
www.govpro.com

Heroic Procurement 
Response 

COVID-19 and Energy

What Does It Mean 
to Be Green?

The official publication of NIGP: The Institute for Public Procurement

PLUS:

OCTOBER/NOVEMBER  2020www.govpro.com OCTOBER/NOVEMBER  2020

Your Pathway 
to Success

http://www.govpro.com


Digital Edition Copyright Notice

The content contained in this digital edition (“Digital Material”), as well as its  
selection and arrangement, is owned by Informa. and its affiliated  
companies, licensors, and suppliers, and is protected by their respective copyright, 
trademark and other proprietary rights.

Upon payment of the subscription price, if applicable, you are hereby authorized 
to view, download, copy, and print Digital Material solely for your own personal, 
non-commercial use, provided that by doing any of the foregoing, you  
acknowledge that (i) you do not and will not acquire any ownership rights of any 
kind in the Digital Material or any portion thereof, (ii) you must preserve all copyright 
and other proprietary notices included in any downloaded Digital Material, and (iii) 
you must comply in all respects with the use restrictions set forth below and in the 
Informa Privacy Policy and the Informa Terms of Use (the “Use Restrictions”), each 
of which is hereby incorporated by reference. Any use not in accordance with, and 
any failure to comply fully with, the Use Restrictions is expressly prohibited by law, 
and may result in severe civil and criminal penalties. Violators will be prosecuted 
to the maximum possible extent.

You may not modify, publish, license, transmit (including by way of email, facsimile 
or other electronic means), transfer, sell, reproduce (including by copying or  
posting on any network computer), create derivative works from, display, store, 
or in any way exploit, broadcast, disseminate or distribute, in any format or  
media of any kind, any of the Digital Material, in whole or in part, without the  
express prior written consent of Informa. To request content for commercial use or 
Informa’s approval of any other restricted activity described above, please contact 
the Reprints Department at (877) 652-5295. Without in any way limiting the  
foregoing, you may not use spiders, robots, data mining techniques or other  
automated techniques to catalog, download or otherwise reproduce, store or  
distribute any Digital Material.

NEITHER Informa NOR ANY THIRD PARTY CONTENT PROVIDER OR 
THEIR AGENTS SHALL BE LIABLE FOR ANY ACT, DIRECT OR INDIRECT,  
INCIDENTAL, SPECIAL OR CONSEQUENTIAL DAMAGES ARISING OUT 
OF THE USE OF OR ACCESS TO ANY DIGITAL MATERIAL, AND/OR ANY  
INFORMATION CONTAINED THEREIN.



View our portfolios to find the products  
you need at competitively sourced prices

PROTECT YOUR 

COMMUNITY…

PPE, Cleaning Supplies, Barriers, Thermal Scanners, Lab Supplies and Testing Kits

Cleaning  
Supplies

Masks Gloves  Sanitizers

WipesDisinfectants Paper Towels

NASPO ValuePoint Can Help

COVID-19 Testing 
Kits and Supplies

FOR MORE INFORMATION

naspovaluepoint.org/covid-19-resources

Thermometers & 
Body Scanners

Plexiglass
Barriers

Face
Shields

http://naspovaluepoint.org/covid-19-resources


ISSN 1078-0769
SUBSCRIPTIONS: Free subscriptions to Government 
Procurement (ISSN 1078-0769) are limited to public-sector 
purchasing professionals. Those qualified may apply by 
calling 847-763-9670 or visiting http://www.govpro.com. 
Subscriptions for others are available, subject to publisher’s 
acceptance, at these rates: U.S. and U.S. possessions, $39/1 
year, $59/2 years, $7/single copy; Canada, $49/1 year, $79/2 
years, $8/single copy; international, $59/1 year, $99/2 years, 
$10/single copy. Send subscription payment (by check or 
credit card) to Informa Media Customer Service, Government 
Procurement, PO Box 2100, Skokie, IL 60076-7800. For all 
customer service inquiries, call 847-763-9670; fax to 
847-763-9673; e-mail governmentprocurement@halldata.com; or 
visit: http://www.submag.com/sub/gp. Buy positive 

microfilm or microfiche copies of out-of-print issues from 
National Archive Publishing Co. (NAPC), 300 N. Zeeb Rd., 
PO Box 998, Ann Arbor, MI 48106-0998; 
phone: 734-302-6500 or 800-420-6272, ext. 6578.
LIST RENTALS: To rent circulation lists of Government 
Procurement, contact Justin Lyman, online marketing 
manager, 913-967-1377, justin.lyman@informa.com
COPYING: Permission is granted to users registered with the 
Copyright Clearance Center Inc. (CCC) to photocopy any article 
(except for those in which separate copyright ownership 
is indicated on the first page of the article), for a base 
fee of $1.25 per copy of the article plus 60 cents per 
page paid directly to CCC, 222 Rosewood Dr., Danvers, 
MA 01923. (Code No. 1078-0769/07 $1.25 + .60). 

REPRINTS: For customized article reprints, contact: 
Wright’s Media, phone: 877-652-5295; 
email: informa@wrightsmedia.com
PUBLISHED: Government Procurement, October/November 
2020, Vol. 28, No. 5, (ISSN 1078-0769) is published 5 times 
a year – Feb/Mar, Apr/May, June/July, Aug/Sept and Oct/
Nov by Informa Media Inc., 22701 W 68TH TER STE 100
SHAWNEE KS 66226-3583. Canadian GST 
#R126431964. Copyright© 2020 Informa
POSTMASTER: Send address changes to Government 
Procurement, PO Box 2100, Skokie, IL 60076-7800. 
Periodicals postage paid at Kansas City, MO., 
and additional mailing offices.
SALES OFFICES ARE LISTED ON PAGE 2.

CONTENTS

IN DEPTH

18 Your Pathway 
to Success
NIGP launched our Certi� ed 
Procurement Professional certi� cation 
in early 2020. The certi� cation is 
designed for mid to senior level 
procurement professionals and it 
opened the doors to thousands of 
public procurement professionals to 
continue their growth and development. 

PERSPECTIVES
 2 Procurement Ponderable: 

On Anxiety and Depression

HOT TOPICS
 4 Heroic: Massachusetts’ Procurement 

Response to the Pandemic Crisis

 8 COVID-19 and Energy: The Critical 
Need for Expert Advice

 11 Procurement’s Value: A Call to Action

 14 What Does It Mean to Be Green? 

 16 What Tune Will You Play?

BACK PAGE
 26 Darin Matthews: The Issues of POs

OCTOBER/NOVEMBER 2020
VOLUME 28, NO. 5

CONTENTS

IN DEPTH

Your Pathway 
to Success
Your Pathway 
to Success
Your Pathway 

NIGP launched our Certi� ed 
Procurement Professional certi� cation 
in early 2020. The certi� cation is 
designed for mid to senior level 
procurement professionals and it 
opened the doors to thousands of 

OCTOBER/NOVEMBER 2020

http://www.govpro.com
http://www.submag.com/sub/gp
mailto:justin.lyman@informa.com
mailto:informa@wrightsmedia.com
mailto:governmentprocurement@halldata.com


2 | OCTOBER/NOVEMBER 2020

PERSPECTIVES [editor’s note]

6190 Powers Ferry Road NW, 
Suite 320, Atlanta, GA 30339
Phone: 770-618-0112
FAX: 913-514-3887
www.americancityandcounty.com/
government-procurement

EDITORIAL STAFF
Bill Wolpin • Editorial Director 
bill.wolpin@informa.com
Derek Prall • Contributing Editor
derek.prall@informa.com
Jason Axelrod • Contributing Editor 
jason.axelrod@informa.com
Denise Walde • Production Manager
denise.walde@informa.com
Desiree Torres • Audience 
Marketing Director
desiree.torres@informa.com
Wes Clark • Art Director 
wesley.clark@informa.com

2411 Dulles Corner Park, Suite 350
Herndon, VA 20171
Phone: 703-736-8900
Fax: 703-736-2818

Cathie Patin • Marketing 
Communications Manager
cpatin@nigp.org

EDITORIAL ADVISORY BOARD
Debbie Field, CPPO, VCO
Virginia Department of 
General Services 
Yolanda C. Jones, C.P.M., APP
Clark County, Nev.
Jay T. McCleary, CPPB
City of Red Wing, Minn.

GROUP OFFICER
Paul Caplan
General Manager
paul.caplan@informa.com

ADVERTISING SALES
Tim Clary • Sales Manager 
tim.clary@informa.com
Matt Welty • Sales Manager 
matt.welty@Informa.com

A Informa® Publication

PERSPECTIVES [ponderable]

On Anxiety and Depression

Stephen B. Gordon, PhD, FNIGP, CPPO

Th e webinar that Norma Hall, Darin Matthews, and I presented in 

September 2020 on “Dealing with Anxiety and Depression” was among 

the most meaningful learning events each of us has facilitated during 

our careers.  And, the three of us have facilitated a lot of seminars, 

conference sessions, and webinars. Th e completed evaluation forms 

indicated the webinar also was helpful to those of you who attended. 

