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April 1993, Volume 5, Issue 4

“State of the Company”

“I would like to take a few moments to
highlight some of the events that made 1992 a
great year in the life of Southeastern.

The year 1992 was a banner year for South-
eastern, not only in terms of record sales, but in
terms of how we as a company and as individuals
interact in order to get our respective jobs done.

By recognizing the fact that ownership of a
jobrests not with the company management, but
with the individual responsible for carrying out
that job, Southeastern has gone a long way in
tearing down old cultural and philosophical bar-
riers to change.

Why change? Because our customers' expec-
tations of us are changing, and atarapid pace. Our
customers expect and demand more from us
every day. No longer will complacency be
tolerated; rather, enthusiastic problem solving
techniques mustbe employed as we seek new and
better ways to receive from our customers their
needs and we, in turn, respond to them with
innovative solutions to their problems and ideas
to help them cope with their changing atmo-
sphere.

SPIRIT was born, in concept, in 1948 when
Southeastern was founded. It was formalized,
and given a life of it’s own, in 1992. SPIRIT
awareness and implementation is definitely my
highlight for 1992. Through our very own SPIR-
IT process we will ensure the viability of our
company, in the changing atmosphere that it
operates, for many years to come.

What’s ahead for 19937 We will be finishing
our AS/400 computer implementation project,
and bringing up our first stockless customer.
More value added services will be offered, such
as RSVP, an enhanced Resource package, and
our logistical services for our hospital customers.

Southeastern believes that the best way to get
new customers and to keep old ones is to con-
stantly make customers aware of the value of
doing business with our company - not with price,
necessarily, but with a complete stable of prod-

Already in 1993 we have had exciting newsas
John Ward, Glenn Barnett, and Tom Hester
completed, in record time, their courses taken
under the American Management Association.
These courses were taught locally at Fayetteville
Technical Community College, in conjunction
with our local Chamber of Commerce (see article
on page 3).

Many of our other associates have taken
courses to better themselves, professionally, as
well. The commitment to bettering themselves is
indeed commendable; however, we all bear the
burden of continuously finding ways to adapt
ourselves to the changing business environment
that we operate in. I encourage all of our associ-
ates to take advantage of the educational oppor-
tunities that are available so that as Southeastern
continues to respond to market demands and
changes, everyone can be up to the challenge.

Perhaps one of the most anticipated projects
for this year is our “New Paradigm”. Born out of
SPIRIT, this restructuring into market specific
divisions will place our company even closer to
each of our customers so that their individual
needs can be better met. Other projects, such as
the upgrading of our truck delivery fleet as well
as looking into the prospects of having our sales-
people equipped with their own personal com-
puters, will be started this year.

We are excited about 1993 and the many
opportunities that await us. With the help of each
one of our Associates, these opportunities can be
capitalized on.

Imust say that helping to lead all two hundred
and forty of you is both an honor and a pleasure.
Itis alsoacommitment that I take with the utmost
in seriousness. The year 1993, because of each
one of you, will exceed the success of 1992,1am
confident.” - Ray Manning, President

Below: One of the newly refurbished tractor-
trailers complete with SPIRIT artwork and
“Greenville” location.

ucts and services that make doing
business with Southeastern not only
easy, but cost effective and profit-
able for the customer as well.

This year will also see the open-
ing of our new Greenvillc, N.C.
Distribution Center, slated lor early
summer. This new distribution cen-
ter will take some of the load off of
our current John Smith Distribution
Center, thus positioning it to handle
more growth for our customers in
South Carolinaand the western two-
thirds of North Carolina.
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ASSOCIATE OF

FeBrRUARY 1993

Congratulations to Melody Dyda for
being selected Southeastern’s Associate of
the Month for February of 1993!

Melody has been with Southeastern
since Aprilof 1987. She started working in
the Purchasing Department as a Purchas-
ing clerk and quickly became one of the
group's greatest assets. Most recently, she
was responsible for the setting up of ven-
dors and new items in the computer.

