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WELCOME THE NEW YEAR!

January 14th, 2010
U.S. Manufacturing: What’s in the Future? 
Featuring Norbert Ore

Our January 2010 meeting provides a another 
golden opportunity for our members to meet and 
hear guest speaker, Norbert Ore, the Chair of ISM’s 
Manufacturing Report on Business® , the interna-
tionally recognized business survey.    What’s in 
store for U.S. Manufacturing in 2010?  Let’s discuss 
it with Norbert.
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What are the implications of the January 2010 EPA Green-
house Gas Reporting Rule on Strategic Sourcing?  

Is your business ready to start collecting greenhouse gas (GHG) 
emissions data today?  Does this federal mandate apply to your 
company or industry?  What are the near-term implications for 
your Procurement Team? These are interesting questions which 
deserve a response. The right answers depend on the company 
and industry but here’s one approach.    

Background
Very quietly in 2007/2008, The Lieberman-Warner Climate Se-

curity Act of 2008 (S.2191) was introduced.   Designed to reduce 
U.S. emissions of greenhouse gases through the development of a 
market-driven system of tradable allowances, the Environmental 

Protection Agency (EPA) was charged with the Act’s implementa-
tion.  Here are a few points from the EPA’s economic analysis:

•	 	Overall	household	consumption	is	forecasted	to	decrease	by	
$1,375 by 2030

•	 Electric	power	is	projected	to	increase	by	44%	by	2030
•	 	Gasoline	costs	per	gallon	are	projected	to	increase	by	$.53	by	

2030

What does this mean to the business community?
With the goal of understanding the origin of GHGs, EPA issued 

these fairly complicated and potentially expensive requirements 
in a final rule on September 22, 2009 pursuant to EPA’s authority 
under the Clean Air Act.  Near term this means on January 1, 2010, 
many manufacturing facilities, facilities emitting greenhouse 

The Reality of Green

Thinking Green in  
Strategic Sourcing  

By John Wilkerson, CPSM

John is an ISM-Atlanta, Inc. member and CPSM.  He has agreed to provide columns on 
all things GREEN for the Peach State Purchaser.  In this month’s installment, John’s goal is 
to “inform our members about the EPA reporting rule which takes effect next month.  Not 
sure if you know that the Environmental Protection Agency is requiring some companies 
to report their carbon emissions.” 

continued on next page
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January 14, 2010 Professional Development Meeting

        Featuring Norbert Ore

      “U.S. Manufacturing – What’s in the Future?”  

They are talking about it in the blogs, it is on the news….will U.S. manufacturing see a turnaround and will 
“made in the USA” have meaning again?

Start	off	the	2010	New	Year	 right	by	 looking	at	 the	Future	of	U.S.	Manufacturing	and	 joining	 ISM-Atlanta	
in	welcoming	back	Norbert	Ore	at	the	January	14	Professional	Development	meeting	at	the	Country	Club	of	
Roswell.  Visit www.ism-atl.org now to make your reservations.

As the Chair of ISM’s Manufacturing Report on Business®, the internationally recognized business survey 
which is released monthly and considered a leading indicator of the performance of the U.S. manufacturing 
sector, Ore will present his insider’s view and outlook of the future of U.S. Manufacturing.  

About the Speaker
Ore is a recognized leader in purchasing and supply management having attained the status of Certified Pro-

fessional 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 presented annually by the Institute for Supply Management 
for leadership and service in the field. 

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

In 1996, he was asked by the Institute for Supply Management to chair its Manufacturing Business Survey 
Committee, a volunteer position which gives him responsibility for compiling, writing, and releasing the ISM 
Report on Business®, the monthly report recognized as a leading indicator of the U.S. economy. As spokesper-
son for the Manufacturing Report, he is frequently quoted in the business press, and regularly appears on the 
national	TV	and	radio	networks.	Additionally,	he	is	a	frequent	author	and	speaker	on	the	subjects	of	negotia-
tion, contracts, and strategic supply relationships. 

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

Continued from page 1
The Reality of Green

gases, GHG, and suppliers of fossil fuels and industrial GHGs 
will, for the first time, be required to begin monitoring their 
emissions of GHGs. By March 31, 2011, these companies (more 
than 10,000 U.S. facilities) must submit the first annual report 
to the US Environmental Protection Agency (EPA) on the emis-
sions data collected during the prior year.  

One can view the rule and related analysis from EPA at  
www.epa.gov/climatechange/emissions/ghgrulemaking.
html.

Does this federal mandate apply to your company or 
industry?  

Directly or indirectly this mandate will eventually impact all 
U.S. manufacturers, importers, exporters, as well as consum-

ers by 2011. The first step is to determine if the rule applies to 
your company.  Here are a few general questions the Strategic 
Sourcing Team should ask your Sustainability Organization:  

•	 Are	we	exempt	from	GHG	reporting?
•	 	Do	we	emit	more	than	25,000	metric	tons	of	CO2	equiva-

lent (CO2e) per year, if not what are our annual emis-
sions? 

•	 	Does	 this	 rule	apply	 to	my	supply	base	 (onshore	&	off-
shore)?

