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was founded in 2008 with the mission to not only provide water to at-risk, impoverished
areas but also, to teach and provide employment opportunities through their inexpensive
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The President’s Pen

Mark
your
calendar
for the
March
Meeting
on
Tuesday
March
12th,
2013 at
the
Fairfield
Inn &
Suites.

Happy March N.A.P.M.-OKC Members!

that we reach out to our community is with
our annual event: The Buyer Vendor
Round Up.

March is Supply
Chain Management
Month!

The 26th Annual Buyer Vendor Round Up
is just around the corner. Please send the
brochure out to ALL your suppliers. You
are our MAIN form of advertising for this
event. If you can’t do that, send Elizabeth
Jones, our Vice President, their name and
email address, and she will see that they
get the brochure. We really need all your
help on this event. If you are interested in
serving our organization and can’t make a
full year commitment, Elizabeth could really use your help with this event. There are
a lot of little things that have to be done in
order to make this a successful and profitable
event. It’s
really too
much for
one person to
handle.
So please,
if you can,
send her a
quick
email and let her know if you are able to
help her out.

In honor of Supply Chain Management
Month we are supporting another local
Community Service Organization: Infant
Crisis Center. We will be having a Diaper

Drive. Please pick up a package of
diapers the next time you are out and
about and bring it to our next meeting in
March. We will take all of those and donate them to the little tushies in
need. There are also other items they
need if you would like to provide something else. Please see the ad further on in We have exciting things coming up. I
the newsletter for a complete list of
love the spring!
items. Thank you in advance for supportStefanie K. Jones
ing our Community Outreach activities. Community Outreach is only one of
President
the areas that ISM considers for the AffiliOffice: (405) 935-1602
ate Excellence Award which we have
earned for the past 6 years. Another way Email: Stefanie.Jones@AccessMidstream.com

-- ISM exists to lead and serve the
supply management profession -THE

PURCHASING

PIPELINE

Supply Management. Maximizing Opportunities. Managing Risk.
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A Note from the VP…
Although this last month we did not get
to see each other, hopefully everyone had a
great short month of February. It has been
quite the weather change and we finally got a
cold taste of winter. I hope you all were able to
stay safe and enjoy the beautiful snow covered scenery while it lasted.
Since the last meeting, the very important Buyer Vendor Round Up was being
planned and the venue has been locked
down! This year’s event will take place on

Tuesday, April 9th from 6:00-8:00
p.m. at Oklahoma City University.
Shown in this newsletter is more information
for the event and I will be sending out an
email with a PDF version of this year’s brochure to send to vendors. As soon as you get
it, start passing it along to get vendors signed
up and to offer donations!

buyers to come and check out our event since
they are FREE to enter!
Thanks to the few of you who have taken the two question survey about improving
the BVRU. If you have not taken it yet, please
take a few short minutes and go the following
link to give a couple of ideas about improving
the BVRU for this year. http://
www.surveymonkey.com/s/SKSXX76
If anyone would like to help out, please let me
know because it helps
to have extra hands to
put this all together!
If anyone has
any questions about
the event, please contact me, and I will be
sure to help you out. Spread the word!

Elizabeth Jones
Also, I have made a flier for everyone
to hang up at their office and/or pass out or
Vice President
forward to potential buyers you think would be
interested in coming. It has the basic inforElizabeth.Jones@accessmidstream.com
mation about the event and my contact information in case they have any questions.
Please encourage coworkers and any other

March Meeting
Location:
Fairfield Inn & Suites
5700 NW Expressway
Oklahoma City, OK
73132
(See map & directions)

Travel on NW Expressway: Head to the Fairfield Inn and Suites located at 5700 NW Expressway
(Flag A). It’s located between Meridian and MacArthur. We will be meeting in the Warr Room.
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Designing the Right
Supply Chain
Companies that align their operations to their strategy
unleash superior performance.

