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Friday  08:30 – 9:40 AM     General Session   
 

The Unintended Consequences of Good Intentions -                          
Warning: not politically correct! 

Michael D. Ford, CFPIM, CSCP, CQA, CRE, EI, QI 
The course of history provides numerous examples of a good idea having negative 
consequences. The common case suggests this happens when an entity (a person, 
organization, or society at-large) feels the need to “do something” while failing to understand the 
nature of complex systems with a wide array of interrelated relationships. There are often 
unanticipated cause-and-effect results that produce the opposite of the intended benefit. 
 
Join Michael Ford as he shares examples from both corporate initiatives and public policy that 
demonstrate the need to appreciate a fundamental understanding of why “doing the right thing” 
is often the worst thing to do. Warning: this will not be a politically correct presentation! 
Corporate example of a good intention: rewarding production personnel based on piece rate. 
Unintended consequences: the floor will overproduce, “cherry pick” large orders, and ignore the 
schedule. 
 
Public policy example of a good intention: the government forcing lenders to ease mortgage 
requirements to help lower income families afford homes. Unintended consequences: people 
bought homes they couldn’t afford, the bursting of the housing bubble, and resulting financial 
crisis that imploded on the U.S. economy. 
 

Friday  09:50 – 11:00 AM    Flight A  
 

Root Cause Analysis/Corrective Action – Part I 
Michael T. Walsh, CPIM, QI 

Asking "Why?" may be a favorite technique of your three year old child in driving you crazy, but 
it could teach you a valuable Six Sigma quality lesson. The 5 Whys is a technique used in the 
Analyze phase of the Six Sigma DMAIC methodology. It's a great Six Sigma tool that doesn't 
involve data segmentation, hypothesis testing, regression or other advanced statistical tools, 
and in many cases can be completed without a data collection plan. 
 
For large global corporations and government agencies --- for mid-sized and small 
organizations in all industries and fields, these principles are the ones that will assure you of a 
successful deployment of root cause analysis for operations improvement. 
  
Whether they are implemented informally by a small local shop or formally by a giant, world-
wide corporation, these same principles will produce immediate and sustaining effectiveness, 
avoid pit-falls and assure long term success of your root cause analysis program��
 
That ancient truism about the first step being the most important step of any journey holds true 
in root cause analysis. Nothing substitutes for taking the first step, but make sure that the step is 
in the right direction and will lead you to where you want to be. 
 
This two part workshop will use a fun but real case study to illustrate a problem environment. 
With sufficient attendees, we will role play, otherwise we will plan to work through the case to 
discover root cause and then work to prescribe corrective action appropriate as a project team. 
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Friday  09:50 – 11:00 AM    Flight B  
 

InvPhobia – The Fear of Inventory Reduction 
Howard Forman, CFPIM, CIRM, CSCP, QI  

InvPhobia can strike any organization and paralyze inventory planners without warning.  Left 
untreated it can cause over ordering, high inventory levels, and capacity problems.  Planners 
suffering from InvPhobia can experience nervousness, intense fear, and excessive sweating, 
especially when attempting to justify inventory levels to management.    
 
Luckily, InvPhobia can be treated through proper use of existing system tools, process 
improvements, and training.   Appropriate treatment can produce long-lasting, permanent relief 
from high inventory levels without impacting schedule attainment or customer service. 
 
This session will explore how the organization can conduct its own self-diagnosis and heal itself.  
We will discuss the following concepts: 
• How do we identify InvPhobia? 
• How can we overcome this phobia? 
• What action steps can be taken to reduce inventory? 
• Do we need ERP, JIT, or Kanban to achieve results? 
• Why do we need to track inventory to prevent a reoccurrence? 
 

