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Message from the President of GSCLG

As President of the GSCLG, I am delighted to present this special
edition of the Global Supply Chain Review. This month, the GSC
Review showcases the second of a series of icons in the world of
Supply Chain.
We have aligned the most influential, accomplished, and
renowned executives from some of the better known corporations
worldwide. As I've said in the past, we seek those individuals who
have made the most significant contributions to the advancement
of the supply chain industry at the same time helping their
companies' bottom lines. In other words, these are the individuals
that will inspire both veterans and new hires in supply chain. These
are the type of professionals most people would like to be when
they reach their professional goals.
We are extremely pleased to be able to present this time an
interview with Michael A. Massetti, Vice President, Supply Chain, of AMD, Inc. Michael has a superb set of
skills ranging from global supply planning, inventory management and control, order management,
fulfillment, and supply chain management to global procurement and quality. His leadership skills are
exercised not only on the job, but also in his contributions to being green both individually and at AMD.
Michael has had a superb career at a senior level at companies such as IBM, Tekelec, Lucent
Technologies, Dell Computers and at present, AMD. These companies have provided him the challenges
and opportunities to make him one of the better known icons in our industry and a champion of green
supply chains. His accomplishments deserve recognition. Most recently, Michael was a recipient of the
2009 Top 25 Supply Chain Executives Award from the Global Supply Chain Leaders Group.
We are excited to give you the second of many important supply chain interviews. We will do our best to
keep searching globally for those leaders that deserve to be singled out. I ask you to send me the names of
those you would like to be profiled so we can learn from their views and accomplishments. We've already
received a few names after publication of our October edition and we have a great lineup of individuals
coming in the next few months.
We celebrate supply chain leaders with vision, passion, and care for their customers and employees.
These leaders provide the value shareholders' deserve; they ensure that their customers keep moving
forward while dealing with global challenges affecting the day-to-day operations.
As we said in every edition, if we recognize great performance and leadership potential, we will promote
our capacity to lead both operationally as well as at the C-level. As senior-level supply chain leaders, the
senior executives featured in our magazine should be recognized by their peers and by the industry. We
hope to see them growing and becoming the future CEOs that we all deserve and admire.
We are honored to present Michael A. Massetti, Vice President, Supply Chain, of AMD Systems, Inc. and
look forward to honoring many more like him in the future.
Sergio Retamal
Publisher, GSC Review
www.gscreview.com
President, GSCLG
www.gsclg.com
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The Third Annual Global Supply Chain
Leaders Group Conference
Reserve the date for the next Global Supply
Chain Leaders Group Gathering!
October 21, 2010 in San Jose, California 7 AM - 9 PM

The SCM's Path to CEO
Senior Executives Only
If you attended the GSCLG's 2009 annual dinner, then you already know what a truly unique and valuable
networking opportunity that was for a senior Supply Chain executive like yourself. Our next event promises
to be bigger and better so mark your calendars. Details will follow in the months leading up to this event.