by Richard Kauffeld, Curt Mueller, and Adam Michaels

When a company’s supply chain capabilities are directly
aligned with its enterprise strategy, the results tend to be
superior performance and a strong market position.
Among the organizations that have demonstrated this is
the Girl Scouts of the USA, which annually funds about
two-thirds of its operating costs by enlisting its members, mostly girls age 9 to 14, to sell its well-known cookies. In 2011, the organization simplified its product line
from 28 varieties to 11, with special emphasis on the six
most popular items (Thin Mints, Samoas, Tagalongs,
Trefoils, Do-Si-Dos, and Lemon Chalet Crèmes). Variety
beyond a handful of perennial favorites did not matter to
customers who were primarily looking to support their
community Girl Scout organization. Simplicity enabled
the Girl Scouts to improve the effectiveness of a supply
chain strategy that depends on a distributed, young volunteer “workforce” that comes together for only a few
months annually. Suddenly, the tasks involved in this
once-a-year capability—allocating product among troops
and individual Girl Scouts, tracking sales to replenish
the troop’s inventory, and getting the right varieties of
cookies to each participant—were all much easier. Not
only did the change allow the Girl Scouts to be more effective, focusing their efforts on sales techniques rather
than balancing inventory, but it also taught the young
sales force “about supply chain issues and the need for
efficiencies,” as Denise Pesich, Girl Scouts vice president
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for communications, said in an article on the Atlantic
website.
The Girl Scouts concentrated on simplifying their supply
chain to better support their mission, but leaders at
companies such as Procter & Gamble (P&G), Coca-Cola,
Amazon, or Walmart face a different form of the same
problem: the sheer complexity of supply chain management for multi-category, multi-market enterprises. Their
need to align supply chain solutions to more effectively
support their company’s strategies is even more critical.
And yet, a true strategic fit between enterprise and supply chain strategy is all too rare in the business world.
Few companies have been able to marry their strategic
goals with their operational capabilities. Their supply
chain leaders struggle with a myriad of often conflicting
demands from marketing, sales, engineering, manufacturing, and procurement. With little agreement across
the organization—and no way to make or manage tradeoffs—issues like cost, customization, speed, and price are
rarely addressed in an effective cross-functional way.
Conversely, when a company is strategically coherent, its
supply chain can be a linchpin of superior performance.
For example, clothing retailer Nordstrom uses extremely
sophisticated inventory and product life-cycle management capabilities to move products through its channels
in half the time of Macy’s or Saks Fifth Avenue, cycling
through each season’s new fashions more efficiently and
effectively than its competitors. This is a major factor in
Nordstrom’s consistent ability to outpace its rivals in
profit margins and EBIT as a percentage of sales.
Would Nordstrom’s supply chain model work for your
company? Probably not. Every successful company
should have an operational design and management
style tailored to its own purpose and strategy. At Booz &
Company, we often divide strategies into categories
based on archetypal approaches to the market, which we
call puretones.
These are some of the most commonly found puretones
in global enterprises.
• Innovators are known for introducing new and creative products and services to the market; they need to
balance their forward-looking creativity with practicality
and user acceptance. Apple, 3M, P&G, and Honeywell
are noteworthy examples.

Supply Management. Maximizing Opportunities. Managing Risk.

• Premium players offer high-end products or services and superior customer service. Their differentiated position allows them to demand a higher price. Success as a premium player is not as easy as it might seem;
it requires discerning and managing the costs of increased quality and attentiveness. Nordstrom, Herman
Miller, and BMW are successful premium players.
• Customizers make use of customer intelligence to
offer tailored products or services to particular segments of their market. They can flexibly adapt to changing demand. The challenge they face is balancing this
flexibility with profitability. Well-known customizers
include Dell, Burger King (“Have it your way”), and direct-sale cosmetics firms like Avon and Natura.
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In real life, of course, every successful company is
unique. The most successful strategies tend to be combinations of puretones, representing highly distinctive
ways to play in the market. Amazon’s value proposition,
for example, involves being an aggregator, a value player, and an innovator. It sells products from extremely
varied sources at very low prices, using its own form of
online marketing and innovative logistics. Elements of
all three puretones are essential to its strategy, and are
reflected in its value chain.