Friday  11:00 – 12:10 AM    Flight A  
 

Root Cause Analysis/Corrective Action – Part II 
Michael T. Walsh, CPIM, QI 

 

Friday  11:00 – 12:10 AM    Flight B  
 

RIGHT SIZE YOUR LEAN PROGRAM 
Daniel A. Marino, CPIM 

Most companies planning the journey to Lean Manufacturing see this process as a daunting 
task. It’s not that the idea and process of implementing Lean is overly complicated. In its 
simplest form Lean is the elimination of waste from your production process and then from your 
corporation. Lean will assist your company in producing a higher quality product in less time and 
at less cost. This paper will discuss How to Right Size Your Lean Program and to leverage your 
company’s internal assets: People, Time, Knowledge and Systems to achieve excellence in 
Lean Manufacturing. This talk will address methodologies for organizing and implementing a 
concise Lean Implementation that is sized for success and defined in an actual case study. 
 

Friday   01:00 – 2:10 PM    General Session  
 

HIGH-PERFORMANCE TEAMS TO MEET NEW DEMANDS 
Mike Walsh, Howard Forman, Gary Pezzuti, Sheryl Ber cier, Mike Ford, Dan Marino  
will combine efforts in a TEAM BUILDING and PROBLEM SOLVING session. This will be a 
participatory exercise and lead attendees through a common business problem. Then diverse, 
unassociated groups will work to functionally support each other through problem resolution.  
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Friday   02:20 – 03:30 PM    Flight A  
 

BUILD THE RESUME TO FIT THE POSITION..Hit the Bulls Eye - Every Time  
Gary Pezzuti  

Our world has changed and the old ‘jobs’ no longer have simple and defined responsibilities.  
Even practicing professionals find it extremely burdensome to reduce to writing their expertise 
and accomplishments.  It is even more difficult presenting them in an annual performance 
review or applying for ‘Internal Postings’ and / or a structured interview setting. The suggestion 
is make your experience more easily presentable and portable – to be prepared for change 
because regardless of how good you are in your present role, companies are sold / relocate, 
positions are eliminated and management changes their focus.  As we all have learned, change 
is inevitable – prepare for it. The age old process of last century was to react after the event and 
then scramble to find another job – not necessarily the best option.  With a deeper 
understanding of your acquired skills, your chances of being a ‘keeper’ greatly increase and 
your marketability improves dramatically. 
 
Introduction to Presentation: 
1. The average response rate to resumes submitted is 1 to 4%.   
2. No employer wants more than 20% of a candidate’s background. 
3. The most qualified candidates rarely get hired… or even interviewed. 
 
This session will provide you with the tools and instruction on how to identify ALL  of your 
marketable skills as well as identifying specifically what the employer is seeking. 
 
In the process you will come to know how much you really do know as well as how versatile and 
transferable your experience is.   With this deeper appreciation you become more effective in 
your job search and more valuable to your employer as well as to actually apply your APICS 
education
 

Friday   02:20 – 03:30 PM    Flight B  
 
PROFIT IMPROVEMENTS UTILIZING VENDOR MANAGED INVENT ORY 

SHERYL BERCIER, CPIM 
This Presentation Will Address Techniques And Processes That Allow A Company The Means 
Of Reducing Inventory, Cost, Purchase Orders And Associated Expenses. 
 
As Business Technology Expands, There Will Be A Greater Emphasis In Replacing “Expensive” 
Inventory, With “Inexpensive” Information. The Sharing Of Schedules, And Implementation Of 
Such Techniques As VMI, Will Certainly Help Optimize Supply Chain Performance. With VMI, 
Suppliers Manage and Often Own Their Customer’s Inventory.  
 
The Use Of VMI Has Gained Acceptance In Many Industries. What Was Once Thought Of As 
An Experiment Has Now Become An Accepted Solution For Dramatic Improvements In Supply 
Chain Management. 
 
This Presentation Will Give An Overview Of How To Establish And Run A Vendor Managed 
Inventory Program. This Presentation Will Discuss A Process That Will: 

·  Reduce Inventory 
·  Reduce Lead Times 
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·  Reduce Warehousing And Material Handling 
·  Reduce Obsolescence 

 
This Presentation Will Also Include Actual Case Examples Describing Results Of Recent VMI 
Implementations. Participants Will Leave With A Clear Path To Improve Profits Through Vendor 
Managed Inventory. 
 

