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.MINORITY BUSINESS DEVELOPMENT AGENCY 


The Minority Business Development Agency (MBDA) coordinates Federal efforts to~~~:::~~ 

strengthen new and existing minority businesses, MBDA's Minority Emerpnse Growth 

(MEGA) Centers provide high quality integrated business development services 'by 

level of effort with more competitive, comprehensive professional expertise and support. 

cost-sharing basis, MBDA-funded Minority Business Development Centers (MBDCs) oroviiJ, 

management and technical assistance to minority entrepreneurs, MBDA also conducts rasotin 

development, aclvocacy, research and InformatIon programs, 


APPROPRIATION SUMMARY 
(Dollars in Thousands) 

1995 
1993 1994 Estimate 

FEDERAL FUNDS: 

'::'ppropriation: 

Minority business dev~opment $37,889 , $42, 100 $44,733 

TOTAL APPROPRIATION 37,889 42,100 44,733 

PERMANENT POSITIONS 

bPpropriation: 

Minority business development 209 209 206 

56 




• • 

HIGHLIGHTS OF PROGRAM CHANGES 


Increase/(Decrease) 

Permanent Permanent 
Positions Amount Positions Amount 

148 $37,067 (3) $230 

~~i;Ela;s~requested to allow MBDA to fully fund an additional MEGA Center, bringing the total 
f<l C.mteTS in FY 1995, and to improve MEGA Center support (0 pos,; +$496), 

reductions (-3 pos.; -$17,3) and administrative savings (0 pos,; -$93), 

27 3,018 o 1,210 

ore"se will enable MBDA to focus on improving minority access to capital as well as to 
'I procurement opportunities, 

8 1.134 o 505 

be used to analyze discrimination in commercial lending markets and guide MBDA's 

I Development programs, . 


, "" '''''' "" "''',:: '",''''' ,"," 


Comparisonol Appropriation by Activity 
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Summary of Changes from 1994 Appropriation 
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BUSINESS DEVELOPMENT AGENCY 


, ~:~~~~ Business Development Agency (MBDA) coordinates Federal efforts'to develop and 
in new and existing minority businesses, On a cost-sharing basis, MBDA-funded 

, Business Development Centers (MBDCs) provide management and technical assistance 
, MBDA's Minority Enterprise Growth Assistance (MEGA) Centers 

integrated business development services by upgrading the level of effort with 
, comprehensive professional expertise and support, Resource'Development 

on access to opportunities in capital development, trade, and high growth markets, 
:~~~~ri~~~ provide for a more favorable environment for minority businesses, Research 

~ activities gather, analyze and disseminate information for formulating policy 
reducing barriers to business participalion. 

APPROPRIAnON SUMMARY 
(Dollars in Thousands) , 

1996 Increase! 
.., 1994 1995 Estimate ,Decreasel 

FUNDS: 

Business Development $41,600 $43,900 $47,921 $4,021 

for procurement 

0 (11l) 0 111 

41,600 43,789 47,921 4,132 

Pursuant to P ,l. 103-211 2,500 0 0 a 

BUDGET AUTHORITY 44,100 43,789 47,921 4,132 

business development 209 206 200 (6) 
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HIGHLIGHTS OF PROGRAM CHANGES 


IncreaseJ(Dec[l!asel , ' , Permanent Pennanent 
PQSitklns Amount Posrt;QIlli 

Enterprise DElvelopment 144 $37,445 	 (5) $1,327 
'I,I 
, i 	 An increase is requested to allow MBDA to establish a MEGNEntrepreneurship and Infonnalion 

Center at a solely or predominantly minority college or universrty (0 pos.; +$1,000). In an effort to 
reach the underserved rural communrty, MBDA requests an increase to fund a Rural Business 
DElvelopment Center (0 pes,; +$300), This request also includes an increase to improve MBDA's 
information technology capabilities to better respond 10 its clients, and allow MBDA to become 
compatible with other Commerce bureaus (0 pos,; +$242), Reductions pursuant to Executive 
Order 12837, "Defic~ Control and Productivity Improvement in the Administration of the Federal 
Govemment", dated February 10, 1993 and P,L, 103-226, "the Federal Workforce Restructuring 

, I Act of 1994" (-5 pos,; -$215). 

Resource Development 	 27 4,235 o 2,196
I' 

An increase is requested to assist stete and Iocall!0vemments to provide expanded procurement 
opportunities through their institutional capacrty bUilding activities (0 pos,; +$400), An increase is 
requested to assist minorrty firms with access to secondary capital markets and to conduct 
demonstration projects whose efforts would be aimed toward generating equrty capital sources (0 
pes,; +$1,000), An increase is also requested to promote minority business penetration of new 
markets where minorities are generally under-represented (0 pos.; +$400).. MBDA is also 
requesting an increase which would allow MBDA to provide teadership to corporations wanting to 
expand business with minorities and to encourage others who have not sought to do s6 (0 pos,: 
+$400). An increase is requested to improve MBDA's information technology capabimies to 
better respond to its clients, and allow MBDA to become compatible with other Commerce 
bureaus (0 pas.; +$37), The request also includes reductions pursuant to Executive Order 12837 
"Deficit Control and Productivity Improvement in the Administrstion of-the Federal Govemment " 
dated February 10,1993 (0 pos.; -$41). " 

I'I 
, , , Advocacy, Research 34 2,698 o 20 

, and Infonnation 
; i 

Includes an increase request to improve MBDA's information technology capabilities to betterI 
respond to its clients, and allow MBDA to become compatible with other Commerce bureaus (0 
pos,; +$41), This request includes reductions pursuant to Executive Order 12837 "Deficit Control I and Productivrty Improvement in the Administration of the Federal Governmenf' dated February 

I 10,1993 (0 pos,; -$21). 
I 
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Comparison of Appropriation by Activity 
• 
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Summary of Changes from 1995 Appropriation L• I 

MINORtlY 8U$1HE$$ (n:vElOPMEKT AGENCY lDil:AESlmllm 

M:incHflv Businfl. 12tufwamlll:t Pmn fW."""'"....... fmn,1>os.. ­ """'" ,..~",11/95 S43.000 
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 MINORITY BUSINESS DEVELOPMENT AGENCY 

, . , 
MBDA FundingThe Minority Business Development Agency 

(MBDA) has the lead role in the Federal Government 60,000 

ofcoordinatmg all minority business programs. The 
Agency's mission is to develop minority owned 50,000 

business which is critical to the growth of lhe 
national economx. 40,000 

Minority Business Development provid.es a variety 
30,000 

ofdirect and indirect business services through 
publicfprivale partnerships. In addition, advocacy, 

20,000 

research and on~line information systems ~re 10.000 
provided to improve the participation rate of 
minority~owned businesses in the US, economy. 0 

1995 1996 1997 

In 1995, MBDA began, and is in the process of, 
completing supply and demand studies across the 
country which are being used to identify 19ca! minority business needs. 

In· 1996, a variety of del ivery mechanisms, including MIlDes, Community Based Enhancement Services 
(CBES) and Minority Business Opportunity Committees (MBOCs). \-Yill be used to:dclivcr services. The 
CBES will enhance. rather than compete with exi:,1ing services 10 local c-Ommunities such os the 
establishment of the one-stop Business Re_sou~c Center in Baltimore. Maryland. with MBDA, 
!'fntionsBank, AT&T and SBA. The number of MBOCs will be expanded to promote the mohili7.ation of 
public and private reSOurCeS. 

Other program components such as capital [onnation. construction, franchising, international trade, 
advocacy, information management and dissemination may be delivered as a single service or through the 
CBES approach. 

In 1997, MBDA requests an increase for capital fonnation activities to improve miI10ritics access to both 
debt and equity capital and to establish interactive business development services on the INTERNET, 

For FY 1997, MBDA has identified a series ofperfonnance measures which can be used to assess the 
impact of their program activities, This list of measures focuses on MBDA's priority programs and thus is 
not intended to cover every dollar in MBDA's entire budget. In most eases, performance measures address 
program goals. 

In addition, the Hst of measures can be: expected to evolve over time. as MBDA and its programs, the 
Department ofCommcrce. and the Federal government as a whole continue to refine and enhance their 
capacity to develop performance measures, to use performance measurement as a key management tool. 
and to prepare to implement the GPRA. 
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The pcrformatl''::c mcasun:s to he used by MBD/\ in FY 1997 will ftlcus on major ;:md Ii1casu:·ahk program 

Impacts on tht' i:omrnunitic5 MBnA serves, 011 both:.\ short-ternl busis {through husincss start-ups, 
employment. ClC,) and:l tnng-tcml basis (by increasing cnpital investment and econmnlt: growth). Some or 

these impacts i:Hn be mCl.Isurcd readily, and MI3DA has heen gathering and reporting inrormuiinn on them 
for severn! yems. IJ0'xevcr, infonnulion on olhcrmcaSlIfCS (especially those reflecting fl':!.:cnl prpg.ram 

changes uno new initiatives) is more difficult 10 gather. or mUSl be gathered 0\'1.:[ several years. ;:md thus is 
nol yet reportable. MBDA has engaged a highly~qualiticd contractor who has assist.:d in initiating this 
long~tcnn analysis, and will repon on the results on recent programs as they become availabl..:. 

Key indicators cUff{!ntly ayaiJahlc, which demonstrate MBDA's con~rihulion tu employmcnl and economic 
growth, and "Nhich rclate to l'nmc of MBDA's priority goals, include: 

FYJ995 FYI996 EYJ921 
$ Financial Pm.:kagcs! $ Contracts $957 m • • 
Business Stu! Is 1296 
Percentage ofCli(:nt Satisfaction 92% 
Num"bcr ofCustoml~rs J 2,852 

* MBDA is changing it;.; str<Heglc approach, ilnd transilioH efforts Me focllsing Ni IlH.:asurcs hclng 
Jeveloped in FY 1996. Examples of the lype of measures being developed a:e: 

IncfCase MBEs llC~CSS 10 cHpjlnl 
<II Dollar amount of c,lpital deliyered with MBDA assistance 
• Partnerships i()wlI:J bdwecn MHD/\ and Intermediate customers 

MQoitQrio& the S;bOOi;inc needs o[CUS!OIUCGl 

• MilE startups as;} pCrCl'n1agc of <lit businc~s siartups 
<II Gross employmcnt gClli..'Tutcd by fvlBEs 

lucu(A;;C MilEs access liWJri~'alc sector market opportunities 
• Number ofprivutc sector procurements and contracts won by MBEs with MBDA assistance 
• Dollar value of priV<ltc sector procurements and cnnlraclS awarded to MBEs 

SUMMARY Of: APPROPRIATIONS 
(1)()I!ars in Thousands) 

1997 Incn:asc 

fUNIlING U;VELS 1995 l22li Estimate (l2<;g:<:illi<l 

Minority Business Development $43,723 $32,000 $34,021 $2,021 

Total, nud~ct Authority " ... " ... 43,723 32,000 34,021 2.021 

fERMMiENT j'QSIT!UNS 

Minority Business DC\'f:loprn~nt 206 159 (10) 
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HIGHLIGHTS OF BUDGET CHANGES 

APPROPRIATION: Minority Business Development 

Summary ofRequirements 
petailed 	 Symmary 

AmQunt Amoynt 

1996 Continuing Resolution ........ . 169 $32,000 ok. 
, 


, " I
: Ii ", 	 Adjustments to Base. ~ , 
Other Cost Chanees i 

1996 Pay'Raise 0 $95 

1997 Pay Raise 0 268 

Within-grade step increase ............................. . 0 59 

Civil Service Retirement Syslc"m (CSRS) ..... . 0 (46) 

Federal Empl?yecs' Retirement System (FERS) ........ . 0 75 .' , 

Thrift Savings Plan 0 13 


FICA ........... . 0 33 


Health Benefits ...................................... . 0 (35) 
 • 
Employees Compensation Fund ........................ . 0 (122) 


Travel .................................................. . 0 7 

Postage: ................... . 0 8 

Rental Payments to GSA .... 0 (44) 

Printing and reproduction ..... 6 

Working Capital Fund .................. . 0 53 

Commerce Administrative Management System 0 21 
(CAMS) ..... : ..................................... . 

General Pricing Level Adjustment ..................... . 0 112 

Subtotal, other cost changes ...... . ................. 0 50),. 
Less Adjustments to Base Absorbed (138) 

Total, Adjustments 10 Base 	 0 .. 365 

1997 Base ................ . 169 32,365 


FTE Adjustment to DoC Ceiling ........... . (7) 0 


FTE Reductions ........ : .................................. . (3) (186) 


Administnitive Savings ... 0 ( 158) 


Program Changes ......................................... . 0 2,000 
, 

1997 Appropriation ................................... . 	 159 34,021 
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CilmpariSOIl by Activity 

1'196 Cumotb.:..L\iaL. 1997 Bn:u: 1221 E51imil!( lus;;rr;asc Ilk\r~_lIlll
lHll:ECT 08LJGA'no~'s Cmn~ Cuill!Wli tuml~ egm~ &t1l!lllll /!wJlI'M -Minority B;;sinc~" J)cvclopm.-m .... j6') $4 !.271 1fl'} $3:1.365 '59 $14,01: ( l !J) 1.M{, 

TOTAL DrR['CT Ollt.f{:;,\.TfO~S 169 41,271 '09 ]2,365 159 34JJ2! t 1 0) 1,656 


REI:\lBUR5,\nU: O"l.IG'\TJOl'\'S .. "II) 400 4(H) (I
" " " " 
TOTAL OBUGATIONS '69 41.(,71 1M 32,765 15') ~4,42! /W) l,MI, 

Ofl'>l:t1ing collcclwns from: 

Federal rlmds. .. (I ( \(0) (400) 

Non-Federa! Soan::Ct. .... " .... 
LJJlObllga!cd balance, sIan of}cur .. 0 ('i.271) 

Subtotal. financing " 19,(71) (I (·10()) 

TOTAL 8UHcn AIJTHORITY 169 32,000 159 J4JJ:!1 

TOTAL APrROI'RIATION ....... 169 J2,iXlt) IS9 34Jl2! 


LliJ:hliJ:l!ts O/PrOI:r.am Chang(t£ 

By FY 1997, much of MBDA's management and technical assistance (M&TA) reinvention strategy is 
expcclCd 10 be in place. Work will also bt; complete to fCvi:;c and enhance the Nationall)rograms 
component The incfCases requested for FY 1997 arc n('cdcd to complete two critical components OflOC 

reinvention sirniegy, specifically: 

Increase I (I)cs:~ 
Pennancnt PCmlOnen! 

PositlQlls AmQunt i\lsitl<'ns 

Capital Formation o 5500 +0 +$1.000 

An increase 0($ t .OOO,(}OO is requested 10 uddress the need to provide access to financial capital 
resources. In FY 1996. MBDA plans to replicate the successful capital formation module used in 
California. This in(~rcasc will allow for the delivcry of this component nationwide. It wiil also 
begin the development or pernmnent capaci!y within existing financial institutions, 

o 1.000 +0 +1.000 


An increase or$1 ,000,000 is required 10 provide expanded interactive busincils development 
services through INTERNET access. Patterned after an existing offDsitc ro.·1&TA delivery project. 

63 


http:O/PrOI:r.am
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this would aHow MBDA to provide M&TA, at significantly reduced costs, to minorities at various 
sires throughout the United States where MBDA must withdraw physical presence. This service 
will provide improved vendor and intermediate customer lists, be the repository of research and 
contain a best practices database, It will also support MBDA's public affairs and advocacy 
activities. 

