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Profile of the Instructor

Catherine Green is supply chain management professional who has extensive 
experience with both private and public sector organizations.
Catherine received her CPP designation in 1996, holds a Certificate in Quality 
Management from the University of Manitoba and a Certificate in Technical 
Communications from Red River College. 
Catherine has been actively promoting and demonstrating the value of the profession 
within the organizations for which she’s worked for almost 30 years. She’s been a long 
time advocate of supply chain management volunteering as the Accreditation Chair for 
the BC Institute of the Purchasing Management Association and as a member of the 
National Education Committee.  
In her present position as a Policy Process Analyst/Trainer at the City of Winnipeg 
Catherine has developed and provided training for staff and contractors in the creation 
of bid opportunities, RFPs and Contract Administration.  She has also been the 
Materials Management representative and evaluation facilitator for numerous major 
acquisitions.

LEADERSHIP AND PROFESSIONALISM

Nov. 18-19 2009

FACILITATOR:  Martin Montanti

INTRODUCTION

The goal of this workshop is to develop the abilities of participants to become supply 
chain leaders and supply chain management professionals, i.e. to lead groups of 
people and to manage change. Participants will foster leadership abilities such as 
building and leading supply chain teams, facilitating collaboration within and between 
groups and organizations, as well as gain change management skills and coaching/
mentoring skills.

WHO SHOULD ATTEND

All Senior level management, whether in the public sector or the private sector, can 
benefit from the strategic management knowledge in leadership that is presented in 
this workshop.  Supply chain management includes the planning and management of 
all activities in the sourcing, procurement, and logistics management of an organization. 
In  addition, any participants entering the new Strategic Supply Chain Management 
Leadership program will find this a mandatory requirement for their accreditation 
program. Those C.P.P. holders who wish to gain strategic management knowledge in 
leadership  can use this workshop for certification maintenance points.

LEARNING OBJECTIVES AND OUTCOMES

This workshop is supported by selected chapters of James G. Clawson’s Level 
Three Leadership, 3rd edition, along with a number of articles profiling Supply Chain 
Management (SCM) leaders.
In addition, participants develop leader profiles based on their own experience which 
must be completed during the evening of Day 1 and presented to the class on the 

morning of Day 2. This workshop will also include a presentation and discussion on the 
certification of supply chain management professionals and the shift from purchasing to 
strategic supply chain management.
Upon completion of this session participants should be able to:
	 • �State and discuss the characteristics of a supply chain professional.
	 • �Compare various other points of view (follower’s, bureaucrat’s, administrator’s 

and contrarian’s) with the leadership point of view.
	 • �Apply the three elements of the leadership point of view to a situation (problem 

or opportunity) at their organization.
	 • �Start creating a “leader profile” of a supply chain leader at their organization.
	 • �Understand the shift from purchasing to strategic supply chain management.

PROGRAM METHODOLOGY

You will compare various other points of view ( follower’s, bureaucrat’s, administrator’s 
and contarian’s) with the leadership point of view. In addition, participants will have 
the chance to develop leader profiles based on their own experience. The workshop 
also includes a discussion on the certification of supply chain professionals and the 
shift from purchasing to strategic supply chain management. The workshop will involve 
approximately 10 hours of preparatory work prior to the sessions, so participants 
are encouraged to register early, so as to be fully prepared to participate in session 
discussions over the two days.

PROGRAM CONTENT

	 • Introduction to Leadership and Professionalism 
	 • The Diamond Model
	 • Levels of Leadership
	 • Steps to Effective Leadership
	 • Leader Profiles
	 • Leadership and Intelligence
	 • Leading Individuals and Teams
	 • Leading Change  

Supply Chain Management – are you a part of it?

	 • �Encompasses the planning and management of all activities involved in sourcing 
and procurement, conversion, and all logistics management activities.

	 • �Drives coordination of processes and activities with and across marketing, sales, 
product design, finance and information technology.

	 • �Includes all of the logistics management activities noted above, as well as 
manufacturing operations.

	 • �Includes coordination and collaboration with channel partners, which can be 
suppliers, intermediaries, third-party service providers, and customers.

	 • �In essence, supply chain management integrates supply and demand 
management within and across companies.

About the Facilitator

Martin Montanti is a dynamic, customer service/business strategist with over 25 
years’ success managing multiple-site operations, re-engineering operations for 
maximum customer satisfaction and efficiency, and launching service-oriented start-
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ups throughout Canada, the United States,  Australia,  and Europe.  With seminars 
as Purchase Productivity, Materials Management, and Better Ways to Better Deals, 
courses such as Principles of Inventory and Operations, and topics like Kanban and 
Project Management in Health Care he has taken his business experiences and brought 
them to the classroom.  Martin has now lent his leadership skills and experiences to 
facilitate PMAC’s new workshop called Leadership & Professionalism.