Th e results of the evaluation and the fact that more than 440 of you 

showed up for the event speak loudly of the relevance of the topic. 

Here are the evaluation survey results for the question, “Based 

on this presentation, how confi dent are you in your skills and 

abilities to be able to” do fi ve things that were listed.

> Nearly 99 percent of the attendees said they felt “confi dent” they could 

“explain why it is essential to recognize that frequently-occurring anxiety 

and severe and prolonged depression must be taken seriously.”

> Between 97 percent and 98 percent indicated they were 

“confi dent” (80 percent) or “somewhat confi dent” (17.5 

percent) discussing “how frequently-occurring anxiety and 

severe and prolonged depression can manifest themselves.”

> Close to 99 percent reported they felt “confi dent” (77.5 percent) 

or “somewhat confi dent” (21.25 percent) they could “identify 

where individuals who struggle with frequently-occurring anxiety 

and prolonged depression can obtain assistance and support.”

> Barely short of 99 percent said they were comfortable (75 percent) 

or “somewhat comfortable” (23.75 percent) they could “apply what 

[was] learned in this webinar to help [themselves] and others.” 

> Even closer to 99 percent said they were “confi dent” (70.51 

percent) or “somewhat confi dent” (28.21 percent) 

Talking openly about our own personal experiences in dealing with 

anxiety and depression was not easy for Darin, Norma, or me; but we hope 

it served several purposes. One of those purposes was to demonstrate that 

anyone can experience anxiety and depression, either directly or indirectly. 

Another was to show the attendees how essential it is for them to reach 

out for support should they fi nd themselves struggling with anxiety and 

depression, and to encourage others who are struggling with those disorders.  

If you were not able to attend the webinar, you can listen to a recording 

of it on the NIGP website. If, aft er having attending the webinar live or 

recorded, you believe this topic would be a good focus for a chapter or other 

organization to which you belong, consider assembling your own panel of 

members to discuss their experiences dealing with anxiety and depression. 

 STEPHEN B. Gordon, PhD, FNIGP, CPPO, is a longtime veteran of 

the public procurement arena. His primary focus in retirement is on 

helping those who struggle with loneliness, anxiety, and depression.
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HEROIC: MASSACHUSETTS’ PROCUREMENT 
RESPONSE TO THE PANDEMIC CRISIS
By David Yarkin

e all know the gruesome numbers that detail 
the coronavirus’ devastating impact on the 

United States. As of late October, 220,000 Americans 
had died and more than 8 million had been infected by 
the disease. The numbers – and the individual stories 
behind them – are heartbreaking. Those numbers 
would have been even worse if it were not for two sets 
of heroes.  The doctors and nurses treating COVID 
patients get tremendous and well-earned credit for 
their bravery, putting their lives on the line to save 
the lives of strangers. But standing right behind 
those medical workers was a much less heralded, but 
equally impactful set of heroes who did extraordinary 
things during the pandemic: the public procurement 
professionals in federal, state and local government.   

I had the good fortune to sit down (via Zoom) with 
Gary Lambert, Assistant Secretary for Operational 
Services and the top procurement official from 
the Commonwealth of Massachusetts.  His story 
is like the dozens I have heard since March where 
procurement officials showed incredible ingenuity, 
creativity, dedication, and teamwork to save the 
lives of frontline workers in health care facilities. 

There was little that Lambert had not seen in 
state government. His career working for the 
Commonwealth began in the early 1980s. After a 
series of promotions, he ran procurement operations 
in the Operational Services Division (OSD) from 
1991 to 1999. After a dozen years consulting with 
governments for a major technology company, he 

W
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returned to government service at OSD in 2011 
where he has served as state CPO ever since. The 
understanding about state government and the 
relationships he built in decades of service would figure 
prominently in Lambert’s and OSD’s success story.

COVID-19 announced itself in Massachusetts 
in a serious way with the Biogen conference held 
in Boston in late February. Perhaps the first super 
spreader event in the US, the gathering made 
national news as nearly 100 attendees became sick. 
By mid-March, as state employees began working 
remotely and people began being isolated, Lambert 
recalled that, “given the speed of all of this, we knew 
we had some issues to deal with pretty quickly.”

It was apparent from day one that significant 
supplies of personal protective equipment (PPE) 
would be required to keep medical workers safe. 
It was also clear early on that this would be the 
procurement challenge of a lifetime for Lambert, OSD 
and government buyers across the world. “You could 
see it when you were doing the initial orders. Things 
weren’t coming in 24 or 48 hours like they normally 
were,” said Lambert. The supply chains of Fortune 100 
companies that supplied the Commonwealth were 
breaking. They were unable to deliver the lifesaving 
gowns, masks and gloves. “You start coupling that 
with demand and say, ‘How are we going to deal with 
this? Where are we going to find this stuff’” if major 
distributors themselves were unable to acquire it.

While traditional suppliers were unable to 
provide PPE, new suppliers were coming out of the 
woodwork. “The flood gates opened up,” said Lambert. 
“Anybody and everybody who thought that they 
had PPE was knocking on your door, sending you 
an email, reaching out through various channels,” 
trying to sell PPE to the state. Years of working in 
government procurement taught buyers to set up 
contracts through a formal, competitive process, 
to look for the lowest cost solutions and to only pay 
after delivery. But with lives on the line and the clock 
ticking, Lambert had to re-write the playbook.

“One of the things we did almost immediately is 
we said we are going to have to change the way we are 
going to do this buying. The conditions are so different. 
So, we notified everyone that we were doing that. And 
we set up a three-tier structure.” The first was statewide 
contract holders who sold medical supplies. If these 
providers did not have PPE available, the second tier 
was statewide suppliers on non-medical contracts. 
And like most governments this year, OSD relied on 
a third tier of suppliers who held no state contract at 
all, but who buyers felt could provide the state with 
quality products in a reasonable amount of time. With 
the third tier, OSD set up simple contracts through 
purchase orders and bought as much as they could.  

Eventually, Lambert and his colleagues recognized 
that to meet the seemingly unending demands for 
PPE they would have to turn to China. Leaders 
from all walks of life across the state stepped 
forward to help. Executives from companies like 
Bain Capital and others made introductions to 
business executives in Asia. The state’s congressional 
delegation facilitated discussions. The governor 
engaged with the Chinese consulate. Every stone 
that could be turned over was turned over to 
gain entry to China’s manufacturing market.

The Commonwealth assembled a team of supply 
chain, manufacturing, logistics and legal executives 
on the ground in China. OSD secured the services 
of an aggregator who had the right licenses to export 
medical products, helped them identify where the 
products were, secured the products and got them 
onto trucks waiting outside the factories. But getting 
the PPE onto trucks was only half the battle.

“Another new business for us quickly came to 
the fore, which was how do you actually rent cargo 
planes? And how do you get the logistics services 
that you need to get it from the factory to the 
airport, through customs, onto the plane to get to 
the United States,” Lambert asked rhetorically.

Governments learned that speed would be the most 
important attribute in sourcing PPE. “The aggregator 
might identify that there are 4 million masks at this 
factory [which is a] 20-hour drive away from Shanghai 
airport. But unless you got there in time to buy those 4 
million masks, they were gone and then the quest was 
on to find them somewhere else. You had to be really 
fast. You had to be really nimble.” The team convened 
a nightly 8:00 pm ET call with the aggregator, trucking 
firm, cargo plane operator and lawyer to make sure 
nothing slipped through the cracks and to respond 
quickly to any changes on the ground. The pressure 
was intense. “We had to move fast because we were 
going to lose stuff if we didn’t secure it. And even 
if we did secure it, you couldn’t really just leave it 
sitting around because you really needed it back here.” 
Compounding the time pressure, Chinese airports 
were getting backed up with so many planes that 
each aircraft could only stay for a short period of 
time before it was forced to leave the airport. Empty 
planes whose customers didn’t fill them with cargo 
fast returned to their home countries with nothing.

Against all these pressures and challenges, the team 
at OSD succeeded by any measure. “In the course 
of basically eight weeks, we went from wondering 
how we were going to get stuff to actually flying 
in six and a half flights, which totaled just under 8 
million pieces of PPE… It was just phenomenal that 
we were able to get all of the right pieces in place 
to get all of that done so quickly,” Lambert said.

https://govpro.com
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While COVID-19 was the worst crisis that any 
of us have ever lived through, public health o�  cials 
warn that other pandemics could arise in coming 
years. What were the key lessons learned that were 
vital to Massachusetts’ success in Lambert’s opinion:
> In a crisis, procurement should not 

just be a contracting function, but also 
a purchasing organization, placing 
orders for those on the front lines

> Create a multi-disciplinary team so procurement 
has experts it can rely on for information and 
a group of agency leaders who can assist with 
the non-procurement elements of a response

> Build some expertise on your team about 
“how the commercial world works”

> Establish contracts and relationships before 
a crisis with aggregators in Asia or Europe 
who can assist in securing products from 
markets your team does not know as well
But perhaps the most important lesson that 

a purchasing professional can learn from the 
Massachusetts experience is that leadership is about 
celebrating your teammates’ successes rather than 
your own. As our nearly hourlong conversation came 
to an end, Lambert praised his colleagues for their 
central role in the e� ort. “It was heartwarming to 

see how so many people stepped up and really put 
in a ton of extra e� ort and energy. And not only 
that, the passion behind it, both in OSD, in the 
Emergency Management Agency, command center, 
governor’s o�  ce to make it work. � ese are people 
who just said, ‘What do you need? How can I help?’ 
And that was what really made this work. I happen 
to be one of the people in the middle of it, but it was 
really the group,” Lambert humbly concluded.