Sheremained in Purchasing until March
1993 when she transferred to the growing
Marketing Team. Director of Marketing,
Ron Carnighan, says, “Melody's energy
and experience will add both depth and
value to our Marketing Team!”

One of Melody's former Purchasing co-
workers said, “Melody will stop whatever
sheis doingin orderto help you. Sheisvery
conscientious and dependable. Melody is
very knowledgeable in all areas of Purchas-
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2 EMPLOYEE
8 OF THE
MONTH

by Pam Greenhill

Melody Dyda

ing and people always refer to her for
advice when they need problems solved.
She constantly strives to keep the SPIRIT
process working!”

Congratulations again, Melody! Keep
up the good work!  -editor

<
In the News Again!

Southeastern was recently spotlighted
on the front page of the Greenville Daily
Reflector's Business Section. The article
highlighted the closing of SEHS's pur-
chase of a44,000 square foot shell building
in Pitt County. Above the article was a
large photo of Sammy Short, Carol Short,
Daphne Manning, and Ray Manning
standing in front of the building.

“We're extremely excited about this
location in Greenville,” said Ray Man-
ning, Jr. “We will be able to do a lot more
for our customers in this part of eastern
North Carolina that we couldn't do out of
Fayetteville.”

Work will begin almostimmediately to
complete the building's interior. In addi-
tion to purchasing the shell building and its
10-acre site, SEHS has also purchased an
additional five acres in the industrial park
for future expansion.

The new distribution center is set to be
up and running later this year.

New Faces
at SEHS!

Congratulationsto the following people
who recently joined the SEHS family -

Bruce Day-

Richmond Order Puller
Vincent Quarles-

Richmond Receiving
Thomas Pittman-

Fayetteville Receiving

erocee Awniversatied

Congrats to -the following that are
celebrating their anniversary with SEHS:

APrIL 1993 # OF YEARS
Phyllis Page ....ceueecesesarescresnns 8
Joy Winslow ......cccccevvueennennnns 8
Jane FOrt ......ccccoivnnicscnncecinnne 7
Melody Dyda........cccovveruinnnnee. 6
Lisa WebSter ......cccovervueruennenn 6
Stacey Johnson .......c.ccceveveenene 5
Lifida PENIOSE: ssvressssussasssssasssns 3
LaSonya DIickeY .uoesssssssessasses 2

2 vital signs

New Softball Team Organized!

Spring is right around the corner and
Southeastern is gearing up for lots of fun
and excitement. What are we so fired up
about? Co-ed softball! And Southeastern
has several associates in training.

The “Southeastern Spirits” consist of:
Lori Atchley- Long-Term Care,
Rhonda Blankenship- SouthCare,
Wayne Bryson- Inventory Control,
Fred Coverdale- Section Puller,
Pat Davis- Physician Division,
Pam Greenhill- Marketing,
Maurice Hale- Section Puller,
Edwin Hall- Receiving,
Lawrence Hayes- Section Puller,
Tom Hester- Distribution Ctr. Mgr.,
Dawn Pariseau- Accts. Receivable,
Lisa Stephens- SouthCare,

Donald Swiney- Shipping,

Vince Tammerine- Section Puller,
Gregory Wactor- Section Puller,
Tony Webster- Traffic Coordinator

Coaching the team will be Wayne
Bryson with Lisa Stephens as manager.

It was noticed that after the firstcouple
of practices, several of the ball players
seemed to show signs of sore muscles -
some of which they probably had forgotten
existed!

The newly formed team is on the Fay-
etteville City League (Co-Rec). Eachteam
in the league must consist of an equal
number of men and women. Two other
teams the Spirits will be competing against
are from Public Works Commission (PWC)
and FAHEC.

Gamesare scheduled forevery Wednes-
day night at Honeycutt Park (near FTCC)
with the first game projected for April 7th.
For more information on the team, contact
Lisa Stephens or Wayne Bryson. Watch
for continuing newsin “Vital Signs” on the
progress of the team!
Reporter- Evelyn Vreeland




ngratulations Glenn, John and Tom!