Personnel and Administrutiye ReductiQ.D 66 $5,480 ·10 
, 

Reductions pursuant to Executive Order 12837, Deficit Control and Productivity Improvements in 
the Administration of the Federal Government dated February 10, 1993 and P:L. 103.326, the 
Federal Workforce Restructuring Act of 1994. Included in the personnel reductions are an FTE 
reduction of three PTE and $1 86 thousand, and an FTE adjustment of seven to the DoC ceiling. 
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MlNQRITY BUSINESS DEYELQPMENT AGENCY, 	 , 
MBDA Funding"!be Minority Business Development Agency (MBDA) 


has the lead role in the Federal Government of 

coordinating aU minority business programs. The 

Agency provides access to market and resource 


30,000opportunities through u variety ofdirect and indirect 
business assistance services, 

20.000 

For FY t998, MBDA will continue to implement its I 
strategy of reinventing its programs. Beginning in FY 10,000 I, 
1995 the agency initiated a series of supply and demand 
studies which have been used to identifY the needs of 
minority entrepreneurs ucross the country as::wetl as ' 
determine the availability of business assistance 
programs in those t;ommunities. MBDA's reinvention 

. strategy is largely based on those findings. One outcome ofthe supply and demand studie~ has led to a major 
revision of the Minority Business Development Center (MBDe) program. Under FY 1997 guidelines, MBDA 
now grants bonus points to locally-based applicants in the competitive award process and requires a 40% cost 
share. 

In FY 1998, MBDA will continue to refine its strategy within the context of available resources and the four 
programmatic assumptions on which it is based, . 11)ese assumptions include: 

" 	 Shifting focus from heavy emphasis on the provision ofone--on-one management and technical assistance to 
a more balanced approach that includes other critical needs, such as access to capital ~nd markets; 

• 	 Targeting resources to existing public and private institutions that are already invo1ved in business and 
ecOnomic development. Doing this avoids the possibility ofduplication and frees up MBDA's Federal 
resources to enhance existing capacity for minority business assistance by pubJiclpriv<;lte institutions at state 
and local ie\'els~ 

• 	 Helping minority firms to gain access to speciaHzed markets offcring the potcntia! for high growth based on 
the dynamics of regional economies; 

• 	 Taking a more visible role in providing coordination of the often disconnected efTorts of private/public 
institutions (at statc and locallcvels) to promote minority business utilization, 

- ,,\ 
In FY 1998, MBDA will use a variety of delivery mechanisms such as public and private partnerships and 
ndvocacy activities to improve the participation rate of minority owned businesses in the U.S. economy, Among 

, I 	
these mechanisms are MBDCs, Minority Business Opportunity Committees. telecommunications technology, 
including the INTERl'lET. and the Business Resource Centers jointly developed with the Small Business 
Administration (S SA). In addition, the MBDA and the SBA are working to develop and implement other joint 
projects for which sites and resources have been identified. 

The performance measures that MBDA plans,to use will focus on major and measurable progrnm impacts on the 
communities MBDA serves, on both a short-term basis (through business start-ups, employment, etc.) and a 
long-teon basis (by increasing capital investment and economic growth). However, information on other 
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measures (t:f.:pecially those rcllectlng recent program changes and new initiatives) is more difficult to gather, Of 

must be gathered over several years, and thus is not yet reportable, 

Key indicators currently available. which demonstrate MBDA's contribution to employment and economic 
growth, and relate to snme of MBDA's priority goals, include (dollars in mHliQns): 

i 
I.l221 .l22.8.** , 

l2:lii' estimate estimate 

$ value of Financinl Packages and $900 $900 

$ value of contracts 
I 

Pcn::cntagcofClknt Satisfuction .. ,'" 92% 93% 

Number of Clients 1,100 7,100 

* Review of data from FY 1996 pcrfonnancc measures has been delayed due 10 the reduction~in~forcc. Once 
the information is compiled, the data will reflect total amount of finandal packages and contracts obtained 
through ~B[)A's investment in the community, the number of business starts, and the number of customers, 

•• MBDA is changing its stratcgi\; approach, The agency is focusing efforts on developing additional 
measures that c.omply with the Government Performance and Results Act. Listed below are examples of thc 
types or measures that will be collected, 

Increase Mjooritx.,Business Enterprise access to capjtal 
• ' Dollar amount or capital delivered with MBDA assistance 
• Partnerships formed between MBDA and intermediate customers 

MODltorim; the changinj,i needs Qfcustomers 

• Business Starts 
• MBE startups as a percentage of alt business startups 
• Gross employment generated by MOEs 

Jocrease MBEs access to private sector market opportunities 
• Number of private sector contracts won by MBEs with ~BDA assistance. 

SUMMARY OF APPROPRIATIONS 
(Dollars in Thousands) 

FUNDING LEVELS 1998 Increase 

Appropriation l2:lii l221 Estimate (Decrease) 

MinQrity Business Development $32,000 $28,000 $27,811 ($189) 

TOTAL. BUDGET AUTIIORITY 32,000 28,000 27,811 (189) 

PERMANENT POSITIONS 

Minority Business Development 159 133 133 o 
f 
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H1GHLIGHISJlFBUDGET CHANGES 


APPROPRIATION: Minlltity Business Deye)Qpment 

Summary ofRequirements 
Summary-1997 Enacted .... ,,'" '" ," '''' '"'''''''''''''''' 

Adjus!ments t2 BllSt~ 

Other Chang~s 

prJ? 1"lIy raise ....... , ... . 


J9981'ay raiu, _.. ,., .. ' 


Within-grade su:p Increases, , , . , . , , , , ...... , 


Civil Service Rctin:m<:nt and Disability Fund .. 


Civil Service Rellrem.::nt System (CSRS) " 


Federal Employees' Rc1:fcrneni SYSlcm (fERS). 


Thrift Savings Plan .... , . , , . 

Federal JnsurunCt Conuibutions Act (HeA)· OASDl . " 

Heallh Insurance ,', . , , . , ... _... _ .. , ., .', , .. 
P.mpil)yees· Cumpcns.1tiof) :Fund < •••••• " <" 

Travel "."";,, .. 

Rent payml."n!s iO GSA .. 

Pnnling and reproduction ".,. 

Olher.services: 

Working Capital Fund,". , , . ,_, '", " ' .• , , , , , .. 

Cummerce Administrative M:.n;,gemcnL Sy~1Cf'f1 (C/\MS) . 


General pricing ttvd ndjustmeOl , , . , . , ....... _... , , _ . _ 


Subtotal, other cbanges .. " ...... ,." .. " ......... ,., 

Tutal. Adjustments to Base •....• , ••.••• , . , .... , •••• , 

1998Base., ••.......•• , .•......••...••.... 


Program Changes, , , . , _ , , , , 


! 998 Appropriation,,, ." """'"'' , " ' " ". '" 


133 $28,000 

'9' 
J9J 

42 

(2) 


II 


(17) 

(3) 

(9) 

(5) 

26 , 
39 


4 


2. 
5. 

'" 
0 617 

2 m 

133 28,617 

Q (806) 

133 27,811 
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Comparison hy Activity I 
L991 C!!Wl.iI:£ .o.~:.ml 199& UiliC ImE~lim!!l£ l!!£t£m l QC~I£m I 

OlRE(:T OBLIGATIONS ~ AmllJJJll ~ AmllJJJll ~ Ami>llnl ~ """"'" 
Minority BUSIIl..'$). Devclujlllll!1ll III $)2.130 III $1&.611 IJJ S21,811 0 ($80(.) I 
TOTAL DlRECl' ObLIGATIONS 

REIMBURSABLE OULlGATIONS 

TOTAL OBLJGATIONS •....••.. 

m 

0 

IJl 

32,130 

400 

J2,5JO 

l)j 

0 

IJJ 

28,617 

'00 
19,m 7 

In 

0 

IJJ 

21,RII 

40. 
28,21 ! 

0 

0 

0 

ll!{)(,) 

0 

{8(6) 

I,, 
, 

" , , , 

FINANCING: 

UnQbllgatOO oolance, l:Ilillt of y\l:tr (.t,BO) 

Olfseuing collections from: 

Federal funds , .•.•. (400) {400} 

Nl)n~Fcdern! lX/l,ltces 

Subtoo.ol, financing " .. , ..... 
TOTAL BUDGET AliTItORtTy .. 

0 

133 

(4,530) 

".000 
0 

133 

(400} 

27,$11 

TOTAL APf'ROPRlATION ,.,'"' IlJ 28,000 IJ3 21,1111 

High/ig}!ts tifPrvgram Changes 

MBDA experienced a reduction-in-force in the first quarter of FY 1997 which affected 56 headquarters 
positions. in the past, the agency relied almost solely on funded organizations to carry out functions like. 
increased advocacy and greater coordination of resources in Jocal communities. Current resource leve1s now 
make it imperative that MBDA staff assist in the delivery of serVices. The reinvention plans call fOT the 
deployment of staff to areas where funded organizations traditi~mally operated, 

In FY 199&, most ofMBDA's management and technical assistance (M&TA) reinvention stnhegy is expected 
to be in place. MBDA will continue to work to revise and enhance the National Programs component. 

Permanent 
PQ:~i1iQns 

.Il.wl 
' ;.' 

AmQunt 

in«e3se I Dcc[!l!!se 
Permanent 

EpsitiQOS Amount 

MinQrity Busin~ss Development 
133 $28,617 o ·$806 

As part of MBDA'5 streamlining and reinvention strategy, the agency will implement ad~itional cost 
CUlling measures in FY 1998, 

II 
I' 

i 
.1 

I 
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MINORITY BUSINESS DEVELOPMENT AGENCY 
I IVBDA FUNDING 

The Minority Business Development Agency 
iD:Jlars in Thoosards)(MBDA) has the lead role in the Federal 

Government of coordinating atl minority business ~~r-----------------------------
programs, The Agency provides access 10 
market and resource opportunities through a 
variety of direct and indirect business assistance 
services, 

For FY 1999, MBOA has redesigned its service 
deUvery system to 1) respond more effectively to 
its customer's needs, 2} develop partnerships 
with and levemge the resources of public and 
private institutions, and 3) develop a permanent 
institutional capacity in communities to serve 
minority businesses. MBOA also plans to 
dedicate more- resources toward established 
firms because research indicates that the needs 
of these companies are not being met 

!n FY 1999, MBDA is definjng its program 
strategy through goalS and objectives that 
promote Job creation, economic growth and 
sustainable development for the growing minority 
business popu!ation in the United States. These goa!s 
are 

210c0 • 

tQCOO -

" . Goal 1 : Improving opportvnities for minority owned 
businesses in major growth industries according to 
geographic demands. This will be done by: a) 
identitying industry sectors offering potential for high 
growth in geographic service areas and assessing 
available publfc and private resources to assjst 
minoritywOwned businesses in penetrating these 
industries; and b) matching minority-owned 
businesses with dOINstic and inlemational 
opportunities, 

Goal 2: Improving the opportunities tor minority­
owned businesses to pursue financing by: a) 
identifying and maintaining data on l"egionallending 
trends: and b) obtaining agreements with financial 
institutions 10 commit new funds or increase current 
fund'!ng levels available for minority-owned 
busines5e!t 

These goals and objectives reflect MBOA's annual 
performance plan Which is under development tie with 
the Department's Mission Statement and Theme 1 
(Build for the future and promote U.S. competitiveness 
in the global market place by strengthening and 
safeguarding the nation's economic infrastructure) of the 
Commerce Strategic Plan, 

To carty out this new program strategy: MBDA plans to 
use four service delivery mechanisms: 

28.000 28.087 


1997 

1. Minority BUSiness Opportunity Committees 
(MBOCs), These are local volunteer organizations 
dedicated to the planning, coordination and delivery of 
resources to facilitate participation of local minority 
businesses in domestic and foreign markets. 

2. Minority Business Development Centers (MBDes). 
These centers provide management and technfcal 
assistance to minority bUSinesses, 

3, INTERNET-based selV«:e delivety •. M8DA is using 
the Internet to provide infor~atjol1 about the agency, 
information on contracting opportunities, links to other 
federal sites and resources that would benefit minority 
businesses, 

4, National Business Development Support and Growth 
"Sector 1l1itlatlVes, MBDA will strengthen minority 
representation in areas that have been tradilionatly 
undeHepresented by minority businesses. These. 
areas include capital formation, rural business 
development, and technology utilization. 

The selection of anyone mechanism over another for 
a project wltl be determined by an assessmenl of the 
needs of customers. 

The performance measures that MBDA will use focus 
on measure outpUIS that wi!! guide the agency toward 
meeting its objectives of \he goals listed above. The 
performance measures will continue to evolve over 
;ime. as MBDA and ils programs, the Department of 
Commerce, and the Federaf government as a whole 
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COrltinue 10 refine and enhance their capacity to develop Key indicators currently available, which demonstrate 
performance measures, to use performance MSOA's contribution to employment and economic 
measurement as a key management 1001, and growth. and relate to some of MBOA's priority goals, 
implement Ihe GPRA. include (dollars in millions): 

OUTPUTS 1997 1998 1999 , . 
3­Number of International trade missions 3 3 

5<)0Number of firms MBOA assisted by industry 8. sector 1,000-
Number of publiC & private resources iderltified 

: Numbe-' of debt. equity, merger & acquisition 
, opportunities facHitated 

: OUTCOMES 

Dollar value of financial packages 

; Dollar values for contracts awarded to assisted 
I companies (;n millions} 

NIA 

4 

$402 

$450 

5 

- 25 

$465 

$600 

, 
20, 

i j
- 25, 

- I 
$700. 

$600 	! 

, 


SUMMARY OF APPROPRIATIONS 
(Dollars in Thousands) 

FUNDING I.EVEI.~ 

Appropriation 

Minority Business Development 

jJm. 