This conference is reserved for senior Supply Chain executives of non-service provider corporations
only. This is a truly unique networking opportunity for senior executives at their level or higher. The
GSCLG will make seats available to only five Platinum sponsors and five Gold sponsors.
Click Here To Register
Contact: andrea.kostelas@gsclg.com for sponsorship information.
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Interview with Michael A. Massetti, Advanced Micro Devices,
Incorporated
Michael A. Massetti joined AMD as Vice President, Supply Chain in
December, 2008. Michael is responsible for global supply planning,
inventory management and control, order management, fulfillment, and
the supply chain management infrastructure program.
Michael came to AMD from Tekelec where he was Vice President, Global
Procurement & Quality since August 2006. In that role, Michael led a
centralized global team covering all spend categories and managed all
contract manufacturing, OEM hardware, and software. He drove the
transformation of procurement from transactional-based to an advanced
sourcing function – achieving double digit cost reduction, delivery
performance, and quality improvements, while reducing cost of poor
quality by >50%.
Michael came to Tekelec from Lucent where he was Senior Director,
Supplier Management - Platform Strategy & Sourcing. In this role, he
managed over $1.5B of hardware spend, drove $100M per year in cost
reduction programs, and directed sourcing strategy development for
Lucent's embedded technologies. He joined Lucent in March 2002.
Michael came to Lucent from Dell where he was Director of Program Management for the OptiPlex product
line. Michael led the introduction of 10 desktop platforms for a product unit that contributed over 55% of
Dell's revenue.
Michael began his career in 1979 at IBM's Microelectronics Division where he started in mixed signal
integrated circuit development. He built IBM's first field applications organization in 1993 as IBM entered
the merchant semiconductor market. Michael's final position with IBM was Senior Program Manager for
the PowerPC product line.
Michael received his BSEE from The University of Notre Dame in 1979. He received his MSEE (1984) and
MBA (1987) from the University of Vermont. Michael completed NTL's Mastering Executive Leadership,
GAP leadership training at Lucent, Dell's Executive Leadership Program, and Strategic Marketing at the
University of Michigan. Michael has been a guest lecturer at the University of Texas (Program
Management) and Rutgers University (Supplier Relationship Management) and has spoken at several
conferences on supply chain topics.
Michael received the 2009 Top 25 Supply Chain Executives Award by the Global Supply Chain Leaders
Group.
How important is Supply Chain Management to AMD's overall business strategy?
AMD serves a global marketplace including computer and electronic gaming manufacturers, distributors,
and retail channel partners. Each of them may have unique requirements on the supply chain, but all
require high levels of service. Excellence in SCM is essential to AMD's long-term success - the ability to
consistently and reliably deliver our products to customers is required for AMD to continue winning new
market opportunities.
What primary areas of focus (or key initiatives) is AMD looking at for Supply Chain Management?
AMD continues on our strategic transformation of the supply chain to higher levels of customer service,
reduced levels of inventory, more flexible manufacturing, and globalization. Developing a competitive edge
with a world-class supply chain is essential to continue driving customer satisfaction.
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Interview with Michael A. Massetti, Advanced Micro Devices,
Incorporated
Continued
How has outsourcing enabled AMD to be successful
with these initiatives?
Earlier in 2009, AMD completed a strategic transaction
which resulted in the creation of a global semiconductor
foundry for microprocessor wafer fabrication,
GLOBALFOUNDRIES. This move was a significant step in
transforming AMD's business to create a more agile
operating model. With GLOBALFOUNDRIES, AMD gains a
leading-edge microprocessor foundry partner and expands
our manufacturing capabilities by scaling the size, capability
and technology development of the manufacturing
operations we are able to tap into. We also partner with
foundry partners TSMC, Chartered and UMC. Our
Assembly, Test, Mark and Pack operations are primarily
done in-house. The balance of internal and external
manufacturing helps reduce supply risk and increases
overall supply chain flexibility.
How is AMD addressing the market's increasing focus
on 'green' supply chains and reducing a company's
carbon footprint?
AMD in August published its ninth annual Global Climate
Protection Plan, which presents our strategy, goals, and
commitment to continually reduce greenhouse gas
emissions and contribute to global climate protection efforts.
This effort spans our products, operations, and collaborative
initiatives with our industry, suppliers, customers,
government partners, and employees. Our strategy, quite
simply, is to make energy conscious, smart choices in our
operations and to leverage the collaborative bond with our
customer and technology partners, positively impacting our
products and supply chain. After achieving previously set
climate protection goals, we set new goals in our recently
released plan and are committed to continuous
improvement. The interdependency of the impact of climate
on supply chain is expected to present both challenges to
and opportunities for progress for years to come.
What do you think the key Supply Chain Management
priority for the coming 2-3 years is for AMD?
AMD must continue to drive supply chain improvements to
ensure excellent delivery performance, responsiveness and
agility, and, most of all, total customer satisfaction. We want
customers to know they can rely on AMD to work with our
supply chain partners to develop, deliver, and support worldclass technology solutions.
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Interview with Michael A. Massetti, Advanced Micro Devices,
Incorporated
Continued
What do you think the key Supply Chain Management
priority for the coming 5-10 years is for AMD?
AMD's long-term strategies and focus are similar to our
priorities for the shorter horizon: cost competitiveness,
responsiveness and flexibility, supply risk reduction, and
agility. As our customers' markets change and evolve, we
need to have a supply chain that anticipates and supports
the dynamics in the markets.
What are the biggest INTERNAL challenges for
manufacturers to achieve supply chain excellence?
I like to say that supply chains are the most visible when they
are terribly unpopular. It is easy for a supply chain to be
noticed when deliveries are poor, when costs are out of
control, when there is little flexibility, and when it is not
responsive. Establishing and maintaining organizational
credibility through excellent performance on all of the
attributes we discussed earlier are critical. Our internal
stakeholders cannot worry that the supply chain will not be
able to support the customers once they decide to buy, or
buy more, from AMD.
What are the biggest EXTERNAL challenges in
achieving supply chain excellence?

