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Congratulations to 
Bryan Gabbard for 
earning the Certified 
Purchasing Card 
Professional (CPCP) 
certification from 
NAPCP.  
 
 

 
 

Angie Jones, Bob Pacenta, Emily 
Weddington and Tonia Lawson 
attended the NAEP FL/TAGM 
Regional Meeting, on October 20-23, 
2019 in Orange Beach, AL. This was 
the first time the two chapters formed 
one regional meeting.  Regional 
meeting was open to K-12, College 
and Universities.   
 
This year’s theme was “Getting in 
Tune with Procurement”.   
 

Opening keynote speaker was 
Anna Liotta.  Anna presented 
“Unlocking Genrational 
CODES”.  She is creator of 
Generationally Savvy™ 
Communication Solutions, is 
an award-winning speaker, 
business consultant, and 
author. Anna engages 
audiences with her practical 
strategies for attracting, 
growing, and retaining top talent and loyal clients from 
every generation. 
 
Anna integrates communications, sociology, business 
psychology, and demography to unify workplaces and 
dramatically improve company performance. 

Our closing keynote speaker was 
Jan Spence. Jan presented “It’s 
Gametime!  Leadership Lesson 
from a Former Pro Female 
Football Player”. Jan sharef how 
pursuing her life-long dream of 
playing professional football led to 
the unexpected opportunity to affect 
change through encouraging words 
and simple actions. Through her 
humorous and touching journey, she 
revealed that words and gestures 
can transform a group of 

competitors into teammates. In the workplace, something 
as basic as words of encouragement can boost prod-
uctivity, increase employee engagement, and foster 
teamwork and innovation. Her presentation offered the 
perfect blend of rich content and actionable tools and 
takeaways with entertaining humor, interactivity, and fun. 
 
 
 
 

NIGP Receives IACET 
Innovation of the 
Year Award  

NIGP is the recipient of the International Assoc-
iation for Continuing Education and Training 
(IACET) 2019 Innovation of the Year Award for 
Learner Technology Integration for our innovative 
approach to engaging members with accredited 
content through our virtual offerings. 
 
NIGP Future Forums 

FORUM 2020 
Date: August 22 - 26 
Location: Chicago, IL 
 
FORUM 2021 
Date: August 28 – Sept. 1 
Location: Anaheim, CA 
 

FORUM 2022 
Date: August 27 - August 31 
Location: Boston, MA 
 
FORUM 2023 
Date: August 19 - August 23 
Location: Louisville, KY 
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Erasable Table Top 
Falcon Products – Falcon introductes KrystalCast 
Erasable!  Lighter than glass, the high-gloss surce 
serves as a whiteboard at your fingertips.  A special 
top coating is applied to the surface which prevents 
ghosting.  Available in six standard finishes.  
Custom colors by request.  
For more information, visit www.falconprodcuts.com  
 
 
Procurement Dictionary Terms 
 
80-20 Rule See the Pareto Principle 
 
Bartering A type of transaction involving no money or 
cash where one party provides one type of goods in 
exchange for another type of goods. Bartering can be 
carried out domestically or globally. 
 
CIF Abbreviation for “Cost, Insurance, and Freight.” 
The supply chain term that indicates that the seller 
pays for the cost marine insurance and transportation 
to the buyer's country port of entry. 
 
ERP enterprise resource planning 
 
Leverage Where an investor or a company uses debt 
to finance its operations rather than using equity. 
 
OEM An abbreviation for “Original Equipment 
Manufacturer.” Suppliers usually give lower prices to 
such buying organizations for purchases of material 
used in the buying organization’s products being made 
for resale. 
 
Pareto Principle A management tool based on writings 
of Vilfredo Pareto, an Italian economist. The principle is 
that most of the occurrences of any happening are 
caused by a small percentage of the population. 
Applied to purchasing management it means that the 
largest percentage of cost reductions can be obtained 
from a small percentage of the items purchased or from 
a small percentage of the number of suppliers used. 
Erroneously sometimes referred to as the 80-20 rule. 

 

 
  
 
 
 

DeRita Mason  
Contracts Coordinator 
Okaloosa County  
Purchasing 
 

 
1. What year did you join the chapter? January 2018  

 

2. How long have you worked in the procurement 
profession.  3 year this year.  
 

3. What organization do you work for?  Okaloosa 
County Purchasing Department.  The department 
is responsible for administering all purchasing 
policies and procedures in obtaining materials 
and service of the right quality, in the right 
quantity, at the right price, from the right source, 
and at the right time for the needs of all 
departments under the Board of County 
Commissioners.   
The Board of County Commissioners created the 

Central Purchasing Department 
in November 1976.  Our 
mission is to represent the 
County and be responsible 

for administering all 
purchasing policies and 
procedures in purchasing 
goods and services.  Our 

goal is to obtain the greatest value from reach tax 
dollar spent by departments under the Board of 
County Commissioners.  We are also responsible 
for maintaining records and inventory of tangible 
personal property for all departments under the 
Board and all Constitutional officers except the 
Sheriff, ad defined in Chapter 274, Florida 
Statutes.  
 

