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Thursday, March 13 

Fundamentals of Conflict and Conflict Resolution for Supply Management Professionals 

 

Friday, March 14 

Performance Based Contracts – Maximizing Success and Sharing Risk 

OR 

C.P.M. Review for Module 2 
 

 

 

 
 

 

Play golf for our 
special group rate 

of $75.00 ! 



 
ISM-Carolinas-Virginia, Inc. 

Affiliate of the Institute for Supply managementÊ 

   

Spring Conference 2008 
 
Thursday, March 13 
Fundamentals of Conflict and Conflict Resolution for Supply Management Professionals 
Presented by J. David Alwine 
 
7:30 - 8:00am   Seminar Registration     
8:30am   Seminar Commences 
10:00am   Break 
12 noon - 1:00pm Lunch Break 
3:00pm   Break 
5:00pm  Adjourn 
5:00pm ï 6:30pm Reception  
 
Friday, March 14 
Performance Based Contracts ï Maximizing Success and Sharing Risk  OR   C.P.M. Review for Module 2 
Presented by Lorrie K. Mitchell, C.P.M., A.P.P.       Presented by Erv Lewis, C.P.M. 
 
7:30 - 8:00am  Seminar & Review Registration 
8:30am   Seminar Commences    
10:00am  Break 
12 noon - 1:00pm Lunch Break 
1:00 - 1:30pm  ISM-CV General Business Meeting 
3:00pm   Break        
5:00pm   Adjourn 
 

Please check PROGRAM CHOICES:    Seminar Costs: 
(3/13)          Fundamentals of Conflict/Resolution     MEMBER  NONMEMBER 
(3/14)          Performance Based Contracts     (1 Day) $125  (1 Day) $240 
   OR       (2 Day) $219  (2 Day) $399 
(3/14)          C.P.M. Review for Module 2 

Check or Credit Card accepted for Registration  
       Enclosed is my check or credit card information for $      _ 
ISM ID#                                                               ___ I will use my Early Bird Renewal Discount. 
Chapter                                                                 _ 
Name                                                      CPM? APP? 
Guest                                                                          Payment Method: 
Title                                                                          ( ) Personal Check  ( ) Company Check 
Company                                                                 ( ) Visa ( ) MasterCard ( ) American Express 
Company Mailing Address                                        
                                                                                 Card number                                                                    _              
City/State/Zip                                                            Exp date      /       Amount to be charged $                       _ 
 
Ph                                     Fax                                  Cardholders name                                                            _ 
 
Please send email confirmation of registration to: Card Billing Address                                                         _ 
  
                                                                                                                                                                           _ 
 

FAX to: 336-292-8415 
Make checks payable to: 

        ISM - Carolinas-Virginia, Inc. 
All Programs are approved     2300 West Meadowview Rd, Ste117 
for Continuing Education Credits.    Greensboro, NC 27407-3711 

   

Board of Directors Meeting 

11:00am – 1:00pm 

President’s Breakfast 

Meeting 

7:00am – 8:00am 



      

Fundamentals of Conflict and Conflict Resolution for Supply Management Professionals 
J. David Alewine 

 
 
The interdependencies that occur between Buyers and Suppliers today invariably lead to conflict. How that conflict is 
managed often determines the future success of the relationship. Understanding the nature of conflict and its effects 
within the supply management process is a critical skill set in todayôs supply management environment.  
 
Buyer-supplier conflict is both a common and expected occurrence within the supply chain. The costs associated with this 
conflict include lost productivity, strained relationships, poor resource utilization, and the opportunity costs of the unfulfilled 
potential of our supplier relationships.         
 
Conflict must be understood as an opportunity to improve relationships with the supply community and our internal 
customers. Moreover it provides the impetus for an examination of policies, procedures and work processes throughout 
the supply chain. 
 
Conflict is often difficult to diagnose. Its source often eludes us and makes its resolution difficult. The temptation is to fix 
the symptoms of conflict with little attention devoted to its cause. 
 
Even though the short-term effects of conflict are almost always detrimental to the organization and its constituencies the 
outcome of a proper diagnosis and action plan can lead to much more productive supply chains. 
 
We must develop organizations and supply chains that are conflict friendly in that they recognize conflict, its affects and 
how it can be managed. Not all conflict can be resolved. Those conflicts must be managed to mitigate the risk associated 
with them.   
 