$26,000 
llilL 

$25,000 

1999 
Estlmate 

528,087 

Increase 
(Decrease) 

$3,087 

PERMANEIjT POSITIONS 

Salaries and Expenses 133 133 133 o 
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HIGHLIGHTS OF BUDGET CHANGES , 


APPROPRIATION: Minority Business Devel0j)ment 


Summary of Requirements 


1998 Enacted 
Adjustments to Base 
other Changes 

19SB Pay rain 

1999 Pay raise 


Payment to 100 Wo»uni/ Capital Fund 


Wlthjn1i~ step incmase:s 

eMt SelVica Retirement and Dis1IDilily Fund 

CHi' SeNiw Retirerruml Syslem(CSRS} 

Faderal EmpIOVIXlS' Rebrement SystemiFERS) 


Thrift $aving$ PI<1n 


Hea!1h ins-ura-nee 


Employe"' COI'l'IOI)r:satioo fund 


Travel 


Renl" payments. to GSA 


GSA SecurIty Surcharge 


Printing and reproduc:IIO" 

Other serviees: 

Wflrking Capital Fund 


Commerce Administrative Management System (CAMS) 


GMeral Pricing level Adjustment 

Subt01:ai, other cost clulnges 


Less Amooot Ab\l()food 


TOTAL, ADJUSTMENTS TO BASE 

1999 Base 
Program Changes -.' 

1999 APPROPRIATION 

D!;}tailed 

Perm Pas Amount 

o $11 

o 195 


o 20 

o 22 

o (13) 

o 65 

o (13) 

o 1 


o 13 

o 79 

o 5 

o 48 

o 59 

o 3 


o 24 

o 38 

o 197 


SummalY 

Eerm Pas Amount 

133 $25,000 

o 754 

o (478) 
o 276 


133 25,276 
o 2.811 

133 28,087 
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Comparison by Activity 

1991} CYWlnllI AVj!1I 1999 Base HiSS Esy!!!at\:: .!rgreall!l l Q!:&Gl:l!5!- E!i:!ID EQi - Plan PQf! - Ell:rm eQi ­DIRECT OBL!GATIONS Pll:f!!l E~ 

Mmorily Business: Development 133 $21.530 133 $2!L216 133 $28,081 0 2,611 
TOTAL OIRECr OBLIGATIONS 133 27.5JO 133 25,276 133 28,087 0 2,811 

REIM8URSABU! OaUGATION:8 0 400 0 400 0 400 0 0 

TOTAL OBLIGATIONS 133 28,030 133 25.676 133 28,4C7 0 2,B11 

FINANCING 
Unoblig3t~ balance. start of year (2,630) 

Off$etiing col!~ions from' 

FOderal funOs 0 (400) o (.roo) 

Non·Federal sources 0 0 o 0 
Subtotal, financiBg 0 (3,G20} Q (400) 

TOTAL, BUOGET AUTHORITY ,,, 25,000 133 23,087 

Highlights of Prggram Ch;mges 

Permanent Permanent 
Posijion$: Arnoyn! PQsitions Amount 

MtoorJly Busjness Deye!Ql:!.!:lliilll 133 $25.276 +0 +$2,811 

MBDA will maintain a number of initiatives whIch are consistent with Congressional mandates and Department of 
Commerce recommendations. These initiatives broaden and expand the scope of business assistance which MBDA 
offers Some of the changes are: 1) developing a MBDA Intranet which will allow regional an.d headquarters sta!Js to 
communicate with eae:h other; 2) hiring a Chief Information Officer; 3) Establishing an Interagency Minority Business 
Coun.cil; 4) undertaldng more collaborative efforts in conjunction with SBA and other agencies within the Department 
of Commeice, and; 5} developing an electronfc process to match business opportunities with minority businesses, 

In FY 1999, most of MBDA's reinvention strategy is expected to be in place. MBDA will continue to serve the minority 
business communtty by focusing on accessing markets and finance i~ efforts to level the competitive market 
environment 
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The Minority Business Development Agency (MBDA) has the 
lead role in the Federal Government of coordinating all 
minority business programs. The Agency provides access to 
market and resource opportunities through a variety of direct 
and indirect busiress assistance services. 

For FY 2000, MBDA will continue to define lis program 
strategy through goals and objectives that promote job 
creallon, economic growU". and sustainable development for 
the growing minority business population in the United Slates. 
These gc,a!s are; 

Goal 1 : Improve opportunities for minority-owned businesses 
to gain access to the marketplace, 

To accomplish this goal, M8DA will: 

provide electronic access to growth markets by 
automated matching of firm capabilities with public 
aod private sector opponunities; 

• 	 promote and expand opportunities for minor;ty­
owned businesses in the global marketplace; 

assist minority-owned businesses to Identity and 
commercialize new lechnologles that offer unique 
potential tor bUSiness success; . 

advocale and increase the use 01 eleclronic 
commerce by minority-owned businesses: and 

provide management and technical assistance 
resources electronically for use by loca!, slate and 
non-pfoti,1 organizations. 

MBDA Funding 
(Do-lars in ThoLsands) 

;~JI<)$ 

27,300 27,627 

25,000 

'. I . 	 ~I- ­ " , 
,,..J;, ~<,: ," <",' I ." 

'f ! L".. ~:--~! ' ., 

1998 1999 2000 

Goal 2: Improve opportunities for minority-owned businesses 
to pursue iinanclng: 

MBDAwill: 

establish an electronIC inlor:TIation c\earinghoo.lse of 
growth opportunities and bUSiness development 
resources for minority-owned businesses and Ihose 
engaged in business development acttvilies; and 

increase the availability of financial capital for firms 
expanding into new or growmg markets. 

The goals and objectives listed above support the 
Department's Mission Statement and Theme 1 of the 
Commerce Strategic Plan (Build for the future and promote 
U.S. competJliveflBSS in the global marketpf8CfJ by 
strengthening and safeguarding the Nation's economIc 
infrastructure). 

MBDA plans to use the Intemel as a vehiCle to establish an 
information clearinghouse and National referral center tor 
minority-owned businesses of any size to access the network 
01 public and private business development resources, The 
Agency will also expand 111e automated capabilities of 
matChing firms with conlracting opportun,ties. 



M8DA will continue to use the Business Development The performance measures will continue to evolve over lime. 
Centers {BDCs), Natve Amencan Business Development as MBDA and 11$ programs, t:,e Department of Commerce, 
Centers (NABDCs), and Minority Business OppOrtunity and the Federal Goverfimeflt as a who'e, continue to refine 
Commil1ees {MBOGs} 10 provide management and technical and enhance their capacity to develop perlormance 
assistance. Tne MBDCs are a crucial pan of the Internet measures, to use performance measurement as a key 
outreach program because the new Geograph,c Business management tool, and lmplement the GPRA. A more 
Information System win be avaIlable ihrough both the Internel detailed presentation of goals, objectives, and performance 
and BDCs. The BDCs wi!! provide more in-depth information measures is found in the Department's Annual Pedormance 
and assistance. MBDA is not requesting increases in fUr'!dir{l flan and MBDA's budget jushfication. 
for the BDC network. 

Key indicators lhat demonslrale MBDA's abilily to improve 
The pedormance indlcal<lrs locus on measuring outputs that minority-awned business access to the marketolace and 
will guide the agency toward meeting the goals listed above. financing include: 

Measures and Targets Summary 

Goal Measure Target 
Improve opportunities tor minorfty-(lwned Dollar value of contracts generated by $548m 
businesses to have access to the marketplace assisted minority-owned businesses 

Improve the opportuni1ius for ml!1ority-owned Number of business loans received by 
businesses to lillrs!;!;: financing assisted minority-<lwned businesses 

Dollar value 01 business loans 10 $475m 
assisted minority-owned businesses 

SUMMARY OF APPROPRIATIONS 

(Dollars in Thousands) 


, 

I 

Funding Levels 

2000 Increase 

Appropriation ~ ~ Estimate (Decrllilsel 

Minority Business Developmenl $25,000 $27,000 $27,627 $627 

Transfer of Y2K Funds (P.L 105-277) 300 (300) 

TOTAL BUDGET AUTHORITY 25,000 27,300 27,627 327 

PERMANENT POSITIONS 

Minority Business Development 133 133 133 ' o 

".' 
 43 
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HIGHLIGHTS OF BUDGET CHANGES 


APPROPRIATION: Minority Business Development 

Summary of Requirements 

Summary 

Perm Pos AmQunt Perm Pes AmQunt 

1999 Enacted 133 $27,300 

Adjustments to Base 
Adiustment 

Non·rocurrng Y2K tur,d$ 

Other Changes 
1999 Pay raise 


2000 Pay raise 


Paymer! to' ~o;e Working Cnpila1 Fur'Jd 

WI!hin-grnoe Slap mcrea:;f)s 


Civil 5eMce Rellramen! SystemiCSRS) 

r:'adoral Em~' Reilt(lmenl System(FEflS) 


Thrift Savings Pian 


Hen Ih msuranco 
EmplOyees' ~o'l'pensallon FJi"X'.I 

novel 
Renl payments to GSA 


POS1age 


FTS 


Printing <m? lepl'oductioo 


other serv:res: 
Working Capital Fund 


COmmerce Administrative Maoagemet'l! System (CAMS; 


NARA Storage and Ma:ntnnnnen 


Generu' Prldl1g ...&Vol Ad;ustmEmt 
Subtotal, other cost changes 

Less Amount Absorbed 

TOTAL, ADJUSTMENTS TO BASE 

2000 Base 

Program Changes 

2000 APPROPRIATION 
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Comparison by Activity 

19$9 Currer:r, AV2.i! 2000 BaSI) 2000 EstiMate Increase! Decrease , 
DIRECT OBUGATIO~S Perm P<is - Pew Pps - Perm Pcs 8m<uwl Perm PQS -Minomy Business Oovelocmon! 133 $28,276 $27,326 .33 $27,1')27 0 $3().." 
TOTAt. DIRECT OBLIGATIONS 133 28,276 27,326 27627 0 30113' ." 
flEItl.8UASABLE OBLIGATIONS 400 ~OO 400 0 0 

TOTAL OBUGATIONS 133 ZeJ57S 133 27,726 133 28027 0 

FINANCING 

Unobligated balance, start of ~ar (976) 

Olfs&lIing: colloctions from: 

fade",1 funds 1400) (400) 


St.blolal, I;naocifiQ '0 (1,376; 0 (400) 


TOTAL BUDGET AUTHORITY 133 27,300 133 27,627 


TrMslernxl from other accounts 0 {300, 0 0 


TOTAL APPROPRIATION 133 27,000 133 27,627 


Highlights of Program Changes 

Base Increase ( Decrease 
Permanent Permanent 

Posilions Amount Po-siUans Amount 

MiOQ!ity Bysiness peyelQomem 133 $27,326 +0 +$30\ 

. BUSiness Geographic Information System 

A progra:n increase (+O pos; +$250) Is requested to allow MBDA to use Geographic Information System (GIS) software to 
deliver market information to minority lirms via the Internei. The proposed GtS will link information and location in a geograohic 
format. Any bUsiness with Internet access will be able to search for business development rosources by selecting the type 0: 
resource needed and clicking on a map or typing in the zipcode. The GIS will play an important part in maximizing the agency's 
limited resources. 

Phoenix Database Expansion 

A program increase (+O Pl)S; + $51) 10 expand 1he Phoenix database syslem. Established in FY 1998, the PhOenix database 
system matches minority-owned firms with opportunities to participate on contracts and procurements. Of the 45,000 
companies in the MBDA primary database, 1,400 Phoenix companies have been matched . with over 5,000 comrac1 
opportunities, As the database expands, so do tho number ot conlract opportunities 10 be matched with businesses. MBOA 
seeks 10 have 70,000 companies registered in the database by the end of FY 2000. 

.' 
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The Minority Business Development Agency (MBDAl has the 
lead role in the Federal Government of coordinating all minority 
business programs. The Agency provides access to market 
and resource opportunities through a variety of direct and indi­
rect business assistance services. 

For FY 2001, MBDA will continue to define its program strat· 
egy through goals and objectives that promote job creation, 
economic growth and sustainable development for the growing 
minority business population in the United States. These goals 
are: 

Goal 1 : Improve opportunities for minority-owned businesses 
to gain access to the marketplace. To accomplish this goal, 
MBDAwill: 

provide electronic access to growth markets by automated 

matching of firm capabilities with public and private sector 

opportunities; 

promote and expand opportunities for minority-owned busi­

nesses in the global marketplace; 

assist minority-owned businesses to identify and commer­

cialize new tech~ologies that offer unique potential for busi­

ness success; 

advocate and increase the use of electronic commerce by 

minority-owned businesses; and 

provide management and technical assistance resources 


;:;, 	 electronically for use by local, state and non-profit organi­

pi 

and 

markets. 

zations. 

2: Improve opportunities for 


~i:~~:::ii;~:~~,'~~.··businesses to 
. MBDA will: 

establish an electronic infor­

mation clearing house of 
 N.:w l)il·.:.:Iioll~ .
growth opportunities and busi­ -""""......-..... ---'--'­ness development resources 

for minority-owned businesses 

and those engaged in busi­

ness development activities; 


increase the availability of fi­

nancial capital for firms ex­

panding into new or growing 


goals and objectives listed 
support the Department's " . ,,",' 

.~.·I' ...,,,I,,·,·.!.l. 1'~N 
!Conn;9,oiea1 involving promotion 


growth. 


BUdget in Brief 

MBDA Funding 

50 

~40 
.!2 

28.227.0 V.2~30 
.5 
f 20 
!!l 

" c 10 

0 

1999 2000 2001 

MBDA plans to use the Internet as a vehicle to establish an 
information clearinghouse and National:referral center for 
minority-owned businesses of any size, to access the net~ork 
of public and private business development resources. The 
Agency will also expand the automated capabilities of match­
ing firms with contracting opportunities. 

MBDAwili continue to use the Business Development Centers 
(BDCs), Native American Business Development Centers 
(NABDCs), and Minority Business Opportunity Committees 
(MBDCs) 'to provide management and technical assistance. 
The MBDCs are a crucial part of the Internet outreach program 
because the new Geographic Business Information system 
will be available through both the Internet and BDCs. The BDCs 
will provide more in-depth information and assistance. MBDA 
is not req~estjng increases in funding for the BDC network. 

MBOA Performance Measures 

Key performance indicators that demonstrate MBDA's ability 
to improve minority-owned business access to the marketplace 
and financing include: 1) the number and dollar value of con­
tracts awarded, and 2) the number and dollar value of financ­
ing packages received. 

The performance indicators focus on measuring outputs that 
will guide the agency toward meeting the goals listed above. 
The performance measures will continue to evolve over time, 
as MBDA and its programs, the Department of Commerce, 
and the Federal Government as a whole, continue to refine and 
enhance their capacities to develop performance measures, to 
use performance measurement as a key management 1001, 
and implement the GPRA. A more detailed presentation of 
goals, objectives, and performance measures is found in the 
Department's Annual Performance Plan and MBDA's budget 
justification. 
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SUMMARY OF APPROPRIATIONS 
(Dollars in Thousands) 

flIngl n9 Leyels 

2001 Increase 

Appropriation .~ 2000 Estjmate lQecrea~gl 

Minorily Business Development $27,000 $27,221 $28,156 $935 

PERMANENT POSITIONS 

Minority Business Development 133 133 133 o 
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HIGHLIGHTS OF BUDGET CHANGES 


t\PPROPRIATION: Minority Bysiness Development 

;ummary of Requirements 

!OOO Enacted 
~dlustments to Base 
[mosters 
Trarsforol CA .... S 10 NISTtFARS 


Transfet Of VA Socur!ly ITom hlm.mus 


lItler Changes 
2000 Pay mise 

2001 Pay raise 

Paylrent to 1M WOOling CapMl f\lhd 

Wrthi'ii1rade step im:roasos ( 

OnG loss compensable day 

CMt Service Aelir(ll'OOm Syslem(CSR$) 

Fedora: Employoes' Aetimmefll S:lStem(FEAS) 


Fodera! Insurance CMlrlbutlcos Ac1IPICA) ·OASDI 


HeaJUi insurance . 


