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The President’s Pen
Happy August everyone!

Last month, there was a Board
of Directors planning meeting
We have not seen each other
that brought up some great
in awhile so hopefully this
ideas and plans for the next
newsletter finds you well and
year. We are very excited to
enjoying summer! It has been a
put these into actions and congreat one so far, weather-wise,
tinue to grow our chapter. The
with some nice cooler days
goals and ideas we planned for

and not many scorchers. I am
sure these lovely days have
brought plenty of outdoor
activities, from hiking and
biking, to boating and rowing,
to even just enjoying dinner
and drinks on a patio somewhere. There seems to be
plenty to do around Oklahoma
these days so enjoy it while it
lasts!
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this year will be shared with
the membership at our
monthly meetings, so that is
even more reason to come to
our meetings!

you have not been before, is a
wonderful venue located
downtown with some beautiful
art exhibits and space for us to
use for our event. Please be
sure to bring a prospective
new member or past member
who has not been in awhile

with you…or even both!
Thanks for all of your continued support! Let’s kick this
next year off right with
August’s meeting!!

For next month, our Programs
Elizabeth Jones, N.A.P.M.-OKC
team has planned a great netPresident
working event for us to have
some time to socialize and get
to know each other better.
We will be at the Oklahoma
City Museum of Art, which if
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August 2014 Membership Report

Upcoming Events
August 12 – 5.30- 7.30 pm SOCIAL at the OKC Museum of Art

September 10th – 6 -8 pm Regional Food Bank * VOLUNTEER EVENT* please note this event is on a WEDNESDAY to accommodate the Food Bank’s schedule. Sign-up sheets will be
available at the AUGUST meeting and also online closer to the date.

October – TBD Plant tour

November – Location and Speaker - TBD Speaker series with a Coat drive for the Infant Crisis center

December – HOLIDAY Party! * Sneak Peak * - New fun location to be revealed soon!!!
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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

2014
Conference
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Date

Location

Best Practices in Procurement

Aug 13, 2014 - Aug 15,
2014

Chicago, IL

Contracting: What All the Ts and Cs Mean

Aug 25, 2014 - Aug 26,
2014

Atlanta, GA

CPO in the Making Workshop

Fall 2014

Tempe, AZ

ISM Indirect Procurement Conference

December 3-4, 2014

Phoenix, AZ

ISM2015 International Supply Management
Conference

May 3-6, 2015

Phoenix, AZ

PIPELINE
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ISM 2014 International Supply Management Conference
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Map to OKC Museum of Art
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Networking - Creating Your Tribe
I know first-hand that entire businesses can be run online – we can create companies,
friendships, relationships and just about anything in the virtual world. However, one thing
we as humans all crave is a feeling of belonging and connecting with other people. Seth
Godin, in his book Tribes, says “Human beings can’t help it. We need to belong. One of
the most powerful survival mechanisms is to be a part of a tribe, to contribute to (and take
from) a group of like-minded people.” So how do we form our own tribes in order to find
our places in this world? I believe it’s through networking and I know I’m not alone in that
belief.

“Belonging feels good. It bolsters confidence, pride and a sense of self. As we each engage in
the practice of networking, we will be engaging in the practice of belonging.” Says Alana
Muller, author of Coffee, Lunch, Coffee – A Practical Guide for Master Networking.
Networking makes some people shudder just at the thought of it. I don’t blame them, I know
how difficult and daunting it can seem, especially when added on top of all of our other
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responsibilities. However, networking has single handedly changed my life: it’s how I met
my husband, technically why I get to spend my days as CMO of Chic CEO and has opened
endless doors for our company. I didn’t want to just wave a flag, shouting out why I think
networking is important however, so I did some of my own research and put a query out
to other entrepreneurs to find out what they think of networking. I got hundreds of emails
from women across the nation who were beyond eager to share their networking tips,
successes and thoughts on why it’s been monumentally important to their lives and to their
businesses.
Lainie Herrera of the new LA-based startup, Scoutfit was apprehensive about networking but
found that she feels most comfortable going to organized networking events – all-women
networking events at that. She is not alone – at Chic CEO we hold monthly networking
events for women because although we love the men in our lives and the opportunity to
network with them – there can be something very special about a room full of savvy
women coming together to build relationships – it becomes a tribe.
Anna Phillips, founder and CEO of Texas-based lash studio franchise, The Lash Lounge, was
happy to outline some tips she uses when attending networking events. She says: “always
give before you get, be a great connector and always follow up with people you connect
with at the event.”
Stacy McCall, president and CEO of Memphis-based ServiceMaster by Stratos says “never turn
down an opportunity to meet or share a meal with a new contact, no matter how unrelated to your business they may seem. She believes you never know what could come from
that meeting – a referral, a new client or just a great friend in the business world.”
In fact, “the best networkers connect with others for long-term relationship-building, without
knowledge of what, specifically, that relationship will ultimately bring to their lives.” says
Muller. In her book, Coffee, Lunch, Coffee, she outlines exactly how to become a “master
networker” while still maintaining a very personable disposition.
Although technology has made connecting much, much easier – connecting is not about how
many contacts you have in your LinkedIn LNKD +1.32% profile, it’s about genuine
connections. People like to work with and refer people that they know – so I challenge you
to take some time out of every day to make a new connection, make an introduction, have
coffee with a new contact or attend an event. Search for your tribe and make real
connections – your life and your business will both benefit greatly.