For each of the puretone archetypes, a different mix of
supply chain characteristics is required. Thus, in designing your supply chain, it’s helpful to know which
puretones represent significant elements of your company’s way to play. Typically, a company can focus in• Green companies are an increasingly common form
vestment on only three to five ways to improve its sply
of reputation player—building on the principle that suschain at one time. Exhibit 1 shows 12 of these opportutainability is good business. They stake out a customer
nities for leverage, and the puretone value propositions
base by addressing the supply chain needs of lowbest matched to them. Companies don’t have to excel at
carbon-emissions and toxin-free products; they are
everything; they can determine the kind of organiready to invest in differentiated technologies. They must
zation they want to be and then develop a supply
learn to manage a green supply chain at competitively
chain agenda that matches this aspiration.
low costs. Some differentiated green
companies are GE, Seventh Generation,
and automakers such as Toyota and GM
(those building businesses around hybrid
or electric cars).
• Aggregators combine offerings from a
variety of sources, providing people the
convenience of a one-stop solution. They
may manufacture some products and
outsource or subcontract for others.
Their concerns are related to differentiation: They must ensure that the value of
their own contribution is recognized.
Some examples of aggregators are Amazon, eBay, and W.W. Grainger.
• Value players develop low-cost supply chains and pass savings on to customers. They may also leverage savings
to make additional investments elsewhere. They soon discover that to avoid
being commoditized, they cannot let low
cost affect quality or service. Ikea,
Walmart, Southwest Airlines, Tata Motors (maker of the Nano), and McDonald’s are all value players.
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If your company is a value player, you will benefit from
supply chains that emphasize complexity management;
make sure every new product conforms to existing manufacturing processes and, thus, can be offered at a relatively low price. Manufacturing footprints should also be
a priority. Place factories in developing nations, and
adopt less-expensive logistics approaches, such as railroads and container shipping. Under the rubric of strategic sourcing, cultivate long-lasting supplier relationships, with high levels of cooperation, so all stages of the
supply chain can be constantly improved. Indeed, continuous improvement should be an overall area of emphasis: Implement lean manufacturing techniques in all
your facilities. Unfortunately, many value players have
organized their supply chains in other ways (see Exhibit
2).
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Alignment between your strategy and your supply chain
has one final benefit. Because each form of leverage is
associated with different metrics, it gives you an effective way to measure the ongoing health of your supply
chain. Keeping track of the right metrics is crucial, helping to differentiate you from competitors on a daily basis. As an enterprise with an eye on its value proposition, you can reap substantial rewards from having this
sort of very capable supply chain.

Supply Management. Maximizing Opportunities. Managing Risk.
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Upcoming ISM Seminars
Below is the list of ISM seminars for the months of April 2013 and May 2013.
These seminars qualify for recertification Continuing Education Hours (CEHs). For
seminar details, please call the ISM Customer Service Department at 800/888-6276 or
+1 480/752-6276, option 8, or visit the ISM website at www.ism.ws and select Education
& Training and then Face-to-Face Seminars.
April 2013

Date

Location

Legal Negotiations #4277

April 11-12

Atlanta, GA

Fundamentals of Purchasing: The Building Blocks of
World-Class Professionalism #4524

April 17-19

Phoenix, AZ

CPSM and CSM Exam Review Course #4250

April 24-26

Dallas, TX

Category Management: Cost and Leveraging Strategies for Supply Professionals #4223

April 24-26

Dallas, TX

CPSM and CSM Train the Trainer: Review Instructor
Courseware Program #4300

April 25-26

Dallas, TX

How to Develop and Manage a Supplier Diversity
Program #4321

April 27

Dallas, TX

May 2013

Date

Location

On-Point: Technology Connecting Business #4310

May 1

Grapevine, TX

On-Point: Cost Containment #4315

May 1

Grapevine, TX

Administering Contracts: From Start to Finish
#4307

May 6-7

Nashville, TN

Power Negotiations: Unlock Your Powers of
Influence and Persuasion #4582

May 15-17

Pittsburgh, PA

Supplier Relationship Management for Collaboration, May 15-17
Impact and Business Success #4326
Contracting: What All the Ts and Cs Mean (formerly
Contracting Basics: What All the Ts and Cs Mean)
#4496