At the
crossroads
of crisisand opportunity
stands
productive
change.
The Chinese symbol for change combines the characters for crisis and opportunity.
Pepperdine University s Master of Science in Organization Development (MSOD)
program helps professionals and theirorganizations face the crossroads of crisis and
opportunity to choose the wise path of strategic change. Established in 1975,
Pepperdine s MSOD is the most recognized master s-level OD program in the world.
When you enroll at Pepperdine, you will join a long tradition of professionally
successful, personally grounded, and globally competent OD practitioners.
• Eight intensive and interactiveeight-day class sessions over two
years in California and international settings.
• Application-focused environment including field work in
organizations and immediate relevance to your clients and staff.
• For OD consultants, HR professionals, line and staff managers,
and executives.
Candidates are now being selectedfor the new class. Take this opportunity to
expand your expertise and your success. Contact Pepperdine today.

310-568-5598

www.Bschool.pepperdine.edu

Similar to the internal focus, it is absolutely critical that
customers have total confidence in their decision to buy from
AMD. We run a very high volume supply chain that produces
tens of millions of parts a year. To be considered excellent
means that we have highly integrated processes with all of
our suppliers and manufacturing partners. This includes
forecasting, inventory management and visibility, high
quality execution, and a focus on customer service.
What are the supply chain challenges to which AMD
should be paying more attention?
AMD is focusing on supply chain priorities as mentioned
above.
Who is responsible for planning your company's
business continuity when facing natural disasters,
major disruptions or other geopolitical issues?
AMD's global supply management team, the supply chain
planning team, and corporate financial planning all work to
ensure we follow our business continuity plan during supply
disruptions.
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Interview with Michael A. Massetti, Advanced Micro Devices,
Incorporated
Continued
What are the main skills and personal attributes that have helped you reach your current position?
Supply chain management is a very broad field. It encompasses managing suppliers, logistics, planning,
total cost of management, systems and tools, inventory planning and management, and considerable
interaction with people, internal and external to the company. The breadth of my cross-functional
experience first enabled me to enter SCM. Since then, my technical skills, business experience,
communications, and interpersonal skills have allowed me to succeed.
How do you grade AMD's supply chain overall performance in client satisfaction?
The best measure of client satisfaction, of course, is our customer's repeated business with AMD.
Additionally, AMD invites customer feedback quarterly, and we have received very good feedback on
many of the elements we discussed earlier. I believe we still need to make progress to meet our internal
expectations, which we hope exceed our customers' needs. The recent market collapse and up-turn has
been a challenge and we are working closely with our customers to respond as their demands increase
again.
During this economic downturn, how do you keep your entire organization motivated?
The one thing about being in supply chain is that you can clearly see your impact on the business. We set
aggressive performance and improvement targets to start 2009 and have made solid progress through the
year. With our key performance indicators and overall supply chain metrics, we've shown the team the
progress they've made. It's all about instilling confidence in the team, keeping the challenges real and
achievable, and stopping to appreciate the accomplishments along the way and thanking them for the
efforts.
Who do you rely on for advice?
I have worked hard to establish and nurture a network of former colleagues and professional associates
through professional networking venues like LinkedIn. I share questions and challenges with the people
who I have worked closely with and whose opinions and experience I value. Of course, my boss, John
Docherty, is the visionary behind AMD's supply chain and operations strategy, and he has plenty of advice
for me.
What have you learned as Vice President, Supply Chain that has surprised you or changed the way
you do business?
Probably the biggest positive surprise for me is how committed and dedicated my colleagues at AMD are.
I'm proud to be part of a team that understands the challenges and comes to work each and every day
driving to make us better. I have focused heavily this year on supporting the team. I am very pleased with
how we've stuck together through the market turmoil.
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Interview with Michael A. Massetti, Advanced Micro Devices,
Incorporated
Continued
Turbulent times should be the best time to implement changes. However, companies tend to
paralyze due to uncertainty in the market or their human capital. What is your advice to maximize
the opportunities to implement changes during tough times?
You must have a long-term strategy and plans, constantly review those, but most importantly, do not stray
too far from the vision of the Company. Albeit, you may have to make course corrections along the way like
slowing down SC technology investments, changing priorities and schedules, moving faster to out-source
or in-source, and so on. To me, one of the most important elements is the focus on the people in the
organization and ensure they fully comprehend the plan and the changes that you are driving. They need to
see, hear, and feel the commitment of the SC leaders to help deal with turbulence and know they are on a
path to success.
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Global Shippers Consortium: The Power of Group Purchasing