International Business and Multicultural Skills

NOV. 23, 24, 2009

INSTRUCTOR: TBD

workshop Objectives

Supply chain professionals conduct business all over the globe, and interact with many
different cultures while doing business. Canada itself is home to many diverse cultures.
The objectives of this workshop are for C.P.P candidates to develop a deeper
understanding of cultural diversity in organizations, and to deal with professional issues
associated with international cultures in a sensitive and constructive way.
The workshop includes readings from Martin J. Gannon’s Understanding Global
Cultures, third edition, along with several other articles on culture.
In the workshop, candidates will conduct research and do sourcing activities that 
involve diverse cultures and commodities. Candidates will discuss the cultural-logistical
implications of pursuing a variety of international sourcing arrangements. There will be a
final written report worth 100% of the mark for this workshop. The final report is due one
week after the end of the workshop. Candidates must attend the workshop and 
participate in all workshop activities prior to submitting the final report.

workshop Objectives

Upon completion of this workshop candidates should be able to:
	 1. Understand the diverse elements of global culture.
	 2. Develop and apply cultural understanding as it relates to business practices.
	 3. Apply and evaluate cultural tools and knowledge in one’s own organization.
	 4. �Distinguish among ethical and unethical behaviours in an international buyer-

supplier context.  

Workshop Duration and Organization

This is a two-day interactive workshop consisting of four topic areas, or sessions, 
plus a final session on day 2 discussing the final report. Each session is organized as 
follows:
	 • Agenda – an agenda for the session
	 • �What You Already Know – a brief statement linking information in the session to 

any previous sessions (or to the candidate’s experience)
	 • Overview – a brief description of the contents of the session
	 • �Objectives – a description of what candidates are expected to learn from the 

session
	 • Required Reading – reading assignments for the session
	 • Discussion Questions – questions to prepare for class discussion

	 • �Exercises or Assignments – instructions for preparing, and if required, 
submitting, any assignments due

	 • Session Notes – notes on the specific concepts or issues covered in the session

Workshop Preparation

Candidates are strongly urged to complete the required readings and prepare 
answers to the discussion questions prior to attending the workshop, since most of 
the workshop sessions will include group discussions of the material. Final Report 
Candidates will submit a final written report, worth 100% of the mark for the workshop. 

Introduction to Business Communications

NOV. 26, 27, 2009

INSTRUCTOR: Al Garlinski

Introduction 

This two-day seminar teaches the basics of business communication for supply 
management. The seminar is divided into four lessons. The goal of this seminar is 
for candidates to learn key skills that will enhance their abilities to communicate in a 
business environment.

About this Seminar

The focus of this seminar is on practical communication skills. In order to understand 
the context for communication, some background and theory of business 
communication will also be covered. This seminar is interactive with lots of opportunities 
to practice what is learned.
The lessons in this seminar are inter-related. In lesson one; we discuss communication 
systems and strategies. In lesson two, we practice verbal communications and find out 
more about current communication issues in the supply chain. In lesson three, we talk 
about planning for writing and how to be persuasive. Lastly, in lesson four, we learn
how to format emails and letters to communicate both good and bad news effectively.

Seminar Objectives

Upon completion of this seminar candidates should be able to:
	 • Describe the importance and role of communication in business
	 • Recognize the main systems and flow of oral and written communications
	 • Plan for communication and use writing and speaking strategies in context
	 • Develop intercultural communication skills
	 • Demonstrate efficient telephone communication
	 • Prepare for and give presentations
	 • Conduct meetings
	 • Explain current communication issues in the supply chain
	 • Use clear language to write clear sentences and paragraphs
	 • Write to persuade
	 • Deliver both good and bad news communications effectively
	 • Correctly format letters, memos and email
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Seminar Organization and Materials

This seminar consists of four three-hour lessons. The seminar objectives are covered in
lessons one to four and the seminar ending examination is administered during the last
lesson. The materials for this seminar are:
	 1. Candidate Manual which is the guide for the seminar
	 2. Readings Manual which contains articles to read
	 3. Textbook: Impact: a guide to business communication, 7th ed.
	 4. Handouts from the instructor (as required)
Each lesson of this manual will contain the following sections as required:
	 • Overview – a brief description of the contents of the lesson
	 • Objectives –what candidates are expected to learn from the lesson
	 • Required Reading – reading assignments for the lesson
	 • Discussion Questions – questions for preparation for class discussion,
	 • �Exercise Instructions – instructions for completing the exercise for the lesson (or 

the activity for the lesson)
	 • �Lesson Notes – notes on the specific concept or issue covered in the lesson as 

required

Learning Activities 

Candidates will achieve learning in this seminar through the following learning activities:
	 • Interactive Lectures
	 • Facilitated discussions
	 • Exercises: group and individual
	 • Readings
	 • Final exam

Evaluation 

Candidates will be evaluated on individual and group performance. This seminar
includes in-class exercises, discussions, and a seminar ending examination.

