
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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From the President’s Pen

nars at least once a quarter to provide more CEU oppor-
tunities and hopefully make the CPM/CPSM recertifica-
tions less daunting.  We are also working on improving 
the website by removing dated materials and bringing 
more new information to the homepage.  

ISM Atlanta is also supportive of our local Universities.  
One Kennesaw State University Student has asked that 
we support a survey he plans to launch in the Spring of 
2012.  He has requested a focus group to convene be-

fore the February PDM beginning at 5:00.  More details 
to follow via e-mail blast.

We thank those members who have supported the 
chapter by regularly attending our monthly meetings 
and hope you have come away feeling like your time 
was well spent and look forward to serving you in 2012. 

Happy New Year!
Lauchlin

Join us in February!

Jake Wojcik is a Vice President with Insight Sourcing Group (ISG) and has over 12 years of experience in management 
consulting with a focus on procurement, supply chain management and finance. Jake has helped grow Insight Sourcing 
Group into one of the largest niche providers of procurement and sourcing-related services in the US by helping clients 
achieve spend visibility, as well as develop sourcing strategies to help their clients recognize north of a 600% annual ROI and 
averaging 20% savings per spend category, including clients such as Aflac, Simmons Bedding/Serta, Aaron’s Rent, Gentiva, 
Asbury Auto, Synovus, Invesco and many others.  

Prior to ISG, Jake was a Director with Resources Global Professionals (founded by Deloitte & Touche) in which he was 
responsible for the launch and development of Atlanta's Supply Chain practice which accounted for 20% of Atlanta's total 
revenues by the time of his departure.

Jake also worked with KPMG Consulting, where he lead cross-functional strategic sourcing, procurement, and IT teams to 
project fulfillment for multibillion-dollar enterprises. Prior to KPMG, Jake worked at Arthur Andersen Business Consulting, 
where he provided Fortune 500 clients with value-added solutions through procurement reengineering, system implemen-
tation, and strategy.

Featuring Jake Wojcik

Leveraging Spend Analytics to Drive 
Your Sourcing Agenda & EBITDA 

Improvement Goals

Thursday, February 9th, 2012
Country Club of Roswell
6:00 p.m.

http://www.ism-atlanta.org/calendar-of-events/index.php/reservations/33
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Chuck Kinnebrew, CPSM

Thursday, March 8th, 2012
Country Club of Roswell
6:00 p.m.

The Home Depot
Sr. Director, Indirect Procurement

Coming this March...

Chuck Kinnebrew is the Sr. Director of Indirect Procure-
ment at The Home Depot Corporation. In this role, he is 
responsible for leading a team of Sourcing professionals 
to develop and execute strategic sourcing plans to pro-
cure $6.5B of goods and services for internal consump-
tion. This span of control includes professional services, 
marketing, advertising, store supplies and services, store 
maintenance/construction/fixtures, logistics, procure-
ment operations, IT hardware, software and telecom and 
e-Sourcing and travel.  Mr. Kinnebrew joined The Home 
Depot in 2004 and with increasing levels of responsibil-
ity has worked to create a procurement team focused on 
sourcing goods and services at the highest quality and 
lowest total cost for the enterprise.  

Prior to joining The Home Depot, Mr. Kinnebrew worked 
for the DuPont Company where he acquired extensive 
experience in manufacturing, planning, marketing and 
supply chain.  He has worked in supply chain for the last 

sixteen years and established an in-depth understand-
ing of strategic sourcing while holding several domestic, 
regional and global leadership positions with a focus on 
Strategic Sourcing/Purchasing.  Mr. Kinnebrew’s specialty 
is transforming tactical/transactional buying organiza-
tions to one that would be “World Class” with a “Strategic 
Focus”. During his 3 year tenure as Sr. Director, the Pro-
curement team has delivered more than $900M in total 
value savings while instituting world class procurement 
and talent management processes.   

He is a member of Clark Atlanta University’s Supply 
Chain Advisory Board and he received his CPSM certifica-
tion this year. Mr. Kinnebrew received his Bachelor of Edu-
cation degree from the University of Georgia. He is also 
an active member of the Institute of Supply Management 
(ISM) and when not spending time with his family, you’ll 
find Chuck on the tennis court playing ALTA or T2 tennis.  

Advertise in the ISM-Atlanta Peach State Purchaser!
Great Exposure to a Target Market at an Unbelievably LOW Price

If you want to reach nearly 700 active Supply Management professionals from companies ranging from 
Fortune 50 to the local entrepreneur to international firms, then ISM-Atlanta’s monthly electronic newsletter, 
Peach State Purchaser, is a perfect vehicle. Four quarterly issues are published during the calendar year and 
the newsletters are archived at www.ism-atlanta.com all year long.

Ad prices start as low as $100 per quarter for a 1/4 page, with 1/2 page ads at $175.  Full page ads are truly 
a bargain at $300 per quarter.  Full page ads are truly a bargain at $300 per month. All you need is a pdf file of 
your ad. Ask about discounts for pre-paid annual ad placement!  