•	 	What	do	I	need	to	consider	in	my	2010/2011	capital	pur-
chasing plans?

•	 	Does	the	Strategic	Sourcing	Team	have	any	external	re-
porting exposure in 2010?

 continued on page 6

http://ism-atlanta.org/dinner-reservations.php?id=56
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SAVE THESE 2010 DATES!
January 14, 2010 Professional Development Meeting
Featuring Norbert Ore
Topic: “U.S. Manufacturing – What’s in the Future?”  

Mark	Your	Calendars	early	for	our	January	2010	Event	on	January	14th	for	our	always	special	guest	
speaker, Norbert Ore.

Start	off	the	New	Year	right	by	joining	ISM-Atlanta	in	welcoming	back	Norbert	Ore	at	the	January	14	
Professional Development meeting at the Country Club of Roswell.  Visit www.ism-atl.org now to make 
your reservations.

As the Chair of ISM’s Manufacturing Report on Business®, the internationally recognized business sur-
vey which is released monthly and considered a leading indicator of the performance of the U.S. manu-
facturing sector, Ore will present his insider’s view and outlook of the future of U.S. Manufacturing. 

January 20, 2010 CPSM Bridge Exam Review Class 
Instructor: Debra Hansford

If you are a C.P.M. in good standing, you may be only one test away from getting your CPSM. As you 
know, ISM has created a single test for C.P.M.’s , to “bridge” the knowledge set from the C.P.M. to the CPSM, 
eliminating the need to take all three CPSM modules. If you are eligible to become a CPSM (go to www.
ism.ws for requirements), then this class is for you!!

When:	January	20th,	2010,	from	8:30AM	to	4:00PM
Where:	The	Country	Club	of	Roswell,	2500	Club	Springs	Drive,	Roswell,	GA	30076,	770-475-7800	
Who: Our popular instructor Debra Hansford, C.P.M., CPSM, ISM certified trainer. 
Cost:	$245	for	members	and	$310	for	non-members.

To learn more or sign up for this event, please visit ISM-Atlanta calendar page now!

ISM-Atlanta now has Professional 
Development meeting videos online!

The ISM Atlanta website at www.ism-atl.org now has videos available 
for some of our recent Professional Development meetings. Check out 
“Why Companies Lease?”, “Should Cost Modeling”, and “Alliance on the 
Rocks”	and	more	to	come.	 	 If	you	missed	the	meeting	or	 just	want	to	
relive the thrill of the excellent presentations you experienced, please 
check out this new feature in the Members Only section of our site.  This 
new enhancement to our website is cutting edge so take the time to 
check them out today!!!

Miss a meeting?

http://www.ism-atlanta.org/calendar-of-events.php
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College OutReach
ISM’s R. Gene Richter Scholarship Program 
Eligibility and Criteria for 2010-2011 AcademicYear

Applications accepted January 4th through February 19, 2010.

Eligible students will:
1.  Be enrolled full-time in an accredited supply chain management curriculum (supply man¬agement, pur-

chasing or procurement).
2. Enter their senior year during the 2010-2011 academic year.
3. Graduate in either December 2010or Spring 2011.
4.	Be	a	citizen	of	the	United	States	or	Canada,	or	possess	a	valid	green	card.
5.  Attend the Annual International Conference sponsored by ISM on April 25-28, 2010 in San Diego, Califor-

nia.
6.  Sign a contract pledging that the monetary award will be used for educational expenses (this includes 

living expenses).

Scholarship recipients will be chosen based on the following criteria:
•		Attained High Academic Achievement — Recipients of this award have earned out¬standing grades. 

Transcripts are looked at very closely.
•	 Demonstrated Strong Leadership Ability — Past winners have been active par¬ticipants in campus ac-

tivities and are usually an officer in one of the organizations. Others have led charitable efforts within their 
com¬munities. They are involved.

•		High Ethical Standards — This is a very important aspect of the program. Answers to essay questions are 
especially relevant to assessing the applicants’ ethics. This is an area explored in greater depth during the 
personal interview.

•		Made a Strong Commitment to Pursuing a Career in the Field of Supply Chain Management — This is 
best shown through participation in the campus ISM chapter or other campus supply chain management 
associations. In addition, we would expect that an applicant has completed, or is planning to complete, an 
internship in the supply chain manage¬ment field.

Winners of the R. Gene Richter Scholarship are awarded $5,000 (December graduates will be awarded $2,500), 
for educational expenses. In addition, Richter Scholars are enrolled in a mentoring program where they are 
paired with an executive in supply chain management and a previous Richter Scholar winner. Current-year 
recipients are invited to attend the Annual Inter¬national Supply Management Conference spon¬sored by ISM 
in San Diego, California, April 25-28, 2010. They will also be the guests of honor at a special Richter Awards 
Presentation Dinner on Sunday, April 25. Richter Scholars will be escorted to this banquet by their mentors. 
One year after graduation (May 2012) and com¬pletion of real-world experience in the field of supply chain 
management, Richter Scholars are invited to participate in an invitation-only Power Conference for the execu-
tive leadership of the profession held concurrently during the ISM Annual Conference.