DECEMBER

Introduction to Negotiations

Dec. 10, 11, 2009

INSTRUCTOR: Rick Reid

Introduction

Negotiations skills are important in the supply management field, as supply 
management professionals often find themselves in formal and informal negotiation
situations with suppliers and other parties.
Negotiation skills are also important in your personal life. There are many different
types of negotiations, and your priorities may change, depending on the negotiation
situation – from financial gain to increasing your personal status. In some situations, 
maintaining a personal or business relationship is the number one goal.

About this Seminar

The goal of this seminar is for candidates to practice and improve their negotiations
skills. Candidates will learn negotiations terminology, negotiations preparation, and the
post-negotiation evaluation process.
During the seminar candidates will discuss the theories, share real world experiences,
and participate in simulations of negotiations. It is important that the candidates have
read the readings prior to the seminar, so that they can participate fully in the
discussions and activities.
This seminar has four lessons delivered over two days. Classroom participation and
exercises count for 50% of the seminar mark, and a final assignment counts for the 
other 50%.
The last lesson (lesson 4 on day two) consists of instructor-led and individual review.
There will be time in lesson 4 to work on the final assignment. The instructor will hand
out the requirements for the final assignment.

Seminar Objectives

Upon completion of this seminar candidates should be able to: 
	 • Describe the negotiations process.
	 • Understand where and when negotiations are needed.
	 • Demonstrate an understanding of negotiations concepts and terminology.
	 • Understand and categorize different types and styles of negotiation.
	 • �Understand a variety of negotiation tactics, when to use them, and how to 

respond to these tactics when used by others.
	 • Develop a personal negotiating plan.

Seminar Organization and Materials

This seminar consists of four half-day lessons. Candidates will be given time in class to
begin their final assignment. 
This seminar is comprised of the following materials:
	 1. Candidate Manual (this manual) which is the guide for the seminar
	 2. Textbook: Negotiations
	 3. Handouts from the instructor (as required)		
Each lesson of this manual will contain the following sections as required:
	 • Overview – a brief description of the contents of the lesson
	 • Objectives – what candidates are expected to learn from the lesson
	 • Required Reading – reading assignments for the lesson
	 • Discussion Questions – questions for preparation for class discussion,
	 • �Exercise Instructions – instructions for completing the exercise for the lesson (or 

the activity for the lesson)
	 • �Lesson Notes – notes on the specific concept or issue covered in the lesson as 

required.

Learning Activities

Candidates will achieve learning in this seminar through the following learning activities:
	 • Interactive lectures
	 • Facilitated group discussions and activities
	 • Individual assignment
	 • Readings and resources
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INTRODUCTION

Candidates will be evaluated on individual performance using a multiple choice quiz, 
and a multiple choice examination.

Profile of the Instructor

As a negotiator, Rick Reid has over 15 years experience in both the public and 
private sectors.  During this time, Rick has successfully negotiated the purchase of 
commodities, equipment, hardware, and services from both domestic and international 
suppliers.  Rick’s success has allowed him to capture value and deliver greater 
profitability to his employers. 
Rick is currently Supply Chain Manager for VAW Systems in Winnipeg, Manitoba.  Rick 
has also worked for the Regional Health Authority – Central Manitoba Inc., Coghlan’s 
Ltd., Arne’s Welding and King Optical Group in senior supply management roles.  Rick 
began his career in supply management working as a Buyer for McDiarmid Lumber.
Rick is a Certified Professional Purchaser (CPP) who also holds a Certified in 
Management (CIM) designation, with honours, from the Canadian Institute of 
Management.  
Rick is a past President of the Manitoba Institute of PMAC and Manitoba’s former 
representative on the PMAC National Board of Directors.  Rick is currently serving on 
the PMAC National Board of Directors as an elected Director.

MIPMAC – Communications AND RELATIONAL SKILLS

Dec. 17, 18, 19 2009

FACILITATOR: Al Garlinski

Introduction 

The primary goal of this workshop is to develop the communication skills of C.P.P. 
candidates.  Through readings, discussions and exercises, participants will sharpen 
their oral and written communications skills.  On Day 3, they will present business 
proposals to the entire group.  In addition, candidates will develop their supply chain 
relationship building skills, expanding on topics and exercises from the SCM module.  
The workshop includes discussion on the strategic role of information sharing in SCM, 
along with the dangers of information overload.

Who should attend?

Any supply chain professional interested in improving his or her communication skills. 

Learning Objectives and Outcomes

	 1. �To understand the importance of effective communication in supply chain 
management. 

	 2. To sharpen your oral and written communication skills. 
	 3. To receive constructive feedback on current communication skills. 
	 4. To further develop supply chain relationship building skills. 
	 5. To understand the difference between strategic and tactical information sharing. 

	 6. �To identify causes and symptoms of information overload—and 
countermeasures to reduce it. 

	 7. To deliver a business proposal presentation before a professional audience. 
	 8. �To prepare and submit a written business proposal for management 

consideration. 

Program Methodology

A variety of learning activities are used, including: interactive lectures, facilitated 
discussions, in-class exercises, contemporary readings, and individual presentations.  
On the third day, each participant delivers a presentation to the entire group—and two 
other participants critique each presentation. 

