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Presenter: Hillary Raubach, Legal Counsel Access Midstream

Please join us for a discussion on the T’s and C’s presented by Hillary
Raubach, Legal Counsel Access Midstream.
Dinner will be catered and provided.

PAGE

2

The President’s Pen
November is the month of
many thanks.
Not only does November
bring us the joys of
Thanksgiving, but also the
remembrance of Veteran’s
Day. We have so many of the
freedoms that we enjoy today
thanks to a veteran. I’m so
proud of my brother for
serving in the Army. It was
very hard for me when he was
on his three tours. I had to
purposefully stop listening to
the news, turn off my news app
notifications on my phone so I
would not worry when I saw
concerning alerts. Our
soldiers and their families
sacrifice so much so serve. It’s
hard to understand unless you
have someone close in
service. It really pulls on your
heart. Thank you to all the
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Veterans who have served our
country. I appreciate you. So
many parts of the world enjoy
freedoms thanks to our
veterans.

speaker and I think everyone
will like her.

Our annual Christmas Party is
coming up. So the time is here
to ask your vendors if they will
make a door prize donation for
When you are celebrating
the event. The event is
Thanksgiving this year,
consider including someone to December 10th, coming up
your group that doesn’t usually fast. Please ask all of them and
ask often!
join your group. This the
season of THANKS and
GIVING. What ways can you Happy Thanksgiving Everyone!
give this season?
Thank you Veterans for your
service!
This month we have a very
interesting topic we will be
Stefanie K. Jones
discussing at our meeting:
President
Supply Chain Terms and
N.A.P.M.-OKC
Conditions from a corporate
legal view. I often have to call
our legal group and ask
questions. Good topic. Hillary
Raubach is a really a good
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November 2013 Membership
Changes:
Please let us know if you have changed
jobs, addresses, or e-mail addresses, so
“Our affiliate exists to provide value to we can keep our local roster current.
Since “The Purchasing Pipeline” and
Oklahoma’s economy and our
other notices are sent to you by e-mail,
membership by: educating and
developing our members; enhancing our this is very important, because you
might miss out on an up-coming event.
employer’s operations; and advancing
We will inform ISM of the change. We
the supply management profession.”
would also like to know if you have
received your CPSM, C.P.M. or A.P.P.
ISM National Membership,
certification, so we can congratulate you
October 10, 2013
44,572
in “The Purchasing Pipeline.”
N.A.P.M.-OKC Membership, October
30, 2013
219
NOVEMBER 2013 MEMBERSHIP
REPORT:

New Member:
Ron Howell

Continental Resources

C.P.S.M., C.P.M. & A.P.P. Report
N.A.P.M.-OKC Membership C.P.S.M.’s –
October 30, 2013 11 (5.0%)
N.A.P.M.-OKC Membership C.P.M.’s –
October 30, 2013 31 (14.2%)
N.A.P.M.-OKC Membership A.P.P.’s –
October 30, 2013 (2.3%)
Donna Dolezel, Membership Director,
886-3293,
ddolezel@sandridgeenergy.com
Cara Noltensmeyer, Membership ViceChair, 552-4789,
cara.noltensmeyer@dvn.com

A Note from the VP…
Happy Fall Ya’ll! It has been a great
autumn so far! Great weather, great
food, and great activities going on all
around has made it a great time of the
year to spend with friends and family.
It’s also that time of the year where
the food starts getting a little less
healthy, starting with all those delicious sweets and candies from
Halloween. My sweet tooth has
definitely had its fair share of treats.
This month will bring about even
more food, but with it also comes
thoughts of being even more grateful
than usual for those around us. Even

though we can always be thankful for
the things we have been blessed with
all year, it seems more fitting around
the holidays as we start to hunker in
for the colder days and surround
ourselves with family. The little things
in life seem just that much more
important to me during this time.
While you’re thinking about how
you’re planning on cooking that big
turkey or ham, also keep in mind the
reasons why we can be glad N.A.P.M.
is here to help develop us each month.
We like to see the group progress
with each month to make this

organization something that people
are grateful is around for each of us.
It can be a good way to see your
friends, coworkers, or even meet new
peers from varying companies looking
for connections. Keep spreading the
word to others so we can see our
circle grow and have new and current
members want to come around more
often.
Keep warm, be sure to join us this
month, and have a wonderfully
thankful Turkey Day!
Elizabeth Jones – Vice President

