
        

                                                          March, 2010 
Dear ISM Member: 
 
After the Superbowl, many sports enthusiasts feel a 
sense of loss.  Sure there’s basketball, March 
Madness, golf or NASCAR, but it seems nothing quite 
speaks to our primal need for adrenalin pumping, bone 
crunching competition like football.  We want our team 
to win — and more often than not — we want to 
dominate.  Is it any different in the business world? 
 
If any of you have had the opportunity to experience the ―dark side‖, i.e. 
a Sales Meeting, you know that in sales there is no second place.  If you 
don’t win the sale, you lose, it’s that simple.  Is it any wonder why sales 
professionals stop at nothing, speak to anyone who’ll listen, and 
perhaps make promises they can’t deliver on, in order to land a sale?  
After all, if they don’t sell, they don’t eat (figuratively of course). 
 
What if instead of the Superbowl, negotiations were more like being in 
the Olympics?  Olympic athletes want to be victorious but they 
recognize the need to represent their nation in a dignified manner.  In 
business, a ―win at all cost‖ mentality, while initially cost attractive, may 
result in a suboptimal transaction with negative long-term implications.  
I’d submit our employers want the same thing as competing countries.  
They want their (procurement) professionals to demonstrate high 
ethical standards while still achieving a victory for the organization; the 
caveat being the definition of victory as an optimal cost/value 
transaction with sustainable results.   
 
On Thursday, March 18, ISM NE-WI will be hosting a full-day seminar on 
negotiations.  How to Win at the Game of Negotiations and Build 
Relationships Along the Way aims to be a poignant insight into 
maximizing value while retaining and enhancing the business 
relationship.  I hope you’ll consider attending. 
 
Switching gears, the saying goes, ―economic forecasters were invented 
to make meteorologists look accurate‖ One can hardly pick up a 
newspaper without reading about some prognosticators vision of where 
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Future Meetings & Events 

the economy is headed.  March’s PDM will feature Professor Ralph Gunderson.  Dr. Gunderson, 
Economics Team Leader in the College of Business for UW Oshkosh and consulting Agricultural 
Economist at the Winthrop Rockefeller International Institute of Economic Development will be 
speaking on the following topics: 

 
Before Dinner:   "Painted in an Economic Corner:  
 1) How We Got Here,  2) What It Feels Like, and 3) Can We Get Out?" 
After Dinner:       "Wisconsin & Greece - Two Canaries in the Coal Mine" 

 
As purchasing professionals, we can appreciate the connection between the economy and our ability 
to negotiate aggressive contracts.  I believe Dr. Gunderson’s presentation will be exceedingly 
thought provoking and I hope to see you there!    
 
With warm regards, 
Marcus 
 
Marcus J. Mack, CPSM, C.P.M. 
marcus.mack@thrivent.com 
(920) 628-2701 

President – ISM Northeast Wisconsin 

  

President’s Letter Continued from Page 1 

Tue, Mar 09, 2010 Economic Outlook:                                      

Macroeconomics & Economic Drivers         

Prof. Ralph Gunderson, PhD  

Bridgewood, 

Neenah 

Thu, Mar 18, 2010 Full Day Workshop, "Negotiations" Liberty Hall  

Sat., April 6, 2010 CPSM Review, Module 1                         

8:30AM-2:00PM 
FVTC 

Tue, April 13, 2010 Leadership AppleCreek, De 

Pere 

Thursday, April 22, 2010 

Satellite Seminar 

Rails, Roads, Water and Air:                         

Logistics, Inventory and Distribution 
FVTC 

Sat. April 24, 2010 CPSM Review, Module 2                           

8:30AM-2PM 
FVTC 

Tue, May 11, 2010 First Half: Werner Electric Tour                                              

Second Half: Elections            

Bridgewood, 

Neenah 

Date Event / Topic Location 

mailto:marcus.mack@thrivent.com
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LOCATION 

Employment Marketing  

The Chef’s at Bridgewood will be serving: 

 

SLICED SIRLOIN OF BEEF MUSTARD COATED  

                                    WITH MUSHROOM SAUCE 

        CAESAR SALAD 

          POTATO 

            VEGETABLE  

               COOKIES AND BARS 

4:30-5:00 

Registration, Check-In 

5:00-6:00 Painted in an Economic Corner 
6:15-7:00 Dinner 

6:30-8:00 
Wisconsin & Greece -  
Two Canaries in the Coal Mine 

    

http://www.new-

ism.org/newpage2.htm 

 