David Yarkin is the former Chief Procurement 
O�  cer of the Commonwealth of Pennsylvania and 
a nationally recognized expert on procurement 
innovation in the public sector.  David is the CEO of 
Procurated, a supplier ratings and review platform 
for government and the President of Government 
Sourcing Solutions, a supply chain consulting � rm 
that has worked with 34 states and many large 
municipalities since its founding 15 years ago.

DAVID YARKIN, the former chief procurement 
of� cer of Pennsylvania, is the President of Government 
Sourcing Solutions, a consulting � rm that works with 
34 states and most large cities, counties and schools, 
helping them save money through cooperative 
contracts. Email David at dyarkin@govsourcing.com.
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hen the history books are written, the 
storyline for the chapter on 2020 will be the 

Great Pandemic and the effects of COVID-19 on the 
economy, lives, and society in general. A key aspect 
of this impact on our lives has to do with usage, 
supply, and cost of energy. While energy usage went 
down among businesses, it rose at home as more 
employees began working remotely. This lowered 
commercial demand for energy led to a supply/
demand imbalance that lowered energy prices.

All of these factors combined to create 
challenges for procurement professionals in 
managing their organizations’ energy needs 
while procuring energy supply in a manner that 
doesn’t lead to potential fees and penalties. 

Many organizations have been able to take 
advantage of lower energy prices to secure savings 
and stabilize budgets now and in the future. The 
key to preparation lies in understanding the energy 
markets. Because of the increasing complexity in our 

W
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COVID-19 AND ENERGY: THE CRITICAL 
NEED FOR EXPERT ADVICE 
By Bob Wooten
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global situation, more and more entities have turned 
to expert energy help to assist in this undertaking.

When engaging a quality energy advisor, 
there are several critical areas to evaluate:

 > Experience
 > Wholesale Market Expertise
 > Strategic Approach
 > Independence

THE VALUE OF EXPERIENCE
How many times, as a procurement professional, 

have you heard vendors pitching their goods/
services (regardless of the industry or the 
commodity) claim they are “experienced”? 

When considering experience, it is not just 
the number of years in the industry (quantity), 
but it is the quality of those years. Tenure in 
the industry is certainly important, but your 
decision should never be as simple as hiring 
the guy with more years of experience. 

 > A more accurate summary of experience 
would include a whole host of items in addition 
to how long it’s been a viable company:

 > Company background: what are the major 
milestones and accomplishments?

 >  Organizational structure: how will the 
business operations support our needs?

 > Management team: does solid leadership 
drive the company forward?

 > Uniqueness/strengths: why should we 
choose them over the competition?

 > Geographic reach: can they address 
issues for all of our locations?

 > Client numbers, load managed, client types, 
references, case studies: do they employ best 
practices, and can they handle our needs?

 > Number of vetted suppliers: do they work with 
all the major suppliers in the marketplace?

 > Client retention/satisfaction: does this business have 
a track record of success with customer support?

 > Financials: can this company prove their 
fiscal strength and endurance?

 > Results, awards: what is the tangible evidence 
of this company’s “experience?”

When you are evaluating an advisory firm’s 
experience, don’t just ask, “How many years?” As we’ve 
illustrated, there is much more at play. The goal is to 
choose an advisor who can truly strategize and create 
a customized solution that will bring value to you, the 
client, for years to come. In discussing energy policy 
and how the markets may affect budgets, your truly 
“experienced” advisor will become a trusted team 
member on whom your organization will come to rely.

WHOLESALE MARKET INTELLIGENCE
When it comes to procuring energy, it is all 

about incorporating “wholesale market knowledge” 
into the process that leads to significant budget 
savings. The cost you pay as a consumer is directly 
related to the price your retail supplier pays for 
this energy in the wholesale market. As with any 
other commodity or product that falls under your 
jurisdiction as a procurement specialist, if you 
understand what that wholesale number is and 
why the price is set where it is, you will be much 
better prepared to negotiate the right price.

When selecting an energy advisor, you want to 
partner with one who has first-hand knowledge of 
the wholesale market. This intimate intelligence 
helps you see the “color” of the market: You’ll 
find out not just what the numbers are, but who is 
transacting and – perhaps most importantly – why 
they are making their moves. As a consumer, you 
can then better understand if the wholesale prices 
are moving up or down, short-term or long-term. 
Translated properly, this puts you in a stronger 
position to find those dips in the market that allow 
you to secure low rates over a longer period of time. 

If you incorporate this concept into your evaluation 
and selection process when engaging an energy 
advisor, you will definitely be on the right track. 

TAKING A STRATEGIC APPROACH 
TO RISK MANAGEMENT

A strategic or “advisory” approach looks at a host 
of issues to bring multiple solutions and opportunities 
to the table – many of which the client was not 
previously aware existed. These additional solutions 
are based on the advisor’s in-depth understanding 
of the client. An effective advisor will take the 
time to get to know your organization’s future 
energy usage patterns, risk tolerance, exposure 
to the markets where you operate, and other 
services that intersect with the supply of energy. 

The strategic approach is, at heart, a holistic 
solution. The advisor takes into account a number of 
factors affecting an organization and its particular 
energy management situation, including:

 > Procurement of energy in deregulated markets

The strategic 
approach is, at 
heart, a holistic 
solution. 

https://govpro.com


10 | OCTOBER/NOVEMBER 2020

> Optimal tari�  supply in regulated markets
> Organizational risk tolerance 

(aggressive vs. risk-averse)
> Optimization of load pro� le
> Exposure to peak-demand-based utility charges
> Management of energy usage data and spend
> Revenue opportunities from energy 

curtailment programs
> Organizational challenges to utility 

bill processing and payment
> Internal/external sustainability goals

� is is by no means an exhaustive list, but it 
provides a glimpse of all the various elements 
that a knowledgeable energy advisor will 
understand and the bare minimum of what 
they must consider when creating a strategic 
approach to meeting the client’s needs. 

� e true role of an advisor is to broaden your 
understanding of the solutions available and how 
these could � t into your organization’s energy 
procurement goals. � e energy landscape continues 
to change very rapidly. Procuring and managing the 
energy needs of an organization requires a proactive 
strategic approach to cover all the bases and reveal 

any new opportunities that further address the 
ongoing or future needs of the organization. 

INDEPENDENCE IS KEY
When engaging an energy advisor, it is crucial 

that the advisor solely represents you and your 
goals – as opposed to the goals of some third-party 
a�  liated supplier or vendor. Independence is only 
truly achieved when the energy advisor is not part of 
a larger energy e�  ciency company and is not directly 
a�  liated with any particular electricity or natural 
gas suppliers. When you hire an energy advisor, it is 
for the express purpose of helping your organization 
attain the best energy policy to achieve your goals. 

A con� ict of interest arises when the focus shi� s 
from bene� tting the client to bene� tting the advisor. 
� is can be the case when working with an advisor 
who is not independent by virtue of either a�  liation 
or ownership by an energy e�  ciency or equipment 
company. When an advisor is both trying to sell 
you energy-related equipment and help procure 
energy, both these functions can be at odds when 
calculating return-on-investment (the ROI is much 
more attractive if your energy rates are higher). 

When choosing an energy advisor, be sure 
to investigate their a�  liations – and steer clear 
of any that could be questionable. You’ll create 
a more unbiased and transparent relationship 
when you fully trust that your advisor is focused 
on managing your procurement needs.

A TRUE ADVOCATE FOR THE CLIENT
You want an energy advisor who sits on your side 

of the table and evaluates all options in a transparent 
manner, with your goals in mind. � is leads to a 
valuable long-term relationship with a trusted partner 
who will guide you through an energy procurement 
process that best suits your organization – which is 
the ultimate goal of managing your energy needs.

BOB WOOTEN, C.P.M., CEP, is Director of 
National Accounts for Tradition Energy, and has over 
20 years of experience managing commercial, industrial 
and governmental procurement programs for a wide 
variety of clients. Bob holds professional certi� cations 
from the Association of Energy Engineers and the 
Institute for Supply Management, as well as a B.A. 
from Texas A&M University, and a Master’s Degree in 
Public Administration from the University of Houston.
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oday’s public sector agencies are facing fiscal 
constraints unlike anything experienced in 

decades. As a result, agencies are taking a hard look 
at how taxpayer-generated funds are allocated across 
the organization and examining the value derived 
from every unit. The current economic reality is a call 
to action to demonstrate the value of procurement.