Jody Greene is the CMO and co-owner of Chic CEO – a free resource for female
entrepreneurs. You can follow her and Chic CEO on twitter at @ChicCEO.Employees
trained
http://www.forbes.com/sites/chicceo/2013/09/16/networking-creating-your-tribe/
ForbesWoman 9/16/2013 @ 11:35AM 1,622 views
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Strategies for Expanding Your Professional Network
We’ve all heard it a million times: “It’s not WHAT you know; it’s WHO you know.”
While I don’t believe this entirely (to me, it’s both what you know and who you know), I definitely agree that having a strong professional network is a critically important part of creating career success.
Unfortunately, a lot of people don’t think about expanding their network until they need
something—like a job. But I encourage you to be proactive. Building a strong professional
network doesn’t happen overnight, and these relationships are useful for more than just
job search assistance. Your network can provide much needed guidance, support and wisdom—from a professional perspective of course.
One of the most common challenges I hear from my coaching clients is that they don’t know
how to make new connections. They know it’s important, but they wonder: “Where do
you go to expand your professional network?”
Here are three of my favorite ways to go about doing this. I’ve used these strategies personally
with great success, as have my clients. They’re all “easy” but you have to be willing to commit your time and energy (and occasionally a few bucks as well). Don’t let that deter you.
The power of a strong professional network makes it worthwhile. Put another way: The
“return on your investment” is enormous!
1.

Join a Professional Association

I know I sound like a broken record with this one since I say it ALL THE TIME, but clearly, I
believe in its power. Associations are a great way of meeting new people with whom you
have something (professionally) in common.
You’ll be amazed by the number of options available. Associations exist for almost every position and every industry. There are also various groups based around other identifying characteristics—for example: young professionals, women in business, minority groups, etc. Do
your research and you’ll find a hefty handful that might work for you.
I always recommend attending a few meetings before committing to membership. You want to
make sure the group is for you. Also, if you’re using this primarily for networking purposes,
make sure it’s big enough to really give you a wide array of folks to get to know. If it’s too
small, or the people aren’t what you’re looking for, it’s not worth the investment.
Once you’ve found an association that works for you, be sure to regularly attend meetings and
participate. Don’t be a wallflower or an observer. Get involved. Join a committee or run
for a leadership position. Like most things in life, the more you put into your experience,
the more you’ll get out of it.
2.

Attend Networking Events

This one almost goes without saying and yet, a lot of people don’t take advantage of it. If
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you’re looking to expand your network, there are tons of events (organized by various
groups) specifically for this purpose. Most are very reasonably priced (under $30) and
they’re often centered around a fun event like happy hour at a local pub.
In my experience, networking events can be hit or miss. I’ve definitely attended some that
weren’t worth the time or energy. But once you’ve been to a few, you’ll start to recognize
the ones that attract big groups of high-quality people. In my area, for example, the Denver
Metro Chamber of Commerce hosts some great events. In your area, it might be the
chamber or some other local organization. Ask around and start exploring. You really
won’t know what works best for your needs until you try it for yourself.
Make a commitment to attend a specific number of networking events each month, and set a
goal for the number of new connections you’ll make. Remember though: It’s quality over
quantity. Don’t blanket the room with your business card. Focus on having authentic conversations.
3.

Volunteer In Your Community

This is yet another recommendation I seem to make over and over again. The great thing
about volunteering is that it offers a lot of positive benefits. Besides making you feel good,
regularly volunteering in your community is an excellent way to grow your network.
Once again, I suggest that you do your research first. Different organizations attract different
kinds of people. If you’re a young professional, you don’t necessarily want to spend your
time volunteering with retired folks.
Personally, I volunteer with Colorado Youth at Risk, in a program called Steps Ahead. This
program pairs adult mentors with teens who need a little extra support and guidance to
finish high school. My group has 40 adults and 40 teens, and the larger organization has
hundreds of people involved throughout the state. It took me a long time to find the organization that really spoke to me and matched my personal values. I did a lot of exploration before making the commitment and I know it was the right choice for a variety of reasons. My fellow mentors are all amazing people who share my values and have similar personal goals. I’ve made great business contacts and a lot of friends through this process. And
the relationships are built on a meaningful, shared life experience—there’s nothing more
powerful than that.
A Final Thought…
You’ll notice that all of these recommendations require face-to-face contact. That’s because I
truly believe that in-person networking is the most effective for building relationships. It’s
not always the easiest—staying home in front of your computer and jumping on LinkedIn is
much more convenient. And of course, there’s a place for online networking as well. But
nothing makes a more lasting impression than a handshake and a good old-fashioned faceto-face conversation. Need proof? Give it a try and see for yourself.
Interested in learning more about this and other topics related to building professional relationships? Learn about the “Building Powerful Professional Relationships virtual training
program here. http://www.eatyourcareer.com/2013/01/strategies
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