The Global Supply Chain Leaders Group (GSCLG) has launched the Global Shippers Consortium, which
enables its members an opportunity to achieve significant cost reductions on global supply chain
expenditures.
If a company is already a member of the GSCLG, membership to the Global Shippers Consortium is
automatic. There is no cost to become a member of Global Shippers Consortium. A company will enjoy the
benefits of the Consortium's negotiations and it may choose to participate, or opt out, at any time.
About Global Shippers Consortium
Global Shippers Consortium offers small, mid-size, and large businesses a significant opportunity to
negotiate transportation rates by combining the membership volume and spend. The additional
purchasing power will reduce costs in key expense categories such as international and domestic
transportation and corporate travel expenditure. Global Shippers Consortium successfully combines the
buying volume from companies into a single, multi-million dollar purchasing group. This considerable
buying power enables Global Shippers Consortium to negotiate large-volume pricing contracts, as well as
increased service levels for member companies through their expert content and negotiation consultants.
The contract pricing is based on a multimillion dollar aggregate volume, which assures discount levels
virtually impossible to obtain by an individual company. However, each Consortium member is free to use
its other service providers.
Strict confidentiality is maintained because the Consortium does not share individual members’ pricing
information.
The Benefits of Group Purchasing
Members benefit not only by receiving significant discounts. Through a selection of personalized services
and tools, members receive unmatched savings of both money and time. Each member will gain the
following benefits:
Up to 75% cost reduction on transportation spend by utilizing the Consortium's expert negotiation
personnel
No minimum purchase requirements
Effective streamlining of company purchases
The Power of Group Purchasing - Strength in Numbers. Join us and save.
Contact: andrea.kostelas@gsclg.com before December 31st for a chance to save substantially.
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MBA Consulting: A primer on graduate student consulting and
how it can benefit your business
By Doreen Shanahan
There is a highly valuable source for business consulting that is tapped by a limited group of "in the know"
company executives: MBA consulting programs. In these programs, full and part-time MBA students from
nearby universities work with businesses on real issues at little or no cost. In today's tight economy, it is no
wonder that MBA consulting programs have gained significant popularity among small and large
businesses.
In fact, the Association to Advance Collegiate Schools of Business, the governing body of graduate
business schools, estimates the number of MBA consulting programs is more than 100 out of roughly 900
U.S. graduate business schools.
Pepperdine University's Graziadio School of Business and Management has offered an MBA consulting
program since 2003. The Education to Business (E2B) program brings executives and students together to
solve real business issues. Faculty work directly with partner companies to identify strategic problems or
opportunities confronting the organization and that can be developed into business school case consulting
projects. Pepperdine MBA students have completed more than 150 projects for corporate giants like The
Coca-Cola Company, The Walt Disney Company and Cisco Systems as well as countless mid-sized and
small businesses across a wide range of industries.
How exactly does Pepperdine's E2B work? In the E2B program, company projects are screened, selected
and scoped to align with milestones in a 13-week course. Each company project is then assigned to an
individual class, which is broken into competing teams of MBA candidates. In and outside of class, MBAs
research, analyze and provide recommendations for a partner company's specific business issue. At the
end of the trimester, teams present a comprehensive report-both oral and written-to Partner Company
executives.
Issues tackled range from new product development/introduction, product life-cycle management, change
management and organizational effectiveness, assessing a firm's financial performance, driving
innovation through technology, IT enabling processes and information silos, to business and consumer
marketing analysis, branding, forecasting demand and competitive positioning.
The benefit is multi-fold: businesses that don't want-or simply can't afford-to spend the money on highpriced consulting firms can still get professional-grade advice.
Such programs are opening doors to businesses with opportunities and talent that they might not otherwise
be able to access. MBA consulting programs offer bright minds, fresh insights and solutions - with little to
lose and tangible results to gain.
What types of business challenges are appropriate for an MBA consulting program? E2B projects have
touched virtually every industry, from small automotive operations to Fortune 500 companies,
pharmaceuticals and technology firms. Some examples:
Linksys Division of Cisco Systems
Students recently completed a project with the Linksys Division of Cisco Systems on the launch of a new