Agencies at all levels, from large federal agencies 
to small local governments, are bracing for tough 
times. Some are projecting that it could be many 
months or even years before current economic 
conditions turnaround; most agree that some 
degree of fiscal belt tightening will be necessary.

As in past economic downturns, agencies are 
exploring expenditure freezes, budget cuts and 
personnel reductions to address shortfalls. Some 
are utilizing zero-based or program budgeting that 
closely scrutinize how funds are allocated throughout 
the organization. Regardless of the means, there 
appears to be a common theme –agencies are asking 
hard questions about the return on investment 
organizational units provide for funds allocated. 

The projected shortfalls and no-stone-left-
unturned budgeting practices being explored at 
some agencies may result in employees who fear 
their jobs will be affected. Some procurement 
employees share these concerns, others do not. 
What separates those procurement employees 
that are concerned from those that are not? 

However, there is a factor that seems to separate 
those who are concerned for their jobs from those 
that are not. During the last economic downturn, 
a poll found that procurement employees that 
were not concerned about economic conditions 
affecting their jobs believed in the value that 
procurement delivered to their organizations. In 
fact, some of those polled welcomed the opportunity 
to demonstrate the value of procurement. 

The value of procurement is subjective and varies 
from organization to organization. One exception 
may be the universal notion that procurement 
adds value through its contribution to the bottom 
line, which helps assure the responsible use of 
taxpayer-generated resources. However, while 
important, procurement’s value proposition 
goes far beyond bottom line considerations.

Procurement adds value through awarding private 
sector contracts, creating jobs and fueling the 
economy. Procurement also adds value by addressing 
constituent demands to consider the impact of spend 
decisions on other considerations, such as small and 
minority contractors, to help strengthen communities, 

or on the environment, to safeguard natural resources.
Through ethics and transparency, procurement 

adds value by promoting trust for the agency, which 
some believe is the currency of the public sector. 
Rather than yielding financial returns, the public 
sector is measured in degrees of trust, primarily 
as perceived by constituents, and procurement’s 
role as a trust builder is immeasurable.   

However, there has been no time in recent history 
that has demonstrated the value of procurement 
more than current COVID-19 pandemic national 
emergency. In response to the pandemic, procurement 
teams across the country have stepped up to to 
navigate “the wild, wild west” of personal protective 
equipment (PPE), as described by California Governor 
Newsom, and to secure the supplies so desperately 
needed to protect health care, public safety and 
government employees, as well as the general public. 
Procurement teams have stepped up in other ways too.

In Maine, state procurement, amid significant 
supply and pricing challenges, has brought private 
and public sectors together to secure more than 1 
million N95 masks for front line employees. At the 
University of Colorado – Boulder, the procurement 
team leveraged technology to create a simple online 
way for the university community to get the personal 
protective equipment it needed. In Miami Beach, 
the procurement team has been busy working with 
departments and suppliers, leveraging relationships 
and negotiation skills, to rebid or renegotiate 
standing agreements, reporting nearly $700,000 in 
savings to date. These accounts are just a few of the 
many ways in which procurement has been adding 
value during this time of national emergency. 

The current economic reality is challenging every 
organizational unit to yield the highest degree of value 
possible for the taxpayer-generated resources with 
which it has been entrusted. As with prior emergencies 
and economic downturns, procurement professionals 
have stepped up and declared, “Challenge accepted!”

It is now incumbent upon every leader in the field 
to define the value of procurement for his or her 
agency. Now, more than ever, is the time to heed 
the call to action to demonstrate that procurement’s 
value proposition is indeed impactful. In doing so, 
procurement leaders and the teams they lead can be 
confident that they are delivering maximum value 
and exceeding the return on investment demanded 
by their agencies and the tax-paying public. 

ALEX DENIS is Director, Procurement 
Department at the City of Miami Beach, Fla.

T

PROCUREMENT’S VALUE: A CALL TO ACTION
By Alex Denis, EdD, CPPO
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HOTTOPICS [green]

OVID-19 may have derailed many public sector 
projects and forced leaders to reprioritize 

goals for the 2021 fiscal year, but it didn’t tamp 
sustainability ambitions. In fact, many agencies 
may be placing an even greater emphasis on the 
procurement of green goods and services as they 
strive to reduce the impact of their programs and 
services on both the planet and public health. 

The challenge, of course, is finding a way to 
achieve green buying goals within the confines of 
the current fiscal environment. Sustainable products 
and services tend to have a higher price tag due to the 
materials, equipment and labor required to carefully 
manufacture, transport and implement a higher-
quality solution. But that doesn’t mean that you 
can’t maintain – and even expand – your sustainable 
procurement practices in the middle of a pandemic and 
amidst budget cuts. You just need to do three things to 
make the more responsible choices more cost effective:

 > Clearly categorize products and services 
certified as greens options

 > Configure policies, processes and procedures 
to cultivate a sustainable purchasing culture 

 > Chronicle both successes and challenges

STEP ONE: KEEP SUSTAINABLE OPTIONS 
FROM GETTING BURIED

Even before the COVID-19 outbreak began, 
procurement teams were understaffed and 
overwhelmed. They had to source supplies and 
services as quickly as possible, and figuring out 
which products were “green” was like searching 
for a needle in a haystack. To be honest, this issue 
still exists within many agencies today, with the 
need for speed growing exponentially due to 
COVID-19’s additional procurement burden.

If your state or local government wants to meet 
its green purchasing goals, it has to make it as easy 
as possible for buyers to find the environmentally-
preferred products available on pre-negotiated 
contracts and approved catalogs. One of the easiest 
ways to do that is by tagging products that have 
been verified by either your team or a third party 
as meeting your agency’s green criteria. This is 
where a universal commodities classification 
system such as the NIGP Code becomes very 
valuable. Many ERP and financial systems don’t 
support green delineations, and the NIGP Code’s 
framework is specifically designed to classify 

C

What Does It Mean 
to Be Green? 
AND HOW CAN YOU BE SURE YOU’RE CHOOSING 
SUSTAINABLE GOODS AND SERVICES?

By Jean Clark 
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vendors, products and spend data from a categorical 
perspective. That’s actually why it became the first 
classification taxonomy to be used by the public 
sector for green spend tracking over a decade ago.

By setting up a “green” coding structure, you 
make it easy for the procurement team to find 
sustainable products and services in a quick sort or 
filter function. The search becomes even easier if 
all shoppable catalogs and catalogs are aggregated 
into a single e-commerce type marketplace solution 
that clearly articulates the business rules for 
sustainable purchasing to buyers, enables them to 
see all options on one screen and features green 
products at the top as recommended selections.

When determining the best coding structure for 
your green goals, remember that it may be most 
beneficial to create both green certified classes and 
class-items to reflect certified products. This allows 
for clear delineation of green versus non-green 
products and services. Five-digit codes beneath 
that class would reflect the same structure as the 
original, noncertified products and services. 

Of course, there are other options beyond the 
NIGP Code, such as the creation of an XML-based 
“green” attributes tag, which would allow you to 
use your existing NIGP Codes as is. However, few 
systems support this, and looking at the commodity 
code and base description, there would be no 
differentiation between regular and green-certified 
products. You could also create a code suffix to denote 
green certified products. But for systems that use a 
numeric commodity-code numbering schema, the 
introduction of an alpha character would not be 
supported without modifications to the systems. 

Ultimately, it will be up to you to define what 
standards are acceptable and what certification 
entities are recognized by your agency – as 
certification standards, entities and processes 
are a moving target from entity to entity. 

Your codes are compatible and applicable across 
all information systems involved in the procure-
to-pay process and scalable to support future 
growth of your sustainable purchasing program 
and ongoing catalog/contract diversification.

Whatever approach you take to tag green products 
doesn’t become disruptive to existing classification 
system implementations or your processes. 

All eligible vendor offerings are in fact 
coded – and coded properly. That  may take a 
little work up front, but the resulting time and 
money saved will be exponentially greater.

STEP TWO: ADAPT PROCESSES AND POLICIES TO 
SUPPORT MORE RESPONSIBLE PURCHASING 

Categorizing and coding green products is like 
planting a seed in the garden for your sustainable 
purchasing program. It may grow on its own, but 

it would be better supported by the right mix of 
water, sun and soil nutrients – or, in this case, the 
right mix of policies, processes and procedures. 

Whether you’re just now establishing green 
procurement goals or have a more mature program 
in place, it’s critical to stop and assess your progress 
and evolving needs in the context of today’s climate:

 > What is a green product by our definition? 
 > How will we “certify” goods and services as green? 
Is there a specific validation process we will manage? 
Or will we rely on third-party organizations’ ratings? 

 > What types of terms and conditions do we 
need in our contracts to ensure vendors 
fully comply with our green criteria? 

 > What types of policies should be implemented 
at the state and/or local level to encourage 
agency prioritization of environmentally-
preferred products and services? 

 > How will we sift through all of the 
information in our historical records to 
benchmark green purchasing practices? 

