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4. Opportunity to learn, develop, and 
use skills and knowledge. 

5 .  Recognition - being told how they 
are doing. 

6. Friendly, firm, and fair treatment; 
dependable and consistent supervision - 
no buck passing. 

7. Information - the why of their jobs 
- and participation in decisions affecting 
them - open communication. 

8. Interesting and worth-while work - 
:i whole job to do  including planning and 
control. 

9. Freedom of expression including 
suggestions and complaints with as- 
surance that they will be considered ful- 
14 and promptly. 

10. Protection from humiliation. 
I I .  Safe and pleasant working condi- 

tions - both physical and social. 
1 2 .  S e c u r i t y  - p e r s o n a l  a n d  

economic. 
13. Consideration as an individual 

who is capable, intelligent, and dif- 
ferent. 

14. Considerat ion of employee's 
family. 

These expectations are not listed in 
order of importance. Every employee 
would rate his desires and wishes 
somewhat differently. By way of apply- 
ing this list of expectations to your own 
personnel, start by considering the three 

or four which each employee expects 
most. Then determine the extent to 
which his job with you is helping him to 
meet these expectations. Finally, you 
can evaluate how you can achieve better 
re.su1t.s through peoplo by so helping 
them to more effective satisfirction of 
their expectations. 

The results of our survey in a group of 
well-managed and successful companies 
may be of interest to you. Here are a few 
examples: 

Twenty per cent of  the employees 
had never been told how they were do- 
i ng. 

Twenty-two per cent received con- 
flicting orders frequently or  most of 
the time. 

Thirty-six per cent believed that 
they did not get nearly as much in- 
struction as they needed. 

Twenty-eight per cent said their 
supervisors would dodge or stall or  
pass the buck or give a partial answer 
when the>, asked him a question. 

Thirty-one per cent said their 
manager did no planning at all or  did 
not do  it well. 

Twenty-seven per cent said they 
were never told the reason why policy 
or procedures affecting their work 
were changed. 

Seven per cent said their supervisor 
- - 

How to become a 
legendary bu r Y" of office supp ies. 

discouraged their ideas and sugges- 
tions and twenty-two per cent said the 
supervisor listened and then forgot. 

Eighteen per cent said they felt that 
they were responsible to too many 
bosses. 

Half the employees felt that the 
best qualified persons were not 
selected for promotion when better 
positions came along. 
In checking your own effectiveness in 

getting results through people, however, 
there are certain generally recognized 
human relations principles. Sixteen of 
them are listed below. 

Human Relations Principles 
I .  Show sincere interest in and ap- 

preciation of the other fellow. 
2. Take  time to get the facts. 
3. Be considerate and constructive in 

4 our approach. 
4. Maintain an open mind - be a good 

listener. 
5 .  Be adaptable to change and help 

others adjust to change. 
6. Be reasonable in what you expect 

of others. 
7. Treat complaints as suggestions. 
8. Make only promises you can fulfill 

and then keep them. 
9. Keep others informed on matters 

affecting them. 
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10. Admit  your mistakes, expect deserved. 
oihers to make mistakes. 14. Develop freedom of expression 

I I .  Make the individual feel the solu- on any subject concerning the com- 
tion is his own idea - get participation. pany's welfare. 

12. Follow-up to determine progress 15. Take  prompt action on problems. 
in :I situation. 16. Set a good example. 

13 .  G i v e  c o m m e n d a t i o n  when  +* 
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You (lever get a second chance to make a good first Wouldn't  it be nice lo be as sure o f  anything as sonre 
r r ~ ~ l r e s s ~ o r ~  ueoole are ot everyfhing7 
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i Drive in! -I-;$ 
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D r ~ v e  r ight  u p  to  the loading dock  and  p ick  i t  u p  yourself.  
At the  Graybar "wil l-cal l" desk. Your order is there ready 
and  wait ing. O r ,  of course, we' l l  del iver. In e i ther  case, 
the n a m e  to depend upon is Graybar. Our large stocks 
of bo th  rout ine i tems and specialt ies enable us  t o  "de- 
liver the goods." There's catalog and  appl icat ion infor-  
mat ion ,  too. And highly t ra ined,  f r iendly people o n  the  
phone arid in  the  warehouse. For everyth ing e lectr ica l ,  
always cal l  Graybar. 
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Keenan Acquires Second 