Program Content 

The workshop starts with an introduction to technical communication, including the 
concept of miscommunication, enhanced with readings and an application.  Then, the 
focus turns to oral communication, including tips on how to make a presentation.  In 
effective communication, the written word is as important as the spoken word.  Thus, 
the workshop includes a segment on report writing.  Additional elements of program 
content include: the role of communication and information sharing in supply chain 
relationship building, as well as the dangers of information overload. 

JANUARY

Introduction to Contract Law and Administration

Jan. 21, 22, 2010

FACILITATOR: Catherine Green

Introduction 

Contracting is an integral part of the procurement process. Procurement professionals
often find themselves in situations (either intentionally, or not) involving contracts. An
increased knowledge of contracts law basics taken from this seminar should translate
into an improved understanding of the procurement process and, by extension, an
increased ability to perform one’s role and represent one’s organization. Candidates are 
warned however, that the knowledge taken from this Seminar should not be used as a 
substitute for actual legal advice from qualified procurement counsel.
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concept of miscommunication, enhanced with readings and an application.  Then, the 
focus turns to oral communication, including tips on how to make a presentation.  In 
effective communication, the written word is as important as the spoken word.  Thus, 
the workshop includes a segment on report writing.  Additional elements of program 
content include: the role of communication and information sharing in supply chain 
relationship building, as well as the dangers of information overload. 

JANUARY

Introduction to Contract Law and Administration

Jan. 21, 22, 2010

FACILITATOR: Catherine Green

Introduction 

Contracting is an integral part of the procurement process. Procurement professionals
often find themselves in situations (either intentionally, or not) involving contracts. An
increased knowledge of contracts law basics taken from this seminar should translate
into an improved understanding of the procurement process and, by extension, an
increased ability to perform one’s role and represent one’s organization. Candidates are 
warned however, that the knowledge taken from this Seminar should not be used as a 
substitute for actual legal advice from qualified procurement counsel.
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About this Seminar

The goal of this Seminar is to enable procurement professionals to:
	 1.) Better understand procurement contracts;
	 2.) �Improve their relationship with the procurement lawyers at their organizations, 

and
	 3.) �Better represent their organization to external stakeholders, suppliers in 

particular.
More specifically, this Seminar exposes candidates to a brief introduction to eight (8)
areas of contract law subject matter that the Instructor believes are most relevant to
sourcing professionals. In this version of the Seminar, those eight (8) subjects are:
	 • The Basics of Contract Formation;
	 • Basics of Contract Interpretation;
	 • The Concept of “Good Faith”
	 • Making Contracts better with Certainty;
	 • Representations and Warranties;
	 • Assignment;
	 • Termination; and
	 • Indemnity and Liability.
This version of the Seminar is two (2) days. In each of the two (2) days of the Seminar,
the Instructor will provide lessons on each of these subjects, and then explore them
further in a work-shop. During each work-shop candidates will form into small groups
and, guided by the Instructor, work to apply the substantive knowledge to “Contract
Situations” commonly encountered by procurement professionals.

Workshop Objectives

Upon completion of this Seminar candidates should be able to:
	 • Understand the basics of procurement contracts;
	 • Interpret and negotiate procurement contracts more effectively;
	 • Spot issues that might threaten the validity of a contract or increase risk;
	 • Better assess internal rules and policies regarding contracting;
	 • Better liaise with internal or external procurement counsel

Seminar and Lesson Organization

This Seminar consists of two (2) full days of lessons and workshops. Candidates will be
given time at the end of Day 2 of the class to take a Final Exam. Each lesson in this
manual will contain the following sections:
	 • Overview – a brief description of the contents of the lesson
	 • Objectives – what candidates are expected to learn from the lesson
	 • Discussion Questions – questions for class discussion
	 • Lesson Notes – notes on the specific content covered in each lesson

Learning Activities

Candidates will achieve knowledge in this Seminar through the following learning
activities:
	 • Instructor led lessons
	 • Instructor facilitated discussions
	 • Instructor facilitated work-shop 

Introduction 

Candidates will be evaluated on individual (i.e. not group) performance: (i) participation 
in-class and (ii) a final exam.

Introduction to accounting and finance

Mar. 10, 11, 2010

FACILITATOR: Diana Kaspersion

LEARNING OBJECTIVES AND OUTCOMES 

	 1. �Describe the content that is found in the major sections of each of the 
statements.

 	 2. �Assemble appropriate accounts to create a simple Income Statement and 
Balance Sheet for a business.

	 3. �Use examples to illustrate the concept of liquidity and be able to describe the 
relationship of The Cash Flow Statement to the other three statements.

	 4. Relate financial, investing and operating decisions to financial statements.
	 5. Have a general understanding of the accounting process.
	 6. Use basic accounting terms correctly.
	 7. �Trace the flow of accounting information from the Income Statement through 

the Statement of Retained Earnings and into the Balance Sheet.