May 16-17

Tampa, FL
Los Angeles, CA
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2 6 T H A N N U A L N . A . P. M . - O K C
BUYER/VENDOR ROUND UP
TUESDAY, APRIL 9, 2013
6:00 PM UNTIL 8:00 PM
N.A.P.M.—OKC, Inc.
PO Box 25016
Oklahoma City, OK 73125

Coming up
in April is
our 26th
Annual
Buyer
Vendor
Round
Up.

LOCATION: OKLAHOMA CITY
UNIVERSITY
TOM AND BRENDA MCDANIEL
UNIVERSITY CENTER—GREAT HALL

Reserve the date now to attend
the 26th N.A.P.M. Buyer/Vendor
Round Up!
Visit with more than 100 supply chain professionals representing approximately 60
different companies, including manufacturers, universities, government agencies, aerospace, medical, HVAC, energy services,
electronic contract manufacturers, MRO
distributors, and coffee/tea services. There
will only be 50 Exhibitor tables available as
first come, first serve.

Please
spread the
word! You will not only have the opportunity to

talk to Buyers, but you will have a captive
audience ready to review your product or
product lines.

LOCATION OF EVENT:
OKLAHOMA CITY
UNIVERSITY, TOM AND
BRENDA MCDANIEL
UNIVERSITY CENTER—
GREAT HALL
2501 N BLACKWELDER AVE,
OKLAHOMA CITY, OK 73112
VISIT HTTP://OKCU.EDU/
VISITORS/MAP/ FOR MORE
CAMPUS INFORMATION.

Take advantage of this
opportunity to increase
your business!!

THE
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Companies who have
had buyers attend the
event in years past:
·AAR Aircraft Services
·Cameron Compression Systems
·Carlisle Foodservice Products
·Chesapeake Energy
·Chesapeake Midstream
·Circor Energy Products
·City of Oklahoma City
·Corken, Inc.
·Devon Energy
·Dolese Bros. Co.
·Fidelity Bank
·Fife Corporation
·Franklin Electric/Little Giant
·Heartland Pathology
·Industrial Gasket
·M-D Building Products
·Myers Landscape Management,
Inc.
·Oklahoma City Community College
·Remy Power Products
·Sara Lee Foodservice
·SemaSys, Inc.
·SERTCO Industries
·Smith & Nephew, Inc.
·SORB Technology
·The Daniluk Corp.
·The University of Central Oklahoma
·The University of Oklahoma
Note: Cancellations by an Exhibitor/
Sponsor will be granted at the sole discretion of N.A.P.M.-OKC based upon
the ability of N.A.P.M.-OKC to replace
an Exhibitor/Sponsor with an equivalent
Exhibitor/Sponsor.

Supply Management. Maximizing Opportunities. Managing Risk.
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Leads. Prospects. Customers.
Exhibitor Registration for April 9, 2013
E XHIBITOR S

$200

Includes:
Two Entrance and Food Tickets.
One 8’ X 3’ Exhibit Table with white tablecloth
Opportunity to network with over 100 Supply
Chain Professionals.
Two tickets for a Vendor door prize donated by
N.A.P.M.—OKC.
Set Up Time: 4:00pm—5:30pm
Minimum $25 door prize is required. All Buyers are required to visit your exhibit to register
for your door prize. Bring the door prize to the
event or contact Elizabeth Jones for other arrangements.
*You will need a container for business cards.

B UYERS

Registration Due April 9th, 2013
Cost

Qty.

Total

Exhibitor’s Table (not sold at the door 200

______

$______

Add’l Entrance & Food Tickets

$25

______

$______

Advance Ticket to attend only.

$75

______

$______

$100

______

Includes one Entrance & Food Ticket.
Networking opportunity.
At the Door. Ticket to attend only.

Includes one Entrance & Food Ticket. Networking opportunity.