The goal is to understand conflict and its basis in order to better resolve and manage it to the benefit of the entire supply 
chain.  Mediation and arbitration will be introduced as tools to address conflict between buyers and suppliers. 
          
Audience Will Leave With Tools and Concepts 
 
1. Understand the nature and sources of conflict. 
2.  The role of power and identity in conflict 
3. Knowledge of how conflict can be used as a catalyst for positive change. 
4 Information to address and resolve common forms of conflict. 
 
  
 

 

 

 

 

 

J. David Alewine is Director of Contracts Management with the Nuclear Power Group of the Fluor Corporation in 
Greenville, SC. He is an established professional with more than twenty-six years of broad based management 
experience and achievements in both domestic and international environments.   
 
David received a BS Degree in Marketing in 1981 and an MBA in 1990 from the University of South Carolina. In 
December 2002 he completed the requirements for a M.A. in Conflict Resolution from Columbia College.  David holds 
membership in the Association for Conflict Resolution, the Institute of Supply Management, and the American Production 
and Inventory Control Society. He previously served as Pro-D Chairman and as a member of the board of directors of the 
Upstate Chapter of ISM CV. David has earned the following professional certifications: Accredited Purchasing Practitioner 
(Lifetime), Certified Purchasing Manager (Lifetime), and Certified Production and Inventory Control Manager . 
 
David has taught several supply management and business classes at Greenville Technical College and Southern 
Wesleyan University. He is currently an adjunct instructor at the University of South Carolina teaching conflict resolution 
principles and mediation.  
 
David is certified in civil mediation in South Carolina and serves as a volunteer mediator with the Upstate Community 
Mediation Center and the Better Business Bureau in Greenville. He is a member of the American Arbitration Associationôs 
Panel of Neutrals. 

 



 

 

 

 
Performance Based Contracts - Maximizing Success and Sharing Risk 

 
 
 
Contracts have historically been negotiated solely through a set fee structure, with an occasional penalty clause and a 
less frequent incentive clause.  Now, savvy supply managers are increasingly using Performance Based Contracts 
(PBCs) to foster long-term relationships between the customer and the supplier by focusing on long-range financial and 
value-added benefits.  PBCs provide an opportunity for shared risk while maximizing the opportunity for mutual success.  
During this informative seminar, you will discover how to determine when a PBC is beneficial and/or viable and how it can 
be successfully utilized and project managed.  You will also learn techniques to achieve buy-in and develop relationships 
with suppliers and customers, decide on performance criteria, identify the skill set necessary for suppliers, customers, and 
supply managers to be successful in such an endeavor, and establish and evaluate critical success factors.   
 
 
 
 
 

Lorrie K. Mitchell, C.P.M., A.P.P., is a Partner in Mitchell Enterprises, a consulting / 
training firm specializing in supply chain management, performance based contracts, and 
supplier relationships.  Formerly as a Supplier Alignment Leader in the supply chain 
management department of BellSouth Telecommunications, Inc. for over 18 years, Ms. 
Mitchell negotiated all types of product, software, services, and outsourcing agreements 
specializing in corporate licenses and maintenance agreements, performance based 
agreements, initiating, maximizing, and ending supplier relationships/alliances, and the 
measurement of supply chain managementôs financial contribution to the corporation.  
She has a bachelorôs degree in mathematics from the University of Miami and a Master 
of Science in technology management from the Stetson School of Business and 
Economics of Mercer University.  Ms. Mitchell has served as a full-time faculty member at 
the Keller Graduate School of Management where she taught contracting and 
procurement management.   

 
 
 
 