Did you know you can find local job
opportunities on our website?
www.napm-okc.org
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Upcoming ISM Conferences and Events
Below is the list of ISM Conferences and Events:
For seminar details, please call the ISM Customer Service Department at 800/888-6276 or
480/752-6276, extension 401, or visit the ISM Web site at www.ism.ws and select Education

November 2013
Title

Date

Contracting: What All the Ts and Cs Mean
Seminar #4485

November 18 - 19, 2013

Chicago, IL

Fundamentals of Purchasing: The Building
Blocks of World-Class Professionalism
Seminar #4529

November 18 - 20, 2013

Phoenix, AZ

Legal Negotiations

November 20 - 21, 2013

Las Vegas, NV

Did you know you can submit your updated
contact information on our website?
www.napm-okc.org
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Register Now!
For the

14th Annual ISM Indirect/Services Conference
Making an Impact — Through Transformation, Innovation and Technology
December 5-6, 2013
Renaissance Phoenix Downtown Hotel
Phoenix, AZ

ISM’s 14th Annual Indirect/Services Conference
is designed for supply management practitioners
who are responsible not only for indirect
procurement, but also for developing the
supply chain strategies that help move the
organization forward. It focuses on improving
your indirect spend and maximizing your
impact on overall business. Even a 1 percent
to 5 percent savings can be sizable to the
bottom line.
Space is limited, so register today!
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Brewing a Better Future

Sustainability:
Responsible
Supply Management
Supply management is a
vital ingredient in Heineken's strategy to reduce
energy consumption, add
renewables to
its energy mix
and cut back
on water consumption.

THE

As one of the largest brewers in the world, Heineken's
efforts to deliver better
energy and water use and
reduce CO2 emissions have
had a significant impact on its
breweries, warehouses and
offices around the
globe. Heineken recently
announced new sustainability
targets, stating that it aims to
reduce the amount of water
used in the brewing process
to 3.7 hectoliters (hl) of
water per hectoliters of beer
produced by 2020,
compared to 5.1 hl in 2008
(approximately 98 gallons by
2020, compared to
approximately 135 gallons in
2008).
Our ambition is to create a
blueprint for a CO2-neutral
brewery and achieve water
neutrality for all our
breweries in water-stressed
areas. We aim to reduce the
direct and indirect CO2
emissions from fossil fuels in
our breweries from 10.4 kg/
hl in 2008 to 6.4 kg/hl in
2020. Our long-term
aspiration is to be the
world's greenest brewer —
an aspiration that we view as
a continuous journey that we
will continue to measure as
we progress.
In April 2010, as a result of
extensive discussions with
key stakeholders around the
globe, Heineken launched a
new strategic initiative,
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Brewing a Better Future.
This has provided a clear
roadmap for the company,
reflecting Heineken's longterm objectives. The initiative is focused on three pillars: 1) continuously improve
the environmental impact of
our brands and business, 2)
empower our people and
the communities in which we
operate, and 3) positively
impact the role of beer in
society. Supply management
is a vital aspect of this
strategy, with the clear
objective to reduce energy
consumption, adding renewables to the energy mix and
reducing water consumption
in 2012 and in the years that
follow.
Extending Our Impact
Working with our worldwide suppliers is an essential
part of our sustainability
strategy. Following the
Brewing a Better Future
initiative, and considering
that much of our impact is
outside our direct oversight,
we implemented a worldwide supplier code of conduct in July 2010. This code
lays out the expectations we
have for our suppliers in the
areas of integrity, human
rights, the environment,
communication and
compliance. It requires
compliance with the relevant
International Labour
Organization standards.