Total Amount Due:

F REE

Free to all Buyers
Bring your whole Purchasing Department
Invite Buyers from another Company
Does not need to be a member of N.A.P.M.—
OKC to attend
Opportunity to network with over 50 suppliers

A LSO PART OF THE EVENT :
*F INGER F OODS
**Contact Elizabeth
*R AFFLES
Jones for payment by
*D OOR P RIZES
credit card.

$______

$_____

_____________________________________________________
Name of Company/Representative Staffing the Exhibit
_____________________________________________________
Company Name
_____________________________________________________
Address
_____________________________________________________
City, State and Zip Code
____________________________________________________

R ESERVE Y OUR S PACE N OW !

Phone Number

Fax Number

_____________________________________________________
Cell Number

Email Address

You may also register online on our website:
www.NAPM.OKC.org

All advance
registrations are due
by April 2, 2013.
Mail Registrations to:
N.A.P.M.—OKC, Inc.
PO Box 25016
Oklahoma City,
Oklahoma 73125

Method of Payment

Contact: Elizabeth Jones
Phone: 405-935-2269
Fax: 405-849-2269
E-mail: Elizabeth.Jones@
accessmidstream.com

Check
Visa

(Make payable to N.A.P.M —OKC, Inc.)
Master Card

Credit Card #____________________________ ____________ ___
Esp. Date
Signature________________________________________________
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March Community Outreach Initiative

Diaper Drive
Our Donation Wishlist


Sippy Cups



Baby bottles



New or gently used toys

Youth toothbrushes and toothpaste


Children’s books in English or
Spanish


Gently used clothing size newborn to size 5T




Blankets/Quilts



Good Start Formula



Diapers



Baby Bath



Baby Shampoo



Baby Lotion



Pacifiers



Coats 2T-5T
Please visit the Infant Crisis Services website for more details
on the Organization—http://www.infantcrisis.org/donatesupplies-our-wishlist .