EmployMG' COIl'1pensation Fund 


Pl'\VGI 


Rom P<1yment3 10 GSA 


Printing and ruprodvct:oo 


Othor 5eNIOOS: 


Wmtng Capital Fuod 


~ ,Exj)Q,;five Devolopmen! IlI"\d umdership T:aining 

~ 

, Comrr.arce At\l'rinistrativa M1nagemenl System (CAMS) 

C<:neral Pdcing UWgI AdjUSlments 

Commol"lica!ions. Uldtles, 8. Mit-c, 

,:': f Other 5eMCElS 


". SiJPplies 


EIlI,dpmel"J: 


SublClal, other cost cr.anges 

TOTAL, ADJUSTMENTS TO BASE 

2llO1 Base 

~ogramChanges 


~1 .APPROPRIATION 

~~ 
fl" " 
" "{ 
, , 

, " 

2001 Budget if'! Brief 

AmQunt 
Summary 
E.erm Po§ 

133 

$106 

188 
19 

40 
126) 

1 

II) 
(I) 

49 

(;)1) 
11 

33 
3 

13 
15 

44 

1 

59 

3 

0 
9 

133 
Q 

ll!llQlllll 
527,221 

168) 
(24) 

435 
27,656 

500 

133 28,156 


527 
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Comparison by Activity ; 

2000 Currenlly Avaq 2OQ1Base. 2\)(}1 Estimate !ru:rease t Oecrea~ 
DiRE:crOBUG,c,TIONS - fJtr:nf'os a=mJ FgjtiJ] elm 8l1Jl¥ll """-Ell> 8mo.ml 
Busioass Q(VJalopmunl - 51 $18,209 51 $1$,570 5' $16.570 0 so 
Advocacy, Re&Oltrc!1 8. IdO/mallon B2 $12.140 '2 $11,006 '2 $11,586 0 500 

TOTAL tMRiCT OBUGATIONS 30,349 21,556 133 28, i56 0 SOO'" 
,,, 

,,.
AEiMBlJRSABl..EOBUGATlONS 400 475 0 0 

TOTAl. OBUGATIONS '" 30,149 133 2&.131 133 28,631 0 500 

FINANCING 

Unobligated balance, star! of year (3,128) 

Otlsetting roIltKtions from: 

f'oceml h,mds (4001 (475) 

Non·Fadefai SOllroos 

S'Jbtolal, 'mQrlc1IlU 0 (3,528) 0 ,(<1.75) 

TOTALBUOGETAUTHORITY '''' 27,221 133 2:a,I56 

""rtvn,fGfrecr from other accounts 

TOTAL APPROPruATION 

0 

," 
0 

27,221 

0 

'''' 
0 

28,f56 

HiqhUghts at Pragram Changes 

Increpse I Qpcrease,
Permanent Permanent 

Positions Amount PositiQn~ AmOunl 

MiOQdty §usjoess Development $11,086 +$500 

Pryoenix Database Expansion 

Funding is requested to expand af'd maintain the Phoenix database system. Tl'lis increase would enable MBOA to expand tre 
data entry capability to include its 5 regional offices, upgrade the system and expand the number of records in the system by 
250,000 names. The database contains over 40,000 mif")ority businesses, drawn from databases of minority businesses 
maintained by State and local governments. The database is essential 10 MBOA in providing information to assist minor.-ty 
businesses. and in accumulating performance results, The Phoenix database system contains suCh teatures as automatic 
matching of minority businesses with business opportunities, and an electronic gateway to other websites that can link minority 
businesses, policy makers and business development practitioners t.o statistical information, news events, resources and 
market opportunities that are essential for business gfowth. 
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Commerce Policy on :Minority Business 

The Conunerce Department's miss:on is to eTIhance economic opportunity for all Americans. 
Through the growth of business activity among eXisting and new inmority businesses, new 
economic opportunities will be made availabie to the minority community, We have 
embarked upon an ambitious agenda to help existing and start-up minority businesses become 
fJli participants in the changing domestic and global economy. Expanding trade opportunities 
and enhancing the commercialization of technology is at the center of the Department's efforts 
to assist in economic growth. The Department has focused on ensuring that minorities 
participate in the trade expansion and technology growth efforts undertaken. 

To ensure minority business participation, mi.,orities are employed in decision~making 
positions throughout the Department This Administration believes that d)versity is a unique 
American strength. In the iJ!creasingly cOt:'!petitive world marketplace. diversity !s one of 
America's most important comparative advantages. Using aU employees wisely i? at the. 
foundation of the Department's implementation of a national economic strategy. 
Historically, Commerce's focus on miJlority business was limited to providing technical 
aSSIstance for stan-up ventures, ""'bile expanding the number of minority businesses and 
aSSisting them in L1ls endeavor is a significant component of the Conunerce agenda, it is no 
longer the sum total of the Departmer.t's efforts. Commerce has expanded the universe of its 
involvement hTJ. minority business activity SO that their business interests are represented in all 
aspects of the Departmer.t. The Office of Business Liaison ensures minority business 
participation in aU business outreach activities including trade missions, policy overviews and 
sector development. NTIA. ITA and EDA all participate in ensurin.g that minority businesses 
are part of the development, strategy and implementation of policies that affect U.S. 
businesses. 

The qUsslon of the MBDA is to promote the growth and expansion of the nation's minority 
busir.ess sector by assisting in the formation, development and preservation of competitive 
minority owned ftrms. \\Chile Census figures indicate that business start-up rates,have 
increased j the continued low rates of :n1nority-owned mid-to-Iarge sjze companies and their 
limited participation in many domestic and international markets clearly demonstrate the need 
for a continumg Federal role in minority business development. As the overall coordinator of 
Federal efforts to increase opportunities for ~ority;{)wned fIrms, :MBDA engages in a' 
numbe: of policy and program initiatives designed to ensure that all Americans are included 
in the American economic mainstrea...'1l. 

MBDA programs contained in this-budget were developed in response to the needs of our 
c:Jstomers and are consistent with the Department of Commerce's mission of working in 
partnership with business and communities to foster sustained econoqUc growth, For over a 
decade, the MBDA has provided primarily management and technical assistance to new and 

. start~cp companies. \Ve recognize that tooay's minority businesses are more complex and~ 
operate from varying states of growth that require more sophisticated services. 
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These existing Hr~dy-to-g:uw" companies are critically important to the health of minority 
business and serve. as the target group for new MBDA initiatives, While the Agency will not 
abandon its service~do start-up companies, we do pl~ to develop programs that r:nake our 
services more. re1!!vaat to-the mid-to-large size American minority-owned company, 

MBDA .will continue to assist the growth of minority-owned flITl1S by: 

• 	 leveraging fInancial resources to foster partnerships among and between the 
public and private sector; 

• 	 expanding market opportunities for minority businesses in domestic and 
international markets~ and 

• 	 facilitating the delivery of management and technical assistance by enhancing 
the capacity of quality local public and private service provi~ers. 

Presently, the Agency fu."lds Minority Business Development Centers (MBDC) nationwide. 
These centers provide busines~ assistance for bonding. bid estimation, loan packaging, 
business planning, marketing, acquisitions and joint ventures and assistance in other strategic 
areas. In fiscal year 1995. these centers: 

,~ ....., 
• 	 provided general business assistance to approximately 13 thousand customers 

inducing 1,296 new start-up companies. 

• 	 assisted minority businesses to receive $3175 million in fm.ancing and $639.6 
million in contracting opportunities; 

• 	 provided over 260,000 management and tethnical assistance hours to over 
9200 clients nationwide~ 

In addition, the Agency funded six Minority Business Opportunity Committees (MBOC). Tae 
MBOC is n committee of business leaders from the public and private sectors, 'These public~ 
private partnerships serve as regional advocates and clearinghouses for minority business 
opportunities. 

They link minority ftrms with resources and opponuruties and address the barriers that affect 
mir.ority business participation in the public a.'ld private' sectors. MBOes Stimula!e local 
business and government participation in minority business develqpment in the areas of: 
procurement. capital development. entrepreneurial education and trdining. and economic 
development. 

, 
An excellent model of public-private partnerships, the MBOe programs are credited with $2,8 
billion L~ new priv.:e and public contracting dollars. The Los Angeles MBOC is 
represe'nta!ivt:: of the effectiveness of the MBOC service delivery model: 
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• 	 the:.:Los Angeles MBOC has generated Over $1.8 billion in contract awards, 
which translate into the creation of about 35,000 local jobs .. The LA-MBOCs 
1,50' members, representing private and public entities and minority trade> 
~ociatlons; use six working subcommittees to address tl].e needs of minority 
entrepreneurs" 

These Agency programs build the entrepreneurial capacity of minority businesses enabling 
them to compete with non~minority ftnns. . 
Thus far, the Department's efforts have focused on ensuring that: l) minority businesses take 
advantage of the new paradigm of government/industry cooperation to expand opportunities 
for U.S. companies to compete globaHy; 2) minority companies have a.ccess, knowiedge and 
exposure to the growth industries in the marketplace; 3} minority business interests are 
intertwined in the Adminjstration's urban agenda. 

Minoritv Business and GovernmentlIndustrv Cooperation 

One of the most significant changes that the Administration has brought about is shaping the 
new world order by actively changing the government/industry relationship. For &0 years we 
were locked into a paradigm of Cold War pcHcies and an ideologicai debate on t4e need for 
industrial policy versus the free market 

With the end of the Cold War. the world learned that command economies do not work and 
that the new global marketplace will be more competitive and require a partnership between 
the federal government and industry, As we implement the new govemment/business 
relationship, minority companies are at the forefront of participation. For instance, the change 
in export controls provides new opportunities for minority manufaCturers and vendors -­
especia!ly in the computer industry. The change in export controls will lead to $30 billion in 
sales and over 600,000 jobs. 

Increasing Minority Entrepreneurs Access to Grol\1h Industries 

In business, often infonnal networking leads to expanded activity; for minority companies 
often the informal networking with majority owned companies is not readily available. 
Commerce is attempting to bridge that gap. The Department has 67 industry advisory 
committees and boards. 

They are policy making advisory groups that if!1pact trade. technology and variol!s industrial 
sector poHcies. The advisory groups ensure that the Administration's paHties are consist,ent 
with business inter~sts and thus help shape the direction of the Administration's action. 

btdustry participants have traditionally been large majority owned. businesses_ We have 
wanted to er;sure that as board positions open, minority companies. are provided access. 
Mi:lori!y companies like all advisory group participants will have insight into developments in 
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the marketpIaces•.5utting edge technological developments and a broadened exposure to 
various industry sector changes. Through the advisory groups, Commerce is facilitating 
emerging minority· companies. many of which. are smaller, nimble and niche players. establish. 
relationships ancLjoint venture with Jarger entities participating in the .advisory groups. 

In one of the ~y advisory groups where this Administration has made all the appointments. 
the t':ia1ional Information lnftaslructure or "NIl" advisory group, an A friean American is the 
co~chair and ~~.1 help shape direction for the information superhighway. The advisory group 
is composed of several African American. Asian and Hispanic business owners, t6 ensure fun 
participation of the diverse business class that is growing in telecommunications. 

J~.~IJicipation in the Urban Agenda 

Commerce is actively engaged in the urban initiatives of the Admin.lstration. The Department 
represents tht; interests of business particularly minority business in the policy development 
and implementation of the urban agenda. 

In the Empowe:ment Zone initiative, for instance. several agencies within the Department 
provide assistance to stimulate business growth and development. The National 
Teiecommunications Infonnation Agency provides grant awards in zane designated areas. 
Businesses located in the nine Empowerment zones compete against each other for awards as 
public service: telecommunications test bed projects. 

To ensure minority business participation in the competition, NTIA conducted ""NII how to 
Seminars" in empowerment zones to make minority, businesses aware and competitive for the 
grants, MSDA waived fees charged to minority business located in empowerment zones. 
Minority businesses located in the zone have additional sources of capital made available 
through the EDA revolving loan funds and other forms of fmancial assistance. 

The Administration'S changes in the Community Reinvestment Act {eRA) provide an 
opportun..ity for new sources of capital for minority businesses. Through MBDA, Conunerce 
is working with commercial lenders to devise methods whereby capital starved minority 
businesses and eRA -obligated lenders establish working relationships. 

(f recent history is any indication, without a concerted effort~ many lenders: would try to meet 
their CRA obligations solely by providing home mortga.ges to minority families. Commerce's 
objective is to ensure that lenders devise methods to address the needs of minority business 
owners as well. 

In the future Commerce witi play an active role in the implementation of the Community 
Dev~lopmem: banks. As the Administration put the legislative initiative together, Commerce 
represented the interests of business and especially minority business. In part because of 
Commerce's participation, the Administration's proposal is weighted toward the banks 
providing working capital for business a'ctivity. ' 
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unemally, the Dep~ent is exploring methods 10 provide fmancmg for expanded business . , 
act.ivity in dh1ressed communities. The goal would be to provide a source of capital for 
expanded business development in high growth industries in distressed areas. If Successful. 
new businesses will be fOm1.ed and existing businesses will expand in distressed areas. 
Minority busineSses stand to gain tremendously from this initiative. ' 

Conclusion 

The Administ..""ation's goal of inclusion of all facets of American life into a growing economy 
necessitates a comprehensive effort of bringing minority businesses into the forefront of 
policy development and implementation. At Commerce we have begun this process and 
intend to step up our efforts during the balance of the year. 
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MINORITY BUSINESS ROUNDTABLE CONCEPT 

It is recognized that the public policy decision at every level of government impact on 
the effectiveness· of all American business. Issues of access to capital, taxation, conununity 
redevelopment, and programs for entrepreneurial education and training are important to the 
development of minority business. Moreover, government policy development often suffers 
from the lack of minority business positions being included in the process. It is essential that 
the voices of the many minority Chief Executive Officers (CEO) are heard by the 
policymakers deciding whether or not to implement a policy concept. The Minority Business 
Roundtable (MBR) vehicle may provide minority CEOs an avenue to discuss and act on the 
important business topic of the day_ The entity could become a generator of policy positions 
that expand minority business opportunities and their impact on the minority communities. 

The MBR may be patterned after the existing Business Roundtable which is a twenty­
four year old association comprised of 220 Fortune 500 CEOs. In the existing Business 
Roundtable model, participating CEOs serve on issue-oriented task forces and collectively 
direct research, supervise preparation of position papers, recommend policy positions and 
advocate on specific issues affecting American business. The position papers approved by the 
Roundtable are circulated to members and to the Government and are made available for use 
in the public discussion of issues. For example, the Roundtable has established task forces in 
the areas of government regulation, international trade and investment, taxation, education, 
tort policies and corporate governance. 

An MBR would provide a similar structure where serious policy discussions may take 
place and effective strategies can be developed regarding important minority business issues. 
A diverse group of CEO members of the MBR should provide information from a cross­
section of industries. Currently, there is no business and advocacy institutions dedicated to 
minority business development' providing a uniform voice and policy discussion for this 
community. An overall objective could be to foster interaction between the Business 
Roundtable and the MBR so as to lead to mutually beneficial collaborative efforts between 
both organizations. 

If it is'determined that an MBR should ~e established, there is historical precede~ce 
for the Department's limited participation. The Minority Business Development Agency 
(MBDA) has provided "seed money" to many minority organizations in the past who have 
become successful self-sustaining organizations. In fact, MBDA has funded over 57 
organizations -- 47 of which remain as active independent groups. Some examples of these 
efforts include Black Enterprise Magazine, National Minority Purchasing Council, U.S. 
Hispanic Chmnber of Commerce, National Bar Association, National Association l of Minority 
Contractors, the National Urban League and the National Association of Minority Auto 
Dealers. Therefore, participation in the front-end of the project is certainly appropriate; 
however, creating a structure that ensures fmancial independence is important for the integrity 
of the MBR. 



· POTENTI~ QUESTIONS AND ANSWERS 

-
A. 	 What is a Minority Business Roundtable? 

A Minority Roundtable are business owners that work together on issues affecting Jon~Herm 
business growth. 

B. 	 Is there a precedent for such an organization'? 

Yes, the Minority Business Roundtable will be patterned after the Business Roundtable. a 
twenty-four year old organization, comprised of approximately 220 Fortlille 500 Chief 
Executive Officers (CEO). The CEOs direct research, supervise preparation of position 
papers. recommend JXllicy and speak out on issues affecting business, 

c. What would he the goals of tbe Minority Business Roundtable? 

The Minority Business Roundtable may provide minority owned' businesses with: 

o 	 timely infonnation on policy issues and other matters that affect their rums, 

o 	 a unified voice to articulate the views of minOrity business leaders. and 

o 	 a dialogue among minority business owners. and also between the minority 
owners and political leaders and CEO. from the Business ROlilldtable, 

However~ these suggested objective are certainly open for modification by this group. 

D. Will the Minority Business Roundtable be limited to small firms? 

No, the Minority Business ROIilldtable will be open to businesses of all sizes. 

Eo 	 How will funds he generated to operate the Minority Business Roundtable? 