She has presented sessions at the Institute for Supply Managementôs (formerly NAPM) 82nd - 88th, 90th ï 92nd 
International Purchasing conferences, The Management Roundtableôs International Conference on Product Development 
and the Supply Chain, ISMôs Supply Chain Management Conference, APICS Mid-Atlantic Supply Chain Management 
Symposium, the Georgia Governorôs Mentor Prot®g® Program, The Institute for International Researchôs 2002 Conference 
on Optimizing Your Strategic Sourcing, The Procurement Centreôs Procurement Boot Camp, the 2003, 2004, and 2005 
International BoatBuilding Exposition, the 2003, 2004 and 2006 Southwest Purchasing Conference, the 2004 
Southeastern Fasteners Association Conference, the 2005 Strategies for Minimizing Financial Risk Conference, and the 
2007 Enhancing the Bottom Line Through Supply Chain Excellence Conference, and appeared in numerous publications, 
including Purchasing b2b, Supplier Selection & Management Report, Purchasing Management Bulletin, Electronic 
Components magazine, Sales & Marketing Executive Report, Purchasing Magazine, Global Logistics & Supply Chain 
Strategies, Managing Logistics, and Purchasing TodayÈ.  She was a panelist for NAPMôs September 1999 Satellite 
Seminar on ñLinking Purchasing with Customer Values, Technology, and Shareholder Valueò broadcast nationwide and 
taught a number of full-day seminars at the Project Management Instituteôs 30th Annual Seminars & Symposium and for 
various NAPM affiliates.  Ms. Mitchell served on the 2001-2005 Editorial Advisory Board of Supplier Selection & 
Management Report, 2001-2003 Editorial Advisory Board of Purchasing Law Report, was 2002-2003 President of NAPM 
ï Georgia, and served on the ISM National Leadership Training Committee.  In addition, Ms. Mitchell was profiled in 
Purchasing Magazine, The Career Advisor, and in the book THE TITAN PRINCIPLE - The Number One Secret to Sales 
Success.  She authored articles published in Purchasing Today®, Business & Industry Connection Newsmagazine, 
Purchasing Law Report, Professional Boatbuilder, 1997-2003, 2005-2007 issues of ISM Proceedings, and authored the 
entire April 1999 issue of InfoEdge® entitled Alliances: How To End An Alliance Relationship. 

 

 



                                                                                        RESERVATION REQUEST FORM 
ISM - Carolinas/Virginia Inc. 

 
 
 
 
Note: GROUP RUN-OF-HOUSE RATES HAVE BEEN NEGOTIATED.  HOWEVER, WE CANNOT GUARANTEE BED-

TYPE, SLEEPING ROOM LOCATION, SMOKING/NONSMOKING OR VIEW. 
 
Conference Dates Wed, 3/12/08 - Fri, 3/14/08  Rates:  Single    $139.00   
           Double    $139.00          
           Extra Person $ 40.00 
Inquire about rates for upgraded room features  
All Rates European Plan, no meals included.  Subject to state and local taxes 

Please Type or Print all information neatly. 

 

Name:                                                                                                                                                                                    

Address:                                                                                                                        Phone No: (____)_______                                                     

City:                                                                                                       State:                              Zip: _________         

Email address: ___________________________________________________________________________                                                                                                                                                       

Please reserve:     # of rooms _______ # of adults   ______ # of children under 16 ___________                      

Arrival Date: ______________________________   Departure Date: ________________________ 

 
ONLINE BOOKING: 
www.groveparkinn.com  and enter the group number 68F38O. 
 

RELEASE DATE FOR THE GROUP BLOCK: Friday, February 8, 2008 

Reservation requests received by The Grove Park Inn Resort & Spa after this date are subject to resort availability at 
prevailing rates.  Reservation requests are subject to contracted block availability prior to release date. 

DEPOSIT ï CONFIRMATION 

A deposit equal to one nightôs sleeping room rate by a major credit card (listed below) or a check is required to confirm 
your reservation. You should receive a written or email confirmation within 2 weeks. If you do not receive confirmation 
please call 1- 800 - 438 - 5800. 
Reservations cancelled less than 7 (seven) days prior to arrival date will be charged a fee equal to the first nightôs room 
rate. 

CHECK-IN/CHECK-OUT 

Our check-in time is after 4 p.m. and our check-out time is before 11:00 a.m. 
 
Visa/MasterCard/Discover/Am Express #:                                                                     Exp Date:                          

 
_______________________________________ ____________________                 _____________ 

Signature       Date                                    Credit Card ID# 

PLEASE READ CAREFULLY and send this completed form along with deposit or credit card number per room to: 

The Grove Park Inn Resort & Spa 

Reservations Department 
290 Macon Avenue 

Asheville, NC  28804 
(828) 252-2711 Ext. 1010 or 1-800-438-5800 

Fax Number (828) 210-8314 
68F38O/S 

 

http://www.groveparkinn.com/