Tuesday, March 9th Meeting –  

Best Western 
Bridgewood Resort Hotel 

1000 Cameron Way 

Neenah, WI 54956 
(920) 720-8000 

 

Directions to:  Best Western Bridgewood  
 

Direction to the property from north - 
take US highway 41 to exit 131, east to Green Bay Rd., then south 
to Cameron way to the Best Western Bridgewood resort hotel. 
 

Direction to the property from south - 
take highway 41 to exit 131, east to Green Bay Rd. then 
south to Cameron way to the Best Western Bridgewood resort hotel. 
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Dr. Ralph Gunderson,  - Professor of Economics                                    

       UWñ Oshkosh 

Before Dinner:   

 "Painted in an Economic Corner:  
1) How We Got Here 
2) What It Feels Like 
3) Can We Get Out?" 

 

After Dinner:        

 "Wisconsin & Greece - Two Canaries in the Coal Mine" 

 

Tuesday, March 9, 2010 

About our Speaker:  

 
 

      Meeting Topic:  Meeting Topic:  Meeting Topic:     

Dr. Gunderson will be addressing the subject of Macro Economics: the national 

economy and salient trends.  Issues to be touched on include: 

factors contributing to our current economic condition 

current economic data and the implications for the future  

job growth (or lack of it) 

TARP and the financial stimulus package / impacts 

banking regulation / impacts 

Sarbanes / Oxley 

economic drivers / indicators 

ties to Purchasing, i.e. ISM Report on Business 

Dr. Ralph Gunderson earned his BA degree (1970) in Political Science from 

Augustana College, in Sioux Falls, SD. He earned his M.A. (1974) and Ph.D. (1978) 

degrees in Economics from the University of Arkansas.  
 
Prior to joining the UWO faculty in 1987, he was an instructor of economics at Southeast 
Missouri State University, Assistant Professor of Economics at the University of Central 

Arkansas, and a consulting Agricultural Economist at the Winthrop Rockefeller 
International Institute of Economic Development. He is the Economics Team Leader in 
the College of Business. 

http://www.ism.ws/ISMReport/content.cfm?ItemNumber=10748&navItemNumber=12949
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Feb. 18, 2010  

  

Regular Members:   301 

Volume Discount Members:   22 

Associate Members:   18 

Trial Members:   0 

Student Members:   14 

Total Members:   355 

 

Newest Members 
 

No new members this month.  



C.P.M. & CPSM Time lines 
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What dates do I need to remember? 

C.P.M.  Local Testing will not be administered this year.  

Last day to apply for the 

C.P.M. Designation 

Last day to register for 

the CPSM® Bridge Exam 

Last day the CPSM® 

Bridge Exam is available 

December 31, 2013 December 31, 2013 December 31, 2014 

                                                         Congratulations! 
ISM would love to hear about your professional accom-

plishments.  Let us know if you receive a professional 

accreditation or promotion as we would like to mention it 

in our Newsletter and offer "Congratulations!".  Please 

send these notices to ism.ne.wisc@gmail.com.  

mailto:ism.ne.wisc@gmail.com
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and Build Relationships Along the Way!  

Full Day Seminar  
Thursday, March 18 th , 8:30 a.m. ï 4:30 p.m.  

Location: Liberty Hall, Kimberly, WI   

Northeast Wisconsin ISM Presents Exciting 

Development Opportunity!  
 

LETõS FACE THE FACTS ï supply managers negotiate all the time and with just 

about everyone: bosses, contractors, suppliers, coworkers, and family members too.  
Negotiation isnôt easy.  Just the thought of negotiating for many people creates 
anxiety and stress and these highly uncomfortable feelings often lead to unsuccessful 
negotiations and can wreak havoc on long - term relationships.  
 
In this interactive, non - threatening, highly rated, and fun seminar, participants will 

learn and practice proven negotiation strategies  that will help to: push through 
negotiation anxiety and expand confidence, ask questions assertively, define and set 
appropriate goals, understand each partyôs power, persuade others, work through 
difficult issues, create strategies for closure, and develop a negotiations planner and 

checklist to help maintain confidence and power in any future negotiation.  
 