This issue would be decided by the membership of the Minority Business ROlilldtable. The 
Business Roundtable funds their organization through dues paid by each member. A fonnula, 
based on a company's revenues and stockholder's equity. is used to decide a member's annual 
dues, The Business ROIilldtable luis eighteen full·ti",e employees, but they rely on the staffs 
of member companies for talent and expertise, 

, 
F. 	 What organiz.tioujFederal Agency will b. in charge of the Minority 

Business Roundtable? 

The Minority Business Roundtable would operate independently and would not be governed 



:.~" . 
by any Federal or goyenunent entity. 

-

G. 	 What types of business•• will participate in tbe Minority Business 

Roundtable? 

The Minority Business Roundtable will comprise many business types. A diverse group of 
businesses will ensure that a cross section of concerns-and considerations is addressed. 

H. 	 What role will Commcrt:e play in the establishment and ongoing operation 
of the Minority Business Roundtable? 

The Depanment of Commerce's Minority Busme-ss Development Agency provides services to 
minority businesses. of all sizes, throughout the country. '!'be MBDA can provide technical 
as.....istance in the creation of a national Minority Business Roundtable and ongoing support 
after the organization is established, However, independence and a self-sustaining fmancial 
structure are imperative for the success of this effort. 



PREPARED STATEMENT BY 

COURTLAND COX 


DIRECTQR, MINORITY BUSINESS DEVELOPMENT AGENCY 

BEFORE THE SUBCOMMITTEE ON 


COMMERCE, JUSTICE STATE AND JUDICIARY 

COMMITTEE ON APPROPRIATIONS 


U~!:rED STATES HOUSE OF REPRESENTATIVES 

APRIL 20,1998 


Chairman Rogers, Congressman Mollohan, other distinguished Members of 

the Subcommittee: Thank you for the opportunity to appear today before the 

Subcommillee to present the Administration's Fiscal Year 1999 Budget Request 

for the Minority Bu~iness Development Agency (MBD"'). ,First I would.!ike to 

express my 5ihcere appreciation to Members and staff of. the Subcommittee for 

the many courtesies that you have extended to my staff and me" In, particular, I . 

am grateful for the oj-partisan collaboration that has resulted in funding for the 


. -,programs and aCtivities of MBDA We thank you and looK fo.ward to a continued 

partnership on behalf of the Nation's minority-owned businesses. . 


~~ , ','. ~ 	 ., "~ ~ .'", 

I came toMBDI!- in September, 1997, as the Acting Director and was 'recently 

named by President Clinton as the Director. '1 made management reform my first 

priority. The Commerce Department issued a report The'MBOA Management· 

Review, on June 10,1997. This report identified major recommendations and' 

issues Ihat required immediate attention. The following IS a list of some of the 

recommendations that have already been implemented: 


• 	 Use comments from customers, policy experls, industry leaders, and oilier 

interested persons on cun"enl MBDA programs to develop an agency 

strategic plan. 


.' 	MBDA needs to revtew its activities to ensure that if can efficiently and 

effectively achieve its mandale as established by E.O 11625, 


• 	 The headquarlers organization stnlCiure neecls to be revised. In pDfticutar. it 

should conform to MBDA's new 81mtegic business plan and flallen the 

organizational structure. 


• 	 The agency's shift in mission {ocus wiff require a critical examination of the 

need for and location of field offices. The agellcy's field structure should I)e 

redesigned. 


• 	 The extensive Federal Government resources need to be /)etter coordinated 

te SUPPDlt the mhloli!y business initiative, beginning vvdh tne Depmtrnent of 

Commerce itself 
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• 	 MBDA should improve IIle operalions of its grant processing and 
management so Ihal it is more rational and cost effective, 

On tne program side, we have moved away from a heavy emphasis on! 
management and technical assistance to an increased focus on access to the 
marketplace and access to financial capital, We are integrating the technology of 
the Internet and electronic commerce in aU of our programs. We are continuing 
discussions with the Administrator of the Small Business Administration to 
promote cooperation between our two agencies on the dell'very of management 
and technrcal assistance, We are also exercising our leadership and 
coordination role in a very meaningful way by working with other Commerce 
Department bureaus to bring information and new tecnnologies to the minority 
business community. 

MBDA's budget for Fiscal Year 1998 is $25 million, We are requesting $28,077 
.. ,'" , million for Fiscal'Year 1999, which is an increase of $2,8111 million plus '.' , ,.. : ' c.:. 

adjustments to base. This increase will be Lsed to bring minority business 
development into the age of electronic commerce, making a great number of ! 

, .' services available in all fifty states to any minority business with access,to the " 

Internet, and allow for many essential management reforms. 'It will allow our , 
. ; existit)S Minority Business Development Centers (MBDCs), Native Americal1 ;', -, ,' .. ., 

Business Development Centers (NABDCs) and'Business Resource Centers', " 
,:(BRCs) to operate more efliciemly. It will provide access to markets worldwide, ' • 
Finally, this increase will provide online information'to'star1 and grow a o<Jsiness 
and linK minority businesses through electronic mail to consurtants throughout 
the country. 

MBDA will use this increase in three areas: 1) efficient delivery of maflagement 
and technical assistance: 2) improved access to the ma(;<etplace: and 3) 
improved access to financial capitaL The three program areas will require tne 
fol!owin~] major cost categories. 

• 	 Electronic Commerce Promotion - This is the cost of promoting use of 
electronic cOl11merce and deve!oping awareness of MBDA's on-:ine services 
in :h!~ rrinGrity business community. It is one of MBDA's most irr,por:ant 
activities, becaLse of the speed at which the world is movipg toward a digital 
economy. We will be promoting electronic commerce to business and trade 
associations, at special meetings and conferences of minority groups, through 
Public Service Announcements and through educational institutions. 

• 	 Research - This cost ;nciudes identification and development of the 
hfe-rmation content ~o be included in twenty new Internet-based One-Stop 
Centers, These Centers will focus on two aroas The first will be in potential 
high-growth industries, market sectors or business formats such as 
international trade and franchising, The second will focus on new potential 

2 



technologies such as aquaculture and biotechnology having commercial 
opportunities for minority-owned businesses. VVe will begin o-..r search for 
these opportunities within the Federal sector, beginning with Commerce 
Department agencies such as NOAA's Sea Grant Program and NISI's 
Manufacturing Technology Program. 

• 	 Information Technology - This includes the acquisition and maintenance cost 
of equ'pment and software for Internet-based One-Stop Centers, an ;or-line 
shoppi:ig mall, enhanced Phoenix, Opportunity and Performance databases 
and on-line grants management. 

• 	 Financial Capital MBOC - This is the cost of designing, forming and operating 
a Wall Street Minority Business Opportunity Committee. We wid useithis 
vehicle to begin to bring people together on Wall Street and other financial 

., 	 ·centefs to increase access to large scale fi6anciaf,eapital for growth oriented 
firms. This group will form netWOrkS necessary to bring specific dea)s to the 

.. ,.attention of the"irivestlrent corrm".mity a'nd assist firms in making financial' 
transactions. 	 ' 

,., . 	 " ,. :'
.' 

'Manageme:r.t and Technical Assistance 
".' I', . { 	 .' ... ' p ',' ~ • " • "~ ,\'. 

Mariagernenfana technic'al'assistance to minority businesses will'b'e ", 
strengHiened 'with this increase by"improving both'tne'qu·aHtY of services a·;,d' ,J 

, their geographic distribution: Our existing neto/Jork of thirty~five Mir-ority Busine'5s 
Development Centeis, seven Native American Business Development Centers 
and six Busiress Resou~ce Centers will continue, but they will have more tools at 
their disposaL We will integrate what they are already doing with our new 
electronic approach to business development. They will have access to' various. 
Internet"based online services and "one-stop centers". This approach will use 
the technobgy of the Internet and electronic commerce to bring ma'lagement 
and teCi)rical assistance to minority businesses across the country L'1 both urban 
and rural commur:1:ies. Furthermore, we will have an automated metho~ of 
measuring performance. which will provide us With the information necessary to 
better manage this program. 

, 
Vve are now developing, in partnership with SBA, an interactive cnli'le business 
assistance CEP:er for small and rninority entrepreneurs. We have agreed to the 
types of information that shOuld be included and it will be based on the format in 
SBA's On;'ne \lVornen's 3usi'less Center. There will also be an interface so that 
various client groups of our two abe:1cies, suer as minorities veterans, women, 
and the disabled can be (inked to appropr<ate soeciai'zed information. This is an 
effart ay both MBDA and SBA to reduce duplicative pro9,ams a1G bring' 
efficiency and cost savings to the delivery of general business services to 

minorities. 
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Access to Markets 
/ 

The driving force behind MBDA's new approach to improving market access is 
recognition of the stark reality that increasingly more business activity will be 
conducted electronically. Entrepreneurs and firms that do not adjust to this 
reality witt simply not survive MBDA has started a new effort to advocate 
electronic commerce in the minority business corrmunity. In partnership with the 
National Institutes for Standards and Technology (NIST), we are developing a 
one~day electronic commerce course for minority business executives. 'The 
course will provide fundamental training on the benefits of engaging in electronic 
commerce and inform the students about tools and steps necessary to . 
participate in electronic commerce. Once the course is developed, we will 
implement a system for distributing the course to the widest possible audience 
t~rOJgh traditional c:assroorn settings and over the Internel. . 

.	We have developed and:irnp:emented databases that electronically document 

minority firm capabilities using an on-line form accessed via the World Wide 


'Web. ,A.nother on-line form enables any public or private entity to submi,t contract, 
or joint venture opportumtles through the same medium, These databases­
called Phoenix and Opportunity - automatically match business capabilities with 
opportunities and generate daBy.alerrs to minority businesses via-email and fax . 
. They are available'to"any business with access to the InternetJThey'are now,in 

, their early stages of development. The requested funding increase will be used 
to maintain and expand these databases. ,", "., .' 

MBDA will develop Internet-based One-Stop Centers for organizing and 
distr!butlng information necessary to penetrate selected high-growth industries, 
market sectors or business formats such as franchising. Tnes~ include 
te!ecomfPurications and international trade. Wherever possible we will use 
exist,'ng information andlor websites to avoid duplicative processes. The value 
added will be that tne infannalion will be presented in a logically structured 
manner useful to any minodty business having access to the Internet Currently 
this information is either nol avaifable to businesses or It IS rendered useless by 
being disorganized and fragmented. 

Each One-Stop Center will be tailered to a specific industry or market sector and 
will include information about the t"'1arket and available financial and other 
resources necessary to 8mer that rnarket. Tr.e pilot for these Centers will be 
designed in Fiscal Year 1998. The budget increase will be used to develop the 
information content for the Centers and the associated hardware and software 
costs. Vve anticipate having market specific centers online in areas such as 
franchising, international traoe, supolier development (business to business 
sales), Federal government proGurerne;-.t, state and loca! government 
procurement and strategic a;liances anc joil)t ventures by the end of Fiscal year 
1999. 

., . 

.. , 

. , - ," 
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We will also develop Internet-Based New Technologies Centers, These Centers 
will be similar to the One-Stop Market Centers b'ut will be focused on emerging 
technologies that have potential for new commercial products or that significantly 
improve a business process to enhance a firm's competitiveness or ability to 
grow Examples are biotechnology, aquaculture, construction standards and 
manufacturing processes, These Centers will be developed in partnership with 
NIST, NOAA and other Commerce agencies so that minority businesses can 
take advantage of these resources at a level never before possible, 

A significant advantage of the Phoenix/Opportunity matching system and the 
Internet-Based Centers is that their services wi:1 be available to any minority 
bUSiness owner In all fifty stales throughout the country, 

In addition to the Internet-Based One-Stop,Centers"we will also develop at least " 
one onUne e!ectronic shopping mall. Online shopping malls are a recent 

. ./. 	 development on the Internet They allow participating firms to use an electronic".· .u .. 

format to achieve increased market presence with Federal, state and local .. ': 
procurement OffiCials, the private sector and non-profit organizations. , '~,,~, '." ,-­

1,' j ,'. Access to Capital ,. , , 

To complement our One-Stop Market Access Centers, we will deveiop an 
Intranet-Based One-Stop Financial Capital Center. This will be an electronic 
center where staffs of our MBDCs, NABDCs and BRCs and our regional offices' 
business development specialists can search for banking and other financial 
opportunitjes that resulted from various Memorandurns of Understanding 
between MBDA and finanoial institutions, In addition,t will include links to 
several onlit1€ commercial finance matctling sites that are now found on:the 
Inte"net 

A key objective of MBDA is to develop a capital access strategy for graduates of 
SBA's 8(8) program and other minority businesses that have achieved financial 
success, but wan: to trove to the next level of growth and penetrate significantly 
larger marKets. ConseaJe~tly, the second part of our slrategy is creation of a 
new entity to pursue capital access efforts for firms with high growth potential. 
This would be a Wall Street MBOC a variation of our traditional Minority 
Business Opportunity Commil\ee (MBOC), which focuses on local government or 
pnvate contracting opportunities, It would apply MaOC leadership and 
coordination roles to the large f;nancial inslitutions or. VVaU Street and other 
financial centers. 	This new entity's function would incluce: 
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• 	 Providing information On sources of capital and matching services for larger 
minority businesses; 

• 	 13ringing specific deals to tho attention of the investment community; 

• 	 Assisting firms in pricing their deals a'nd preparing their: offering documents: 

• 	 Assisting exiting 8(a) firms with expanding into the larger marketplace: 

• 	 Educating firms regarding mergers and acquisitions as sources of growth 
and facilitating efforts to accomplish them; and 

• 	 Developing a network of advisors whose expertise could assist in raising 
capitaL 

The s~ccess of thisprogram will be measured in the short term by the 
" 	 .devEHopment of useful sources of information, arid creation of a network of 

advisors from Wall Street Over the longer term we'will measure the amount of \, 

capital raised by participating rninority businesses, their increased revenues and 
the increased percentage of firms that obtain capital for growth, , , 

" 

, " 

AdditiOf/al Maflagement Reforms 

As stated in my introduction, we have already taken significant steps to improve 
management processes within MBDA However, there are two other ' 
management improvements that I want to briefly mention as part of our budget 
request The first is our Performance database. This database will be used to 
measure program performance in Fiscal Year 1999. The second reform ,is 
auto'naLon of the grant process. This automation will permit ontine grant 
application ard processing. It wi:1 save time and money for prospective grantees. 
and allow MBOA to realloca~e more of its human resources from administratlve 
overhead imo bUSiness develop'nent activIties. 

The Administration's Fiscal Year 1999 Budget Request will permit MBDA to be,' 
for the first time, a national leader in minority business development. We will be 
able to leach every community in alt fifty states, Through the technology of the 
Internet we wit! also be able to coordinate business development institutional 
resources and information available at all levels of government, the private 
sector, and educational and other non-profit organizations. Most importantly, we 
will also be able to track :he results of these activities in real-time using our 
GPRA-compllar.1 database, 
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In closing, I would like to say that MBDA has come a long way In the past eight 
months, I am very proud of what we have accomplisned during this time, The 
recent years have been an extremely difficult time for MBDA, but we are 
committed to the changes we started last fall, and we are now on the verge of 
being able to serve our client base in a way never before possible, When we do 
that the entire Nation will benefit from our efforts, 

Again, I appreciate the support of this Subcommittee, Me Chairman, at 
this time I will be glad to respond to any questions which you and the Members of 
the Subcommittee may have about MBDA programs and activities, 
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• 
Good evening. Thank you, Pierre. for that very warm EI Nino 

introduction. It is a pleasure to join you tonight for this 

celebration of the important contributions made by Asian-

American entrepreneurs to the economic life of our country. 
\ 

For more than a hundred years, men and women from Asia 

and the Pacific Islands have brought their extraordinary skills 

and talents to the United States. The earliest immigrants 

came mostly from China, Korea, India, Japan and the 

Philippines. Today, newer Americans from places like Laos, 

Cambodia, Vietnam and Thailand are making theif mark 
i 

here. Asians and Pacific Islanders are extremely diverse, 
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with over two dozen distinct ethnic groups speaking several 

different languages. 