4. What is the most interesting, unusual or challenging 
purchase in which you have been involved?  
Disposal of unclaimed bodies was my most 
interesting and also most challenging.   
 

5. What professional certifications do you hold? None at 
this time, but I will test for my CPPB in May 2020.   
 

6. What is your number one goal (career or personal)?  
Career is to get my CPPB and CPPO certifications 
and become a manager in my field.   

 
7. What is your favorite past-time or hobby?  Reading 

and going to the beach.  
 

8. Share a little known fact about yourself.  I lived in 
Germany for 3 years and I visited ifferent 
countries while being in that country.  It was an 
amazing experience.   

 

http://www.falconprodcuts.com/


 
Thanks to our sponsors for their support. 

 

1GPA is a national non-profit governmental purchasing 
cooperative which allows public entities to take 

advantage of existing 
contracts to purchase the 

goods and services they 
need from local and national 

vendors. 1GPA Contracts are 
approved and awarded by 

1GPA’s lead governmental entities and are available 
for use and benefit of all entities complying with their 
own state procurement laws and regulations. 1GPA’s 
pooled purchasing power means public and private 
schools, cities, counties and state entities, as well as 
colleges, universities and Native American 
communities can save actual budget dollars on our 
contracts utilizing best business practices. All of our 
contracts are competitively bid and awarded in 
compliance with state statutes, procurement laws and 
regulations. 
 

 
Copy Products 
Company is now CPC 
Office Technologies.  
We now offer more 

office technology solutions to optimize your business 
and still deliver the same great SERVICE THAT 
CAN’T BE Copied. 
 
 
We understand that 
finding the perfect 
combination of 
quality and 
affordability can be 
difficult. So we have made it our goal to 
provide Panama City and the surrounding areas with 
the best buying experience possible. Take a look 
through our website to see what fits your needs best! 
If you have any questions, feel free to contact us. 

 

Today’s Tip:   Details Count 
 
    You need to look at the details as well as the big 
picture to know what is really going on in your 
purchasing operation. The grand totals will frequently tell 
you where there is a problem and what you need to 
work on, but the details will often reveal things that the 
big picture won’t tell you. 
   Whether you are measuring savings or expenses or 
delivery performance, averages are important to direct 
you where and when to take 
action, but big achievements 
can be achieved by looking at 
particular items closely. For 
example, the expenditure on 
office supplies, or 
maintenance items may be much higher than justified by 
the number of employees. A large expenditure for a 
particular item should raise a red flag and call for further 
investigation. 
   Categorizing products helps compare expenditures 
and directs you to where your efforts should yield the 
highest return. For example, learning how much you 
spend on corrugated or packaging material, electrical 
components, plastic parts, and sheet metal encourages 
you to work first on cost reduction where you spend the 
most.   You are likely to improve supplier performance if 
you keep records and take appropriate action where 
necessary about of delivery dates, quality rejections, 
and response time. Looking at the detailed records, you 
will learn which suppliers are consistently too early with 
their deliveries or too late. The averages alone will not 
tell you that. You need to compare each supplier’s 
record with the averages. 
    Keeping adequate records provides the information 
that will prove your case when you are discussing 
supplier failures. Salespeople often seem somewhat 
skeptical of claims if you don’t have actual statistics that 
confirm what you say. 
Good records also help refute unjustified internal 
allegations of supplier failure. The buyer is more likely to 
gain respect from the suppliers when there is no false 
blame for supply problems. 

- American Purchasing Society  
 

Chew on This  
 
It has been 45 years since the first retail barcode scan.  
On June 26, 1974, a pack of Wrigley’s gum with a 
Universal Product Code was scanned at a Marsh 
Supermarket in Troy, Ohio, marking the beginning of 
the modern shopping experience.  Today, barcodes are 
scanned more than 6 billion times daily.   

 



Next Generation Procurement 
Model 

April 17, 2019  by David Millington 
 
The Procurement Function currently exists in an 
environment of ever-increasing technological 
advancements. Procurement Leaders are tasked with 
the responsibility of paving the way for transforming 
their operations to meet the demands of the modern 
business landscape. 
 

Currently, Procurement Function Models are 
fragmented, tactical focused, cumbersome, siloed, and 
labor intensive. 
 

The future requires the Traditional Core 
Competencies of: 

• Category Management 
• Supplier Management 
• Invoice to Pay Processes 
• Source to Contract Processes 
• Procure to Pay Processes 

 

Are to be underpinned the by the following Enabling 
Mechanisms into a cohesive model: 
 

1. Big Data Analytics Leverage. Reporting and 
Scorecard Mechanismsfacilitate reports on 
compliance, spend and supplier dynamics. 
Descriptive, predictive, prescriptive, 
autonomous, and risk management autonomous 
Analytics Models provide unprecedented 
decision-making and forecasting power. AI, 
Machine Learning, and IoT Mechanisms are 
integrated into Big Data Models for added 
impact. 