THE
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Developing Supply Management Skills and Talent
One of the most critical challenges facing the Supply Chain Professional today is ensuring that both they
and their employees gain and maintain the necessary skills to succeed in this extremely competitive environment.
ISM defines Supply as “…the identification, acquisition, access, positioning, and management of resources the organization needs or potentially needs in the attainment of its strategic objectives”.
Our role as supply chain professionals has expanded from the traditional buying role to include all aspects of the supply chain model. Because of this, the need for an expanded skill set also exists. The
traditional buying role was primarily an administrative task which involved such activities as order processing, bidding process, negotiating prices, expediting orders, tracing deliveries, etc. The next phase
was the Procurement organizational model. This new model included the pure buying processes but
also looked at making the buying process more efficient, planning or forecasting future volumes, and
managing the flow of overall costs. The procurement function also included activities such as making
contracts much broader and extending longer terms.
In today’s world, the Supply Chain Professional must develop even more skills to be competitive. In addition to the buying and procurement activities, today’s professional must understand that everything on
the supply side of the organization is within their sphere of influence. Being able to add additional revenue to the organization is equally as important as cost savings. The results garnered by the Supply
Chain organization are measured in financial terms and have a direct impact on the overall organization.
So, what are the skills necessary for the supply chain professional to succeed?
Communication skills: approximately 60% of the supply chain professional’s time will be spent selling.
This includes selling a process or idea to internal stakeholders, negotiating with external suppliers. We
must fully develop this skill to include excellent listening skills. We must know and understand what the
other party wants or needs in order to succeed. This skill also includes being very adept at creating and
using presentations for both internal and external distribution. Standing in front of a group and speaking
to clearly convey the proper message is a critical skill for the supply chain professional. Equally important is understand the need and being able to tailor the message to your audience.
Project Management skills: most, if not all supply chain professionals will at some point in their career,
be responsible for leading a cross-functional team. This inevitably requires project management skills.
This includes being able to identify the most appropriate stakeholders, assembling the proper team of
experts taking into account the specific needs of the project, determining relevant milestones for the project and driving to those points, developing and implementing a solid benchmarking process to track the
project against, and developing a solid implementation plan are just a few of the requisite skills you
should develop.
Risk taking and decision making skills are also an important part of the supply chain professional’s
toolkit. Some of us are more inclined to observe the “ask forgiveness rather than permission” rule. Risk
taking involves developing the skill necessary to try new and innovative ideas that you have fully evaluated for any inherent risks. Creativity plays into this skill also. You need to develop the ability to think
creatively about a situation and not allow your analysis to become paralyzing. Openly and objectively
evaluate both the risks and the rewards that are potential outcomes of the project. Base your decisions
on that analysis. Decision making skills are tied very closely with risk taking. Many people when faced
with a daunting analysis for a project will eventually suffer from “analysis paralysis”. They continually
view and review the data, to the extent that they are unable to make a decision. The supply chain professional must be able to evaluate and analyze the data, make an informed decision based on the data
at hand, and move forward. Will we make mistakes? Absolutely! But you make sure that you learn
from those mistakes and apply that knowledge to future events.
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It goes without saying, (but I’ll say it anyway), computer literacy is a must for the supply chain professional. In the current world, you will be at a huge disadvantage if you lack these skills. There are ample
sources available to learn these basics, and also improve upon current skills, that there is no excuse for
the supply chain professional to be lacking in this area.
Finally, a word about talent, talent resides above your competencies. Talent is what allows the supply
chain professional to quickly and clearly identify the needs or requirements of an organization and develop the rational strategy to successfully complete the defined project.
Talented people have several characteristics in common. They typically have a strong track record of solid accomplishments. They also typically develop new approaches to old challenges or opportunities.
Probably the most important characteristic is that these people are very adept at transferring their skills
and capabilities as they move from areas, disciplines, or industries. Additionally, they are very much inclined to transfer these same skills and capabilities to other people. Spreading the knowledge is important to most talented people.
Keeping current on ever evolving supply management skills and working to build and pass on your talent
will be more and more important as this field continues to grow.
If you have questions or would like a more in-depth conversation concerning Supply Management Skillsets, feel free to contact me at Dan.Gatewood@dvn.com.

Oklahoma
Economic Condition
Oklahoma: The Business Conditions Index for
Oklahoma moved above growth neutral for
February. The leading economic indicator from
a monthly survey of supply managers dipped
to 52.5 from 53.8 in January. Components of
the February survey of supply managers in the
state were new orders at 51.7, production or
sales at 48.4, delivery lead time at 49.0, inventories at 62.4, and employment at 51.0. “Since
the recovery began in 2009 and contrary to
the nation, Oklahoma’s unemployment rate
has declined by two percentage points and the
state’s labor force has expanded by almost
40,000 workers. Durable goods manufacturers
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such
as metal product producers are reporting very
healthy growth while nondurable manufacturers including food processors are detailing
pullbacks in economic activity. Based on our
survey results over the past several months,
Oklahoma growth will continue on a positive,
but slower pace,” said Goss.
Professor Ernie Goss, Ph.D.
Creighton University
Jack MacAllister Chair in Regional Economics

Supply Management. Maximizing Opportunities. Managing Risk.
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Membership Report
MARCH 2013 MEMBERSHIP REPORT:

“Our affiliate exists to provide value to Oklahoma’s economy and
our membership by: educating
and developing our members; enChanges:
hancing our employer’s operations; and advancing the supply
Please let us know if you have changed jobs,
management profession.”
ISM National Membership —
December 31, 2012 42,115 members
N.A.P.M.-OKC Membership —
February 21, 2012

211 members

addresses, or e-mail addresses, so we can
keep our local roster current. Since “The
Purchasing Pipeline” and other notices are
sent to you by e-mail, this is very important,
because you might miss out on an up-coming
event. We will inform ISM of the change.
We would also like to know if you have received your CPSM, C.P.M. or A.P.P. certification, so we can congratulate you in “The Purchasing Pipeline.”