You have shared in the American dream because of the 

values you practice every day: hard work and diligence, an 


entrepreneurial spirit, commitment to family and education . 


. At the MBDA, we want to increase your ability to share in this 


dream. We are aware that with the variety of ethnic and 

cultural groups in the Asian community, that there are 

special outreach efforts which we need to make. 

. 

To that end, over the past several years, we have funded 


minority business development centers that are specifically 

positioned to serve the Asian community. Here, in Los 

Angeles, the West Los Angeles MBDC is a combined project 

between the University of Southern California and the Pacific 

Asian Consortium for Employment. PACE was selected as a 
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partner on this project because it was well-known in the 

Asian community and would be beneficial in outreaching to 

the community. In the Bay Area, we have funded a project in 

San Jose operated by Asian, Inc. to serve the needs of 

Asian-American entrepreneurs. 

At these centers, there are consultants who speak the 

languages of many of the clients and have long-standing ties 
• 

to different communities. This is not to say that our other , 

centers are not staffed with Asian-Americans, nor is this an 

attempt to only send Asian-Americans to these centers. 

However, we understand that there are specific needs in the 

community and this is one way of addressing these needs. 

In addition, we are ensuring that our staff continue to make 

outreach to the Asian-American community. Here in Los 

Angeles, I am aware that the MBDA District Office works 
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with different Asian-Americ,an organizations, including the 

local chambers of commerce. We want to continue to 

become more familiar with and satisfy the needs of the 

community, 

However, as minority businesses, there are certain common 

struggles which we all face. For many businesses, whether 

Asian, Hispanic or African-American, it has been an uphill 

struggle to reach a modicum of success - there have been, 

and continue to be, systemic difficulties in obtaining capital, 

in accessing markets, in finding the technical support and 
• 

assistance necessary to encourage and sustain growth. 

However, the political landscape and nation is beginning to 
• 

change as we move into the 21st century. 

This change is occurring as a result of a demographic shift. 

The Commerce Department's Census Bureau tells us that by 
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the year 2050, the U,S, population will have increased by 

120 million, Of that 120 million, only 12 million will be White 

Americans. The Asian-American population is expected to 

more than triple, from 10 million to 32 million. The Hispanic 

population is also projected to triple, from 30 million to 97 
, 

million, while the Black population will nearly double, from 33 

million to 54 million, 

Within the lifetime of your children, minorities will 
, 

constitute 47.5% of the U.S. population. Within the 

lifetime of nearly every one in this room, almost one in three 

Americans will be minorities, While I am sure that the 

Califomians in the room have been well-aware of these 

statistics for some time, they continue to be eye-opening 

with respect to the implications for minority businesses, As a 

result of this demographic reality. companies are beginning 

to look at minority communities as powerful consumers, As 
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entrepreneurs, you have the opportunity to leverage your 

knowledge and networks to target these markets that are 

going to be increasingly importanUo the U.S. and global . 
economy. 

However, as the numbers of Asian-Americans, African-

Americans, Native-Americans and Hispanic-Americans 

continue to grow in this country, it provides another 

opportunity - to begin to form strategic alliances across racial 

and ethnic lines. As the world grows smaller through 

globalization, we must become increasingly aware of our 

interconnectedness. Nothing happens in the economies of . 
Asia that does not affect the United States and other 

countries in this hemisphere, in Europe, and in Africa. 

However, to maximize the ability of our companies to 
, 

become true economic powers, we must reach beyond:our 
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individual communities to understand the culture and 

markets of other groups .. 

With approximately 10 million Americans of Asian-Pacific 

ancestry, U.S. companies have a competitive advantage 

when it comes to tapping the growing consumer demand in 

places like Thailand, Indonesia, Malaysia, Singapore, South 

Korea, Vietnam and the Philippines. Our strong Black :and 

Hispanic communities give us a similar leg up on global 

competition in Africa, Latin America and the Caribbean. 
I 

However, as minority companies, working together will 

provide us the opportunity to move into markets and areas 

which would be difficult if working alone or within our own 

groups. 

Strategic alliances are not just an asset on the global stage. 

Within this country, when men and women of different, 
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backgrounds come together, sharing their knowledge and 

experience, it strengthens their ability to make sound 

business decisions. 

In conclusion, I recognize that not enough is being done by 

the government to support the interests of minority 

entrepreneurs. I believe that only by working together 

across racial and ethnic lines that we can secure the 

resources to truly strengthen all minority-owned businesses. 

However, in particular, I want to ensure that you as Asian­

American entrepreneurs are receiving the management and 

technical assistance, access to markets and access to 

capital that you need to prosper and grow. As I move 

forward as director of the Agency, .I'd like to have an ongoing 

authentic and candid dialogue about the needs and concerns 

of the Asian-American business community, so that I can 
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ensure that the interests of all of MBDA's constituents are 

being served. 

Again, thank you and I look forward to continuing to speak 

with you again soon. 
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AFRICA AND AFRICAN-AMERICANS: OPENING DOORS FOR 


EMERGING OPPORTUNITIES" 


Thank you, for that wonderful introduction. I am delighled to be here 

today to talk about emerging business and investment opportunities 

for African-Americans in Africa. Back in 1973, I was involved in 

organizing the 6'h Pan-African Congress, which was held in Dar-el­

Salaam, Tanzania. At this Congress, one of the primary points made 

was that true political independence was impossible without 

economic self-determination. To quote one of the participants, Dr. 

Nevill<, Parker of the U.S. delegation, " ... the level of economic 

'independence and economic self-determination which can be 

achieved is in direct proportion to the extent to which a people, a 

nation. can effectively mobilize its scientific and technological . 
resources, both human and natural, for its own benefit (emphasis 

added)" . 



Twenty-five years later, Africa is still in the process of fully mobilizing 

these technological and scientific resources for its own benefit To 

the extent that you can assist. in this process, can provide access to 

and training in the necessary technologies, processes and knowledge 

to assist in developing emerging African economies, I believe that 

you will find a multitude of opportunities to do business or invest in 

Africa. However, I believe the key to success is adding value - as a 
, 

minority entrepreneur or investor, you must identify the ways in which 

you can add value to the abundant natural and human resources of 

the continent. 

Today, there are thirty million Americans who trace their roots to 

Africa and who, I believe, have a special interest in partiCipating in 

trade and economic development in Africa. I'd like to talk a bit first 

about Africa and then about the initiatives that MBDA and the 

Department of Commerce are implementing to assist you in obtaining 

the necessary information and contacts to successfully do business 

on the continent. 

Africa is the second largest continent in the world. It is as large as 

the United States, Germany, England, France, Italy and all of the 

other countries of Europe combined. 

It contains almost 800 million people - more than 12% of the world's 

population. It has natural resources far more varied than the gold 

and diamond mines we most often hear about - including crude oil 
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and timber, as well as cobalt, copper, uranium and the iron ore of 

North Africa. 

As African nations gradually implement market reforms, we are 

beginning to see an economic awakening. According to the World 

Bank, Sub-Saharan Africa as a whole enjoyed 4.4% real growth in 

1996. It could well be 5% next year. Countries like Mozambique, 

Uganda and Zimbabwe already grew more than 6% in 1996. 

As a result, we have seen an increase, in U.S. exports to Africa. 

Since 1994, exports have been growing steadily, topping $6 billion in 

1996. In addition, U.S. direct investment in Africa has yielded an 

extraordinary return - a 31 % return on book value in 1996, compared 

to 12% worldwide. 

Last year, just 1 % of American exports headed to Africa - far less 

than it should be. America has only a 7% share of Africa's market. 

This places us third behind France and the United Kingdom - and 

just ahead of Germany and Japan. 

However, at the same time, we cannot overlook the risks of investing 

in Africa. Much of Africa is quite poor.' Of the 25 poorest nations in 

the world, 20 are in sub-Saharan Africa. While we find 12% of the 

planet's population in Africa, currently the continent contains only 2% , 

of world's telephone lines. In addition, if we've learned one thing from 

the Asian financial crisis, it is that emerging markets, for all their 

promise, are very volatile. Obviously, for an entrepreneur or 
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businessperson, this makes for a somewhat tricky potential trade 

relationship. However, there is tremendous opportunity for those 
I 

willing to take the risk, 

President Clinton's Africa Initiative, For that reason, President 

Clinton launched his Africa Initiative, which is aimed at speeding the 

economic development of Africa and strengthening our trade and 

investment relations, The first White House Conference on Africa 

occurred in 1994 and the momentum has built since then, President 

Clinton's recent trip to Africa - the longest and largest presidentiallrip 

outsid.~ the United States- has emphasized his commitment to the 

region, 

The President's trip was followed by those of other Cabinet officials, 

including Secretary Slater of the Department of Transportation and 

Secretary Rubin of the Department of Treasury, Commerce 

Department Secretary Daley will lead a trade mission in September, 

Vice President Gore also is actively involved in this initiative, 

However, let us not forget the first person to focus the energies of the 

United States on the African markets -the late Secretary of , 

Commerce Ron Brown. When Ron Brown visited the conlinent five 

years ago, it was the first lime in 14 years a Commerce Secretary , 

had toured Africa with business leaders, And we also should not 

forget where Ron Brown learned aboyt the importance of business 

and economic development to African-Americans- at the Urban 

League, in the many years that he worked with your organization, 
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When trade between Africa and the United States has reached its 

true potential, we will owe a huge debt to the foresight and efforts of 

Secretary Brown. 

Department of Commerce Initiatives. The Department of 

Commerce also is leading the way to increasing trade with Africa. I'd , 
like to speak to certain of the efforts that we are undertaking. 

Secretary's Trade Mission. First, as I mentioned earlier, Secretary 

Daley will lead a commercial trade mission to South Africa, Kenya 

and the Ivory Coast from September 12'h through 20th. During the 

mission, he also hopes to visit at least two other countries. 

Accompanying Secretary Daley will be leaders of a variety of 

businesses in high-growth areas - particularly those in computers and 

software, telecommunications, other information technologies, 

agribusiness, power generation, health care, financial services and 

environmental technologies. Quite simply, the Secretary's primary 

goal for this mission is increased export opportunities and new U.S. , 
jobs. 

Africa Commercial Strategy. However, the Department is moving 

beyond trade missions in its efforts to develop long-standing and 

ongoing relationships on the continent. The Secretary has 

specifically asked each agency, every unit in the Department to 

respond to these questions: How can we increase our ties to Africa? 

What can we do, as partners, with Africa? As a result, the Commerce 

Department is developing an Africa Commercial Strategy, led by 
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Deputy Secretary Mallett, to support and compliment the President's 

Africa Initiative. 

Other Agency Activities. The Africa Commercial Strategy will focus 

on four major themes. 

The first is capacity building. We must help Africa build the 

infrastructure - both physical and economic - to improve the 

business climate for American businesses. This means not only 
, 

roads and telephone lines, but also aviation and the technical support 

network and workers needed to maintain those systems. 

Second, is the business environment. We must help African' 

countries create a sustainable level of economic development - not 

only to improve the standard of living but also to enhance their own 

business opportunities and production. For example, the 

Department's National Weather Service is providing better weather 

forecasting and is training African scientists in climate forecasting. 

This will enable scientists to predict and deal more effectively with 

drought and flood impacts on crops and vegetation. As I mentioned 

earlier, this type of technology transfer is critical to Africa's 
, 

development and continues to be amongst the most important 

services that Americans can provide. 

Third, Commerce is designing programs to improve trade and 

investment in Africa. In particular, the Department is examining 

three areas that seem particularly promising for American investors. 



• 	 First, infrastructure .. Africa has a desperate need for ports, 

highways, railroads, telecommunications equipment and utilities. 
, 

Right now, financing for most infrastructure projects comes from 

the multinational lending agencies, regional development banks or 
, 

the government. Because the developmental needs of Africa are 

so great - and because so many American companies are skilled 

at these projects - this is natural market for the sector. 

• 	 Second, financial services. Africa needs innovative financing 

packages. Public-private sector partnerships in finance are also 

promising for American investors. We want to make sure that 

management consulting firms, insurance companies, venture 

capitalists, accounting firms and others see the ways they can be 

involved supporting infrastructure projects. 

• 	 Third, agribusiness. We already export wheat and rnilled rice - as 

well as farm machinery, organic chemicals and fertilizer. But, 

regrettably, Africa continues to have difficulty feeding itself. This 

sector will continue to be vital in Africa, and, as Africa modernizes, 
, 


this sector will provide new opportunity. 


If your company is involved in these areas and is export ready, you 

may want to focus your international efforts on African markets. 

7 



MBDA Programs. And MBDA is prepared to help you do this. As in 

the past, we will continue to organize trade missions and will work 

with minority businesses to ensure that they are export-ready. 

However. we also have begun to embrace activities that emphasize 

and use technology. We know that doing business in Africa and 

other international markets is expensive for any business and 

particularly costly for many smaller minority businesses. In addition, 

information clearly will be the currency of the 21 st century. As a result, 

MBDA's primary mission must be to provide minority businesses the 

knowledge necessary to master and triumph in the marketplace. As 

a result, MBDA will be providing information on international 

opport.unities and markets electronically, to make doing business in 

these markets more accessible and less costly for minority 

businesses. 

To increase the number of minority businesses that are involved in 

exporting, during the next year we will establish a Website on 

international trade, to provide minority businesses with the necessary 

information and resources to pursue opportunities in the global 

marketolace, including Africa. 

In addition, we are establishing direct means of obtaining and 

disseminating African market opportunities. For example, we are 

starting to partner with business development organizations in South 

Africa. The goal of this partnership is to develop long-term and 

ongoing relationships with these organizations that will result in 
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greater market opportunities for our clients and increased 

development in South Africa. The information will be maintain,ed on 

MBDA's intranet site, which will be used to exchange information, 

ideas, and opportunities and develop projects in both countries. I will 

be traveling to South Africa this fall to finalize and implement these 

relationships. 

We also are establishing a 'geographic business information system 
, 


for the continent. This system will not only allow you to do market 


research in the regions that you're interested in, but also will provide 

information on the government, private sector, development ~nd 

other resources that are available to assist you in your business or 

investment efforts. You will be able to obtain information on your 

markets that could have taken days or even weeks to obtain. 

Finally and most importantly, we will use of our Phoenix database to 

match minority businesses with business opportunities. The Phoenix 

database is an on-line system used by both the private sector and 

federal government to locate minority, business enterprises. The 

Phoenix database asks you for background information on your 

business, including a description of the services or product your 

comp<lny provides, the North American Industry Classification code 

for these'servlces or products, maximum bonding levels and other 

,information which would be helpful to' potential purchasers. You also 

must provide an e-mail address or fax number so that you can be 

contacted about upcoming opportunities. 
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Once your business is registered in Phoenix, it will be matched 

electronically against the Opportunity database, which contains 

upcoming private sector and governrnent contracts and opportunities. 

As African and other international contract opportunities become 

increasingly available, they will be input into the database. The 

Opportunity database also contains information about joint venturing 

or allying with other companies and will provide you information about 

upcoming trade missions or international opportunities. Your 

company will be matched with any opportunities where there is a fit in 

terms of industry or other speCification. 