Three Southeastern associates were
recently acclaimed for their completion of
the nationally-recognized Certificate of
Management. Glenn Barnett, Tom
Hester, and John Ward were among the
first group to participate in the program co-
sponsored by the Fayetteville Area Cham-
ber of Commerce and FTCC. They were
honored with a reception at the Chamber
on March 3, 1993.

During the reception, Daphne Man-
ning praised their commitment to become
better managers. She stated she has not
only observed an increase in their self-
confidence and their ability to handle peo-
ple but also the quality of their documen-
tation hasimproved. Glenn, Tom and John
were excited about the program and shared
thoughts about their acheivement.

Glenn said the course helped strength-
en our own Quality process, SPIRIT. He
feels the program has been a tremendous
benefitin preparing written employee eval-
uations and conducting performance inter-
views. Glenn will soon be taking his new
skills to Greenville, NC where he will
become manager of our new Distribution
Center there.

Tom also said he has benefited from
the Certificate of Management Program.
He feels it has helped him better prepare
for the future, to be more open-minded,
and has strengthened his ability of obtain-
ing goals by being a good team leader.
Tom has applied his knowledge and skills
by increasing production in an area they
have had problems with by attacking it
from a different angle.

John wanted to sharpen his current
management skills and build new ones for
the future. The course showed him the
changing trends in management today. He
said, “The Managing and Resolving Con-
flicts course helped me greatly. I learned
twenty percent of a managers time is spent
resolving various conflicts.”

Everyone at SEHS would like to con-
gratulate these three dedicated co-workers
for their hard work and dedication to the
SPIRIT Process. The Certificate of Man-
agement Program not only benefits them,
butall Southeasternassociatesdue toGlenn,
Tom,and John'snew knowledge and sharp-
ened leadership skills. And afterall, thatis
what QUALITY is all about.

Reporter - Stephanie Goodale

SEHS wins anothe‘r
United Way Award!

Southeastern’s Second Annual United
Way of Cumberland County campaign
came to a close in November 1992 with
contributions totaling $16,302. That was
an enormous 86% increase over the first
1991 campaign.

In recognition of this achievement,
SEHS was presented with the “Paul Hodul
Award” for the most improved employee
campaign in Cumberland County. The
award was accepted by Daphne Manning
at the United Way awards ceremony on
February 25, 1993. Previous winners of
the award were PWC and Belk's. The
plaque is hanging in the front lobby of the
Forsythe Street building and will remain
on display until a new recipient is named
next year.

Special congratulations to Pam Green-
hill (Campaign Coordinator), Linda
Dunlap (Team Champion), Kathy Tuck-
er (Facilitator), Jean Arnold, Bonnie
Bensman, Johnny Green and Janice Net-
tles (Team Members) for their extraordi-
nary success in coordinating the 1992 cam-
paign. Congrats Southeastern!!

Reporter- Kate Endriga

Where's Anita?

Lately we have been asked by several
people “Where’s Anita?” Our reply usual-
ly is, “She's located somewhere between
the training room and Accounts Receiv-
able, or you can try looking in Kathy's
office.”

Anita Sylvis has been given a new
position on the team of Corporate Informa-
tion Services. Her position will be called
the Accounting Team Manager. Thismeans
thatshe will be learning all of the Account-
ing Services Team Jobs. She will also be
givena great task to accomplish in the next
year. Her goal is for the Account Services
Team to become self-managed. This is
also a goal for Southeastern.

Anita began working at SEHS in Au-
gust of 1986 in the Accounts Payable De-
partment. Over the years, she grew into a
very vital member of this dedicated group.

She has become somewhat of an expert
on the payablesside of accounting, howev-
er, she isnow in the process of learning the
receivables side. She has been in training
for over a month.

Anita and Joe Stephens (AS/400 Pro-
grammer) just came back from Colorado
where they were trained for additional
information on the receivables side of the
new computer system.

Anita is also learning how to make
deposits and credit them to the correct
accounts and training to become a Credit
Manager. But that's not

Everyone at Southeastern wishes Anita
GOOD LUCK, not that she really needs it,
because she has always proved that she is
very capable in any task she takes on!