 > What is it going to take to achieve our green 
goals in a cost-effective manner? What types 
of goods and services do we need to source? 
Once these insights are gathered, you will be better 

equipped to develop policies, re-engineer processes 
and refine workflows so that it becomes easy and 
natural to execute a sustainable purchasing program. 
It’s critical to empower buyers to work with green 
certified vendors as much as possible. This type of 
discovery may also help you understand how best to 
incentivize customers so that they commit to more 
sustainable purchase requests. Like anything new or 
unfamiliar, change management is going to be in order. 

If you need help with any of these policy, process, 
procedure and training actions, I recommend 
that you tap into the expertise and bandwidth of 
NIGP Consultants. They have years of experience 
developing, implementing and refining green 
purchasing programs for the public sector.

SEE HOW THE NEEDLE MOVES
Of course, like any specialized purchasing program, 

you need to closely assess impact and amend workflows 
and policies as needed. If you’re leveraging the NIGP 
Code to categorize spend, then you will be able to track 
progress toward your goal via regular procurement 
reports and audits within your eProcurement 
system. Sustainable purchases can be monitored in 
the scope of all spend or within a more focused lens 
on specific classes of green products and services.

JEAN CLARK, FNIGP, CPPO, C.P.M, CPM 
is President of NIGP Code and Consulting 
Services at Periscope Holdings, Inc. She is 
an NIGP Past President and former State of 
Arizona Procurement Administrator.

http://govpro.com
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HOTTOPICS [future]

n music, there is a compositional structure 
called the sonata allegro form. A theme, or 

melody, is introduced, it goes through a development 
of different keys, the scales around which the music 
revolves, and re-emerges, always changed having 
gone through its journey. What does that look like 
for Procurement? For several years, Procurement has 
had to do more with less. To an already complicated 
“tune” came the pandemic, protests over racial 

injustice, a conga line of hurricanes, a burning west 
coast, and other upheaval. The “development” of 
this song seems only to become more layered and 
intertwined. On one hand, it’s difficult to process 
and reflect when one is in the midst of a crisis. 
On the other, there is no guarantee that we will 
emerge to clearer times. While submerged in these 
maelstroms, what are we learning and how can we 
incorporate our insights to do procurement better?

I

WHAT TUNE WILL YOU PLAY? 
By Pamela Cotham and Lisa Frank
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Procurement may be realized in new ways, but 
public procurement activities are still based on our 
pillars of public service, public trust, and justice. 
Our “why” remains the same. These pillars are 
verbalized through our values and guiding principles 
of accountability, ethics, impartiality, professionalism, 
service, and transparency. They are now incorporated 
into NIGP’s Pathways curriculum in courses such 
as Mission & Public Benefit; Ethics, Integrity & 
Transparency; Social responsibility; Transformation 
and Vision Creation; Driving Change, Innovation & 
Agility; Communication Strategies; Problem Solving 
& Critical Thinking; and Relationship Management.

What has changed and expanded is our perspective, 
resilience, and resourcefulness. Procurement 
resilience and resourcefulness were covered in the 
August-September article. But what of our expanded 
awareness? According to a July 15, 2020, Washington 
Post article, “When the pandemic struck in mid-
March, American companies cut back sharply on 
hiring for jobs related to diversity and inclusion…” 
Two months later, following protests in response 
and in reaction to the murder of George Floyd, 
“Diversity & Inclusion postings rose 50 percent in 
June on Glassdoor, the largest percentage increase 
over a four-week period since January 2016…”

In 2012, Knoxville’s previous administrator, Mayor 
Rogero, challenged the Purchasing Department to 
be more inclusive in its outreach to diverse suppliers. 
The City also adopted a 3-pronged approach to 
equity and inclusion, which is being continued by 
current Mayor Kincannon, and established an equity 
committee composed of upper management and 
frontline staff to discuss diversity and inclusion. 
The Committee is working towards implementing 
systemic change within the city to improve the 
environment for employees and their supplier 
network. The city’s three-pronged approach includes: 

 > Departments being intentional with 
recruitment to create a diverse workforce.

 > Human Resources being intentional in 
creating programs that make all employees 
feel comfortable and valued.

 > Stakeholders being intentional to 
increase supplier diversity.
In 2016, the city intensified its contracting efforts by 

adding Assistant Purchasing Agent Pamela Cotham 
to the Small Business and Diversity Outreach Office. 
Intentionally is key. In her position, Cotham builds 

relationships with diverse business enterprises. 
She works internally with client departments, 
responding to their needs, e.g., requests for PPE, by 
providing supplier names and contact information 
from her database of minority- and women-owned 
businesses. Cotham also works externally to expand 
the database, reaching out to the State of Tennessee, 
Utility Board, Housing Authority, and others for 
referrals to minority- and women-owned suppliers.

In 2018, the City of Knoxville, in conjunction with 
East Tennessee Purchasing Association (ETPA), an 
NIGP chapter, and eight member agencies formed 
the ETPA Diversity Business Alliance. This alliance 
consists of The University of Tennessee, Knoxville 
Utilities Board, Knoxville’s Community Development 
Corporation, the Public Building Authority, Knox 
County Government, Metropolitan Knoxville 
Airport Authority, and the City of Knoxville, and 
meets monthly to network, collaborate, and share 
information with the goal of engaging diverse suppliers 
in the procurement process. This collaboration resulted 
in the creation of the Diversity Business Expo in March 
2019. The expo targeted minority-owned, woman-
owned, and small businesses, and invited each agency’s 
procurement card holders, requisitions, warehouse 
inventory clerks, and decision makers (rather than 
procurement officers) to work the booths to facilitate 
them meeting face-to-face with new diverse suppliers. 

We may eventually emerge from these crises or 
we may be called upon to continue functioning even 
as we are battered by ever-mounting challenges. 
As we move forward, we have an opportunity to be 
intentional, to compose a more resonant song. The 
City of Knoxville has seen minority-owned business 
spend increased from $1.9 Million or 3.05% in FY 
12 to $4.3 Million or 5.71% in FY 20, and from $4.4 
million or 7.03% in woman-owned business spend 
in FY 12 to $7.5 million or 9.84% in FY 20. While 
these results are encouraging, the City plans to 
expand its outreach to diverse suppliers in the hope 
that it will continue to increase their participation.

What is your entity doing structurally 
and systemically to increase participation 
by diverse suppliers? 

PAMELA COTHAM works in the Small Business 
and Diversity Outreach Office in the City of Knoxville, 
and Lisa Frank, NIGP Program Content Manager.

http://govpro.com
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V
irtually every industry has some form of 
certi� cation program. A� er all, it’s an 
e� ective way for professionals to enhance 
their expertise and capabilities and show 
the investment and commitment they have 
made to their � eld of work. Moreover, 

certi� cation helps employers evaluate potential hires while 
also motivating existing employees by improving their 
performance and enhancing their skills and competence.

NIGP launched our Certi� ed Procurement Professional 
certi� cation (NIGP-CPP) in early 2020. � e certi� cation is 
designed for mid to senior level procurement professionals 
and it opened the doors to thousands of public procurement 
professionals to continue their growth and development. 
� e NIGP-CPP is based on in-depth industry research 
and a full assessment of the procurement certi� cation 
landscape and direct input from our members.

What makes the NIGP-CPP unique is that it assesses 
candidates on their competence, not just their knowledge. 
While knowledge is important, it’s imperative for 
individuals to apply that knowledge to real-world 
situations in their roles for maximum impact. 

THIS IS THE ESSENCE OF THE NIGP-CPP.  
Our new certi� cation allows practitioners to gain 

the con� dence to go into their roles knowing they 
have the competence to perform at peak level. 

Procurement professionals are public servants entrusted 
to make decisions in the best interests of the taxpayer. 
� ey play a critical role in delivering real, tangible value 
not only to their entities but to the larger communities 
they serve. When procurement professionals perform at 
their best, taxpayers bene� t and communities thrive.

According to Don Bu� um, NIGP-CPP, Chair of the 
Commission, “If our actions result in dollar savings, 
or better services, or more computers in our schools, 

or the ability to provide more food and medicine 
to those in need, then we are doing our part to 
make our communities a better place for all.” 

OPENING DOORS
� e NIGP-CPP removes barriers by o� ering six di� erent 

paths to certi� cation, all based on a mix of formal education 
and real-world procurement experience. Whether you 
have a high school diploma, associates, bachelors or 
more, there’s a path towards certi� cation for you. 

Pathways A – E of the NIGP-CPP were speci� cally 
designed for our “� rst timers”, meaning professionals 
who are not currently certi� ed as a CPPO or CPPB, while 
Pathway F was designed for holders of either or both 
of these certi� cations. As a Pathway A – E candidate, 
you may qualify for the NIGP-CPP Comprehensive 
examination, and as a Pathway F candidate, you may 
qualify for the NIGP-CPP Bridge examination.