Friday  03:40 – 4:50 PM     Flight A  
 

A Job Search Discussion  
An Open Question Format On All Related Topics: Resumes, Job Boards, Interviewing, Etc.  

Gary Pezzuti 
Everyone you meet has their own ideas on how to find a new position.  Example: If you speak 
with 10 people about resumes you will have 13+ opinions.  Nothing falls 100% 
Anticipated Topics: 
·  Marketing Techniques 
·  Resume Formats 
·  Job Boards 
·  30 Second Elevator Speech 
·  Asking Questions  

·  Answering Interview Questions 
·  The 70+, 5 and <30 Equation 
·  After The Interview 
·  How To Handle The $$$ Think

·  Catching fish does not mean eating fish 
·  WII-FM vs. HCIH 
·  How to see the larger picture 

 

 
Friday  03:40 – 4:50 PM     Flight B  
 

Forecast Improvement – An Apparent Oxymoron –  
Or Why Can’t We Learn To Forecast? 

Howard Forman, CFPIM, CIRM, CSCP, QI 
Today, companies are faced with increasingly complex and conflicting objectives as they strive 
to remain competitive in today’s global marketplace.  Proper demand management is a critical 
ingredient needed to help companies meet financial and operational objectives.  Remember that 
failure to properly monitor and control the forecasting process places a company at a 
competitive disadvantage. 
  
This interactive presentation is designed to provide each attendee with a basic understanding 
and knowledge of the forecasting process and improvement tools.  Each attendee will: gain 
insight into when to apply qualitative and quantitative techniques; how to assess and evaluate 
the forecast; how to improve the forecasting process; and how to help reduce the volatility of 
forecast error.  Finally each attendee will leave the presentation with practical knowledge that 
can be immediately applied as the attendee learns how to answer the following questions: 
·         What is the financial impact of poor forecasting? 
·         Why do I need to address the issue of data integrity and metrics? 
·         How do I assess if the forecasting process meets corporate objectives? 
·         How does poor forecasting hurt customer service and delivery performance?  
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Saturday  08:30 – 9:40 AM     General Session  
 

CUSTOMER RELATIONSHIP MANAGEMENT: 
HELLO?  HELLO?  IS ANYONE THERE? 

Daniel A. Marino, CPIM  
Many companies who begin to embrace Customer Relationship Management often have no one 
single strategy.  They are pushed into CRM by a compelling Business problem or by a series of 
customer relationship issues.  This presentation will look at how to access your current 
organizations CRM readiness and outline the information required to affect the appropriate CRM 
change.  This presentation will look at Implementation strategies and a modular approach rather 
than a “big bang”.     
 

Saturday  09:50 – 11:00 AM     Flight A  
 

NEGOTIATION SKILLS: 
BASIC STRATEGIES TO ACHIEVE YOUR GOALS (part 1) 

Michael D. Ford, CFPIM, CSCP, CQA, CRE, EI, QI 
This workshop will use experiential learning techniques to allow participants to identify, learn, 
and apply basic negotiation strategies and skills in both one-on-one situations as well as in 
teams.  The workshop is constructed around three (or four, if time permits) exercises 
encompassing the following negotiation situations: 
1. A series of rapid one-on-one negotiations; single attribute to be negotiated 
2. A series of team-on-team negotiations; single attribute to be negotiated 
3. More complex negotiations: multiple attributes to be negotiated, varying rewards, increased 
outcome uncertainty, parties of unequal power, more than two parties vying for scarce 
resources, etc.    
 
Participants will discover how to: 
• Analyze their own interests (what they want to achieve) as well as those of others 
• Develop a position (what you tell the other party you want – not always the same as your 
actual interest!) 
• Exchange information (and when to do so!) 
• Make assessments and reach conclusions under time pressure 
• Leverage their personality to be a better negotiator 
• Avoid common pitfalls of negotiations 
 
While this topic is often associated with the Purchasing or Sales functions, the basic strategies 
covered in this workshop would apply to almost all business functions and, as the participants 
will discover, apply to the relationships and situations they find outside of work. Everyone 
negotiates: job offers; car or home purchases; with spouses or children; etc. Anytime someone 
wants something from another party, they enter into negotiations. 
 