- By Joy Walker and Accounts Payable

Below: Anita Sylvis is ready for her
challenge as Southeastern’s new
Accounting Team Manager.

all folks...she will also be
helping Kathy Shanahan
with accounting research
or any additional help she
will be needing.

Anita has passed her
accounts payable respon-
sibilities on to four very
reliable associates who
would like to thank every-
one at Southeastern for
being so patient with them
during thisnew transition.

So if you have any
problems or just need
some help, come back to
our office or pick up your
phone. We willbe thereto
answer your questions.

vital

signs 3
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“I would like to take a few moments to
highlight some of the events that made 1992 a
great year in the life of Southeastern.

The year 1992 was a banner year for South-
eastern, not only in terms of record sales, but in
terms of how we as a company and as individuals
interact in order to get our respective jobs done.

By recognizing the fact that ownership of a
jobrests not with the company management, but
with the individual responsible for carrying out
that job, Southeastern has gone a long way in
tearing down old cultural and philosophical bar-
riers to change.

Why change? Because our customers' expec-
tations of us are changing, and atarapid pace. Our
customers expect and demand more from us
every day. No longer will complacency be
tolerated; rather, enthusiastic problem solving
techniques mustbe employed as we seek new and
better ways to receive from our customers their
needs and we, in turn, respond to them with
innovative solutions to their problems and ideas
to help them cope with their changing atmo-
sphere.

SPIRIT was born, in concept, in 1948 when
Southeastern was founded. It was formalized,
and given a life of it’s own, in 1992. SPIRIT
awareness and implementation is definitely my
highlight for 1992. Through our very own SPIR-
IT process we will ensure the viability of our
company, in the changing atmosphere that it
operates, for many years to come.

What’s ahead for 1993? We will be finishing
our AS/400 computer implementation project,
and bringing up our first stockless customer.
More value added services will be offered, such
as RSVP, an enhanced Resource package, and
our logistical services for our hospital customers.

Southeastern believes that the best way to get
new customers and to keep old ones is to con-
stantly make customers aware of the value of
doing business with our company - not with price,
necessarily, but with a complete stable of prod-

Already in 1993 we have had excitingnewsas
John Ward, Glenn Barnett, and Tom Hester
completed, in record time, their courses taken
under the American Management Association.
These courses were taught locally at Fayetteville
Technical Community College, in conjunction
with our local Chamber of Commerce (see article
on page 3).

Many of our other associates have taken
courses to better themselves, professionally, as
well. The commitment to bettering themselves is
indeed commendable; however, we all bear the
burden of continuously finding ways to adapt
ourselves to the changing business environment
that we operate in. I encourage all of our associ-
ates to take advantage of the educational oppor-
tunities that are available so that as Southeastern
continues to respond to market demands and
changes, everyone can be up to the challenge.

Perhaps one of the most anticipated projects
for this year is our “New Paradigm”. Born out of
SPIRIT, this restructuring into market specific
divisions will place our company even closer to
each of our customers so that their individual
needs can be better met. Other projects, such as
the upgrading of our truck delivery fleet as well
as looking into the prospects of having our sales-
people equipped with their own personal com-
puters, will be started this year.

We are excited about 1993 and the many
opportunities that await us. With the help of each
one of our Associates, these opportunities can be
capitalized on.

I'must say that helping to lead all two hundred
and forty of you is both an honor and a pleasure.
Itis alsoacommitment that I take with the utmost
in seriousness. The year 1993, because of each
one of you, will exceed the success of 1992, am
confident.” - Ray Manning, President

Below: One of the newly refurbished tractor-
trailers complete with SPIRIT artwork and
“Greenville” location.

ucts and services that make doing
business with Southeastern not only
easy, but cost effective and profit-
able for the customer as well.

This year will also see the open-
ing of our new Greenville, N.C.
Distribution Center, slated lor early
summer. This new distribution cen-
ter will take some of the load off of
our current John Smith Distribution
Center, thus positioning it to handle
more growth for our customers in
South Carolina and the western two-
thirds of North Carolina.
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