Scholarships are awarded through the Institute for Supply Management™ R. Gene Richter Scholarship Fund 
and through the R. Gene and Nancy D. Richter Foundation.

The	 online	 application	 period	 opens	 January	 4,	 2010	 and	 closes	 on	 February	 19,	 2010.	 For	 more	 in-
formation on the application process, go to the R. Gene Richter Program Foundation Web site at  
www.richterfoundation.org or the ISM Web site, www.ism.ws; click on Education, Scholastic Opportunities.   
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November
NAME COMPANY/ORGANIZATION NAME PRIMARY JOB TITLE
Susan Harrison Arcop Inc Purchasing Manager
Nancy Williams ASAP Staffing Principal 
Bilal Fladger Cbeyond Sr Mgr Supply Chain Ops
Uladia Taylor DeKalb County School Sys Asst Supvsr
Ricky Altman, C.P.M. E Trade Procurement Mgr
Nancy Scott, CPSM Georgia-Pacific LLC Category Sourcing Dir
Elliot Stone, C.P.M. GrantThornton LLP Sr Assoc
Loryn Holly Graphic Packaging Intl Inc Buyer
Brenda Clayson Piolax Corp Buyer
Matthew Andrews  Purchasing Mgr
Lee Botham   

December
Robert DiFrancisco Cisco Corp.  Commodity Mgr
Scott Dooley Colonial Pipeline  Purchasing Agent
Uladia Taylor, C.P.M. DeKalb County School System Asst Dir of Procurement
Bettina Gardner Georgia Tech  Student
Deirdre Johnson Georgia Technology Authority Procurement Unit Director
Loryn Holly Graphic Packaging Intl Inc 
Michael McDonald NCH Corp.  Corporate Engineer
Ron Piccolo Oldcastle Materials Inc.  VP Strategic Sourcing
Robert Toney Oldcastle Materials Inc.  Procurement Analyst
Denver	Clark,	C.P.M.	 Siemens	Energy	&	Automation	 VP	Strategic	Sourcing
David	White	 Siemens	Energy	&	Automation	 Procurment	Team	Leader
Michael Rose UPS Family Commodity Mgr

Welcome new members!

First ISM Free Trip Winner
PAT HURD

If you attended the December Holiday meeting, your name could have been an-
nounced as the winner of the first trip to ISM International Conference in San Diego, CA on April 25-28, 2010.

But, Pat Hurd won this time so don’t forget to enter for the second trip at December, January and 
February events and your name could be drawn in March 2010.  Here’s the info below:

•	 	Two	members	will	win	free	trips	to	the	95th	Annual	ISM	International	Supply	Management	Conference	and	
Educational Exhibit, April 25-28, 2010, in beautiful San Diego, California.   

•	 This	opportunity	will	be	limited	to	current	members	of	ISM-Atlanta.	
•	 	For	each	event	you	attended,	your	name	was	entered	into	the	contest	once.		These	events	included	monthly	

professional development meetings, satellite seminars, and C.P.M. or C.P.S.M. review classes.  
•	 	Winners	are	not	allowed	to	transfer	nor	sell	their	trip	to	another	member	of	ISM	Atlanta	or	a	colleague.		

Registration fees, lodging, meals outside of conference provided meals, and travel to and from the event, 
submitted on an ISM-Atlanta expense report, will be covered by ISM Atlanta for each winner.

GOOD LUCK!!!
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Continued from page 2
The Reality of Green

What are near-term implications for the Strategic Sourc-
ing Team?

The initial step for the Strategic Sourcing Team is to deter-
mine if the EPA Greenhouse Gas reporting rule applies to your 
firm, industry, and functional area.  The EPA estimates that 
there are approximately 10,000 facilities in the United States 
that emit > 25,000 metric tons of CO2 (GHG) equivalents.  
Simple math says fewer than 200 Georgia operations will be af-
fected.  If the data collection and reporting rule does apply, the 
likely next step for the Strategic Sourcing Team is to develop a 
GHG Monitoring and Reporting Readiness plan. The Strategic 
Sourcing Team must determine the role for their supply base.  

Other 2010 potential scenarios for Strategic Sourcing to 
consider, regardless if the new rule does apply or does not ap-
ply include:
Negotiation / Cost Savings Strategy

•	 	As	the	economy	recovers,	electricity	demand	will	increase.		
This demand increase and new regulations may impact 
2011 energy sourcing negotiations and future product 
development cost savings strategies.

•	 	If	the	business	takes	a	wait	and	see	approach	and	the	EPA	

rule does apply, we know what typically comes next for 
the Sourcing Team.   

Supplier Development / Contracting
•	 	As	this	rule	evolves,	some	suppliers	may	not	understand	

the implications.  In 2010 greenhouse gas management 
should be integrated in scheduled supplier performance 
reviews.  

•	 	We	 know	 that	 Georgia	 suppliers	 will	 report	 their	 GHG	
emissions to the EPA.  The Contract Management Team 
must	 rethink	 T	 &	 C’s	 policy	 and	 language	 before	 the	
2010/11 contract season.  GHG Data Collection, Report-
ing, and Record Retention policy must be incorporated.      