PROGRAM METHODOLOGY

A variety of leaning activities are used, including:  interactive lectures, facilitated 
discussions, group exercises, individual quizzes, assignments and readings both 
in advance and during the seminar.  At the end of Day 1, there will be a homework 
assignment that must be completed for Day 2 of the seminar.

PROGRAM CONTENT

This two-day seminar teaches the basics of accounting and finance for supply 
management. The goal of this seminar is for candidates to learn key skills that will 
enhance their abilities to analyze accounting and financial information in a business 
environment.
The focus of this seminar is on practical accounting and financial skills. In order 
to understand the context for numerical analysis, some background and theory of 
business operations will also be covered. This seminar is interactive with lots of 
opportunities to practice what is learned.

About the Facilitator

Diana Kaspersion, B.Comm. (Hons.), CMA, is the Team Leader of the Centralized 
Payment Unit at Manitoba Public Insurance.   Diana earned her Bachelor of Commerce 
(Honours) at the University of Manitoba, Asper School of Business in 2001.  She began 
her post university career at the University of Manitoba as the Awards Establishment 
Coordinator working with donors to establish student awards. Diana joined Manitoba 
Public Insurance in 2006 in the Income Replacement Indemnity Unit and moved to 
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in advance and during the seminar.  At the end of Day 1, there will be a homework 
assignment that must be completed for Day 2 of the seminar.

PROGRAM CONTENT

This two-day seminar teaches the basics of accounting and finance for supply 
management. The goal of this seminar is for candidates to learn key skills that will 
enhance their abilities to analyze accounting and financial information in a business 
environment.
The focus of this seminar is on practical accounting and financial skills. In order 
to understand the context for numerical analysis, some background and theory of 
business operations will also be covered. This seminar is interactive with lots of 
opportunities to practice what is learned.

About the Facilitator

Diana Kaspersion, B.Comm. (Hons.), CMA, is the Team Leader of the Centralized 
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the Centralized Payment Unit in 2008 to manage the accounts payable function.  She 
recently achieved the Certified Management Accountant designation through the 
Manitoba Society of Management Accountants.

Introduction to Marketing

April 13, 14, 2010

INSTRUCTOR: Kelly Kaspersion

INTRODUCTION 

Marketing is the business’s link to its actual and potential consumer and business-
to-business customers. Its functions include an analysis of changes in the external 
environment to find opportunities and counter threats to meet its objective of satisfying 
market needs. It positions the company and uses the marketing mix to attract the 
segment(s) of the market whose needs it is best suited to meet and profit by.

LEARNING OBJECTIVES AND OUTCOMES

	 1. Understand the role and importance of marketing in a business organization.
	 2. ����Identify opportunities and challenges for an organization in the business 

environment.
	 3. Identify potential markets for a business’s offering.
	 4. Understand how the marketing mix is applied to target market segments.
	 5. Create and present an abbreviated marketing plan.

PROGRAM METHODOLOGY

This seminar consists of four (4) three-hour sessions. The seminar objectives are 
covered in lessons one to four, and a cumulative assignment is administered in the last 
session. Learning activities will consist of interactive lectures, facilitated discussions, 
group and individual discussions, as well as required readings. Students will be 
evaluated using a variety of methods, including short quizzes, participation, an in-class 
case exercise, as well as a group exercise participation.

PROGRAM CONTENT

Marketing is the business’s link to its actual and potential customer. This seminar looks 
at the environment in which the business operates, 
and the behavior of consumers and business as they 
attempt to satisfy their needs.
We will briefly look at how market research helps the 
business identify opportunities, and groups it should 
target We will then examine the tools marketers use 
to attract its target populations. The seminar finishes 
by applying the concepts learned in the program,  
and integrating them in an exercise encompassing a 
marketing plan. 

Learning Activities

Candidates will achieve learning in this seminar through the following learning activities:
	 • Interactive Lectures
	 • Facilitated discussions
	 • Exercises: group and individual
	 • Readings

Evaluation:

Candidates will be evaluated on individual performance using a variety of
methods. These include in-class exercises, discussions, and a seminar ending
assignment.
A number of worksheets will be distributed as assignments or to assist in
preparing the candidates for exercises. Candidates are expected to fill out the
worksheets even if they are only to help create the inputs into the exercises.

ABOUT THE FACILIATOR

Kelly Kaspersion, B.A., B.Comm. (Hons.), C.P.P., is currently a Material Specialist with 
Standard Aero.  Kelly earned his Bachelor of Commerce (Honours) at the University of 
Manitoba, Asper School of Business in 1999 with a major in Marketing, and received 
his C.P.P. designation in 2008.  Since graduating in 1999, Kelly has held a variety of 
positions in the manufacturing sector gaining a variety of experience in the business 
environment, including customer service, Quality, Operations, Logistics, as well as 
tactical and strategic material planning. Kelly joined Standard Aero in 2006 as a 
tactical material planner. Since then he has held a variety of materials planning roles, 
and is currently training in Standard Aero’s leadership development program. Kelly’s 
combination of education and experience will enhance the student’s understanding of 
the role of marketing and customer service in the organisation and the impact it has an 
organisation’ s success. 