consumer technology product. Students analyzed the consumer market (demographics, psychographics,
behaviors, needs) and the competitive landscape to define the best positioning for the product, followed by
development of marketing mix recommendations.
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MBA Consulting: A primer on graduate student consulting and
how it can benefit your business
Continued
Shelly Automotive Group-Spectrum Collision Division
For Los Angeles-based Shelly Automotive Group, Spectrum Collision Division, students analyzed the
business and its performance in all discipline areas. The comprehensive approach identified opportunities
for improvement and offered concrete actions that successfully impacted the business' bottom line.
Coca-Cola Company
For the Venturing and Emerging Brands Division of The Coca-Cola Company, students researched new
and emerging beverage brands, identifying potential acquisitions, and also developed a business case to
support recommendations based on company criteria.
Instant Software, Inc.
In a case for Instant Software, Inc. that had almost immediate positive results, students developed a
process to increase and accelerate the company's innovation pipeline, ultimately bringing the most
profitable product concepts, enhancements and improvements to market in less than eight weeks.
Pepperdine Graziadio students have also worked with Microfabrica, Inc. on marketing plans for
commercializing a patented new drug delivery system; and Security Base, in which students defined multifunctional recommendations for scaling the business.
However, it is important to note that a student consulting service - or any consulting service for that matter may not be appropriate for all businesses. A business that participates in such a program has to be facing
an appropriate business opportunity, challenge or problem that is ready for high-level analysis. However,
once a business decides to seek solutions, an MBA consulting program may be the educated choice.
Is an MBA student-consulting program right for your business? We've identified a checklist of essential
questions and requirements when seeking out an MBA program to work on a business project for your
organization (please see table on the following page).
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MBA Consulting: A primer on graduate student consulting and
how it can benefit your business
Continued
MBA CONSULTING CHECKLIST
A. Program Structure
1. How is the project positioned within the curriculum? For example, is it embedded in a class or part
of a stand-alone class?
2. How many students will be assigned to the project? Is it an entire class in a case competition format,
a team of students, an individual student, students from varying backgrounds or experience or
students from similar backgrounds and experience?
3. How are students assigned to the project? Through class registration, company selection or student
application?
For Pepperdine's E2B, the program structure is embedded both in a course and as a stand-alone class, both
of which require registration, with the entire class being assigned to a project. Students from varying
backgrounds and experience then form four to five teams to work on the project
B. Project Scope
1. What types of projects does the MBA consulting program accept? These may range from discipline
specific – marketing, information systems, finance, etc. - to multi-discipline.
Pepperdine's Graziadio School currently works with both discipline-specific and multi-discipline projects.
C. Project Duration
1. What is the length of the engagement that the MBA program offers? Does it fulfill your requirements?
Most programs typically range from seven to 20 weeks.
D. Participation Requirements
1. What are the specific participation requirements?
2. Is there a required size of the prospective company, which can range from start-ups to small
businesses, to mid-to-large sized companies?
3. Are there requirements for only certain industries or geographical locations?
4. What is the time commitment in the classroom, at the company site and with students?
E. Project Development / Scoping and Defined Outcomes
1. Who will be working with the company executives to define and develop the project objectives,
requirements and desired outcomes? For some programs, it may be the faculty, for others, it is
the students.
At Pepperdine's Graziadio School, the faculty will determine the scope of work and defined outcomes in
advance of the project start
F. Confidentiality and Rights to Work
1. Does the program guard your investment? Find out how company-provided information is protected.
2. What type of work is produced, such as ideas, discoveries or improvements?
3. Are the rights to the work exclusive to the company or is it in joint ownership?
Pepperdine's Graziadio School program includes a Restricted Use Agreement "works made for hire"
provision, whereby work produced vest exclusively to the company.
G. Fees or Contribution requirements
1. Is the program you are considering within your price range? Fees for MBA student consulting
programs can range from free to upwards of $25,000. Some programs, including Pepperdine, may
solicit contributions rather than fees to support the program, which may be tax deductable as
donations.