C.P.S.M., C.P.M. & A.P.P.
Report

Donna Dolezal, Membership Director, 886-3293,
ddolezel@sandridgeenergy.com

NAPM-OKC C.P.S.M’s — February 2013

Cara Noltensmeyer, Membership Vice-Chair, 552
-4789, cara.noltensmeyer@dvn.com



11 (5.5%)

NAPM-OKC C.P.M’s — February 2013


31 (14.7%)

NAPM-OKC C.P.S.M’s— February 2013


5 (2.4%)
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Meeting Information:
Tuesday March 12th, 2013

Dinner Meeting
Fairfield Inn & Suites
5700 NW Expressway

Join Us on March 12th!

Oklahoma City, OK 73132
6:00 – 8:00 p.m.

March Meeting Location:

Hope you’ll join us!!

Fairfield Inn & Suites
5700 NW Expressway
Oklahoma City, OK 73132

For More Information,
Please Contact: Craig Foster or Jason
Walker
Email: Craig.foster@dvn.com;
Jason.Walker@accessmidstream.com

NAPM - OKC Officers 2012- 2013

THE

President

Stefanie Jones, Access Midstream

Vice-President

Elizabeth Jones, Access Midstream

Past President/Forum Rep.

Peggy Thurmond, Retired

Secretary

Jane Moore, Bimbo Bakeries USA

Treasurer

TJ Jordan, Industrial Gasket

Vice-Treasurer

Robert Sexton, OGE

Pro-D Director
Pro-D Vice Chair

Dan Gatewood, CPSM, Devon Energy
Jeffery Richardson, CPSM, CPSD, OGE

Membership Director

Donna Dolezel, Sandridge Energy

Membership Vice Chair

Cara Noltensmeyer, Devon Energy

Program Director

Craig Foster, Devon Energy

Program Vice Chair

Jason Walker, Access Midstream

PR Director

Randy Graves, Beams Industries

PR Vice Chair

Julie Crall, Access Midstream

Technology Director

Angela Smith, Devon Energy

Technology Vice Chair
Special Activity Director

Mindy Hill, Devon Energy
Roger Teel, Dolese Bros. Co

PURCHASING
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Who Do We Represent?
Our members represent the following companies. Thank you for your support.
Access Midstream
Astellas Pharma Tech
Autocraft Industries
Autoquip Corporation
Beam's Industries
Big D Industries Inc.
Bimbo Bakeries USA
Borets Weatherford
Bradford Industrial Supply Co.
Cameron Compression Systems
Carlisle Foodservice Products
Cass Polymers Inc.
Chapparral Energy Inc.
Chesapeake Energy
Chickasaw Nation Div of Commerce
City of Oklahoma City
Cleveland County
Conoco Phillips
Continental Resources, Inc.
Cooper Compression
COTPA
Coughlin Equipment
Covercraft Industries Inc.
Devon Energy
Dolese Bros. Co.

Enogex
Enviro Systems Inc.
Fife Corporation
Franklin Electric Water Transfer System
GE Oil & Gas
George Fischer Central Plastics
Halliburton
Heartland Pathology Consultants
High Mount Exploration and Production
Industrial Gasket
Integris Baptist Health Center
J & E Supply & Fastener Co.
Johnson Controls, Inc.
KimRay Inc.
Knights of Columbus
KP Supply
Linn Energy
Lopez Foods Inc.
MD Building Products
Modular Svcs Co
MTM Recognition Corporation
OG&E
Oklahoma City Community College
Oklahoma Publishing Co.

Pelco Products
Picerne Military Housing
Pioneer Telephone Cooperative Inc.
PM&L Manager Haliiburton
Progressive Stamping, LLC
Remy Inc.
SandRidge Energy
SemaSys Inc.
Smart Lines LLC
Smith & Nephew Inc.
SORB Technology Inc.
Southwest Electric Co.
Surface Mount Depot
T D K Ferrites Corp.
Universal Well Site Solutions
University of Central Oklahoma
University of Oklahoma
US Silica Co.
USA Compression
Vaughn Foods, Inc.
Walker & Sons Enterprises Inc.
WellMark Co