Wyoming Facility 

Keenan Supply, Inc., headquartered 
in Carson,  California has just an- 
nounced the  acquis i t ion  of Mid -  
Mountain Supply in Green River, 
Wqoming. This will be their second 
frlcility in that state (the first, Casper, 
was acquired a year ago). The an- 
nouncement b a s  made by Chet Wid- 
mann. President of Keenan. Effective 
date is December 3 1 ,  1978. 

Mid-Mountain Industrial Supply will 
be operated as a Keenan wholly owned 
subsidiary with its former owner, Mr. 
Larry L. Richards, continuing to act as  
President. No  changes in personnel are 
expected. 

Mid-Mountain Industrial Supply is 
industrially orientated to serve the 
chemical industries as well as the mining 
industry throughout Wyoming. They 
presently have a 15,000 square foot 
warehouse and a 9'2 acre yard located a t  
75 Unitah Drive, Green River. 

A new 10,000 square foot warehouse 
facility and 2.6 acre pipe yard will be un- 
der construction on Interstate 80 (near 
the present location) during the first 

SHARE YOUR ADVANTAGES: Invite Others to Join. 
Membership i n  the Purchasing Management .Asso- 
ciation of Los :Ingeles offers man! advantages in 
the ~ b a )  01' Professional Development opportuni- 
ties which will help you succeed in J our job. 

Share these opportunities u ~t h \ our Purchasing 
f r~ends  b) suggesting that the! loin for the good it 
hill do  them! 
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In addition to the inventory already McCanna ball valves. 
carried by Mid-Mountain, Keenan Keenan Supply, Inc. is the West's 
plans to add Crane cast steel valves, largest distributor of industrial piping 
U.S. Steel seamless pipe and pressure products for the petroleum, chemical, 
tubing, Ladish weld fittings and flanges, pipe line and construction industries 
Rockwell plug valves and Hills- with 35 branches throughout the West. 

SAX L)IE(JO 

By Nathan R. Segel C.P.M. 
Purchasing Manager 

Unwersity of Californ~a - San Diego 

December featured the association's 
annual Wine Tasting party and it was a 
huge success. 

The Sebastiani Vineyards of Sonoma, 
California furnished an excellent selec- 
tion of white and red wines which were 
appreciated by all. Hosting the event 
was Mike Segel District Manager for 
the Vineyard - and he has favored us 
with a party for the past three years - 
thanks Mike! 

It was a pleasure to see many familiar 
faces of the life and honorary members 
and their spouses - all were encouraged 
to attend this holiday event of the year. 
Two special members were honored 
wi th  l i f e  m e m b e r s h i p  - J a r v a s  
Stromherg C.P.M.  and Harold W. 
Wiedman C.P.M. Both have retired 
from the purchasing profession. Jarvas 
joined NAPM in 1940 when meetings 
were held in the "old" U.S. Grant Hotel 
and San Diego membership consisted of 
thirty-five Purchasing Agents. He 
served as our chapter's president in 
1946-1947. Hal became an active 
member in 1967 and served as president 
in 1974-1975. 

In addition to  life and regualr 
members we were pleased to have Frank 
J. Winters C.P.M.  the N A P M  Ex- 
ecutive Price President; John Eagen 
C .P .M.  from Buffalo New York; 
W i l l i a m  M i t c h e l l  C .  P.  M .  f rom 
Fullerton.  Cal i fornia ;  and J a m e s  
O s b o r n  C. P .  M .  f r o m  T r e n t o n ,  
Michigan, as our special guests. All 
serving on a NAPM Planning Commit- 
tee which was meeting in beautiful San 
Diego. 