If you would like more information on the Pepperdine University Graziadio School of Business and
Management E2B program, please visit: http://bschool.pepperdine.edu/programs/e2b/ or contact the
Program Director at doreen.shanahan@ pepperdine.edu.
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Global Supply Chain Leaders Group
Webinar Series
Complimentary Training Programs
The Global Supply Chain Leaders Group (GSCLG) is pleased to provide you with access to our
complimentary Import Compliance and Essentials of Export Controls webinars. The programs offer 10
hours of all-inclusive training and can be taken at your own pace. These programs provide you with a
free-of-charge and time efficient opportunity to gain knowledge critical to your company's import and
export operations.

Import Compliance
Module 1: The Harmonized Tariff Schedule of the United States
Module 2: Duties & Tariff Engineering
Module 3: Import Compliance
Module 4: C-TPAT Security Awareness

Essentials of Export Controls
Module 1: Export Control Basics
Module 2: Classifying your Item and Determining if you need a license
Module 3: General Prohibitions including Prohibited End-users and End-uses & activities
Module 4: Using License Exceptions
Module 5: License Application and Supporting Documentation
Module 6: Export Clearance and Record keeping
Module 7: Introduction to BIS Deemed Export Policies
Module 8: Overview of the Antiboycott Provisions of the Export Administration Regulations
This program is sponsored in part by PO Horizon and by Global4PL Supply Chain Services.
We hope you enjoy these training programs. All we ask is that you complete a short survey at the end.
Thank you for your continued support of the GSCLG. If you have topics for additional training
programs please submit your ideas in the suggestion box at http://www.gsclg.com/eCollege.php.
To begin, please select: http://www.gsclg.com/eCollege.php
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Corporate and Sponsor Membership Information

More reasons to join GSCLG
l
Reinforce your company's commitment to support educational efforts by aligning your organization

with GSCLG and its mission to provide high quality Supply Chain programs and resources.
l
Capture the attention of managers and other decision-makers by exhibiting at GSCLG

conferences. Members realize significant discounts and are given priority when selecting their
booth location.
l
Obtain member discounts on GSCLG conferences and network with the most innovative people in
the industry.
l
Gain participation in the Global Shipper Consortium program for qualifying companies.
Membership Levels & Dues

Senior Executive Membership - By Invitation Only
(For Supply Chain executives at VP / SVP / C-Level)
This membership is by invitation only, for senior Supply Chain executives of non-service provider
corporations. This is not intended for sales or business development, but rather it provides a truly unique
networking opportunity for senior executives at their level or higher. Membership is contingent on
confirmation of the applicant's senior executive position for a non-service provider and subject to approval
by the GSCLG Membership Director to ensure a balance of industries and networking opportunities.

Platinum Sponsor ($25,000)
(Includes individual member benefits for two senior executives)
l
One free exhibit space (10’ x 10’) at GSCLG's annual conference ($2,250)
l
Four annual conference registrations ($800 each)
l
Four pre-conference workshops at annual conference ($400 each)
l
Two seats at each of the Senior Executive Networking Dinners
l
Listing in sponsor directory distributed at all GSCLG specialty conferences
l
Company profile and web link
l
One full page advertisement in monthly GSC Review (valued at $48,000)

Gold Sponsor ($15,000)
(Includes individual member benefits for one senior executive)
l
One free exhibit space (10’ x 10’) at GSCLG's annual conference ($2,250)
l
Two annual conference registrations ($800 each)
l
Two pre-conference workshops at annual conference ($400 each)
l
One seat at each of the Senior Executive Networking Dinners
l
Listing in sponsor directory distributed at all GSCLG specialty conferences
l
Company profile and web link
l
One full page advertisement in monthly GSC Review (valued at $24,000)

Gold Corporate ($5,000)
(For companies with up to 500 employees)
l
Includes individual member benefits for 20 employees
l
One free exhibit space (10’ x 10’) at GSCLG's annual conference ($2,250)
l
One annual conference registration ($800 each)
l
One pre-conference workshop at annual conference ($400 each)
l
Listing in sponsor directory distributed at all GSCLG specialty conferences
l
Company profile and web link
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Corporate and Sponsor Membership Information
Continued

Standard Corporate ($2,000)
(For companies with up to 20 employees)
l
Includes individual member benefits for 10 employees
l
One annual conference registration ($800 each)
l
One pre-conference workshop at annual conference ($400 each)

Individual ($225)
l
Includes member benefits allowing for opportunities for growth so that the individual may become a

future corporate member
l
Up to fifty percent discount to all GSCLG events
l
Access to members-only events

Media Partner (Call for additional information)
(For Print media companies with Monthly or Quarterly distribution)
l
Two annual conference registrations ($800 each)
l
Two pre-conference workshops at annual conference ($400 each)
l
Listing in sponsor directory distributed at all GSCLG specialty conferences
l
Company profile and web link
l
Cross-advertising program

Contact: andrea.kostelas@gsclg.com for pricing information
We welcome your company's involvement as a GSCLG sponsor, a corporate, or an individual
member!
Click Here To Register!
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