In signing the new document,
suppliers agree to perform
actions to minimize their
own impact on the
environment and develop
environmental technologies.
Specifically, the environment
section in our supplier code
requires suppliers to have
production and supply chain
processes designed to make
efficient use of available
resources while minimizing
environmental impacts.
Heineken also asks suppliers
to promote greater
environmental responsibility,
especially in developing and
diffusing environmentally
friendly technologies. By the
end of 2011, 98 percent of
Heineken's global suppliers
and nearly 12,000 local
suppliers had signed the new
supplier code.
Building Local Stability
In Africa, Heineken has a
goal of boosting the level of
locally sourced materials to
60 percent in 2020, which
will reduce our carbon
footprint and help the local
economy. Our local sourcing
initiatives in Africa, in
particular, play a key role in
helping build economic and
social stability. Local sourcing
creates jobs and helps
improve the livelihoods of
rural households over time.
It also eliminates import
duties, secures a sustainable
supply of raw materials for
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Continued from Page 6.
beer and reduces our
transport-related environmental
footprint.
Greener Cooling and
Distribution
Refrigeration and cooling
are essential to serving
our customers a
refreshing product. We
were among the first
brewers to commit to
the global
introduction of
eco-friendly refrigerators
that were developed in
close cooperation with
our suppliers. In 2011, 85
percent of our new
refrigerators had one or
more green measures,
resulting in an estimated
30 percent energy
savings. In April 2011,
Heineken started rolling
out the "David Green,"
the world's first
environmentally green
draught-beer system. This
innovative system uses 75
percent less energy than
traditional tap systems, in
part because the 20-liter
kegs are stored in a highly
efficient refrigerator
cabinet directly under the
tap.
In 2011, we began
measuring and reporting the
carbon footprint of our distribution activities within 25 of our
largest operating companies.
Heineken also became a lead
THE
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distribution policy was developed.
In addition, we began developing
a good-practice handbook on
distribution equipment efficiency
for the benefit of all our
operating companies
and logistics service
providers.
Measuring Our Water
Footprint
Water is clearly a
critical
ingredient for Heineken,
but we realize it is also a
scarce and finite
resource. To establish
our water strategy, we
conducted four
extensive water
footprint studies over
the last two years. The
results
determine
the sources and
amounts of water used
in all products and
goods required to
produce our beer, from
barley to the bottle.
Our new approach
looks not only at
Heineken's operations
but also the whole value
chain: from growing
barley, through its
conversion to malt, to
the quantity of water
required to make beer
from the malt.
The findings of these
water footprint studies
Group is focused on promoting
show that 90 percent of our
more
sustainable container
transport. For the first time,
water footprint is related to
sustainability was
consistently cultivating crops. We discovered
included in our global tenders for that measures to
reduce the
transportation in both ocean and
water
footprint should be
road freight, and a green
participant in both the Clean Cargo Working Group and Green
Freight Europe. Our participation
in the Clean Cargo Working
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Brewing a Better Future
other suppliers, companies,
communities and
individuals to think and act
highly focused on
more sustainably, through
agriculture, and we will
our
engagement at a
integrate this into our plans global policy and practice
level, Heineken will be doing
over the coming years.
its part to make brewing —
With the introduction of
Brewing a Better Future, we and hopefully, the world —
have begun to deliver an
more sustainable.
integrated and
embedded
approach that extends
Author: Mark Gross
Continued from Page 7.

far beyond the brewery,
through the supply chain and
into the communities where
we
operate, and the
societies in which we live. If
we can act as a catalyst for
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Mark Gross is chief supply
chain officer for Heineken in
Zoeterwoude,
The Netherlands.
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Performance Metrics – A Must Have
The long hard negotiations are complete. Both customer and supplier believe that a “win-win”
agreement has been reached. Everyone is excited to begin the execution of the contract.
The launch goes well.
Six to seven months after launch the internal business unit is not happy. The supplier now
believes that customer satisfaction is merely a myth with regard to this customer. The Supply
Chain Management Professional is consumed with trying to manage the disappointment
that is rapidly growing. How did we get here?
When are Metrics Established?
Performance metrics (sometimes referred to as Key Performance Indicators (KPI’s)) are necessary to establish the expectations for performance of the contract. As Supply Chain
Management Professionals we must insist and ensure that KPI’s are defined, documented
and agreed upon up front in contractual documents. After all, if the relationship with the
supplier deteriorates, so does a portion of the reputation of the Supply Chain organization
in the eyes of the business unit. Spelling out these KPI’s in contractual documents eliminates later questions as to whether a certain level of performance is required or if it is
above and beyond what was agreed upon. If it is necessary to establish KPI’s for existing
contracts the KPI’s should be documented and approved by both parties and incorporated
as part of contractual documents where ever possible.
When both customer and supplier have agreed upon expectations for performance of a contract the recognition of non-performance occurs much earlier. Having these expectations
and KPI’s defined helps to provide the mechanism for both parties to discuss and address
performance before disgruntlement or resentment occurs.
How are Metrics Established?
KPI’s should be chosen to measure the characteristics of the contractual relationship that are
critical to the success of the relationship. These characteristics are based on product features or requirements or service scopes of work. Examples of product types of KPI’s include: How well the product meets the specification (Parts per Million – PPM on the critical characteristics or overall), the number of out of the box failures (infant mortality), on
time delivery. Examples of service KPI’s are percent of time the system is available, repair
call response time, meeting construction timeline milestones, the number of customers
enrolled in new customer service initiatives etc.