Are you ready for Greenhouse Gas reporting?  Whether 
this Environmental Protection Agency rule applies or not, 
this column highlights questions to ask and the downstream 
implications for the Strategic Sourcing Organization.  Is GHG 
compliance and Carbon Emissions Trading the new SOX?   It’s 
unclear at this point but GHG reporting will likely have a 2011 
cost impact.   

ISM Senior Research Fellowship Program
The Institute for Supply Management™ (ISM) may 

award two Senior Research Fellowships for support 
of out-standing research in supply management. The 
intent is to award two fellowships of $5,000 each to 
candidates who are conducting research in supply 
management or related fields.

OBJECTIVES
The	objectives	of	 these	grants	are:	 (1)	 to	help	sup-

port emerging, high-potential scholars who teach and 
conduct research in supply management and (2) to 
help produce useful research that can be applied to 
the advancement of supply management.

ELIGIBILITY REQUIREMENTS
The ISM Senior Research Fellowship is intended to 

support emerging scholars. In general, this will mean 

those who are assistant or associate professors (or 
of equivalent status) at their institutions and have 
demonstrated exceptional academic productivity in 
research and teaching. An assistant professor should 
have three or more years’ post-degree experience. 
International applicants will be accepted. Current or 
past members of ISM committees, groups, forums or 
affiliated organizations are eligible to apply provided 
they meet the other criteria for the fellowship. Mem-
bers of the Educational Resources Committee are not 
eligible to receive the ISM Senior Research Fellowship 
while they are a member of the committee. Previous 
awardees are ineligible.

AWARD PROCEDURES
Fellowships are paid directly to the awardees and 

are nonrenewable. It is expected that the ISM Fellows 
continued on page 9
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What will Vikktoria select for her prize?  Richard 
Angel helps her decide.

He’s going to San Diego! Pat Hurd was the first 
lucky winner of the trip to ISM International 
Conference in April 2010.  He is taking his wife 
where they will also celebrate their first wed-
ding anniversary!  What a great gift!

More framed prints for lucky ticket 
holders. This one is football.

David Pettit was the lucky winner of a set 
of DVDs from Richard Flint’s motivational 
programs.

Framed golf prints were a hit with door 
prize winners.

Scenes from the ISM-Atlanta
December Holiday Event

Special Guest Speaker, Richard Flint, gets 
personal with Natalie Blankenship, ISM 
Atlanta Librarian, in his holiday talk about 
“Marriages are Made in Heaven”.

Zoya also takes home a nicely framed 
UGA print.

Always	 the	 jokester,	 Past	 President,	
David Lister, plays with the guests 
before the event.

A nice dinner at Ruth’s Chris 
Steakhouse awaits Ernestine.



Page 8
ISM-ATLANTA PEACH STATE PURCHASER

Active ISM-Atlanta member, Alex-
ander Davidson, and his lovely wife, 
Laura, always show up with a festive 
flair.

Bob Burgess is happy with photos of the 
Augusta greens to hang in his office.  His 
ticket was lucky!

Networking and socializing with friends is a 
favorite part of the Holiday Event.

Carolyn Dufance walked away with a 
great dinner gift card.

Shelia Brown is presented with her framed 
C.P.M. certficate by David Pettit, ISM-At-
lanta’s Professional Development Director.  
Congrats, Shelia!

Fly me anywhere....winner of two tickets 
on Continental Airlines compliments of 
the Georgia Business Travel Association.

Mary Chang took home shots of how it 
feels to win the Green Jacket in Augusta.

Adrianna is excited about prints from the 
Masters in Augusta.

Pam Honeycutt took home the HDTV 
grand prize.  What a nice holiday gift!

NOT SHOWN:  ISM Newsletter Editor and Photographer, Penny Murphy, won a Ruth’s Chris gift card but was behind the camera......
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will present the results of this research in an ISM fo-
rum (for example, research symposium, ISM Annual 
International Supply management Conference and/
or an ISM publication such as the Journal of Supply 
Chain Management). Fellowships for the year will be 
announced by mid-June.

APPLICATION PROCEDURES
Applicants for the ISM Senior Research Fellowship 

must submit four copies of each of the following items 
in one complete package to ISM by January 31 (which 
will remain the deadline every year):

1.  Letter of application explaining qualifications for 
the fellowship. 

2.  Research proposal of no more than five pages, 
including problem statement or hypothesis; 
research methodology, with data sources, collec-
tion and analysis; and value to the field of supply 
management. 

3. Curriculum vitae, including works in progress. 

RESEARCH TOPICS
The purpose of the ISM Senior Research Fellowship 

is to encourage and support research in supply man-
agement, purchasing, or related fields. Candidates are 
encouraged to refer to the list below of research top-
ics in supply management which includes, but is not 
limited to, the following:

•	 Supply	as	a	strategic	tool	
•	 Alliances	and	supply	linkage	
•	 Strategic	sourcing	and	supplier	development	
•	 Globalizations	
•	 Information	systems	

•	 Supply	risk	and	supply	chain	governance	
•	 Measuring	supply	effectiveness	
•	 Roles	in	supply	chains/networks	
•	 Training/development	approaches	
•	 Supply	methodologies	
•	 Supply	in	product/service	innovation	
The ISM Senior Research Fellowship Program seeks 

qualified applicants from a diverse population, regard-
less of gender, race, creed, age, ethnic or national ori-
gin, sexual orientation, or disability.