Since launching our � rst pilot exams in late April 2020, 
we have awarded over 125 new NIGP-CPP certi� cations 
and we have well over 350 additional candidates who are 
approved for eligibility and planning to take their exams 
in the months to come. Every day, our certi� cation team 
is busy � elding questions from prospective candidates 
and approving new applications. � is success is nothing 

“As a proud lifelong learner and 15-year 
procurement veteran, this exam validates 
that years of education and experience 
lead to critical thinking and a more 
strategic partnership with stakeholders. 
I could not be more excited or proud to 
be one of the � rst to achieve the NIGP-
CPP certi� cation, a monumental step 
towards moving Procurement Professionals 
from the back of� ce to a seat at the 
table.  Thank you NIGP for seeing 
the need and making it happen.”

Angela Lay, NIGP-CPP, CPPO
Agency Procurement Offi cer
Fiscal Services Procurement
TN Department of 
Commerce & Insurance

http://govpro.com
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more than our members recognizing the value of our 
new program and the trust they place in NIGP.

By opening the doors to certification, NIGP elevates the 
profession and improves the competence of our members so 
they can add greater value to their roles, entities and most 
importantly, to the communities they live and work in.

PATHWAY A
 > Graduate degree related to public administration, public 
policy, supply chain, procurement, or economics

 > 2 years (24 months) relevant work experience involved 
with procurement (public or private, purchaser 
or seller) within the past 10 years

PATHWAY B
 > Bachelors or higher degree (any discipline) and a 
graduate level certificate in public administration, 
public policy, supply chain, or procurement

 > 3 years (36 months) relevant work experience involved 
with procurement (public or private, purchaser 
or seller) within the past 10 years

PATHWAY C
 > Bachelors or higher degree (any discipline)
 > 4 years (48 months) relevant work experience involved 
with procurement (public or private, purchaser 
or seller) within the past 10 years

PATHWAY D
 > Two-year post-secondary diploma (or) associate 
degree (any discipline) or a NIGP Public 
Procurement Associate Designation

 > 6 years (72 months) relevant work experience involved 
with procurement (public or private, purchaser 
or seller) within the past 10 years

PATHWAY E

 > No post-secondary diploma
 > 8 years (96 months) relevant work experience involved 
with procurement (public or private, purchaser 
or seller) within the past 10 years

PATHWAY F
 > Current CPPO or CPPB or lapsed within one 
year of expiration date of certification

 > Proof of formal education or relevant 
work experience is not required

Additional Information - Vignettes:

NIGP-CPP GUIDING PRINCIPLES
The NIGP-CPP was developed by and for 

public procurement professionals based on 
the following guiding principles:

 > The NIGP-CPP is perceived as valuable by public 
procurement professionals, their supervisors 
and their employing organizations (e.g., 
district superintendents, finance officers)

 > Employers should be able to use the NIGP-
CPP to find qualified employees

 > The NIGP-CPP values competency over years of experience
 > The achievement of the NIGP-CPP must 
be rigorous and meaningful

 > The NIGP-CPP must be flexible and adaptable 
to remain current and relevant

 > The NIGP-CPP must be comprehensive 
of enabling competencies

NIGP-CPP UNIQUE ELEMENTS 
There are unique elements to the NIGP-CPP 

certification and program administration that may 
help you decide whether the NIGP-CPP program 
fits your needs and career goals. These include:

 > The NIGP-CPP is targeted to mid to senior level leaders.
 > The NIGP-CPP reflects a holistic view of what mid to 
senior level leaders do in the performance of their work. It 
not only includes procurement techniques (like planning, 
solicitation, contract administration) traditionally 
covered in other procurement certification programs, 
but also emphasizes three critical focus areas that lead to 
success regardless of your specific role: Strategy, Business 
Principles and Operations, and Leadership (26% of the 
Module A exam and 72% of the Module B exam.

 > The NIGP-CPP eligibility provides optional 
pathways for mid to senior level candidates who 
do not have a post-secondary diploma or a degree 
but have years of relevant work experience.

 > The NIGP-CPP does not require procurement 
coursework or training as an eligibility requirement.

 > The NIGP-CPP is a competency-based, modular 
exam built upon the Public Procurement 

“I feel the NIGP-CPP certification 
helps demonstrate that a procurement 
professional doesn’t just know the 
important concepts and values of 
the profession, but how to practically 
apply them in real world scenarios to 
the benefit of their organization.” 

Nick Perrera, NIGP-CPP, MPA, CPPO, 
CPPB 
Statewide Procurement Manager 
ADOA - State Procurement Office 
State of Arizona

IN DEPTH [nigp-cpp certification]
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Competency Framework (PPCF) and is centered 
on 43 technical competency statements.

 > NIGP’s membership represents a breadth of work 
experience in procurement, earned in both public 
and private agencies, serving as both buyers for and 
sellers to the public sector. The NIGP-CPP recognizes 
that all this work experience is valuable to the 
procurement professional. Both public and private 
sector experience, in both buyer and seller roles, will be 
considered when determining candidate eligibility.

 > NIGP-CPP recertification occurs every three 
years with a minimum requirement of 36 
contact hours of continuing education.

THE NIGP CERTIFICATION COMMISSION 
AS AN INDEPENDENT AUTHORITY

The NIGP Certification Commission is an autonomous 
body within the NIGP legal, non-profit structure. The 
Commission is empowered to take actions in accordance 
with the expressed authority granted by the NIGP 
Governing Board. The NIGP Certification Commission 

independently makes essential certification decisions 
related to all NIGP certification schemes. These decisions 
are made under no influence by any other individual 
or business entity within or outside of NIGP.

THE NIGP-CPP CERTIFICATION COMMISSION
Don Buffum, FNIGP, NIGP-CPP, CPPO: 
Commission Chair. Executive Director, Procurement 
& Contracts for Mississippi State University 
Carl Bonitto, CSCMP: Commission Chair-Elect. 
Manager of Purchasing and Risk Management 
Services for Northumberland County, ON 
David Billingsley CPSM, CPM: Member appointed by the 
Florida Association of Public Procurement Officials (FAPPO). 
Chief Procurement Officer for the City of Orlando, FL 
Sean Carroll: Member appointed by NIGP. 
Chief Procurement Officer for the New York 
State Office of General Services 
Stacy Gregg, NIGP-CPP, CPPO, CPPB: Member 
appointed by NIGP. Procurement Manager 
for the University of South Carolina 
Etta Henry, CPPO, CPPB: Member appointed 
by NIGP. Director of Procurement Services 
for Old Dominion University, VA 
Barbara Johnson, CPPO, CPPB, MPA: Member 
appointed by NIGP. Director of Procurement for the 
State of Ohio Department of Corrections (retired) 
Chris Liu: Member appointed by NIGP. 
Director of Procurement for the Washington 
State Department of Enterprise Services 
Zulay Vincenty Millan, CPPO, CPPB, FCCM: 
Member appointed by NIGP. Assistant Manager for 
the Procurement Division at Orange County, FL 
Jack Pellegrino, CPPO, CPCM: Member appointed 
by the California Association of Public Procurement 
Officials (CAPPO). Director of Purchasing and 
Contracting for San Diego County, CA 
Christina Pryor, CPPO, CPPB: Member appointed by 
the National Procurement Institute (NPI). Purchasing 
and Materials Manager for the City of Chandler, AZ 
Annie Teav: Member appointed by NIGP. Senior 
Contract Specialist for Multnomah County, OR 
Dr. Adam Williams, PhD: Voting Academic Advisor. 
Director of the Master of Public Administration Program 
and Assistant Professor of Public Administration 
for the University of Illinois, Springfield 
Dr. Mohamad G. Alkadry, PhD: Non-Voting 
Academic Advisor. Professor and Public Policy 
Department Head for the University of Connecticut

“The NIGP certification is inclusive and the 
content really promotes critical thinking 
which is essential in our profession.”

Stephanie Dion, NIGP-CPP, CPPB 
Strategic Sourcing Specialist 
Manitoba Hydro 
Winnipeg, MD

“Our profession is advancing rapidly 
and every day we’re faced with new 
challenges to tackle which requires 
us to evolve.  Earning my NIGP-CPP 
certification has further empowered 
me with the confidence and expertise I 
need to drive and deliver results.  I would 
encourage all procurement professionals 
to seek the NIGP-CPP certification 
as demonstration of competence, 
knowledge, and skills to excel as a leader 
in the procurement profession.”

Travis Pierce, MBA, NIGP-CPP, 
CLGPO, CPPO, CPPB  
Procurement Department 
Raleigh-Durham Airport 
Authority, NC
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Lynda Allair, NIGP-CPP, CPPO     
Retired - Ministry of Finance

Amanda Ashbach, NIGP-CPP, CPPO 
City of Duluth Purchasing, Minn.

Jennifer Babineaux, NIGP-CPP, CPPB 
City of Wichita Falls, Texas 

Tina Basil, NIGP-CPP, CPPB 
Pierce County, Wash.

Lisa Bernhardt, NIGP-CPP, CPPO, BA 
Maricopa County, Ariz.

Michael Bevis, NIGP-CPP, JD, CPPO, CPSM, C.P.M 
City of Norfolk, Va.

Gary Borden, NIGP-CPP, CPPB, C.P.M., VCO 
Department of General Services, Va.