Tony Del 'no  (SDG&E) introduced 
the guest speaker, Mr. Durwood E. 
English (General  Dynamics Cor -  
poration/Convair Aerospace Division), 

noting that Mr. English is the Business 
Management Director at  Convair, 
belongs to the American Institute of 
Par l iamentar ians ,  the  California 
Liaison Committee of People for 
Educational Progress Forums of 
America and is the immediate Past 
President o f  Toas tmas te r s  Inter-  
national. Speaking on "Communica- 
tion," Durwood told the audience that 
effective speaking is essential for every 
businessman. Managers are constantly 
functioning in a public relations role, 
striving to survive during moments of 
pressure and crisis and the ability to 
move forward is facilitated by one's 
ability to communicate. The best for- 
mula for improving this skill is to read 
widely and broadly and to watch and 
listen to other speakers to learn their 
technique. In addition, one needs to 
learn how to organize his/her thoughts 
and last but not least - join your local 
T o a s t m a s t e r ' s  I n t e r n a t i o n a l .  
Remember - we talk because we're 
human and we're human because we 
talk, so don't forget that both the sender 
and the receiver of a verbal message can 
only communicate if that message is 
clear and they understand each other. 
Did the audience get the message? The 
answer is yes, because this dynamic 
speaker managed to hold everyone's at- 
tention, in spite of the music that could 
be heard frorn the other side of the wall. 

January starts a new calendar year 
and a challenging one for America. 
Purchasing professionals can and will 
contribute to the recovery of the dollar; 
and the "free enterprise" system will en- 
dure because it is a great way of life. In 
tune with this, the San Diego Board of 
Directors wishes you and yours a happy 
and successful 1979! ** 

Union Pacific 
appoints 
Leonard S. Guy 
and C. Rod Black 

Leonard S. Guy has been appointed 
traffic manager of Union Pacific 
Rai l road 's  Centra l  and Northern  
California sales territories with head- 
quarters here. He succeeds Robert S. 
Olsen who has moved to a newly es- 
tablished position at the road's Omaha, 
Neb., headquarters: director of sales, 
planning and development. 

Guy joined U P  in 1964 at  Los 
Angeles where, in 1968, he became a 
traffic agent. In 1972 he transferred to 
New York City as office manager and in 
1973 was named assistant to the traffic 
manager there. 

In 1974 Guy was promoted as general 
traffic agent at Milwaukee and in 1976 
transferred to a similar post at Los 
Angeles, becoming assistant traffic 
manager there in 1977. 

He is a graduate of Harvard Univer- 
s i ty ' s  p r o g r a m  fo r  m a n a g e m e n t  
development. 

Olsen had been traffic manager here 
since 1972. 

C. Rod Black has been appointed as- 
sistant traffic manager for Union 
Pacific Railroad's southwestern sales 
territory with headquarters here. He 
replaces Leonard S .  Guy. 

In another move, Dennis M .  Weber 
has become general freight agent at Los 
A n g e l e s ,  s u c c e e d i n g  R o b e r t  L .  
Christensen who has transferred to a 
similar position at the company's Pitt- 
sburgh, Pa., office. 

After joining Union Pacific at Reno 
in 1967, Black held various traffic 
department posts in the Northern 
California/Nevada territory until 1974 
when he was promoted as assistant to 
the traffic manager at Omaha, becom- 
ing assistant to the general traffic 
manager there the following year. In 
1976 he was appointed general traffic 
agent at Longview, Wash., and went to 
Pittsburgh last year as general traffic 
agent, his most recent assignment. 

Weber started in UP'S traffic office at 
Chicago in 1956, became traffic agent in 
1964 and district director of inter- 
national trade there in 1969. He moved 
to Los Angeles in 1973 as assistant 
director of  international trade and 
became general traffic agent at Long 
Beach in 1974. Since 1977 he had been 
general traffic agent here. ** 
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