Ethical Behaviour and Social Responsibility

May 6, 7, 8, 2010

FACILITATOR: Martin Montanti

Workshop Overview  
Introduction and Objectives

The primary goal of this workshop is to create awareness and advance knowledge 
about issues in business ethics and supply chain social responsibility. Through 
readings, discussions, mini-cases and exercises, candidates will learn about a broad 
range of social responsibility factors, such as environmental concerns and “fair trade.” 

On Day 3, candidates present their own organizational social responsibility policy to 
the entire group. There will be a final written report worth 100% of the mark for this 
workshop. The final report is due one week after the end of the workshop. Candidates 
must attend the workshop and participate in all workshop activities prior to submitting 
the final report.
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environment, including customer service, Quality, Operations, Logistics, as well as 
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organisation’ s success. 

Ethical Behaviour and Social Responsibility
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	 • In-class case study
	 • A final report

Candidate Evaluation

Candidates will be evaluated on individual performance.
Candidates are evaluated based on the submission of a written report, which is worth
100% of the mark for this workshop.

Introduction to Business Planning

May 10, 11, 2010

FACILITATOR: TBD

Introduction

A direction and destination are critically important for organizational success. As the
rate of change within the operating environment increases, following yesterday’s
procedures becomes risky. An organization must continuously formulate and
implement strategy.
The goal of this seminar is to assist candidates in understanding how an organization
using strategy formulation and implementation to take advantage of opportunity and
mitigate risk at all levels of the organization including supply management. In an 
attempt to help the candidate internalize the material, certain exercises will focus on 
the candidate’s career plan using the methodology and tools presented in this seminar. 

About this Seminar

The first lesson is completed by self study in advance of attendance and is supported 
by a 5 question multiple choice quiz at the beginning of lesson 2. The pre seminar work
consists of reading and summarizing three articles and one set of brief lesson notes.
The seminar consists of two days of lectures, small group and large group discussions,
and individual and group work.
The last lesson (Lesson 9 on day two) consists of instructor-led and individual review
followed by a 25 question multiple choice exam. Five of the questions will be based

Workshop Objectives

Upon completion of this workshop candidates should be able to:
	 1. Define “business ethics” and describe different perspectives on ethics.
	 2. Critique an organizational ethics statement.
	 3. �������Identify the various stakeholders with interests in ethical issues in the context of 

their organizations.
	 4. �Explain the relationship between business ethics and corporate social 

responsibility.
	 5. Discuss the rationale and potential benefits of sustainable supply chains.
	 6. Identify opportunities for their organizations to create a greener supply chain.
	 7. Calculate their carbon footprints.
	 8. Evaluate the potential of ISO 14000 for their organization and supply chain.
	 9. Know Canadian and provincial laws covering discrimination and harassment.
	 10. Evaluate their organizations’ policy on discrimination and harassment.
 

Workshop Duration and Organization

This is a three-day interactive workshop consisting of five topic areas, or sessions, plus 
a session on social responsibility presentations, and a final session  discussing the final 
report. Each session  
is organized as follows:
	 • �Agenda – an agenda for the session
	 • �What You Already Know – a brief statement linking information in the session to 

any previous sessions (or to the candidate’s experience)
	 • Overview – a brief description of the contents of the session
	 • �Objectives – a description of what candidates are expected to learn from the 

session
	 • Required Reading – reading assignments for the session
	 • Discussion Questions – questions to prepare for class discussion
	 • �Exercises or Assignments – instructions for preparing, and if required, 

submitting, any assignments due
	 • Session Notes – notes on the specific concepts or issues covered in the session

Workshop Preparation

Candidates are strongly urged to complete the required readings and prepare 
answers to the discussion questions prior to attending the workshop since most of 
the workshop sessions will include group discussions of the material. In addition, 
preparation for the social responsibility presentations must be completed the evening 
of Day 2, and presented to the entire group during Day 3.

Learning Activities 

Candidates will achieve learning in this workshop through the following activities:
	 • Readings
	 • Discussion question preparation
	 • Interactive lectures
	 • Facilitated discussions
	 • In-class presentations



	 • In-class case study
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Candidates are evaluated based on the submission of a written report, which is worth
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using strategy formulation and implementation to take advantage of opportunity and
mitigate risk at all levels of the organization including supply management. In an 
attempt to help the candidate internalize the material, certain exercises will focus on 
the candidate’s career plan using the methodology and tools presented in this seminar. 

