'MINORITY BUSINESS DEVELOPMENT AGENCY

The Minority Business Development Agency (MBDA} coordinates Federal efforts to develop, ang
strengthen new and existing minarity businesses. MBDA's Minority Enterprise Growth Assistandely
(MEGA) Centers provide high guality integrated business development services’by upgrading
level of effort with more campetitive, comprehensive professionat expertise andd support, (3!2 3
cost—sharing basis, MBDA - funded Minority Business Development Centers {MBDCs) pmv {36 ‘
management and technical assistance to minority entreprensurs, MBDA also conducts r&mzzrce

development, acvocacy, research and information pragrams.

APPROPRIATION SUMMARY

{Dollars in Thousands)

: 1985 Incréase
1883 1884 Estimate - Decrease
FEDERAL FUNDS: e -
Appropriation: ‘ oo
Mingority business development $37,889 . $42,100 $44,733 !
TOTAL APPROPRIATION 37.889 42100 44,733 '
by,
PERMANENTPOSITIONS )
L : i KYOT
Approoriation: ) : . . ' o 4.
) 4 Mfé fER
Minority business development 209 © 209 206 . o
(A ¢ . ‘
§ " ,
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g
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' HIGHLIGHTS OF PROGRAM CHANGES

Bage Increase/{Decrease]
Permaneant . Permanent
Positions Amount Positions Amount
Enmpri'éa Development 148 $37,067 (3) $230
| ;{zeasa 1S r@questeci to aliow MBDA to fully fund an additional MEGA Centar, bringing the total

22;;98 MEGA Centars in FY 1895, and to improve MEGA Center support {0 pos.; +$498).
i:;ciudes FTE r&dmizons {—3 pos.; ~$173} and administrative savings (0 pos.; —$383).

esource Ueveiopment ' 27 3,018 0 ' 1,210

mwcrease will enable MBDA to focus on mprovmg minority access to capital as well as to
pdaral procurement opportunities,

8 1,134 g 505

Comparisonof Appropriation by Activity

i
‘. it * &
RUCHTY BUSINESS BE L OPuMENY 1554 1895 1S increasal
e Al .

H

Cwm& Argsdnbin g ) Essémga » {i}eweﬁsﬁz
Porn Pos. Amound farm Pos, Amsias Perm Pos.  Amoird ¢ P fos.  Amoud
148 830,278 148 $a7.087 145 5a7.207 ()} 230
ok : ay 3276 21 3048 27 4,708 [} 1210
A¥ocksy, cessaich and Wtammtion e B 2628 A 203 as 3208 o sa8
- 201 .- w‘ A S ———————— s ——
CIRBIRECT CHUGATIONS: Eli 44,183 208 ° 47,783 268 44,783 o 1648
az OB IGATIONS: g 1500 o 3500 G § Bt g g
758 A% BB 208 44,288 20 A8 2N It 1.54%
(1,500 £1.500)
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7655 EVRY: 208 44 733

200 £2,100 266 44783
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{ ' Summary of Changes from 1884 Appropriation I

HNOHTY BUSINTES DEVELGPMENT  AGENCY 45 Egtimate
Minoey busipess sevohapais. N Peg, Fov.  &mquest fmi Pou, Aot
Approptistion cutrantly aveibbls 904 208 542, 1X3
ARJUSTMENI S 1S BASEL
ADJUSTMENSS
Aatienct tungs from Ertamrise Devetoamant gnd Resoure De;eiapm& {15423
fiadinect funas 1o MEGA Centar (Enlemdss Dlevsiopment: 1,54?J
. ] G
OTHER CHANGES *
§995 Pay rise 13t
Loty Pay . . 412
Shanges in Gompanselia Days (311
Within — (iede S1OR FrRSOs €4
Civit Gervica Ratiramant Systemn (COHE) ¥
Fade s Employens Retiretaant System {F E515) {48}
TH1R Savings Plan : 3]
FIOA £43)
Hagith hauramn #3
Empioyess’ Compunsanon Fond &
Trarye! &2 Tronsportaton ? L
Renta! Payments e GSA . 36
Rantayt Payments 10 DHors ) 9
Communicareons, pUlbes & miss. chirges: ¢
Printeg and raprodaction i !
Voring Coptial Fursd : 2 -
Su mii?a ans man dai 1
Subletal. other changas , ' . S
TOTAL, ADJUSTMENTS TO BASE ! 9 sha
1945 bise ) 208 #?:?B&
£TE Roduction 4;l &) &y
Adgerinistativa Sevings ) 5 o3
Progrsm changits ] 2811
TO'TAL HEQUIEMENTS ” 266 44,733
1985 AFPRGPIIATION 208 44,2353
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I The Minority Business Development Agency (MBDA) coordinates Federal efforts to develop and
Fsirengthen new and existing minority businesses, On a cost-sharing basis, MBDA-funded
Einority Business Development Centers (MBDCs) provide management and technical assistance

minority entrepreneurs. MBDA's Minority Enterprise Growth Assistance (MEGA) Centers
rrovide high quality integrated business development services by upgrading the level of effort with

Nl ore competitive, comprehensive prafessional expertise and support. Resource!Development

Wroctivities focus on access to opportunities in capital development, trade, and high growth markets.

