss Bldg., Room 323
Kennesaw GA 30144-5591
Phone: 770-423-6094
E-Mail: dsabm@yahoo.com

Immediate Past President
Raymond Padgett, C.P.M., A.P.P.
Keystone Automotive Operations, 
Inc.
600 Hartman Industrial Ct.
Austell, Georgia.  30168
Phone: 770-881-3867
E-mail: raymondpadgett@hotmail.
com

At Large – Affiliate Services
J. David Lister, CPSM; C.P.M.
1325 Badingham Drive
Cumming, GA 30041
Phone: 678-746-5050
Fax: 770-664-6302
Email: jdavidlister@yahoo.com

Dinner Meeting Reservation 
Information
Web site: ism-atl.org
E-mail:   lauchlin_m@bellsouth.net 