This topic provides a plethora of interactive (and fun) exercises that demonstrate current 
research and allow participants to apply what they’ve learned.  It also can be very complex, 
especially as the uncertainty of outcomes, the number of participants, the amount of power each 
has, and the number of attributes to be agreed upon increases and / or varies.  For that reason, 
it is the kind of workshop that can be expanded to cover the topic in various levels of detail, 
depending on the audience and could be built upon over a period of time. 
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Saturday  09:50 – 11:00 AM     Flight B  
 

ERP OPTIMIZATION 
Daniel A. Marino, CPIM 

This presentation provides the attendees with a look into the issues that cause a high 
percentage of ERP systems to under achieve. The presentation will highlight the hidden issues 
that are often overlooked that keep your ERP system from providing you with the information to 
optimize your operations. Utilizing a case study this upbeat and interactive presentation will 
outline in detail process improvements that will optimize their ERP systems and blend this 
optimization with their Lean Strategy. Attendees will leave with practical solutions and templates 
that they can immediately apply to enhance their operations and achieve ERP Optimization. For 
attendees that are contemplating the implementation of a Formal ERP system this talk will 
provide insight on the issues that will increase the benefits from this extensive implementation.  
 
In this very difficult economy it is critical that companies focus on cost reduction, therefore your 
ERP System must become an enabler in assisting this effort. Imbedded in your ERP Systems 
are the business rules that will dictate operating cost. These business rules need to be aligned 
to the day-to-day operations. This is a very upbeat presentation that will present the attendees 
with practical solutions that they will be able to take back to their companies and begin to apply 
immediately.   
 

Saturday  11:10 – 12:20 AM     Flight A  
 

NEGOTIATION SKILLS: (CONT.) 
BASIC STRATEGIES TO ACHIEVE YOUR GOALS 

Michael D. Ford, CFPIM, C SCP, CQA, CRE, EI, QI 
 

Saturday  11:10 – 12:20 AM     Flight B  
 

OVERCOMING FEARS OF PUBLIC SPEAKING 
Michael T. Walsh, CPIM, QI 

Making presentations is the number-one fear for most people. If at all possible, we avoid having 
to get up in front of an audience while we marvel at those who are able to do so with apparent 
ease and skill. Your anxiety about presentations is natural. It is the body’s way of dealing with 
the “fight or flight” reaction in a threatening situation. When an apparent threat is noticed, the 
brain triggers the release of adrenaline, which causes the heart rate and body temperature to go 
up. Extra blood goes to the hands, legs, and brain getting ready for action. This causes your 
hands and forehead to sweat, and also causes the “butterflies” or nausea feeling in the 
stomach. Finally, preservation instinct takes over and rational thinking slows down. In the case 
of standing up in front of an audience, the perceived threat is imagined. What we are actually 
anxious about is the thought of possible failure, or forgetting, or not being perfect, or going 
“blank,” or being judged about our message, or showing some weakness.  
 
The comforting aspect of this is that these fears are fabrications in our minds and there are 
ways we can control the situation to minimize, if not eliminate, the possibility of these fears 
becoming realities. Keep in mind that you don’t have to be brilliant or reach some lofty level of 
perfection to succeed. You don’t have to (and probably won’t) please everyone. You probably 
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can’t cover all of what you know and want to convey. And your audience will not judge you as 
critically, as you will judge yourself. Instead of critiquing you, they will be paying attention to your 
message and its benefit for them. In fact, they want you to succeed. 
 
Our interactive discussion will explore some of the formal training and presentation skills you 
could use in everyday situations. Practicing these skills will help you manage your presentation 
fears. It is natural to feel anxious about speaking in front of an audience, and that feeling may 
not ever go away completely. However we will learn to overcome those fears sufficient enough 
to become a productive and value adding speaker.  
 