Boost your skills, increase your confidence and remember ðyou donôt get what you 

want, you get what you negotiate and this course will help you do it.  

 

Workshop Benefits 
Get more of what you want in the workplace  
Reduce stress by working with peers, superiors, and subordinates  

Turn difficult conversations into occasions for productive problem solving  
Make better deals and increase bottom line  
Know how to define ñvalueò and use it to create leverage 
Build trust and long - term relationships by creating win -win solutions whenever 

possible  

At the end of this workshop, participants will: 

Develop insights into negotiation strengths and weaknesses 

Overcome nervousness and negotiation anxiety 

Practice the “Seven Principles of Negotiation Success” 
Ask assertive questions 

Persuade and influence others more easily 

Create strategies for closure 

Continued on page  8 
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About the Instructor: 

Meet Peter Khoury, Speaker, Trainer, Coach 
Peter Khoury, MBA, Certified NLP Professional Coach, a trainer 

and a strategic coach with the Ovson Communications Group. A 

specialist in the fields of communications, leadership and conflict 

resolution. 

 

Peter uses his diverse knowledge and background in business, systems 

thinking and coaching to bring out excellence in people during training, 

mentoring and personal coaching. 

 

Peter worked as a pharmaceutical process engineer before starting his coaching and 

training career. His process engineering background enables him to approach situations 

from a system prospective and relate and communicate to people at many levels and 

backgrounds. He helps clients with management leadership, self-empowerment and 

strategic skills to achieve their goals. 
 

Cost: $ 175 ISM members, $ 200 non-members 
 

You Can Now Register & Pay on Our Website Using Paypal 

 

Website: www.new-ism.org 

 

Sign Up By Contacting Mary Banes 

Phone: (920) 725-5632 

Email: marybanes@sbcglobal.net 

 

Mail To: ISM Northeast WI, PO Box 2, Neenah, WI 54957 

From: ___________________________________Phone: ______________________________ 
Email: _____________________________________________________ 
Name ________________________________________ $ __________ 
Name ________________________________________ $ __________ 
Name ________________________________________ $ __________ 

Name ________________________________________ $ __________ 
 
If you have questions about this event contact Don Keeley via e-mail at 

                               don.keeley@thrivent.com 
 

Full-Day Seminar Reservation Deadline: 

Friday  March 12th  

 (cont) Full Day Seminar  
                      Thursday, March 18 th

 

mailto:don.keeley@thrivent.com
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March 9, 2010      ISM Professional Development Meeting  

You Can Now Register & Pay on Our Website Using Paypal:  

Website:  www.new -ism.org  

-OR-  

Sign Up By Contacting Mary Banes  
Phone:  920-725-5632 

Email:  marybanes@sbcglobal.net  

Mail To:  ISM Northeast WI, PO Box 2, Neenah, WI  54957  

 

From: _____________________________________________________ 
Phone:  _____________________________________________________ 

Email:  
Name  ________________________________________   $ __________ 

Name  ________________________________________   $ __________ 
Name  ________________________________________   $ __________ 

Name  ________________________________________   $ __________ 
Name  ________________________________________   $ __________ 

 
Reservation Deadline :   

 Make your reservations by:  
 Friday ð March 5th -  Cutoff at Noon  

 
NO CANCELLATIONS as changes to reservations can be made after this date.  This is necessary 
to enable coordination with the facility for seating and meal arrangements. 
 

Make Checks Payable to:  ISM Northeast WI  
Note:  Anyone making a reservation for dinner that doesnôt attend the meeting and hasnôt paid 

will be charged for the dinner as ISM must pay for any reservations that are made.  

ISM Member ï Prepaid: $18,  Paid Day of Meeting:  $20  
Guests:  $20  
Students:  $15  
Note:  Anyone making a reservation for dinner that doesnôt attend the meeting and hasnôt paid 
will be charged for the dinner as ISM must pay for any reservations that are made.  

 
Questions Regarding the Event:  Call Amy Reid 920 - 628 - 2464  

   Painted in an Economic Corner 

Wisconsin & Greece - Two Canaries in the Coal Mine 

http://www.new-ism.org/