We see this system as adding value to your marketing efforts in a 

way that requires only fifteen minutes to fill out the form. And this 

service is free of charge. However, you must register on Phoenix to 

participate in this and other MBDA programs. You can register by 

going directly to the MBDA Website at www,mbd',gov and completing the 

form, 

Again, I want to emphasize that use of technology and information 

technology is the wave of the future. ,Companies that are aware of 
, 

this and use new technology will have a clear competitive advantage. 

Those that are waiting to see what happens will be left in the dust. 

African-American and minority companies simply cannot become 

road kill on the Information Superhighway. 

In addition to our electronic efforts, we also will plan other activities. 

We are working with the Africa Club of the World Bank to sponsor a 
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conference on October 21-22 in Washington, D.C. The Conference 

will both highlight African entrepreneurs and link these entrepreneurs 

with African-American and other minority businesses. We believe it is 

critical that African-American entrepreneurs begin to develop long­

standing relationships with African businesses and businesspersons, 

to obtain the information and access necessary to do business in 

African markets. We hope that efforts such as this will facilitate these 

types of relationships. 

Conclusion. In conclusion, I want to emphasize that we will be 

creative and innovative in trying to further open African markets to 

African-American entrepreneurs. Through electronic commerce and 

technology, we are trying to devise efficient, cost-effective ways for 

you to broaden your markets and move effectively into the 

international markets. However, as entrepreneurs, you must 

determine the added value that your businesses can bring and the 

way it can help Africa and its people - especially in infrastructure 

development, technology transfer and agribusiness. Only then will 

you truly be able to prosper in the markets. At MBDA:, we firmly 

believe that the 21" century will be your century and we stand ready 

to assist you as you move into the new millenium. 

" 




BLACK ENTERPRISE ENTREPRENEURS CONFERENCE 

"ACCESS TO MARKETING OPPORTUNITIES" 

THURSDAY, MAY 7,1998 

ORLANDO, FLORIDA 

.Final Draft 

May 6,1998 

Good afternoon. Thank you, Carolyn, for the wonderful introduction. It is a 

real pleasure for me to be here today to talk to a group of African-American 

entrepreneurs about the changes which are occulTing in the global markets, 

and how we can use these changes to strengthen and empower'our . . 
businesses, 

As the Director of the Minority Business Development Agency and a long­

time advocate of increasing economic opportunities for minorities in general 

and African-Americans in particular, I am acutely aware that the last real 

frontier for Blacks entering the mainstream of America is the business world, , 

This is an historic and exciting time for African-American businesses. It is 

historic because of the structural changes Ihat are occurring in the 

marketplace - Black businesses are now expanding beyond neighborhood 

retail and services Industries Into modern hi-tech and manufacturing, The 

.../ 	 time is exciting because of the arrival of the digital age, the exploding use of 

electronic commerce, and the ever-increasing globalization of the economy, 



Equally significant are the changes in U.S. demographics. The Commerce 
, 

Department's Census Bureau tells us that by the year 2050, the U.S. 

population will have increased by 120 million. Of this 120 million,'only 12 

million will be White Americans. The Black population is projected to almost 

double, from 33 million to 54 million, and the Hispanic population to triple, 

from 30 million to 97 million. 

Within the lifetime of your children, minorities will constitute 47.5% of 

the U.S. population. Within the lifetime of most of us in this room, almost 

one in three Americans will be minorities. As a result of this demographic 

reality, companies are beginning to look at minority communities as powerful 

consumers. As entrepreneurs, you have the opportunity to leverage your 

knowledge and networks to target these markets that are going to be 

increasingly important to the U.S. and global economy. 

Yet this also is a time of struggle .... struggle as critical to Black Americans as 

our earlier ballies for the ballot and for public accommodations. It is the 

struggle to increase economic opportunities for African-Americans and to 

create wealth in a country deeply rooted in the importance of wealth creation. 

At a time when entrepreneurs have, collectively, the largest net worth of any 

group in this country, business ownership and the net worth of African­

Americans as a community continues to trail that of many other ethnic 

groups. While many Black-owned companies have prospered and African­

American entrepreneurship clearly is on the rise, business ownership is less 

ingrained within the Black community than in other groups. This has a 
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significant effect on our ability to develop and strengthen our communities, 

particularly in the ever-important area of job creation. 

As the world continues to grow smaller, we must develop the economic 

resources to compete effectively in the global marketplace. I'd like to talk 

generally about the bUSiness environment in which minority businesses are 

currently operating, the challenges and opportunities that we face and some 

strategies to achieve continued growth and success. 

Judicial Trends. 

In the last few years, we have witnessed a period of unprecedent~d assault 

on affirmative action and a hard-nosed retrenchment in .the judicial system 

with respect to minority businesses, as evidenced most particularly in the 

Adarand and Croson cases. As the courts continue to limit affirmative action 

programs, federal contract opportunities available 10 African-Americans will 

conlinue to shrink, As a result, this sector will no longer be a vehicle for the 

rapid growth that has benefited some African-American businesses In the 

past. 

Bundling and Benchmarking. 

In addition to cutbacks in affirmative aclion programs, business practices 

such as bundling have resulted in the loss of business by minority firms to 

larger mainstream competitors. In the past, government agencies frequently 

earmarked contracts for minority firms through the Small Business 
, 

Administration's Section 8(a) program. However, for greater efficiency, 
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federal agencies are bundling contracts into deals that are too large for small 

businesses to bid on. The result, as reported in a recent Washington Post 

story entitled "Minority Firms Lose Ground", is that minority contractors are 

receiving less from federal government purchases. 

As a consequence of Adarand, federal agencies are developing limits in 

minority participation, called "benchmarks", for each industry where there is 

government contracting. Benchmarking is likely to decrease minority 

contracting in certain sectors of the federal markets, such as facilities 

management, janitorial and construction, where minority businesses are 

concentrated and can be considered "over-represented". 

However, while opportunities are shrinking in the public sector, the country is 

changing the way it does business, primarily as a result of technology and 

changing marketplace demographics. These changes are opening up new 

business and retail markets to all companies, and, as a result, African­

American businesses are well-positioned to grow and develop. 

Changes in Purchasing and Procurement 

The most important of these trends is the exploding use of electronic 

commerce by government, businesses and consumers. By presidential 

directive, federal procurement officers are moving aggressively to use 

electronic commerce for most procurements, especially those under 

$100,000. Within the federal government, contract opportunities o'ver 

$25,000 are advertised once in the Commerce Business Daily. After this, 

information on upcoming requirements is listed on a Commerce Department 
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Website and the information will have to be downloaded to your personal 

computers. In addition, local governments also are moving to electronic 

procurements. In the future, using the Internet will be the easiest and most 

convenient way for you to access government contracting opportunities. 

Electronic sales are growing rapidly in the private sector. By the year 2002, 

business to business Internet commerce is expected to have surpassed $300 

billion. In a recent speech on electronic commerce, U.S. Commerce 

Department Secretary William Daley noted that Dell Computers saw 1997 

Internet sales increase from less than $1 million per day in January to $6 

million per day by the following December. He indicated that Cisco Systems, 

a premier provider of networking products, closed 1996 with $100 million in 

sales over the Internet. During the following year, Cisco's sales increased 

ten-fold, to over $1 billion. In addition, companies such as General Electric 

are going online to find suppliers ..By the year 2000, GE expects to buy $5 , 
billion in goods over the Internet. 

Retail sales also are increasing dramatically each quarter over the Internet. 

Electronic commerce is the wave of the future. Companies that are aware of 

this and use new technology will have a clear competitive advantage. Those 

that are waiting to see what will happen before they commit will be left in the 

dust. Like never before. the old adage applies - he who hesitates is lost. 
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International.' You must penetrate the international markets. As President 

Clinton recently noted "96% of the world's consumers live outside our 

borders". However, less than 10% of American businesses have attempted 

to market their products abroad and the numbers are even smaller for 

minority businesses. With the use of the Internet, businesses can now reach 

international markets that previously were undreamed of. For example, John 

Thompson, the general manager of IBM North America, recently discussed . 
the example of a kosher grocer in New York with only five employees who 

ships more than 130 varieties of kosher goods to customers around the 

world, often within 24 hours of ordering. With low overhead as a result of e­

commerce, products can be sold for 15% less than at retail stores. 

I use the example to illustrate this point. Like Jewish entrepreneurs, African­
, 

American business owners have an untapped market of consumers in the 

international African diaspora - in the Caribbean, Latin America, Canada, 

Africa, and throughout Europe. The fastest growing trading partners of the 

U.S. are in this hemisphere - the Caribbean, Latin America and Canada, with 

more than 40 percent of U.S. exports going to neighbors in the Americas. 

Because the markets in the Caribbean and Latin America are largely 

composed of persons of color, this provides an ideal opportunity to explore 

the benefits of exporting your products or services. 

African-Amt,rican businesses clearly can benefit from these trends. 

However, to do so, we must reshape the way we do business. I'd like to 

briefly discLiss some strategies for doing this and the role the Minority 

Business Development Agency can play. 
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Electronic Commerce and Technology 

First and foremost, Black businesses must embrace the use of technology. 

For all businesses, the use of a computer and access to the Internet must be 

as common as the use of the telephone. 

Electronic Marketing. 

Secondly, it is critical that you use the Internet to market your products and 

services. In addition to the traditional strategies of calling or meeting with 

purchasing personnel and· networking at trade fairs and industry meetings, 

electronic marketing can be an effective method of exposing your prod ucts 

and services to a greatly expanded audience. Given the importance of 

promotion efforts to your overall business success, the Minority Business 

Development Agency is developing two e-commerce marketing programs. 

Phoenix and OpportunityDatabases. The first, the Phoenix database, is an 

on-line system used by the federal government and private sector,to locete . 
minority business enterprises. The Phoenix database asks you for 

background information on your business, including a description of the 

services or products you provide, the North American Industry Classification 

System code for these services or products, maximum bonding level, and 

other information which would be helpful to potential purchasers. You also 

must provide an e-mail address or fax number so that you can be contacted 

about upcoming contract opportunities. 
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Once your business is registered in the Phoenix system, it will be matched , 
electronically against the Opportunity database, which contains upcoming 

government procurements, and private sector contracts and opportunities, 

The Opportunity database also contains information about joint venturing or 

allying with other minority companies and can provide you with information 

on upcoming international trade missions sponsored by the Commerce 

Department. As opportunities become available, your company will be 

matched with any opportunities where there is a fit in terms of industry, size, 

geographic location or other specifications. Both you and the government or 

private seclor contacl person will be notified either through e-mail or fax. You 

can then decide whether or not the opportunity is a good fit for your business 

and if you want to pursue it. 

We see this system as adding value to your marketing efforts in a way that 

requires only about 15 minutes of your time to complete the electronic form. 

And the service is free of charge. However, you must register on Phoenix'to 

participate in this and other MBDA programs. We strongly encourage each of 

you who have not registered your businesses to do so today at the IBM 

booth. In addition, if you have access to the Internet, you can register by 

going directly to the MBDA Website at www.mbda.gov and completing the 

form. 

Electronic Mall. We also are in the process of developing another electronic 

marketing system. In the future, one of the most efficient ways of selling to 

other businesses or the government will be through electronic malls, where 

you can display your company's products or services in a central location and 

purchasers can browse and shop electronically. While business-Io-business 
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malls are still developing, there are at least 13 government e-malls, including 

those sponsored by the Defense Logistics Agency, the Air Force and the 

General Services Administration. On the DLA e-mali, buyers at military 

bases around the world can go to a single Web site to buy more than 12 

million parts from multiple vendors and sources. It is quick, convenient and 

greatly simplifies the procurement process for purchasing officials. 

To assist minority businesses, the MBDA is considering creating an 

electronic catalogue or on-line mall, either through MBDA infomnation 

systems or in conjunction with a private partner. This on-line mall would 

provide minority business owners a venue·to display and selltheir.products 

and services. The mall would target federal procurement officers, especially 

those making purchases under $100,000, and purchasing personnel at 

corporations and non-profits. 

An African-American owned technology company, NexGen Solutions, Inc., 

has' already proposed the creation of a business-to-business e-mail and 

collaboration center for minority businesses. The purpose of this center is to 

develop a single location for all minority businesses to conduct e-commerce 

and other e-business transactions, as well as obtaining the information and 

resources necessary to compete effectively. 

Private Business-to-Business Matchmakers. We also have identified and are , 
working with private companies that link suppliers to business opportunities. 

One of these, Datamatix, Inc. has special expertise in the uses of electronic 

commerce in the procurement process. Datamatix helps its clients use 

electronic means to find new customers, sell to them more efficiently and 
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make better pricing and bidding decisions. Datamatix receives buying 

opportunities from a number of different federal, state and business sources, 

matches them against a client's profile, and distributes these leads to the 

client through e-mail. In addition, Datamatix provides historical information on 

bid opportunities, including past prices paid by the buyer, past suppliers and 

a detailed description of the item requested. 

Services like this can be invaluable to minority entrepreneurs. As a result, 

Datamatix will be holding workshops through MBDA's regional offices to 

show businesses how to respo~d effectively and efficiently to procurements 

and other contract opportunities 

Joint VentureslStrategic Alliances 

Another strategy which African-American businesses must pursue more 

aggressively for marketing and other purposes is the formation of strategic 

alliances. I want to talk briefly about one such strategic alliance. The Retired 

Military Officers Association (RMOA) is a group of retired military officers 

from all branches of the services. Of the 51 current members, 46 own their 

own firms and the others are executives within a firm. The smallest company 

has approximate annual sales of $2.5 million; the annual sales of the larger 

companies are between $65-85 million. These companies collectively have 

20 lines of business; 22 companies have significant strengths in information, 

technology or distance learning, while others are involved in the 

transportation, medical, janitorial, music, research and development and 

manufacturing areas. In 1993, to ensure that it had capital to expand, . 
RMOA acquired Enterprise Federal Savings Bank. 
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RMOA was founded to increase the individual and collective wealth of its 
, 

members and to create economic opportunities and jobs in the Black 

community. Philosophically, members of RMOA realized that there are , , 
varied business opportunities available in both the government and the 

private sector, but that their members must work collectively to take full 

advantage of these opportunities. One of the most important things to 

understand about RMOA is that it was founded not to pursue any specific 

business ventures, but to identify business opportunities and team on those 
, 

that make sense, both with other RMOA members and with outside 

companies. including majority-owned companies, 

As an example of their strategy, 22 member companies of RMOA have 
r 

formed a corporation, RMOA-IT and are actively working to obtain'an IBM 

distributorship. As an IBM distributor, you must commit to do at least $100 
I 

million dollars in annual sales. If successful, this will be not only a 

collaboration among African-American businesses, but also a partnership 

with a large company - IBM-, which will help increase IBM's access to 

government and minority markets, where RMOA has particular expertise and 

networks. 