Paul Brady, NIGP-CPP, CPPB 
Walworth County, Wis.

Autumn Brewer, NIGP-CPP, CPPB 
Kentucky Department of Agriculture, Ky.

Tracy Brizendine, NIGP-CPP, CPPO, CPPB 
Sarasota County School Board, Fla. 

Robert James Bruce, NIGP-CPP, CPPB 
Maryland Department of Health

Deborah Kay Bryan, NIGP-CPP, CPPO, CPPB          
Ohio Department of Public Safety, Purchasing

Lori Bryant, NIGP-CPP, CPPB 
Clarksville-Montgomery County School System, Tenn.

Donald Buffum, NIGP-CPP, CPPO 
Mississippi State University

Lisa Butler,  NIGP-CPP, CPPO, CPPB, MBA 
University of Central Missouri, Mo.

Carla Carreno, NIGP-CPP, CPPB 
State of Illinois Procurement

April Cooke, NIGP-CPP, CPPB      
City & County of Broomfield, Colo. 

Damaris Torres Cordova, NIGP-CPP, CPPB 
Hillsborough County Aviation Authority, Fla.

Victoria Cortinas, NIGP-CPP, CPPO, CPPB, C.P.M. 
Town of Oro Valley, Ariz.

Chad Cox, NIGP-CPP, CPPO, CPPB

Kevin Custer, NIGP-CPP, CPPB    
City of Avondale, Ariz. 

Nathan Daou, NIGP-CPP, CPPO, C.P.M., CPPB, A.P.P. 
City of Tucson, Ariz. 

Bill Davison, NIGP-CPP, CPPO

Brenda Derge, NIGP-CPP, CPPO, CPPB, CPM 
Wisconsin Department of Justice

Noel Dietz, NIGP-CPP, CPPB 
City of Eugene, Ore. 

Stéphanie Dion, NIGP-CPP, CPPB 
Manitoba Hydro, Winnipeg,Canada

Danielle DiSanti, NIGP-CPP, CPPO, CPPB, C.M. 
Horry County Office of Procurement, S.C.

Matthew Dobecka, NIGP-CPP, CPPO, CPPB, CPCP 
Collin County, Texas

LeNedda Edwards, NIGP-CPP, CPPB         
Jacksonville Airport Authority, Fla. 

Alyssa Ellington NIGP-CPP, CPPB 
Ada County, Idaho

Jacob Steven Erickson, NIGP-CPP, CPPO 
Manatee County, Fla. 

Heylicken Espinoza, NIGP-CPP, CPPB 
City of North Miami, Fla.

Jessica Favor, NIGP-CPP, CPPO, CPPB 
South Carolina State University - Office of Procurement Services

Brian Ferrier, NIGP-CPP, CPPO   
City of Orlando, Fla. 

Denise Finn, NIGP-CPP, CPPO, CPPB, C.P.M.         
City of Fort Myers, Fla. 

John Flynn, Jr., NIGP-CPP, CPPO, CPPB    
Liverpool Central School District, N.Y.

Daniel Ford, NIGP-CPP, CPPO, CPPB 
City of Frisco, Texas

Joyce Foster, NIGP-CPP, CPPO, CPPB       
DeKalb Peachtree Airport, Ga. 

Tabatha Freedman, NIGP-CPP, CPPO, CPPB 
Greater Orlando Aviation Authority, Fla. 

Travis Fulton, NIGP-CPP, CPPB, CPCP 
Santa Rosa County School Board, Fla. 

Kristy Garcia, NIGP-CPP, CPPO, CPPB 
City of Mesa, Ariz. 

Richard Gentry, NIGP-CPP, CPPO 
City of Lee’s Summit, Mo. 

Charise Glass, NIGP-CPP, CPPO, CPPB     
City of Sandy Springs, Ga. 

Steven Glenn, NIGP-CPP, CPPB 
Coastal Carolina University, S.C.

Gabriel Gnall, NIGP-CPP, Esq., CPPO, CPPB 
Maryland Board of Public Works

Jeanette Gray, NIGP-CPP, CPPB 
Cobb County School District, Ga. 

Amanda Greer, NIGP-CPP, CPPO, CPPB 
Kentucky Division of Engineering and Contract Administration

IN DEPTH [nigp-cpp certification]

NIGP-CPP Recipients
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Stacy Gregg, NIGP-CPP, CPPO, CPPB 
University of South Carolina

Barbara Grilli, NIGP-CPP, CPPO, CPPB, C.P.M., FCCM        
Hillsborough County Aviation Authority, Fla. 

Trevor Hammond, NIGP-CPP, CPPB 
Lancaster County School District, S.C.

Kerstin Hancock , NIGP-CPP, CPPB, CPP, CPPM     
Williamson County Purchasing Department, Texas

Suzanne Henson, NIGP-CPP 
City of Daphne, Ala. 

Tonya Hodges, NIGP-CPP, CPPB 
Jordan School District, Utah 

Sara Hoglund, NIGP-CPP, CPPB  
Collin County, Texas

Kristen Hutto, NIGP-CPP, CPPB 
State of South Carolina, Division of Procurement Services

Allen Hunsberger, NIGP-CPP, C.P.M. 
County of San Diego, Calif. 

Travis Janzen, NIGP-CPP, CPPO

Barbara Johnson, NIGP-CPP, CPPO, CPPB              
Retired - State of Ohio Department of Corrections

April Johnston, NIGP-CPP, CPPB 
Horry County Office of Procurement, S.C.

Rebecca Kee, NIGP-CPP, CPPO, CPPB      
City of Virginia Beach, Va. 

Kevin Kelly, NIGP-CPP, CPPB       
Sound Transit, Wash. 

Ronald King, NIGP-CPP, CPPO, CPPB, VCM, VCO 
NIGP: The Institute for Public Procurement, Va. 

Anya Klinginsmith, NIGP-CPP, CPPB         
School District of Escambia County, Fla. 

Kerrie Koopman, NIGP-CPP, CPPO, CPPB 
Frederick County Public Schools, Md.

Susan Lamendola, NIGP-CPP, CPPB 
Montgomery County, Texas

Angela Lay, NIGP-CPP, CPPO 
Tennessee Dept of Commerce and Insurance

Connie Lelack, NIGP-CPP, CPPO, CPPB 
Oregon Department of Transportation

Paula Martel, NIGP-CPP, CPPB   
State of Illinois Procurement

Darin Matthews, FNIGP, NIGP-CPP, CPPO, CPSM, C.P.M. 
Negometrix

Daniel Mays, NIGP-CPP, CPPO, CPSM, CPPB 
Maryland Department of General Services

Terry McKee, NIGP-CPP, CPPO, CPPB, C.P.M., CPCP          
Knoxville’s Community Development Corp - The Public 

Housing & Redevelopment Authority, Tenn. 

Molly McLoughlin, NIGP-CPP, CPPO, CPPB            
Boulder Valley School District, Colo.  
Lisa Mehalko, NIGP-CPP, CIA, CPPO, CPSM, CGAP, GCPM 
Kennesaw State University, Ga.  

Leslie Mitchell, NIGP-CPP, CPPO, CPPB    
Williamson County Government, Tenn. 

Bill  Monroe, NIGP-CPP, CPPO, CPPB, RTSBA, CPA, CPCP 
Harris County Department of Education, Texas

Art Moore, NIGP-CPP, CPPO, CPPB 
State of Illinois Procurement

Brandon Morrison, NIGP-CPP, CPPB        
City of Tucson, Ariz.

Kristen Moss, NIGP-CPP 
University of South Carolina

Missy Mudry, NIGP-CPP, CPPB 
Sunny Path Associates, LLC

Bill Munch, NIGP-CPP, CPPO, CPPB 
Valley Schools Management Group, Ariz. 

Jennifer Myers, NIGP-CPP, CPPB 
City of Tucson, Ariz. 

David Nash, NIGP-CPP, CPPO, CPPB 
Retired 

Karen Nelmes, NIGP-CPP, CPPB 
City of Lake City, Fla. 

Bolu George Oluwasuji, NIGP-CPP, CPPO               
City of Baltimore - Bureau of Procurement, Md. 

Kelvin Ong, NIGP-CPP, CPPO, CPSM, CPPB

Krystyna Owen NIGP-CPP, CPPO, CPPB  
City of Norfolk, Va. 

Penny Owens, NIGP-CPP, CPPO 
City of Knoxville, Tenn.

Richard Pennington, NIGP-CPP, CPPO, J.D.           

Robert  Perkins, NIGP-CPP, CPPO, CPPB 
Ada County, Idaho

Nick Perrera, NIGP-CPP, CPPO, CPPB 
Arizona Department of Administration

Travis Pierce, NIGP-CPP, CPPO, CPPB, MBA, CLGPO 
Raleigh Durham Airport Authority, N.C.

John Richards, NIGP-CPP, CPPB 
Utah Valley University

Carrie Roberts, NIGP-CPP, CPPO, CAPM, C.P.M. 
Atlanta Public Schools, Ga.