About this Seminar

The first lesson is completed by self study in advance of attendance and is supported 
by a 5 question multiple choice quiz at the beginning of lesson 2. The pre seminar work
consists of reading and summarizing three articles and one set of brief lesson notes.
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Workshop Objectives

Upon completion of this workshop candidates should be able to:
	 1. Define “business ethics” and describe different perspectives on ethics.
	 2. Critique an organizational ethics statement.
	 3. �������Identify the various stakeholders with interests in ethical issues in the context of 

their organizations.
	 4. �Explain the relationship between business ethics and corporate social 

responsibility.
	 5. Discuss the rationale and potential benefits of sustainable supply chains.
	 6. Identify opportunities for their organizations to create a greener supply chain.
	 7. Calculate their carbon footprints.
	 8. Evaluate the potential of ISO 14000 for their organization and supply chain.
	 9. Know Canadian and provincial laws covering discrimination and harassment.
	 10. Evaluate their organizations’ policy on discrimination and harassment.
 

Workshop Duration and Organization

This is a three-day interactive workshop consisting of five topic areas, or sessions, plus 
a session on social responsibility presentations, and a final session  discussing the final 
report. Each session  
is organized as follows:
	 • �Agenda – an agenda for the session
	 • �What You Already Know – a brief statement linking information in the session to 

any previous sessions (or to the candidate’s experience)
	 • Overview – a brief description of the contents of the session
	 • �Objectives – a description of what candidates are expected to learn from the 

session
	 • Required Reading – reading assignments for the session
	 • Discussion Questions – questions to prepare for class discussion
	 • �Exercises or Assignments – instructions for preparing, and if required, 

submitting, any assignments due
	 • Session Notes – notes on the specific concepts or issues covered in the session

Workshop Preparation

Candidates are strongly urged to complete the required readings and prepare 
answers to the discussion questions prior to attending the workshop since most of 
the workshop sessions will include group discussions of the material. In addition, 
preparation for the social responsibility presentations must be completed the evening 
of Day 2, and presented to the entire group during Day 3.

Learning Activities 

Candidates will achieve learning in this workshop through the following activities:
	 • Readings
	 • Discussion question preparation
	 • Interactive lectures
	 • Facilitated discussions
	 • In-class presentations
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upon a description of an organization operating within an industry. The questions will
be based upon the key factors which must be considered when developing that
organization’s strategy.

Seminar Objectives

Upon completion of this seminar candidates should be able to:
	 • Define strategy.
	 • �List and describe the role of strategy relative to the organizational hierarchy 

and alignment through the hierarchy.
	 • Discuss two models used to describe business level strategy.
	 • �List and describe the steps within strategy formulation including situational 

analysis tools such as SWOT and Porter’s 5.
	 • �Identify the critical success factors of the implementation plan including 

financial budgeting.
	 • Describe supply management’s role within the strategic process.

Seminar Organization and Materials

This seminar consists of nine lessons. Lesson 1 is required reading and preparation
prior to attending the seminar. Lessons 2 through 9 are conducted during the two-day
seminar. Lesson 9 is for review, and for writing the final exam.
This seminar is comprised of the following materials:
	 1. Candidate Manual (this manual) which is the guide for the seminar
	 2. Handouts from the instructor (as required).
Each lesson of this manual will contain the following sections as required:
	 • Overview – a brief description of the contents of the lesson
	 • Objectives –what candidates are expected to learn from the lesson
	 • Required Reading – reading assignments for the lesson
	 • Discussion Questions – questions for preparation for class discussion,
	 • �Exercise Instructions – instructions for completing the exercise for the lesson (or 

the activity for the lesson)
	 • �Lesson Notes – notes on the specific concept or issue covered in the lesson as 

require�d

Learning ActivitieS

Candidates will achieve learning in this seminar through the following learning
activities:
	 • Interactive Lectures
	 • Facilitated group discussions and activities
	 • Individual assignments, tests and exam
	 • Readings
Candidates will be evaluated on individual performance using a multiple choice quiz,
and a multiple choice examination.

JUNE

NEGOTIATION SKILLS

June 17, 18 2010 + June 21, 22 2010  

FACILITATOR: Rick Reid

Introduction

Negotiation skills are an essential competency for any manager, and especially those 
responsible for supply chain management. This workshop provides you with a roadmap 
for leading or participating in successful negotiations.

WHO SHOULD ATTEND

All candidates of the new strategic supply chain management leadership program 
are required to take this workshop as a part of the three year course of study. Any 
candidates considering entering the new SSCMLP or  those C.P.P. holders who wish to 
gain strategic management knowledge in leadership should consider this workshop.