In addition, RMOA is exploring opportunities .to locate manufacturing plants in 

urban areas. RMOA believes that it is imperative that African-American 

businesses begin to address the job shortage and corresponding social 

decline that has happened in urban America, They also believe that it is 

critical that African-Americans begin to focus on the production of products, 
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rather than services, as the international marketplace provides a large 

potential market for a variety of products, 

What is most inspiring to me about RMOA is the members' long-range 

planning for and understanding,of the importance of strategic alliances - not 

just for the development of their personal wealth but to improve the African­

American community, I believe that this is a model that can be used by other 

companies - collaboration in the interest of doing good for the community 

while doing well individually, However, like RMOA, other African-American 

businesses must take a long-term, strategic approach to networking and 

exploring opportunities to joint venture and team, 

At the MBDA, we also are looking to joint venture. One of these ventures is a 

partnership with IBM to encourage the use of technology and e-commerce 

among minority businesses. As a result of this partnership, IBM and MBDA 

have created an on-line e-commerce Website. This Website allows minority 

businesses that are registered with MBDA on the Phoenix database to 

purchase IBM producls from minority-owned IBM resellers at a significant 

discount. These resellers have been authorized by IBM due to their 

registration and involvement with MBDA: many of these companies were nol 

previously partnering with IBM. We view this as a collaboration that 

increases access to e-commerce and technology for minority businesses, 

provides retail opportunities which previously did not exist for minority 

companies and provides IBM greater access to minority markets. , 
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Conclusion, 

I would like to emphasize, again, that this is an historic time - we are 

standing on the cusp of the millenium, with opportunities to move into a new 

world of economic opportunity and equality. However, the future is in your 

hands, Just as those Black Americans who participated in sit~ins in 

Greensboro, North Carolina and voter registration in Canton, Mississippi took 

their destinies into their own hands and changed America as a result, you 
I 

must take your economic empowerment into your hands, Just as this country 

did not provide African-Americans access to voting and public 

accommodations without our creative, collaborative, and strategic,actions, 

this country will not provide African-American businesses access to real 

accumulation of wealth unless you take aclion to obtain the necessary 

information, develop the skills and work collectively to expand within the , 
global economy. 

The necessary tools for business success in the 21·t century are at your 

disposal - the availability of technology and electronic commerce" access to 

information on new technologies and competitive business practices, and the 

changing domestic and international marketplaces. However, as a civil rights 

veteran, I'll give you one last analogy, The gains of the Civil Rights 

Movement were not, and could not, have been won by one organization 

working alone but only through the joint efforts of SCLC, SNCC, the NAACP, 

CORE, and many others, strategizing and working together, 

counterbalancing each other, bringing their individual strengths and collective 

resources to the struggle, For you, I believe that only through working and 

partnering with other African-American businesses will you achieve, 
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economically, the promises of the 21 st century, and will we, as a people, 

achieve true self-determination. 

In conclusion, I'd like you to get more information on MBDA and to register 

with the Phoenix database by going to www.mbda.gov. I'd also like to invite 

all of you to attend MED WEEK'98, in Washington D.C., on September 20"'­

23m, Further information on MED WEEK can be found in the brochures at 

your tables. 

Thank you very much. 
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, .'1' , 
Good afternoon. Thank you, Shelly, for the wonderful introduction., ,'It is a 

real pleasure for me to be here today to talk to a group of minority.; 

entrepreneurs, and companies doing business with these entrepren'~urs,
: "".A\ 

about the changes in the global markets .. ' My message today is th'i:ii We must 
~. 

use these changes to strengthen and empower minority businesses, , 
,, . " 

This is an historic and exciting time for minority businesses. It is historic 

because of the structural changes that are occurring in the marketplace - our 

businesses are now expanding, in ever increasing numbers, beyond 

neighborhood retail and services industries into modern hi-tech and 

manufacturing, The time is exciting because of the arrival of the digital age, 

the exploding use of electronic commerce, and the ever-increasing 

globalization of the economy. 

Equally as significant are the changes in U.S. demographics. Th~ 

Commerce Department's Census Bureau tells us that by the year 2050, the , . 
U,S. population will have increased by 120 million. Of this 120 million, 90% 

of the growth is projected to be in the minority community. The Hispanic and 

Asian-Pacific Islander populations are expected to both triple. Hispanics will 

grow from 30 million to 97 million and Asian PaCific Islanders will increase 



from 10 million to over 30 million, The Black population is projected to nearly 

double. from 33 million to 54 million, 

Within the lifetime of your children, minorities will constitute 47.5% of 

the U,S. population. Within the lifetime of most of us in this room, almost 

one in three Americans will be minorities. As a result of this demographic 

reality, companies are beginning to look at minority communities as powerful 

consumers. As entrepreneurs. you have the opportunity to leverage your 

knowledge and networks to target these markets that are going to be 

increasingly important to the U.S. and global economy. ' 

t 

A recent study by the Initiative for a Competitive Inner City. based here in 

Boston. confirms the importance of retail markets in the minority community, 
, ' 

This study, which focuses on inner city markets, estimates that consumers in 

American inner cities possess $85 billion in annual retail spending power­

far more than Mexico, Inner city consumers account for 7% of all retail 

spending in this country. Yet inner city retail needs are largely unmet; these 

unmet needs are projected to be between 25% and 65% in communities 

nationwide. This is a large under-served market and huge business 

opportunity, and the country's biggest companies are developing ~trategies 

to take advantage of this. Unfortunately, most in the minority business 

community are not. 

We musl begin 10 realize and tap into the growing economic p,?wer of 

minority communities. To do so. we must begin to work collaboratively across 

ethnic lines· to develop strategic alliances, joint ventures and partnerships 

outside of our communities. There will be a world of opportunity in both 
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domestic and international markets. However, we cannot be insular: we 

must be creative and think "outside the box" -look outside of our comfort 

zone, of our neighborhoods, of only the people we know. 

The victory can truly be won for minority communities - whether Native­

American, African-American, Latino, or Asian-Pacific Islander - in the next 

century. But to do so, we must acknowledge and embrace both our own 

power and the power of other groups, and work together for our common 

good. 

As the world continues to grow smaller, we must develop the economic 

resources to compete effectively in the global marketplace. I'd like to talk 

generally about the business environment in which minority businesses are 

currently operating, the challenges and opportunities that we face and some 

strategies to achieve continued growth and success. 

Judicial Trends. 

I n the last few years, we have witnessed a period of unprecedented assault 

on affirmative action and a hard-nosed retrenchment in the judicial system 

with respect to minority businesses, as evidenced most particularly in the 
, 

Adarand and Croson cases, As the courts continue to limit affirmative action 

programs, federal contract opportunities available to minorities will continue 

to shrink. As a result, this sector will no longer be a vehicle for the rapid 

growth thai has benefited some minority businesses in the past. 
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Bundling and Benchmarking. 

In addition to cutbacks in affirmative action programs, business practices 

such as bundling have resulted in the loss of business by minority firms to 

larger mainstream competitors. In the past, government agencies frequently 

earmarked contracts for minority firms through the Small Business 

Administration's Section 8(a) program. However, for greater efficiency, 

federal agencies are bundling contracts into deals that are too large for small 

businesses to bid on. The result, as reported in a recent Washington Post 

story entitled "Minority Firms Lose Ground", is that minority contractors are 

receiving less from federal government purchases. 

As a consequence of Adarand, federal agencies are developing limits in 

minority participation, called "benchmarks", for each industry where there is 

government contracting. Benchmarking is likely to decrease minority 

contracting in certain sectors of the federal markets, such as facilities 

management, janitorial and construction, where minority businesses are 

concentrated and can be considered "overrepresented". 

However, while opportunities are shrinking in the public sector, the country is 

changing the way it does business, primarily as a result of technology and 

changing marketplace demographics. These changes are opening up new , 
business and retail markets to all companies, and, as a result, minority 

businesses are well-positioned to grow and develop. 
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Changes in Purchasing and Procurement 

The most important of these trends is the exploding use of electr6nic 

commerce by government, businesses and consumers. By presidential 

directive, federal procurement officers are moving aggressively to use 

electronic commerce for most procurements, especially those under 

$100,000. Within the·federal government, contract opportunities over 

$25,000 are advertised once in the Commerce Business Daily. After this, 

information on upcoming requirements is listed on the Internet and the 

information will have to be downl0<'ided to your personal computers. In 

addition, local governments also are moving to electronic procurements. In 

the future, using the Internet will be the easiest and most convenient way for 

you to access government contracting opportunities. 

Additionally, electronic sales are growing rapidly in the private sector. By the 

year 2002, business to business Internet commerce is expected to have 

surpassed $300 billion. In a recent speech on electronic commerce, u.s. 
Commerce Department Secretary William Daley noted that Dell Computers 

saw 1997 Internet sales increase from less than $1 million per day in January 

to $6 million per day by the following December. He indicated that Cisco 

Systems, a premier provider of networking products, closed 1996 with $100 

million in sales over the Internet. During the following year, Cisco's sales 

increased ten-fold, to over $1 billion. In addition, companies such as General 

Electric are going online to find suppliers. By the year 2000, GE expects to 

buy $5 billion in goods over the Internet. 
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Retail sales also are increasing dramatically each quarter over the Internet. . 

Electronic commerce is the wave of the future. Companies that are aware of 

this and use new technology will have a clear competitive advantage. Those 

that are waiting to see what will happen before they commit will be left in the 

dust. Like never before, the old adage applies - he who hesitates is lost. 

Minority businesses clearly can benefit from this trend. However, to do so, 

we must reshape the way we do business; 

At MBDA, we see our role as providing you relevant and easily accessible 

information to help you do so. MBDA's charge, in addition to providing the 

management and technical assistance necessary for your businesses to 

grow. is to provide you with the type of information which will give you a 

competitive advantage - on business opportunities, new markets and 

industries, marketing information and ways of accessing capital. I'd like to 

briefly discuss some of the tools that MBDA has developed to help you do so. 

Electronic Commerce and Technology 

First and foremost, we firmly believe that minority businesses must embrace 

the use of technology. For all businesses, the use of a computer and access 

to the Internet must be as common as the use of the telephone. As a result, 

many of the tools which we've developed involve use of the Internet as a way 

of gathering and disseminating current information as quickly and efficiently 

as possible. 
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Electronic Marketing. 

Secondly, we believe it is critical that you use the Internet to market your 

products and services. In addition to Ihe traditional strategies of calling or 

meeting with purchasing personnel and networking at trade fairs and industry 
. 

meetings, electronic marketing can be an effective method of exposing your 

products and services to a greatly expanded audience. Given thE;) 

importance of promotion efforts to your overall business success, the Minority 

Business Development Agency is developing two e-commerce marketing 

programs. 

Phoenix and Opportunity Databases. The first, the Phoenix database, is an 

on-line system used by the federal government and private sector to locate 

minority business enterprises. The Phoenix database asks you for 

background information on your business, including a description of the 

services or products you provide, the North American Industry Classification . 
System code for these services or products, maximum bonding level, and 

other information which would be helpful to potential purchasers. You also 

must provide an e-mail address or fax number so that you can be contacted 

about upcoming contract opportunities. 

Once your business is registered in the Phoenix system, it will be matched 

electronically against the Opportunity database, which contains upcoming 

government procurements, and private seclor contracts and opportunities. 

The Opportunity database also contains information about joint venturing or 

allying with other minority companies and can provide you with information 

on upcoming international trade missions sponsored by the Commerce 
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Department. As opportunities become available, your ccmpany will be 

matched with any opportunities where there is a fit in terms of industry, size, 

geographic location or other specifications. Both you and the government or 

private sector contact person will be notified either through e-mail or fax. You 

can then decide whether or not the opportunity is a good fit for your business 

and if you want to pursue it. 

For minority businesses, we see this system as adding value to your 

marketing efforts in a way that requires only about 15 minutes of your time to 

complete the electronic form. And for large ccmpanies looking for minority 

suppliers, we believe that this is a quick and easy way to identify companies . 
meeting your specifications. And the service is free of charge. However, 

you must register on Phoenix to participate in this and other MBDA 

programs. We strongly encourage each of you who have not registered your 

businesses or opportunities to do so today by going directly to the MBDA 

Website at www.mbda.gov and completing the form. 

Electronic Mall. We also are in the process of developing another electronic 

marketing system. In the future, one of the most efficient ways of selling to 

other businesses or the government will be through electronic malls, where 

you can display your company's products or services in a central location and 

purchasers can browse and shop electronically. While business-to-business 

malls are still developing, there are at least 13 government e-malls, including 

those sponsored by the Defense Logistics Agency, the Air Force .and the 

General Services Administration. On the DLA e-mail, buyers at military 

bases around the world can go to a single Web site to buy more than 12 
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miliion parts from multiple vendors and sources. It is quick, convenient and 

greatly simplifies the procurement process for purchasing officials. 

To assist minority businesses, the MBDA is considering creating an 

electronic c,atalogue or on-line mall, either through MBDA information 

systems or in conjunction with a private partner. This on-line mail would 

provide minority business owners a venue to display and sell their products 

and services. The mall would target federal procurement officers, especially 

those making purchases under $100,000, and purchasing personnel at 

corporations and non-profits. However, it would also be available to private 

sector purchasers who are seeking minority business suppliers. 

Private Business-lo-Business Matchmakers. We also have identified and are 

working with private companies that link suppliers to business opportunities. 

One of these, Datamatix, Inc. has special expertise in the uses of electronic 

commerce in the procurement process. Datamatix helps its clients use 

electronic rneans to find new custorners, sell to thern more efficiently and 

rnake better pricing and bidding decisions. Datamatix receives buying 

opportunities from a nurnber of different federal, state and business sources, 

matches them against a client's profile, and distributes these leads to the 

client through e-mail. In addition, Datamatix provides historical information on 

bid opportunities, including past prices paid by the buyer, past suppliers and 

a detailed description of the item requested. 

Services like this can be invaluable to minority entrepreneurs. As a result, 

Datamatix will be holding workshops through MBDA's regional offices to 



show businesses how to respond effectively and efficiently to procurements 

and other contract opportunities. 

We also have developed several other electronic tools. 

One-Stop Centers. We currently are developing industry-specific Websites, 

that we call One-Stop Centers. These One-Stop Centers contain practical 

and up-to-date information on particular industries, including a step-by-step . . 

process detailing how to get into that industry. Our current One-Stops, which 

we anticipate will be on the Internet before November, are on franchising and 

aquaculture (or fish farming, which is the fastest growing area in agriculture). 

Over the coming year, we will complete sites on telecommunications, 

international trade and access to capital. The goal of these sites is to make 

information available to minority entrepreneurs on industries where minorities 

are under-represented, or, in some cases, not represented at all. 

(3e{)graphic;Resource System. In addition, we are developing an online 

geographic business resource system. This system will be used to help you , 
identify and locate business resources in' your local community, While come 

of the information will address programs geared towards minorities, much 01 

the site will contain that information that any entrepreneur would like to have 

about the programs and resources available in their city, To the best of our 

knowledge, no system like this currently exists and we hope that it will be 

very useful as you assess how to start or grow your businesses, 
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Conclusion. 

As you can see, the world will change drastically over the next few years and 

minority businesses must be positioned tobenefit from these changes. 

Whether looking for new industries, businesses or markets, MBDA hopes to . 
be a partner in this process - a way for you, whether you are a minority 

business or not, to get information for and about the minority business 

community. We hope that MBDA will be the first stop for anyone who cares 

about - or professes to care about minority business. Through use of 

electronic commerce and technology, we are striving to serve as many 

customers as possible, in the most efficient way possible. 

Just as we are proponents of partnerships among minority businesses, we 

will be working with as many organizations as possible to provide you access 

to new and innovative markets. We cannot do this alone - it is an effort that 

can only be accomplished by collaborating with government, private . 
companies. the not-for-profit community, minority businesses and any 

organizations committed to the empowerment of these businesses. I firmly 

believe that the growth of a solid and growing business community is critical 

to the continued well-being of our communities. As such, we welcome 

working with those of you who are serious about this effort. 

In closing, we know that many minority businesses have to make payroll. 

serve customers and deal with the day-to-day hassles of running a business. 

However, if there is anything that you take away from this conference, please 

remember this. You must take lime to think strategically, to know and 

understand the industry trends of the next century, to identify where new 
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markets will be. This is the only way minority businesses can become as 

powerful as we have the potential to be. Quite simply, minority business 

cannot continue to use the strategies of the 20lh century and expect to 

prosper in the 21 st
, 

Thank you. 
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