QUESTIONS?
For more information, contact Robert A. Kemp 

Ph.D., C.P.M., by phone at 515/221-2503 or by e-mail at 
kempr@mchsi.com.
PLEASE SEND THE COMPLETE APPLICATION PACK-
AGE BY JANUARY 31 TO:
MAILING ADDRESS:
ISM Doctoral Grant Committee
c/o Robert A. Kemp, Ph.D., C.P.M.
Institute for Supply Management
P.O. Box 22160
Tempe, AZ 85285-2160
USA

FOR OVERNIGHT DELIVERY:
ISM Doctoral Grant Committee
c/o Robert A. Kemp, Ph.D., C.P.M.
Institute for Supply Management
2055 East Centennial Circle
Tempe,	AZ	85284
USA    

Continued from page 6
ISM Senior Research Fellowship Program
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A sales manager recently asked the Strategic Sourc-
ing	&	Procurement	Group	on	LinkedIn:

“What	 is	 the	major	 reason	as	 to	why	Procurement	
Managers are reluctant to provide feedback or feed-
back is minimal after a bid process?”

Indeed companies are often reluctant to help sup-
pliers learn from their “mistakes”. But why? Is it a philo-
sophical, policy or resources issue? True to form, the 
Group members were great about providing their own 
perspectives.

Some of the highlights:
Happy to help

“I am quite happy to quality provide feedback after 
a bid, especially to the ones that have not been suc-
cessful. This then ensures both an open and transpar-
ent process as well keeps them informed as the areas 
they need to improve on, come next time around. I 
don’t and won’t share sensitive things like prices and 
such, but I firmly believe by providing the feedback 
and documenting it, also builds up a profile of the 
competition.”

The decision is made … and not up for debate
“All unsuccessful bidders seem to want to debate, 

rather than take the feedback and use it to learn how 
to do better. I’ve seen unsuccessful bidders not only 
try to shoot down the logic, but to go to the top man-
agement of the company and try to tell them why the 
purchasing agent made a stupid decision. The fear of 
that happening puts the purchasing agent in a posi-
tion where, if s/he can keep unsuccessful bidders at 
arm’s length until they lose interest in discussing the 
result, life will be much easier.”

Too time consuming
“It’s usually simply the time it can take and handling 

the wish of the unsuccessful bidder(s)to try to over-
turn the decision. I always try to give some feedback 
to those who were close, but not to those way off. You 
and your team are moving on to implementation of 
the order and the next RFQs and ITTs - and you cannot 
afford to be deflected for long.”

Feedback is important and should be easy
“In my experience, conducting the debrief is straight-

forward if the rationale for the decision was clear and 
based on clear criteria. If, on the other hand, the ratio-
nale was, say, politically driven, it’s hard to explain to 
the losing firms.”

Subjectivity plays a part (and is hard to explain)
“As	much	as	everyone	wants	to	say	there	is	an	objec-

tive RFx process and outcome, there is a of course a 
subective side to the process. Certainly those suppliers 
who are unresponsive, meddlesome and/or produc-
ing inaccurate submissions are treated differently. It’s 
key for a supplier who has not gotten feedback to look 
critically at what human elements and submission 
data may have prevented it from going further in the 
process and not getting feedback.”

Where does your organization come down on the 
issue? Transparent and talkative? Or radio silence?    

Justin Fogarty is Managing Editor of Supply  
Excellence. For any questions or feedback on the blog or 
its contributors, Justin can be reached at  
jfogarty@ariba.com.

From the Blogs...

Why are Procurement Managers reluctant 
to provide feedback after a bid process?
by Justin Fogarty 



Page 11
ISM-ATLANTA PEACH STATE PURCHASER

Reasons for December PMI’s Increase to 45.9:
New Orders:

New	Orders	decreased	0.3	points	to	47.6.	New	Orders	de-
crease	was	based	on	3.1%	less	respondents	reporting	higher	
New	Orders	 for	a	 total	of	31.7%	and	2.5%	 less	 respondents	
reporting	lower	New	Orders	for	a	total	of	36.6%.	

Production:
Production	decreased	6.1	points	to	43.9.	Production’s	de-

crease	resulted	from	8.0%	less	respondents	reporting	higher	
Production	for	a	total	of	26.8%	and	4.2%	more	respondents	
reporting	lower	Production	for	a	total	of	39%.	

Employment:
Employment	 increased	3.8	points	 to	 45.1	based	on	1.1%	

more respondents reporting higher employment for a total 
of	9.8%	and	6.6%	less	respondents	reporting	lower	Employ-
ment	for	a	total	of	19.5%.

