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Purchasing Group 

The mission of the N.B. Handy Purchasing Group is to execute top quality purchasing decisions to enhance revenue 
and profitability, support sales, maximize relationships with internal/external customers and vendors utilizing 
committed, highly trained purchasing professionals that ensure N.B. Handy’s company goal as the preferred choice. 
 

  

Department Update 

Johns Manville – Vendor of the Year 

After reviewing 33 vendors representing an annual spend of 
$134M, setting up 165 forms and recording 15,379 
responses we have our 2013 Vendor of the Year.  
Congratulations are in order for Johns Manville, our Vendor 
of the Year and Carlisle our Roofing vendor of the year.  Here 
are the top 8 vendors that will be recognized: 
 
Johns Manville  Omegaflex 
Carlisle   Quietflex 
Berry Plastics  Diversitech 
Grey Metal South  Broan 
 
Each vendor is measured in four categories - Delivery, 
Finance, Service, and Growth.  There are 17 metrics with an 
opportunity for a bonus.   
 
Product Managers hold Vendor Performance meetings with 
each of their vendors. This provides a great opportunity for 
them to congratulate a job well done or set a plan in place to 
help the vendor improve their performance.  
  
The NB Handy Vendor Performance program is recognized 
as one of the top vendor evaluation programs in our 
industry. 
 

 

How “Handy” Is This? 
In the past Mitch has shared with us the “Things that keep him up at 
night”, when it comes to the Procurement team things like, extended 
lead times, product allocation, inventory outages, orders not shipped 
complete, these are the issues that keep us sleepless in Lynchburg.     

First quarter demand was suppressed due to severe weather patterns.  
We felt this was an aberration, not a trend, and as such we were willing 
to bet inventory dollars that there would be a surge in business when 
the weather cleared.  The pattern emerged as predicted.   

In preparation for this surge we identified high risk branches where 
inventory levels could potentially be inadequate to support a sharp 
increase in business.  We began issuing purchase orders for high risk 
branches 15 days early, moderate risk branches were purchased 10 
days early. The additional inventory allowed us to support and 
capitalize on increased sales activity.   

We encourage you to keep us in the loop as you on-board new 
customers, hear the latest buzz about demand from your existing 
customers or simply receive a huge order that you feel is an indicator of 
sales to come. 

What are your customers telling you?               
 

 

 
 

 

 

Blue Chip Buyers       
 

Each month the buyers have to meet the following criteria 
to become a Blue Chip Buyer: 

Period 7 

 

 
*Check out the buyers’ email signature for Blue Chip Buyer 
Status! 

“Handy” To Know 
 

Meet Misty Dobyns – Equipment Buyer 
 
 
 
 
 

Click here to view  video: 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 
 
 
 
 
 
 
 
 

Previous Issues and Videos are located at NB Handy Training under Procurement 

https://www.youtube.com/embed/IIucD_TYhPU?rel=0