KPI’s can also be related to organization and company goals and objectives such as sustainability, supplier diversity or cost performance.
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Performance Metrics – A Must Have
Metrics are in place, now what?
Customers and suppliers must review the performance against the contractual agreement at a
prescribed frequency. These reviews allow the metrics to add value by helping to show
areas of positive performance and areas that need to be addressed in order for the relationship to be successful. There is no magical frequency for performance reviews that fit
all situations. The determination of frequency should consider things such as risk to the
organization, maturity of relationship, complexity/maturity of product technology, and project duration. The KPI’s and performance reviews are tools to help measure the overall
performance of the relationship. Used properly these tools will help build a positive relationship between customer and supplier. We cannot wait until there is a suspected/known
problem to establish KPI’s or have performance reviews.

These reviews can often identify areas where the customer may also improve/aid the supplier
in helping the customer to meet their own objectives. An example of this scenario would
be the time for customer engineering to disposition a supplier’s drawings/specifications or
change orders. This situation has a direct impact on the overall timeline.

Proactively knowing and driving the performance of key suppliers makes the Supply Chain
Management Professional that much more valuable to the organization.

THE

PURCHASING

PIPELINE

11

PAGE

12

2013—2014 Board of Directors
Position

THE

Name

President

Stefanie K. Jones

Vice-President
Past President/
Forum Representative

Elizabeth Jones

Secretary
Treasurer

Tammy Tittle
TJ Jordan

Vice-Treasurer
Pro-D Director

Tim Bishop CPIM, CPSM
Dan Gatewood, CPSM, CPSD,
SCMP

Pro-D Vice Chair

Jeffery Richardson, CPSM, CPSD

Membership Director

Donna Dolezel

Membership Vice Chair

Cara Noltensmeyer

Program Director

Jason Walker

Program Co-Vice Chairs

Aparna Popley
Cole Werner

PR Director

Randy Graves

PR Vice Chair

Andrea Large

Technology Director

Angela Smith, C.P.M.

Technology Vice Chair

Jamie Gilmore

Special Activity Director

Grant Skinner
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Peggy Thurmond
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Who Do We Represent?
Access Midstream
Astellas Pharma Tech
Autocraft Industries
Automation-X
Autoquip Corporation
Beam's Industries
Best Buy
Big D Industries Inc.
Bimbo Bakeries USA
Blue Night Energy Group
Borets Weatherford
Bradford Industrial Supply Co.
Cameron Compression Systems
Carlisle Foodservice Products
Cass Polymers Inc.
Chapparral Energy Inc.
Chappell Supply
Chesapeake Energy
Chickasaw Nation
Chickasaw Nation Div of Commerce
City of Oklahoma City
Circo Energy Group
Cleveland County
CompSource, Oklahoma
Conoco Phillips
Continental Resources, Inc.
Cooper Compression
COTPA
Coughlin Equipment
Covercraft Industries Inc.
DCP Midstream

Devon Energy
Dolese Bros. Co.
Enogex
Enviro Systems Inc.
Exco Resources
Fife Corporation
Franklin Electric Water Transfer
System
GE Oil & Gas
George Fischer Central Plas
GTS Energy
Tics
Halliburton
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
Little Giant Pump Co.
Lopez Foods Inc.
Marathon Oil Company
MD Building Products
Modular Svcs Co
MTM Recognition Corporation
Noble Energy
OG&E
Oklahoma City Community College

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