LEARNING OBJECTIVES AND OUTCOMES

You will focus on the entire negotiation process, and learn the activities and techniques 
to be used from the preparation stage to the actual face-to-face negotiations. 
Upon completion of this workshop candidates should be able to:
	 1. Understand and develop the primary negotiation skills.
	 2. �Develop your BATNA, and estimate your reservation point in preparation for 

negotiation.
	 3. �Apply tools for negotiation preparation— including self-assessment and 

assessment other of the party.
	 4. Apply the tools of distributive negotiation.
	 5. Apply the tools of integrative (“win-win”) negotiation.
	 6. �Identify obstacles to integrative negotiation in the buyer-supplier (supply chain) 

context.
	 7. �Describe the three broad dimensions of negotiation style, along with alternative 

styles or approaches under each dimension.
	 8. �Explain the complexity of multiparty negotiations, and apply strategies for 

effective negotiation in the multi-party context.
	 9. �Describe challenges and strategies for dealing with coalitions, agents, 

constituents and teams in negotiation.
	 10. Understand the importance of trust and relationships in negotiation.
	 11. Recognize and apply sources of power in negotiation.
	 12. Practice ethical negotiation practices—and recognize unethical practices.
	 13. Create a personal negotiation report.
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	 9. �Describe challenges and strategies for dealing with coalitions, agents, 

constituents and teams in negotiation.
	 10. Understand the importance of trust and relationships in negotiation.
	 11. Recognize and apply sources of power in negotiation.
	 12. Practice ethical negotiation practices—and recognize unethical practices.
	 13. Create a personal negotiation report.
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PROGRAM METHODOLOGY

Interactive activities, including negotiation simulations and role-playing exercises, 
feature prominently and allow opportunities for participants to fine-tune their own 
negotiating skills. 
This workshop is supported by selected chapters of Leigh Thompson’s The Mind and 
Heart of the Negotiator, third edition, along with several articles on negotiation in the 
supply chain context and several role simulations. Candidates will participate in a series 
of negotiation role simulations of increasing complexity; from a two-party, single issue 
situation to a multiple party, multiple issue negotiation.

PROGRAM CONTENT

It covers understanding the other negotiator, responding to power imbalances, as well 
as looking beyond the deal to building longer-term relationships.
	 • Preparing for Negotiations
		  - Objectives
		  - Intelligence gathering
		  - Adversarial vs. collaborative negotiations
		  - Content: economic and contractual
	 • Face-to-face Negotiations
		  - Who? Where? When?
		  - Strength of buyer’s and seller’s position 
		  - Listening 
		  - Techniques 
	 • The Negotiator 
		  - Personality 
		  - Emotion 
		  - Communication skills
	 • Negotiation: Relationships and Ethics
		  - Looking beyond the deal
		  - Information sharing
		  - Deceitful tactics
	 • The Negotiation Exercises



Cancellation Policy: Fifteen (15) days written notice is required if you cancel your registration. Late 
cancellations are subject to a $100 administration fee. There will be no refund if you cancel within 10 
days of the seminar start date. All seminar material must be returned in new condition to the Manitoba 
Institute of PMAC in the event of registration cancellation.
If you do not attend the seminar and neglect to inform our office, you are not eligible  for a fee reimbursement. 
Participant substitution is permitted, provided that the required member/non-member fee is submitted.
Program Leaders subject to change without notice.

Location: 
Winnipeg Winter Club
200 River Ave., Winnipeg, MB  R3L 0B2
Time: 8:30 AM to 4:30 PM (each day)

20102009

Fees for seminars/workshops for 2009-10
	 Seminars
		  2 day:
			   Member.......................................................................... $600.00 plus GST
			   Non-Member.................................................................. $725.00 plus GST
			   CPP holders................................................................... $400.00 plus GST
	 Workshops
		  2 day:	Member................................................................... $650.00 plus GST
				    Non-Member........................................................... $775.00 plus GST
		  3 day:	Member................................................................... $975.00 plus GST
				    Non-Member......................................................... $1095.00 plus GST
		  4 day:	Member................................................................. $1195.00 plus GST
				    Non-Member......................................................... $1300.00 plus GST
All fees include materials, refreshments and lunch.

Payment Policy:	 p Visa	  p Mastercard	 p American Express

Card No.		  _	      Expiry Date 	                  Signature

p Cheque or money order payable to Manitoba Institute of PMAC

Please complete and send with payment to:

Manitoba Institute of PMAC, 200 - 5 Donald Street, Winnipeg MB  R3L 2T4
Fax: (204) 233-1250 • E-mail: mbpmac@mts.net

Name:                                    Mipmac Member? Yes      No       Member # 

Company Name and Address: 

City:                                        Prov.:                        PC:

Telephone:                              Fax:                         E-mail: 

p Supplier Selection & Evaluation - (Sept. 25,2009) 	 p Contract Law and Administration (Jan. 21,22,2010)

p Competitive Bidding, Contract Prep and Contract Mgmt  (Oct.14,15, 2009)  

p Leadership & Professionalism (Nov. 18,19,2009) 	 p Accounting and Finance (Mar. 10,11,2010)

p Intern. business and Multicultural Skills (Nov. 23,24,2009)	 p Introduction to Marketing (Apr. 13,14,2010)	

p Business Communications (Nov. 26,27,2009) 	 p Ethical Behavior and Social Responsibility (May 6,7,8,2010)

p Introduction to Negotiations (Dec. 10,11,2009)	 p Introduction to Business Planning (May 10,11,2010)	

p Communication and Relational Skills (Dec. 17,18,19,2009) 	p Negotiation Skills (June 17,18,21,22,2010)

*** Payment Required Before Seminar Materials Released ***