Saturday  12:20 – 1:00 PM     Executive Forum  
 

Sheryl Bercier, Mike Ford, Howard Forman, Dan Marin o,  
Gary Pezzuti and Mike Walsh  

All of our conference speakers presenting at the first annual Seminar 1 west at PSU Scranton 
are nationally and internationally recognized leaders in the fields of expertise.  
Plan to meet and engage with our Conference Speakers – in a very informal setting.  
 
Perhaps you have a business question or need help getting a particular implementation of the 
ground. Please be assured that one or all of our experts have heard a similar concern before 
and can provide immediate assistance to be pleased to schedule a visit with your company 
decision makers. 

 
 
 

SEMINAR 1, APICS NEPA and PSU/Worthington –  
Have collaborated and scheduled two more events 

 
 

PLAN TO ATTEND – PLAN TO REGISTER 
 

LEAN CERTIFICATE WORKSHOP  with Mike Walsh – 
 October 23 and 24, 2009  
 
CSCP TUTORIAL with Howard Forman –  
October 23, 2009  
 
HALF DAY SEMINARS   
November 13-14, 2009 .  
 
Workshop Leaders :  

Mike Ford, Howard Forman, Dan Marino, Bob Stahl & Mike Walsh. 
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MEET OUR CONFERENCE SPEAKERS 
ALL INDUSTRY EXPERTS 

 
 

SHERYL BERCIER is a Senior Consultant of MARINO 
ASSOCIATES, LLC, a manufacturing consulting firm 
specializing in ERP/MRP II, Lean/Agile Manufacturing, JIT, 
TQM, and related consulting and education.  Prior to joining 
Marino Associates, Ms. Bercier was Director of Materials with 
Gerber Technology, Inc., Tolland, Connecticut. 
 
Previous to Gerber, Ms. Bercier was Materials Manager with 
Gerber CAD Division.  Ms. Bercier has also held the position of 
Inventory Supervisor, Production Control Manager, and 
Procurement Manager.  
 

Sheryl has more than twenty years experience in materials and manufacturing with 
experience in ERP, Lean/Agile Manufacturing process, Supply Chain Management, 
Forecasting and Sales and Operations Planning.  Sheryl’s expertise, in the areas of 
Inventory Control, Vendor Managed Inventory, and Master Scheduling, has allowed her 
to implement programs that have greatly reduced inventory; improved inventory turns 
and reduced overall cost. 
 
Sheryl has recently implemented both SAP’s R3 ERP system and Oracle’s ERP system 
in global environments.  Sheryl has successfully implemented the latest concepts in 
Supply Chain Management and has lead numerous global outsourcing programs. 
 
Sheryl has managed in a multi-plant environment in both the US and in Europe.  She 
conducted the financial review of inventory for three acquisitions and the relocation and 
consolidation of inventories with no loss to production and customer shipments.  Sheryl 
manage and controlled inventory for seven European warehouses, and warehouses in 
Australia, Hong Kong, and Mexico. 
 
 

MICHAEL FORD is Principal of TQM Works Consulting, 
based in upstate NY. He provides innovative solutions 
based on 23 years of experience in retail, distribution, 
manufacturing, and consulting. His work history includes 
software implementation, business planning, inventory 
control, distribution planning and corporate training. He has 
presented at nearly 200 industry events to local, regional 
and international audiences across North America.  

 
�
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HOWARD FORMAN is president of PIM Associates, Inc.  
Howard has over 25 years of experience in manufacturing 
and distribution environments, specializing in ERP system 
implementations, inventory reduction, supply chain 
management, operation improvements and business 
process reengineering. Howard is an active member of the 
Northern New Jersey Chapter of APICS where he is a 
Past President.  He is currently serving on the Region 2 
staff and is a member of the APICS Society Chapter 
Development Committee.  He is a frequent speaker at 
various APICS dinner meeting, seminars and workshops, 

ERP vendor user conferences.  He previously earned his CFPIM, CIRM and CSCP 
certification and is a qualified CPIM and CIRM instructor.  He is a graduate of Fairleigh 
Dickinson University with a MBA and BS in Business Management. 
�

DAN MARINO is a Senior Partner of Marino Associates, LLC; 
Mr. Marino has more than twenty-five years in materials and 
manufacturing with experience in ERP, Lean/Agile 
Manufacturing process JIT, MRP II, Capacity Planning, Supply 
Chain Management, and Global Procurement. Dan has 
experience with SAP’s R3, Oracle, Microsoft Navision, and 
other state of the art ERP systems. He has managed and 
completed many successful implementations of Lean 
Manufacturing and Supply Chain Management.  Dan has a 
degree in Business Management and Industrial Engineering. He 
is a Certified Instructor for Boston University in their Lean 
Certification program. Dan has managed the efforts of three 

acquisitions, two in the US and one in Europe. His expertise in facility layout and 
product flow, Kaizen Blitz, and Value Mapping, allowed for the consolidation of plants 
and major improvements in material flow and logistics. He is a frequent speaker and 
educator on the local, national and international level. 
�

GARY PEZZUTI began in 1972 as a placement counselor.  In 
1981, with a partner, formed SUMMIT GROUP, a firm 
specializing in "Contingency Search" and "Interim Professionals" 
focusing on the disciplines of Operations Management including 
Supply Chain, Materials Management, Purchasing, Production / 
Inventory Control, Logistics & Distribution, Manufacturing and 
Production Management, as well as the adjacent administrative 
and technical areas such as Contract Administration, 
Manufacturing / Industrial Engineering, QA/QC and Systems 
Implementation. 
 

In the past 30+ years, serving most of the manufacturing sector, Gary has weathered 4 
economic recessions and has observed evolutionary changes in hiring procedures as well 
as the emergence of numerous "magical marketing techniques".  And while there are no 
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magic pills, Gary has assembled an extremely effective method of marketing candidates - 
.addressing the candidates needs as well as desires of the hiring authorities. 
 
Gary Pezzuti has been a frequent speaker at numerous APICS, NAPM, and ASQ chapter 
meetings across the country.  He has also provides Outplacement Counseling and has 
conducted Community Workshops, Career Planning Retreats and Regional Conferences 
including Congress For Progress in 2003 and 2004 as well as The 2005 Seminar One 
Region Conference and The 2005 6 – Packed Conference in San Antonio.   
 
In addition, Gary has been a member of the Northern New Jersey Chapter of APICS 
since 1981; serves as Treasurer for Central Jersey Chapter of APICS and Secretary for 
West Jersey Chapter of APICS. He also serves as a Trustee of Unity Church of NYC, 
Treasurer of The Eric Butterworth Foundation and Adjutant for the Military Order of the 
Purple Heart - Chapter 202. 
�

MICHAEL T. WALSH, CPIM, QI,  President and founder of The 
Quality Solutions Group; a Business Education, Training and 
Workforce Development company specializing in Lean Supply 
Chain Management, Quality Tools Training, Strategic Quality 
Management, and Continuous Improvement Programs. QSG 
has dozens of satisfied domestic clients in all industries, and 
has been successful in serving the needs of international clients 
in Mexico, Canada, France, Italy and India.  
 
Michael has 30 years of business experience incorporating 
senior management, and as a consultant, and as a practitioner 
and as an educator. His operating and management experience 
includes materials, purchasing, quality, inventory control, 

logistics, production and security.  Michael has been an APICS member for nearly thirty 
years. Mike has been an APICS Qualified Instructor since 1996 and is a frequent 
speaker at chapter meetings, regional/ international conferences and workshops. 
Michael currently serves APICS as the President of New Bedford APICS Chapter # 1. 
 
Mike is the Executive Director of Seminar 1  (www.Seminar1.org) – the premier and 
longest running Supply Chain Educational Conference and Exposition for professionals 
of the Northeast region. 
 

 
PLAN TO ATTEND – PLAN TO REGISTER 

 
LEAN CERTIFICATE WORKSHOP  with Mike Walsh - October 23 and 24, 2009  
CSCP TUTORIAL with Howard Forman – October 23, 2009  
 
Half Day Seminars  are scheduled for November 13-14, 2009 . Workshop Leaders 
include: Mike Ford, Howard Forman, Dan Marino, Bob Stahl, and Mike Walsh. 
 