Contact Lauchlin McKinnon at lauchlin_m@bellsouth.net  for more information or to reserve your ad space.

http://www.ism-atlanta.org/calendar-of-events/index.php/reservations/31
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Scenes from the Satellite Seminar & Holiday Event

We brought back ISM Satellite Seminars on a Saturday in Decem-
ber.  Be on the lookout for more in 2012. Mike Babineaux presented in December.  It was a memorable 

event for all.

One of the many door prize 
winners from our Holiday 
Event.

Scenes from the October & November Meetings

We had a successful meeting with the Atlanta Chapter of APICS in 
October.  As always, Don Sabbarese delivered on his presentation. 

Scott Callan, ISM Atlanta volunteer and presenter, brought his 
Public Sector Purchasing experiences to the forefront in No-
vember.
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An analysis of the December PMI Report:
New Orders:

New Orders decreased 8.1 points to 50. New Order’s decrease 
was based on 12.9% less respondents reporting higher New Or-
ders for a total of 22.2% and 3.3% more respondents reporting 
lower New Orders for a total of 22.2%. 

Production:
Production decreased 7.8 points to 46.3. Production’s decrease 

resulted from 11.2% less respondents reporting higher Produc-
tion for a total of18.5% and 4.3% more respondents reporting 
lower Production for a total of 25.9%. 

Employment:
Employment remained the same at 50 based on 5.1% less 

respondents reporting higher employment for a total of 11.1% 
and 5.1% less respondents reporting lower Employment for a 
total of 11.1%.

Supplier Delivery Time:
Supplier Delivery Time decreased 1.9 points to 48.1 based on 

1.7% less respondents reporting slower delivery time for a total 
of 3.7% and 2% more respondents reporting faster delivery for a 
total of 7.4%. 

Finished Inventory:
Finished Inventory decreased 7.4 points to 42.6 based on 4.1% 

less respondents reporting higher FI for a total of 14.8% and 
10.7% more respondents reporting lower Finished Inventory for 
a total of 29.6%.

Commodity Price:
Commodity Price increased 4..1 points to 50 based on 0.7% 

less respondents reporting higher Commodity Price for a total 
of 7.4% and 8.8% less respondents reporting lower Commodity 
Price for a total of 7.4%.

Survey Question:
Forty four percent reported higher expected production in 

the next 3-6 months versus forty three percent in November. 
Seven percent of respondents expected production to be lower 
than their current production. The index is 68.5.

Overview:
December’s PMI partially reversed its one month rebound of 

9.2 points with a 5 point loss. New orders and production were 
primarily responsible for this decrease based on 8.1 and 7.8 
point losses, respectively. Finished inventory’s 7.4 decrease was 
consistent with the weakness in new orders and production. 
Production’s December reading of 46.3 was 4.6 points below its 
6-month average. Finished inventory’s reading of 42.6 was 7.4 
points below its 6-month average. 4th quarter’s PMI ended the 

year in a fairly volatile pattern.   

National PMI Report:
The National December PMI increased 1.2 points to 53.9 was 

the result of the following: New Orders increased 0.9 of a point 
to 57.6; Production increased 3.3 points to 59.9; Employment 
increased 3.3 points to 55.1; Supplier Delivery Time remained 
the same at 49.9; and Finished Inventory decreased 1.2 points 
to 47.1. 

Commodity Price increased 2.5 points to 47.5. 
Of the 18 manufacturing sectors 9 sectors reported growth 

in December. The 9 sectors include: Apparel, Leather & Allied 
Products; Printing & Related Support Activities; Textile Mills; Pe-
troleum & Coal Products; Machinery; Food, Beverage & Tobacco 
Products; Computer & Electronic Products; Primary Metals; and 
Paper Products.

The nine industries reporting contraction in December in-
clude: Plastics & Rubber Products; Nonmetallic Mineral Products; 
Furniture & Related Products; Chemical Products; Wood Prod-
ucts; Miscellaneous Manufacturing; Fabricated Metal Products; 
Transportation Equipment; and Electrical Equipment, Appli-
ances & Components.

Industrial Production Report:
The November Industrial Production Report recorded a -0.2% 

decrease following a 0.7% increase for October.  Manufacturing 
decreased 0.4% down from 0.5% increase in October. Motor Ve-
hicle and parts production decreased 3.4% down from October’s 
increase of 3.4%. Business equipment decreased 0.1% following 
a 1.4% increase in October. High tech decreased 0.8% following 
a 1.3% decrease for October. Manufacturing, excluding motor 
vehicle, decreased 0.2% following a 0.3% increase for October. 

November manufacturing capacity decreased from 76.1 in 
October to 75.8.  