Supplier Delivery Time:
Supplier	 Delivery	 Time	 increased	 0.3	 of	 a	 point	 to	 52.4	

based	 on	 0.8%	 less	 respondents	 reporting	 slower	 delivery	
time	for	a	total	of	12.2%	and	1.4%	less	respondents	reporting	
faster	delivery	for	a	total	of	7.3%.	

Finished Inventory:
Finished	Inventory	increased	14.2	points	to	40.2	based	on	

10.8%	more	 respondents	 reporting	 higher	 FI	 for	 a	 total	 of	
14.5%	and	17.5%	less	respondents	reporting	lower	Finished	
Inventory	for	a	total	of	39%.

Commodity Price:
Commodity Price increased 2.8 points to 65.9 based on 

5.6%	more	 respondents	 reporting	 higher	 Commodity	 Price	
for	 a	 total	 of	 31.7%	 and	 0%	 respondents	 reporting	 lower	
Commodity	Price	for	a	total	of	0%.

Survey Question:
Fifty one percent, up from forty seven percent for No-

vember of Georgia respondents, expect their production to 
increase in the next 3-6 months. Nineteen percent expect it 
to be lower than their current production. Even though New 
Orders end the year on a decrease participants apparently 
anticipate better days ahead for 2010.

Overview:
The weakness for New Orders continued with a 0.3 of a 

point	decrease	to	47.6.	November	and	December	closes	out	

2009’s New Orders in decline. December Production also 
closed	out	the	year	with	a	decrease	of	6.1	points	to	43.9	clearly	
tied to New Order’s end of the year weakness. Employment 
increased	3.8	points	to	45.1	with	9.8%	of	respondents	report-
ing new hires. December Employment is 2.1 points above the 
six	month	average.	Finished	Inventory	increased	14.2	points	
as it ends the year with sharp decreases and increases for No-
vember and December. Commodity Prices began to sharply 
increase in August as December ends the year 7 points above 
its 6 month average. The weaker dollar is contributing to this 
rise in Commodity Prices. 

Starting in August the Georgia PMI dropped below the 
National PMI and ended the year in that same position. One 
promising pattern is that Georgia respondents, continue to 
show	optimism	as	a	rising	percentage	of	51%	expect	higher	
production for the next 3 to 6 months. 

National PMI Report:
The National December PMI increased 2.3 points to 55.9, 

which was the result of the following increases: 5.2 points 
to 65.5 for New Orders, 1.9 points to 61.8 for Production, 1.2 
points	to	52	for	Employment,	and	2.1	points	to	43.4	for	Fin-
ished Inventory. 

Commodity Price increased 6.5 points to 61.5 points. 
Eleven of the 18 manufacturing industries reported growth 
in December. The contracting industries are: Wood Products; 
Non-metallic mineral; Miscellaneous Manufacturing; Plastics 
and Rubber Products; Chemical Products; Printing and Re-
lated Support Activities; and Fabricated Metal Products. 

Industrial Production Report:
The November Industrial Production Report reported 

an	 increase	of	0.8%	for	total	production,	and	an	 increase	of	
1.1%	 for	manufacturing.	Manufacturing’s	 increase	 is	 the	 re-
sult of improvement in both durable and nondurable goods 
production.	Business	equipment	production	increased	0.4%	
after two months of negative growth. Motor vehicle and parts 
were	up	1.8%	and	nondurable	was	up	1.1%.	Manufacturing	
production	 excluding	 auto	 production	 still	 increased	 1.1%.	
November’s increase was broad based as opposed to earlier 
months. 

Manufacturing	 capacity	 utilization	 rose	 from	 67.9%	 to	
68.7%.		

Georgia versus the Southeast Survey:
December Southeast (SE) and Georgia (GA) PMIs moved 

in opposite directions with the former decreasing 2.3 points 

Georgia Purchasing Manager’s Index Report
Furnished by Don Sabbarese, Ph.D., Kennesaw State University Econometric Center

continued on next page
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PRODUCTS WITH HIGHER PRICES
“Steel, polypropylene, natural rubber, zinc oxide, synthetic 

rubber, sugar, eggs, kraft paper, stearic acid, polypropylene, 
steel, fuel, fuel , oils, copper, copper, aluminum, copper, alu-
minum, lead, plastics resins, waste paper, gas, propane, some 
chemicals, methanol, sulfuric acid, ammonia, borax, imported 
organic compound, hydrochloric acid, steel, SSTL, and aqua 
ammonia slight increase” 

PRODUCTS WITH LOWER PRICES
“Natural rubber, lumber, steel products, fab steel scrap, TL, 

LTL freight, fuel, paper, PET resin, and liquid and caustic soda”

ITEMS IN SHORT SUPPLY
“Aluminum flat rolled, some sizes stainless sheet, nothing is 

short, and bearings”

GENERAL REMARKS - Give your frank opinion on any 
conditions, local, national or international, that affect your 
purchasing operation or your company’s outlook

“Stimulus money is not reaching our customers in infra-
structure construction and the outlook remains fairly nega-
tive”

“Building appears to have found a bottom recovery seems 

COMMENTS FROM SURVEY PARTICIPANTS REGARDING CONDITIONS THAT 
AFFECT PURCHASING OPERATION:

PMI Georgia, PMI Southeast, and PMI National 

PMI GA
PMI Southeast
PMI National

 Jul-09 Aug-09 Sep-09 Oct-09 Nov-09 Dec-09 Dec-Nov
	 47.3	 45.4	 44.6	 48.9	 43.5	 45.9	 +2.4

	 50.0	 46.2 46.7	 49.2 47.5	 45.2 -2.3

	 48.9	 52.9	 52.6	 55.7 53.6 55.9 +2.3

 Higher Same Lower
New Orders  -3.1 5.6 -2.5
Production	 -8.0	 3.7	 4.2
Employment 1.1 5.5 -6.6
Deliveries	 -0.8	 2.2	 -1.4
Finished Inventory 10.8 6.7 -17.5
Commodity Prices 5.6 -5.6 0.0

Change In Percent of Georgia Participants Reporting Higher, Same and Lower
DECEMBER - NOVEMBER

and	 the	 latter	 increasing	 2.4	 points.	 The	 SE	 PMI’s	 decrease	
was tied primarily to weakness in New Orders, Production, 
and	Employment	with	decreases	of	2.3,	9.4,	and	10.6	points	
respectively. Georgia’s New Orders and Production also de-
creased, but by smaller points and Employment increased. 

The Three Survey Comparison:
The December Georgia and SE PMIs are 10 and 10.7 points 

below the National PMI of 55.9 points.  The National PMI’s New 
Orders, Production and Employment are 9.7, 17.2 and 8 points 

higher than the respective SE underlying variables. Georgia’s 
same underlying variables are 7.9, 17.9 and 6.9 points below 
the National variables.

Comment:
The Georgia and Southeast December PMI reports remain 

below 50 as the National PMI continues to trend above 50. 
This continues to suggest the Southeast manufacturing sec-
tor’s recovery lags behind the National PMI.

continued on next page
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CPSM Bridge Exam Review Class
… coming to Country Club of Roswell on January 20th!

If you are a C.P.M. in good standing, you may be only one test away from getting your CPSM. As you know, ISM 
has created a single test for C.P.M.'s , to "bridge" the knowledge set from the C.P.M. to the CPSM, eliminating the 
need to take all three CPSM modules. If you are eligible to become a CPSM (go to www.ism.ws for requirements), 
then this class is for you!

When:	January	20th,	2010,	from	8:30AM	to	4:00PM
Where:	The	Country	Club	of	Roswell,	2500	Club	Springs	Drive,	Roswell,	GA		30076,	770-475-7800
Who: Our popular instructor Debra Hansford, C.P.M., CPSM, ISM certified trainer.
Cost:	$245	for	members	and	$310	for	non-members.

This is an all day class with continental breakfast, continuous coffee and beverage service and lunch in the CCR 
dining room. You will need your ISM CPSM study guides to prepare for the exam, available at: www.ism.ws /prod-
ucts / CPSM study materials. ISM Atlanta members can check out available copies from the ISM Atlanta library for 
free. Contact our Librarian, Natalie Blankenship at: nataliedeanne@comcast.net.

New Feature! As part of your CPSM Bridge review class, you will have access to Precrest Consulting's online 
CPSM Bridge learning and knowledge center, including the material covered in class, additional material and prac-
tice questions and personal feedback from Debra Hansford. Logon at your convenience to study and review!

CPSM Bridge review classes will only be offered a few times, so sign up for this one now!

very slow”
“With continued stagnant construction markets, we con-

tinue to focus strongly on cash management, and keeping 
raw material:

“Usual holiday slowdown”
“We are hoping the increase in December sales will carry 

over into January and February”
“Expect better sales 1st quarter 2010”
“Slow economic growth 12-18 months”
“Capital	projects	are	being	pushed	out	to	the	fourth	quar-

ter of 2010”
“Business is starting to pick up”
“The “Do Nothing” Democrats in Washington DC need to 

take steps to get “small business” booming again or they will 
greatly suffer at the ballot box in 2010”

“Continued strain on customer’s ability to obtain financing 
due to commercial lending policies is slowing sell cycle and 

limiting revenue”
“Medical device market still strong”
“High unemployment is not good for our manufacturing 

business”
“Rail rates are reasonable-export container rates are stable, 

space is tighter-expect shortages as we get into Q1 2010 due 
to low inventories”

“All building material related business is stagnant with little 
up or down movement”

“Higher wages and higher commodity prices are driving 
manufacturing companies out of business in the US”

“New business on increase”
“H1N1 is driving some demand for related raws and pack-

age related business”
“Our primary customers are the paper industry, outlook for 

2010 is good”
“Slight improvement in outlook”   

Continued from previous page
Georgia Purchasing Manager’s Index Report
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Career Corner

continued on next page

You check yourself out in the mirror several times 
before your important interview. And, if you do say 
so yourself, you look pretty spiffy. Or … so you think. 
The real question, though, is: How do you look to oth-
ers? How will interviewers perceive you based on your 
clothing? DiversityInc asked experts for advice on how 
to send the best message with proper interview attire.

