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Message from the President 
Amy J. Piper, Ph.D, PMP 

So much has happened since our Professional Development Day that it’s 
hard to believe that it was just last month.  We have reached our last 
program meeting of the calendar year and the holidays are upon us.  On top 
of all that I personally have accepted an extended assignment in Argentina.  
I’m actually writing this letter from Cordoba, Argentina.  It’s hard to believe!  I 
arrived here for approximately two weeks and then I was off to fulfill a prior  

commitment to team teach some classes in Singapore, Wellington, and Sydney; so, since PDD 
I’ve literally traveled around the world.    

 

I will be back in Lansing for the holidays and our January Board meeting; however, I will miss 
our dinner meeting in January. 

 

I want to thank Dave Smith for his active participation in the MCAC Board over the last several 
years.  He has been a valuable addition to the team and served us in several roles.  Dave has 
resigned from the Board; since he is moving to the Detroit area to take on a new job.  We will 
miss his enthusiasm and wish him “good luck” in his new endeavor.  

 

Most recently Dave has been in the role of VP of Programs.  We are looking for a replacement 
for him on the Board.  If you are interested in this position, please send me an email at 
President@pmi-mcac.org.  Dave is leaving us in good shape for the next few meetings, so let 
me know if you are interested in joining the MCAC Board. 

 

Since this is the last newsletter of the year, I'd like to wish all of you a happy and safe holiday 
season! 
 
 
 

Vice President – Logistics  
Pam Sawatzki, PMP 
 
Happy Thanksgiving!  As we are all approaching the holiday season, I hope you have taken an 
evening to network at the November dinner meeting, while learning something and earning 
PDU's (a triple score!).  This might also be a last opportunity to say goodbye to David Smith, our 
VP of Programs.  He is leaving the area and moving on to the Detroit area.  I understand his 
new office will be in the RenCen.  We will miss him and all the wonderful contributions that he 
has made to our chapter and board of directors. Best of luck in your new endeavors Dave. 
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After the break over the Holiday's we will be starting the year off with Sid Henkin who's topic will 
be "It's not how you do the work, It's how you work together".  It should prove to be an 
interesting presentation.  Registration opens on December 15, 2007 for the January 15, 2008 
presentation. 
  
Have a wonderful Holiday Season! 
 
  
 
Vice President – Programs 
David Smith 
This November's program meeting will have Mr. Dan Shaver from IDV solutions demonstrating 
Geographic Information Systems (GIS) and explaining how GIS can be used to analyze and 
present your companies data.  His presentation will be followed by Eaton County Prosecuting 
Attorney Jeffrey L. Sauter speaking about his office's transition to Paperless File Management.  
  
Our chapter is seeking a new Vice President of Programs.  I'll be moving to Detroit at the end of 
this month because I've accepted a job with Urban Science in the Renaissance Center.  It 
has been a great pleasure working with the PMI-MCAC chapter.  
 
 
 
Vice President – Professional Development  
Marjorie Greer McIntyre 
Ask and it shall be given!  Professional development activities are really ramping up this month.  
The PMI-MCAC will kick off our first PMP Exam Prep Study Group.  This Group will be informal 
and primarily self-directed.  Participants will meet one hour each week at a time and location 
collectively agreed upon by the group at large.  The role of the PMI-MCAC will be to facilitate 
with an overall objective of providing a venue to promote learning and networking opportunities.  
If you are interested in signing up for the PMP Exam Prep Study Group, please contact me at 
professionaldevelopment@pmi-mcac.org. 
 
Don’t forget…the PMI-MCAC Library has study materials for your use.  These materials range 
from audio tapes, test simulations, and study guides.  Contact me to reserve your selection 
today. 
 
 
 
 
 
 
Vice Presidents Reports continued on page 5 
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Vice President – Special Projects  
Karl Meier 
 
In October I attended PMI’s North American Leadership Institute Meeting in Atlanta.  PMI holds 
four of these each year just prior to the Global Congresses, each on a different continent.   The 
last Leadership Institute meeting for 2007 is this month in Cancun, Mexico, and the first one 
scheduled in 2008 is in Sydney, Australia.  Each Chapter has been expected to send a 
representative to a Leadership Conference each year.   I felt very privileged to be allowed to 
attend this year. 
 
Beginning in 2009, attendance will not just be expected, it will be mandatory as PMI implements 
a number of changes; changes that revolve around the strategic mission of PMI and its 
Chapters.  We as a Chapter and Board of Directors will be evaluating how the MCAC fits into 
PMI’s strategic plan, including what we need to do to bolster any areas where we may fall short.  
This will be very important come 2009 as PMI implements the Performance Management 
Framework or PMF.  The PMF will establish certain minimum levels of “service” that each 
Chapter must provide its members.  The main idea is to improve the experience for members 
and ensure consistency across Chapters.  We will have more information for you regarding the 
PMF as we begin to assess how our Chapter is currently aligned with PMI's strategic plan.  Look 
for a Bonus Program in 2008 where you can learn the specifics of the PMF and how it affects 
our Chapter. 
 
Also, there was much conversation at the meeting regarding Virtual Communities.  Those of you 
that are members of SIGs have probably already heard about Virtual Communities, as you are 
the most directly impacted.  In the near future, Virtual Communities will replace SIGs.  We will 
have more information on this topic as well.   In the mean time, if any of you are members of 
SIGs and haven’t heard about Virtual Communities yet, see me at the next program meeting 
and I’ll tell you what I know. 
 