4th quarter manufacturing grew at an annualized rate of 3.5% 
down from 4.9% for the 3rd quarter. Manufacturing less auto 
production grew at 2.9% annualized rate versus 4.1% for the 3rd 
quarter. Flooding in Thailand created some supply chain prob-
lems that contributed to this slower growth.

Georgia versus the Southeast Survey:
Georgia’s decrease of 5 points was greater than the South-

east’s (SE) PMI decrease of 2.1 points. The Southeast readings 
of new orders, production, employment, supplier delivery time, 
and finished inventory are higher than Georgia’s by 0.8, 4.5, 0.8, 
5, and 12 points, respectively. Only Southeast’s commodity price 
is lower by 2.3 points. 

Georgia versus the National Survey:
In December the Georgia PMI decreased 5 points to 47.4 ver-

sus the National PMI’s increase of 1.2 points to 53.8. The National 

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

December 2011 PMI Report
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Specific commodities UP IN PRICE were:  
“Energy, some truck freight costs, calcined coke, caustic soda, 

coal tar pitch, steel beginning to increase @ the margin, proteins, 
packaging material, zinc oxide, carbon black, steel (HDG, CR, HR), 
steel, fasteners-petroleum based products, oil based commodi-
ties all up 5%, teflon due to increase coming from DuPont in 
Feb, steel wire, pvc, transformers, None. However, suppliers are 
positioning themselves for moderate price increases...3%-4%...
beginning January 1, 2012, metal lathe, pallets”

Specific commodities DOWN IN PRICE were: 
“Polypropylene, polyethylene, metals, most all products 

declined in price in November, prices are expected to rise in 
January and February, gasoline, diesel, natural rubber, synthetic 
rubber, propylene, acetone, platinum, methanol, copper, tin, 
lead, fuel, some metals, oil, copper, aluminum, refrigerant 134a...
approximately 25%” 

Items in Short Supply- Specific commodities, materials 

or finished products that were in short supply last month 
are: 

PVDF, titanium dioxide, , electronic components, caustic, 
steel, products made in China, zippers gloves, changed over to a 
tighter lead-time driven system to increase inventory turns, hard 
disk drives

Buying Policy- Changes during the last month, versus the 
prior month, in the number of days ahead you are committing 
for purchases of production materials, MRO supplies and capital 
spending:  

“Reducing inventories and conserving cash”
“Effective Jan 1, the operations of National Alabama Cor-

poration is being assumed by Navistar Inc. This has resulted in 
changes in purchasing policies as well as commodities and sup-
plies acquired”

“Taking contract minimums”
“End of the year end of 4th quarter trying to push out orders 

were possible lower inventory on hand”   

COMMENTS FROM SURVEY PARTICIPANTS REGARDING CONDITIONS THAT 
AFFECT PURCHASING OPERATION:

PMI Georgia, PMI Southeast, and PMI National 

PMI GA
PMI Southeast
PMI National

 Jul-11 Aug-11 Sep-11 Oct-11 Nov-11 Dec-11 Sep-Aug
 50.7 58.1 48.7 43.2 52.4 47.4 -5.0

 53.7 57.8 49.4 47.1 51.9 49.8 -2.1

 50.9 50.6 51.6 50.8 52.7 53.9 +1.2

 Higher Same Lower
New Orders -12.9 9.6 3.3
Production -11.2 6.9 4.3
Employment -5.1 10.2 -5.1
Deliveries -1.7 -0.3 2.0
Finished Inventory -4.1 -6.6 10.7
Commodity Prices -0.7 9.5 -8.8

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

PMI recorded higher readings than the Georgia PMI components 
by 6.8, 9.1, 4.3, and 3.4 points for new orders, production, em-
ployment, and finished inventory, respectively. Georgia regis-
tered higher reading of 3.2 for supplier delivery time.  Georgia’s 
commodity price registered 0.2 of a point higher reading than 
the National’s commodity price reading of 47.5. 

Comment:
Georgia’s December PMI lost 5 points from November’s im-

provement of 9.2 points. Georgia’s 4th quarter PMI ended the 
year with substantial volatility, which limits the ability to foresee 
the near future trend for the Georgia PMI.
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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.  
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President
Lauchlin McKinnon, C.P.M. 
UCB, Inc.
Smyrna, GA 30080
Phone: 770-970-2360
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2641 Fontainebleau Drive
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E-mail: debra.a.howington@skf.com
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Marietta, GA 30066
Phone: 770-977-4466
E-mail: davidpettitt@earthlink.net
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CAT Switichgear Supply Chain Mgt.
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Phone: 404-319-4423
E-mail: Wmbhowell@aol.com
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ment Services
Thomas G. Alexander, C.P.M., CPIM
The Clorox Company
3655 Brookside Parkway, Suite 300
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Phone: 678-893-8916
E-mail: tgalxndr@bellsouth.net 
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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.
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Dinner Meeting Reservation 
Information
Web site: ism-atl.org
E-mail:   lauchlin_m@bellsouth.net 