Terrie Roberts, NIGP-CPP, C.P.M. CPPB 
Spokane County, Wash. 

Dora Rose Robson, NIGP-CPP 
Aiken Technical College, S.C.

http://govpro.com


24 | OCTOBER/NOVEMBER 2020

Testimonial
I knew that if NIGP was creating a new certification, I wanted to be the first to get it. I so appreciate NIGP – it is my 
trusted professional association. I was personally very excited about the prospect of a new certification. I know that a lot 
of hard work went into developing this program and it was all well worth the effort, as it has finally become a reality.

I am very proud to be part of the inaugural group of NIGP-CPP recipients. One of the many reasons that 
I wanted to get it early on was to set an example to my team members and show them that I value this 
certification. One of my staff members took the exam last week – Jenn Myers, who is also this year’s Young 
Professional of the Year. Another of my teammates took it today – Brandon Morrison, and another one is scheduled 
to take it in a few weeks – Jeffrey Whiting. I will encourage all my team members to work towards obtaining this 
certification and support them in any way that I can because I believe that this is a meaningful certification.  

I thought the exam was appropriately very hard. By making it appropriately difficult, I walked away from the exam 
knowing that this certification really means something. Although I would have been disappointed if I hadn’t passed, I 
would have felt ok about it and would have studied harder and tried again. The NIGP-CPP really is a very thorough 

testing of a person’s professional procurement judgment, using a lot of scenario-based questions.
Again, congratulations to NIGP on a job well done with the new NIGP-CPP Certification Program!  

Nathan Daou, NIGP-CPP, CPPO, CPPB, C.P.M, A.P.P 
City of Tucson Business Services Department

IN DEPTH [nigp-cpp certification]

Renee Rogers, NIGP-CPP, CPPO, CPPB, C.P.M. 
Procurement Solutions Group, LLC, NC

Jess Romney, NIGP-CPP, CPPB 
City of Mesa, Ariz. 

Kimberly Roth, NIGP-CPP, CPPB 
County of Lehigh, Penn.  

Robert Ryan, NIGP-CPP, CPPO 
Arizona Department of Revenue

Joan Schouten, NIGP-CPP, CPPO, CPIM, CPPB      
City of St. Charles, Mo. 

Joy Schwank, NIGP-CPP, CPSM, CPPB 
City of Lewiston, Idaho

Matt Serier, NIGP-CPP, CPPO, CPPB 
City of Bellingham, Wash.  

Pradip Sharma, NIGP-CPP, CPPB 
United Counties of Leeds and Grenville, Ontario, Canada

DeAna Reed-Sharpe, NIGP-CPP 
State of South Carolina, Division of Procurement Services

Howard Siggelko, NIGP-CPP, CPPO 
Cobb County School District, Ga. 

Nancy Silver, NIGP-CPP, CPPB 
County of Georgetown, S.C.

Surjan Singh, NIGP-CPP

Ezzard Spencer, NIGP-CPP, FCCN, FCCM, NIGP-PPA 
City of Plantation, Fla.

Corry Slama, NIGP-CPP, CPPO, CPPB, C.P.M 
Maricopa County, Ariz. 

Brian Smith, NIGP-CPP, CPPO 
Multnomah County Purchasing, Ore.

Laura Szymanoski, NIGP-CPP, CPPB         

Brandon Thomas, NIGP-CPP, CPPO, PPPCI 
Salt Lake Community College, Utah

Kristy Varda, NIGP-CPP, CPPO, CPPB 
Frederick County Public Schools, Va.

John Veal, NIGP-CPP, CPPB 
US Small Business Administration- Oklahoma District Office

Jon Walton, NIGP-CPP, JD, CPPO, CPPB, CPM 
Oregon Business Development Department

Joyce Webb, NIGP-CPP, CPPB 
City of Atlanta, Ga. 

Theresa Webb, NIGP-CPP, CPPO, CPPB, C.P.M.

David Weidler, NIGP-CPP, CPPO, CPPB   
City of Kirkwood, Mo. 

Tom Westerhof, NIGP-CPP, CPPB              
Indiana University

Brienne Wilkins, NIGP-CPP, CPPO 
City of Plano, Texas

Blake Williams, NIGP-CPP 
City of Arlington, Texas

Vince Windham, NIGP-CPP, CPPB, FCCM 
Okaloosa County School Board, Fla.

Tricia Ann Wise, NIGP-CPP, CPPO, CPPB  
Chemung County, N.Y.

Jennifer Wright NIGP-CPP, CPPO 
Collin County Community College District, Texas

David Young, NIGP-CPP, CPPB, CPO 
Union Public Schools, Okla. 
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New Brand, Same Mission
NIGP has a new look, but our mission remains the same. At our core, we are an organization 
driven by doing what is right for our members and for the public procurement profession.

Our new positioning, “Elevating the profession, accelerating your performance” 
perfectly captures our organizational aspirations. Whether it’s the release of  

Pathways, our innovative learning and recognition program which includes the NIGP-
CPP certi� cation, or the move from relying on in-person events and conferences to 

offering more virtual ones, NIGP is focused on bringing members the right programs, 
services and educational tools to meet your needs now, and in the years to come.

If you attended Virtual Forum 2020 in August, you may have seen the roll-out of our new 
brand look, tone and feel. We’ll continue transitioning our outward facing communication 

touchpoints to re� ect this look the remainder of this year. This will include launching a whole 
new digital experience via the nigp.org website and through our email and social channels. 

This has been a true labor of love on the part of the NIGP marketing team collaborating 
with our Governing Board, Executive Leadership and cross-functional peers. Of course, 
we also could not have done any of this without our amazing members. So many of you 

have stepped up to provide us insights and feedback on all our work to get us here.

We are excited to be on this journey of reimagining learning, professional development, 
recognition and what it means to be a public procurement professional.

New Brand, Same MissionNew Brand, Same MissionNew Brand, Same MissionNew Brand, Same MissionNew Brand, Same MissionNew Brand, Same MissionNew Brand, Same MissionNew Brand, Same MissionNew Brand, Same MissionNew Brand, Same MissionNew Brand, Same MissionNew Brand, Same MissionNew Brand, Same MissionNew Brand, Same MissionNew Brand, Same MissionNew Brand, Same MissionNew Brand, Same MissionNew Brand, Same Mission
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DARIN MATTHEWS, FNIGP, CPPO, CPSM, is the director of west coast operations for 
Negometrix, an international leader in digital procurement. He has extensive management experience, 
speaks throughout the world on procurement issues, and has published several articles and books on 
procurement and supply chain management. Contact Matthews at darin.matthews@negometrix.com.  

BACK PAGE [darin matthews]

The Issues of POs
very common term in our field is PO, and by that we mean a purchase order. 

If we take a look at the official definition from the NIGP Dictionary of 
Procurement Terms we see the following: A purchaser’s written document to a vendor 
formalizing all the terms and conditions of a proposed transaction, such as a description 
of the requested items, delivery schedule, terms of payment, and transportation.

A purchaser order, in many cases, serves as a form of contract. It has all the elements of a binding contract 
(offer and acceptance, consideration, legality, 
competency of parties, and mutual consent) 
wrapped up into a single, signed document. 
This is the case whether an agency issues 
a PO on paper or in digital form, which 
has become more and more common.

But “PO” isn’t just used for procurement. We 
see it used for other things in our personal and 
professional lives. Here are some examples:

 > A military operation 
might use it to mean Petty Officer, Port Officer or Peace Operations;

 > The technology industry often uses it to refer to a person responsible 
for a specific software version or a Product Owner;

 > Planning on going old school and mailing a card (or having a separate 
mailing address), One might use it to mean Post Office;

 > In order to stay on the good side of the corrections industry, it may mean 
a consultation with your Parole Officer or Probation Officer;

 > The abbreviation has also been used elsewhere in our industry to mean 
Procurement Officer or Procurement Office.

This is hardly the first time that a procurement related term has been 
used more than once. How about RFQ? This can refer to a Request for 
Quotation as well as a Request for Qualifications. The latter has likely been 
around longer, as it is the procurement method used for Qualifications Based 
Selection (QBS) at all levels of government. So how did it get reused for an 
informal (or intermediate) method of buying goods or construction?
“Hey, I’ve got an idea for a quick way to solicit quotes. How about RFQ?”
“Um, I think that one is already taken.”
“Nah. Nobody will even notice!”

Much like other professions, procurement has its own language. While project 
management may use WBS (work breakdown structure) and RACI (responsible, 
accountable, consulted, informed matrix), procurement has COI (certificate 
of insurance) and LD (liquidated damages) to pull out whenever needed.

Walk into a public procurement office and you just might hear “Make sure our CO includes 
a strong SOW in the RFP, as we want to get a good ROI on the GC we select.”

Yes, we tend to use terms in procurement that don’t always make sense. But no need to get POed about it.

A

A purchaser order, in many 
cases, serves as a form of 
contract. It has all the elements of 
a binding contract wrapped up 
into a single, signed document.

mailto:darin.matthews@negometrix.com
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