2. Value Analysis and Value Engineering. A shift 
from focusing primarily on price points to Value 
Creation and Engineering. Opportunities for 
Cost Reduction through collaboration and 
Systems Integration are leveraged via Strategic 
Alliances and Partnerships. The key is to 
leverage Core Competencies and Collective 
Innovation.  

 

• Continuous Process Improvement 
Leverage. The Strategic Leverage of Continuous 
Improvement Models such as Kaizen, LEAN, 
Lean Six Sigma, ISO to realize cost reduction and 
containment. These systems are integrated with 
Big Data, AI and Machine Learning. 

4. Cyber Security Mechanisms. Cyber Security 
Models are leveraged to ensure supply 
mechanisms are resilient from cyber-attacks and 
cyber terrorism. These systems are integrated into 
autonomous AI and Machines Learning 
Mechanisms as part of a wider Risk Management 
Strategy. 

 

The key to realizing the above requirements is in the 
acquisition of Buy-in and effective Change Manage-
ment. Special care must be taken to understand that 
resistance to change is natural and must be effectively 
managed. Including all key stakeholders early and 
continuously in the deployment process will yield great 
benefit. 
 

David Millington M.Sc.QSM, NPDP, CL6σBB, SPP, 
SPSM3®, CM® Director of Education (Next Level 
Purchasing Association) A Certified Strategic Planning 
Professional, David Millington brings over 18+ years’ 
experience in the Strategy Execution, Product / Service 
Development, Organizational and Supply Chain 
Excellence Arenas. He is a Certified Supply Chain 
Professional, Certified New Product Development 
Professional, Certified Strategic Planning Professional, 
and a Certified Lean Six Sigma Black Belt. David holds 
a master’s degree in Quality Systems Management, from 
The National Graduate School of Quality Management, 
Falmouth MA, USA. This equips him with mastery of 
vast bodies of knowledge and best practices. David 
Millington brings hands-on experience at VP, Director, 
and Manager Levels, guiding and facilitating the 
development of strategic and tactical solutions to 
intricate organizational, product, and service challenges. 
 

 
WELCOME new 
Chapter member!  
 
Savannah Kruse 
Purchasing Specialist 
BOCC  

https://www.nextlevelpurchasing.com/blog/author/david
https://www.nextlevelpurchasing.com/news/purchasing-articles/procurement-leaders-resume


 
                             Certificates Program  

 
Pathways give you multiple paths to get recognition for all your 
learning achievements, with content delivered using a mix of 
learning methods from in-person, virtual, or on-demand.  The 
Certificates Program is tiered, letting your build stackable 
credentialing paths to show an increase in breadth and depth in 

learning as you move up and across tiers.  
 

 
 
Level 1:  Competency Badges 
Competency badges from the building blocks of the Certificates Program.  You get laser-focused learning in any 
of the individual competencies that make up the Public Procurement Competency Framework.  Competency 
badges are given after completing any one of the 33 competency modules and successfully passing the 
assessment.  
 
Level 2:  Core Certificates 
Core Certificates let you enhance your workplace performance with more focused learning across an array of 
related competencies.  Once you complete a select number of pre-bundled competencies and pass the 
assessment, you automatically receive a Core Certificate.  
 

Now Available for your Chapter or Agency 
 

Core Certificate:  Foundations of Strategy and Policy 
Core Certificate:  Foundations of Planning and Analysis 

Core Certificate:  Foundations of Sourcing and Contracting 
 

Level 3:  Designations 
Designations let you take your career to new heights while showing mastery of a comprehensive set of 
competencies aligned to a specific job role or function.  They form the third tier of the Certificates Program and 
are designed to show breadth and depth of learning across many competencies.  
 

How are they different? Certificates vs. Certification 
 

 CERTIFICATES CERTIFICATION 
FOCUS Educate individuals on specific learning 

objectives. 
Assess education, experience, knowledge 

and skill 
TO EARN 
CREDENTIAL  

• Must meet eligibility requirements 
• Must participate in learning event(s) 
• Must pass assessment 

demonstrating achievement or 
learning objectives 

• Must meet eligibility requirements 
• Must pass assessment demonstrating 

current knowledge and skill as 
defined in the test content online 

 
TO MAINTAIN 
CREDENTIAL  

• No ongoing requirements 
• Certificates are not revoked 
• You can earn a new certificate at 

specified intervals 

• Must meet ongoing requirements 
such as continuing education at 
specified intervals and adherence to 
the NIGP Code of Ethers 

• Certification can be revoked if 
requirements are not met.  
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