Vice President – Membership  
John Oldham, PMP 
 
I would like to take this opportunity to welcome the following members… New to the Chapter since our 
October meeting: 
Kristina N. Kinnie, PMP  Covansys 
Beth Ann Wilson 
 
The following Chapter members have recently attained their Project Management Professional (PMP) 
certification: 
Kristina N. Kinnie, PMP 
 
Please join me in congratulating our newest PMP! 
 
The Michigan Capital Area Chapter includes 140 PMPs in the 201 total  membership count. 
 
I am looking forward to seeing you during our next Chapter Program Meeting on Tuesday,  November 
20th. 
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Vice President – Finance  
Alireza Namvar 

Michigan Capital Area Chapter PMI 
Balance Sheet 

As of September 30, 2007 
 

Assets 
Current Assets – Checking/Savings               $27,029.75 
 
Total Assets       $27,029.75 
 
Liabilities & Equity 
 
 Liabilities       $0 
 Equity 
  Retained Earnings    $20,414.81 
  Net Income       $6,614.94 
 Total Equity      $27,029.75 
 
 
Total Liabilities and Equity     $27,029.75 
 

The above Balance Sheet is generated from the Chapter’s accounting system and does not suggest 
audited information. 

If you have any questions regarding the finances of the Chapter, please feel free to contact me at any 
time. 
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Project Management Corner 
 

Contracts 201 – Selecting the Right Contract Type 
Arun Sampath, PMP 

 
During Part 1 of this series we looked at various common types of contracts.  In part 2 we will 
address the next big question for Project Managers which is what type of contract to use when.  
It should be noted that contract is like a tool and choosing the right tool makes the job so much 
easier.  However there is no such thing as a bad tool either.  
 
The answer to this important question is RISK.  The customer wants to be guaranteed of a 
quality product within the stipulated time while paying the minimum money.  The contractor on 
the other hand was to minimizes his risk while meeting customer’s expectation and maximizing 
his profit.  Both customer’s and contractor’s expectation to take minimum risk possible is in 
direct conflict with each other and this is where negotiations process comes into play.  
 
Before we look at the factors that influence the level risk, let’s re-visit the various types of 
contract with reference to risk level. 
 
Time & Material:  In this form of contract customer carries ALL the financial risk while contractor 
has NONE.  The customer does not know the level of his financial commitment until the task is 
completed as he is obligated to pay the contractor for all his time and material and there is NO 
upper limit.   
 
Cost Plus:  Depending on the form of contact, customer carries MAJORITY of the financial risk 
while contractor caries MINIMAL.  In case of a cost plus fixed fee, the profit of the contractor is 
capped so there is some level of incentive for the contractor to fulfill is obligation fast to 
maximize his margin.  The level of risk for the contractor is further diminished in case of cost 
plus percentage where the contract gets a percent of the cost as his fee.   
 
G-Max: In this form of contact the level of risk is SHARED by customer and contractor.  The 
customer knows his financial obligations at the start.  It should be noted while the risk is shared 
the contractor’s share is higher and he often tries to mitigate it through contingency. 
 
Fixed Fee: In this form of contact the customer caries MINIMAL financial risk while the 
contractor carries the MAJORITY.   
 
Now we know the level of risk with each contract, it is easy to see how some of the following 
factors drive the contract selection / negotiation process. 
 

a) level to which the scope is detail 
b) quality or project complexity needs 
c) Owner’s budget 

 
Scope: 
A well defined scope means that both customer and the contactor know what exactly is 
expected of each other.  More well defined the scope the easier it is for the contractor to give his 
best price and hence a fixed fee contract. If the scope is vague and ill defined Time and  
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Vice President Reports continued on Page 9 
 
Materials would better suited.  One other factor relating to this is scope changes – fixed price 
contracts are least flexible when it comes time for changes to scope while it’s most flexible with 
a T&M.  
 
Quality: 
T&M allows for contractors to perform their best since they are under no cost pressures. While 
with fixed price the contractors need to maximize profit drives them to perform the bare 
minimum while meeting the scope/specifications.  
 
Budget:  
If for the owner the budget is the primary project driver, having a fixed price contact is most 
beneficial since this minimizes his risk.  With all other forms the contractor is under no pressure 
to keep the costs low. 
 
During Part 3, the concluding part, we will review some of the key ingredients of a contract.   
 
About the Author: Arun Sampath PMP, is a Senior Project Manager at Emergent BioDefense 
Operations, Lansing. He has been involved in negotiating contracts for over five years.  He is 
NOT a lawyer.  Arun can be reached at outreach@pmi-mcac.org .  Arun is the Vice-President of 
Outreach for the Michigan Capital Area Chapter of the Project Management Institute.  

 

 

 
 
 
 
 
 
 

  
 
 
 
 
 

Monthly Program Meeting Information 
 

January 15, 2008 Dinner Meeting 
 

Speaker: Sid Henkin:  
Topic: It's Not How You Do the Work, It's How You Do the Work Together 

 
The MCAC Chapter Program Meetings are held at the Clarion Hotel and Conference Center, 
3600 Dunckel Drive, Lansing, MI 48910 
 
MCAC Chapter Program Meetings are held on the third Tuesday of each month, September 
through May, excluding December.  Bonus Programs are often held prior to the Program 
Meeting (normally from 5:15 to 6:00).  Please go to http://www.pmi-mcac.org for additional 
information.   
 
Costs:  $25 for members and $30 for non-members.  Anyone who does not register in 
advance will be charged an additional $5 at the door.  If you are not pre-registered, we may 
be unable to accommodate you due to restaurant limitations.  Note:  At the November 
Meeting, those wishing to attend just the presentation by the main speaker can register at 
the chapter website.
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