The Message You Send
Whether you’re a fashionista or someone who has 

been wearing the same suit for years, you should be 
aware of what message you send with your interview 
clothes. Your first interview is not the place to be mak-
ing a grand fashion statement, but, rather, to demon-
strate your professionalism.

“You really want them to be engaged in what you 
have to say, and allow the clothes that you’re wearing 
to be an appropriate frame that communicates, ‘I am 
serious. I am mature. I don’t take this opportunity light-
ly. And I’m coming here for some discussion around an 

important business issue,’” says Miriam Muléy, a former 
General Motors executive and founder and CEO of 
85%	Niche,	a	firm	that	focuses	on	the	buying	power	of	
women.

Looking	for	a	job?	Check	out	the	latest	job	listings	at	
DiversityInc Careers. 

Redia Anderson, the founder and managing partner 
of Anderson People Strategies, a management consult-
ing and executive coaching firm, agrees. After many 
years in several chief-diversity-officer roles for compa-
nies including Deloitte (No. 33 on The DiversityInc Top 
50 Companies for Diversity® list), and Abbott (No. 16), 
Anderson has specific advice when it comes to cloth-
ing choices: put an emphasis on being in touch with 
corporate culture. “You want to not only impress them 
with your skills, knowledge and your great interper-
sonal skills so they know that you fit into the team, but 
your dress has to speak to the fact that you understand 
what their culture is about,” she says. 

Say About You?

What Do Your 
 Interview 
Clothes

By Lizz Carroll 
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Career Corner, continued

No-No’s
A good rule of thumb is don’t wear anything that 

would be viewed as a distraction. Tight or form-fitting 
clothing, for example, is inappropriate. While these 
slim fits may be en vogue for both women AND men, 
they don’t belong in the office.

Muléy, a Latina, is very familiar with how tight-fitting 
or revealing clothing can become a misstep. Many 
Latinas are raised to be proud of, and open about, their 
curves. But is that something your interviewer should 
see? No, she says.

“If someone comes in with a red dress that is tight-
fitting and really shows your curves, how seriously 
are you going to take that person? I don’t want that 
person running my multimillion-dollar business. What 
judgment	are	they	using	to	come	into	my	office	look-
ing like that? Will they come into a prospective client’s 
or key business partner’s office with the same attire?” 
she says.

For more information on recruitment, visit Diversity-
IncBestPractices.com. 

Anderson reminds women to be aware of the chal-
lenges their gender presents in a professional work en-
vironment. “If you’re wearing clothing that is not letting 
people think about your intelligence first, then you’re 
doing yourself a disfavor,” she says. “Yes, you want to 
set yourself apart, but do you want it to be about your 
clothing? I think the answer is no.”

When it comes to other cultural fashion expressions, 
Muléy warns interviewees to tread lightly. “There is 
certain attire that is culturally oriented but is for special 
occasions,” she says. “I don’t view that as appropriate 
for a business interview, but I think once you’re on the 
job,	[if	you]	see	opportunity	to	infuse	more	culture	ele-
ments into your style, by all means, do so.”

Do’s
What are some can’t-lose choices for interview attire? 

The ever-reliable suit, of course. “You can’t go wrong 
with the basics, the classics—the blues, the blacks, 
the grays, the browns. It’s still a good bet that you will 
find someone in the organization wearing that,” says 
Anderson.

For women, Muléy likes to go the old-school route. “I 
would say the appropriate attire, for a woman, would 
be	a	skirt	and	jacket.	I	wouldn’t	even	go	with	a	pants	
suit for the first interview,” she says.

You might feel drab in professional basics, but 
choose wisely if you’re looking to spice up your outfit. 
“Using colors to make you feel better or make your 
outfit stand out can be a great thing,” says Anderson. 
“For guys, it can be a colorful tie. Maybe for a woman 
it’s a bright, beautiful fuchsia blouse. Those are nice ac-
cent pieces. But that’s what you have to remember—
they’re accent pieces.”

Still confused about what to wear? Try this insider 
tip from Muléy: If you live nearby, visit the company, 
even	if	you	just	stand	in	the	lobby,	to	get	a	feel	for	how	
people dress there. Is the office too far away? “Go to 
their web site and look at their annual report,” she ad-
vises. “There are often pictures of their senior leaders 
[there].”

Lasting Impression
While picking the right outfit for your interview, think 

about how you may be viewed by the interviewer on 
the other side of the table. Anderson points out that 
“[y]our	interview	clothes	can	say	a	lot	about	you,	but	
it’s	[also]	what	DON’T	you	want	them	to	say	about	you.	
You don’t want them to say, look at me for what I look 
like versus look at me for what’s in my head.”

Muléy stresses the importance of molding yourself 
to the corporate culture, but she points out that this 
shouldn’t be seen as a “sell-out.”

“It’s really about showing that you are able to fit into 
this larger organization and still deliver outstanding 
results in terms of the work that you perform on a daily 
basis,” she says.   

Also read: interview, what not to wear, individu-
ality, DiversityInc Careers

Interested in building a talent pipeline for your 
company’s future? Learn more at  
www.DiversityIncBestPractices.com. 
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