R Advocacy programs provide for a more favorabie environment for minority businesses. Research

band information activities gather, analyze and disseminate information for formulating policy

ecisions and reducing barrers to business participation.

APPROPRIATION SUMMARY
(Dollars in Thousands) .
x 19985 Increase/
ol i ‘ 1994 1885 Estimate (Decrease)
FEDERAL FUNDS:
Minority Business Development  $41,600 $43,900 $47 921 $4,021
Cancellation for procurement o
xpenses | 0 111 0 111
3| ETOTAL ADJUSTED :
APPROPRIATIOM 41,600 43,789 47 821 4,132
Transfer Pursuant to P.L. 103-211 __2,500_ 0 0 g
AL, BUDGET AUTHORITY 44,160 43,789 47921 4,132
FERMANENT POSITIONS
obrocriat
B EMmority business development 208 206 200 (6)

57



HIGHLIGHTS OF PROGRAM CHANGES

Base increase/(Decrease)
Permanent Permanent
: Ameount Positions Amount
Enterprise Development 144 $37,445 (5} $1,327

An increase is requested to altow MBDA 1o establish a2 MEGA/Entrepreneurship and Information
Center at a solaly or predominantly minam%caﬁege or university (0 pos.; +$1,000). In an effort to
reach the underserved rural community, MBDA requests an increase to fund a Rural Business
Development Center {0 pos.; +$300). This request also includes an increase to improve MBDA's
information technology capabilities to better respond to its clients, and aliow MBDA to become
compatibie with other Commerce bureaus {0 pos.; +3242). Reductions pursuant to Executive
Order 12837, "Deficit Control and Productivity Improvement in the Administration of the Federal
Govemmerdt”, dated February 10, 1993 and P.L. 103-228, "the Federal Workforce Restructuring
Act of 1994" (-5 pos.; -$215).

Resource Development 27 4,235 0 2,198

An increase is requested to assist state and local governments to provide expanded procurement
opportunities through their institutional capacity building adctivities (0 pos.; +8400). An increase is
requested to assist minority firms with access to secondary capital markets and o conduct
demonstration projects whose efforts would be aimed toward generating equity capitat sources (0
pos.; +§1,000). Anincreasce is also requested to promote minority business penstration of new
markets where minotrities are generally under-represented (O pos.; +$400). . MBDA is also
reqguesting an increase which would aliow MBDA to provide leadership to corporations wanting to
expand business with minorities and 1o encourage othars who have not sought to do s6 {0 pos.;
+$400). An increase is requested to improve MBDA's information ie;hmio%y capabilifies to
better respond o its clients, and aliow MBDA to become compatible with ather Cormmerce
bureaus (0 pos.; +$37). The request also includes reductions pursuant to Executive Order 12837
"Defictt Contra! and Productivity Improvemeant in the Administration of the Federal Government ™
dated February 10, 1993 (0 pos.; -341). X .

Advocacy, Research 34 - 2,698 0 20
and Information

includes an increase request to improve MBDA's information technology capabilities 1o better
respond to its clients, and allow MBDA 1o become compatible with other Commerce bureaus (0
pos.; +341). This request includes reductions pursuant to Executive Order 12837 “"Deficit Control
and Productivity Iimprovement in the Administration of the Federal Government” dated February
10, 1983 {0 pos.; -$21)
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Comparison of Appropriation by Activity

MNORITY BUSINESS DEVELGPMENT 1908 1696 ' 1946 " increnses :
ABENCY ' Lumently Avaiatie . Bose Eatimate Davranse)

4 ! l
Esterpniss Devalonment 145 541,746 144 $37.445 132 $38,772 0 $1.327 %
fesouce Development 7 5,208 2 4738 rd 5431 i 219 ‘ i
' |
Agweeacy, Research and infemation ) 3825 L 2698 M i 2 ’
TOTAL DIREST GELIGATIONS: ! pi 50,6609 porls 4,378 pres .82 (5 3543 ;
. H
AEMBURSABLE OBRIGATIONS: ] n 1,680 & 1850 9 1850 B g o |
TOTAL CBLIGATIONS: ~ 208 52,818 265 sz 200 49771 5 2543 i
i
EINANCING, 1
. !
Ofseting Copcsions From: . . ‘e
Federnt fumts {1,850} £1.850) '
Non-Fentderst goirens - g : s .
Unobiigaind Baisnce, Statt of Year : 4,880 20 : .
Subiots, Financng e (£.755 e 0 1,850
TOTAL BUDBET AUTHORITY; " 206 43,789 ¢ 200 aF gt '
]
n I
: k
o i;
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i Szzmmaz of Chazzgas from 1995 Aggrcg{iation I

MINORITY BUSINESS DEVELOPMENT AGENCY 1998 Estmate

Lietaiteg Suteaary
Peem Pus. Adwsnt Poen Pos.  Amount
Agpeconiation, 195 208 543,900
Procurgment Reducion pursasnt o P L 193317 ) ‘ 11
Appetariation cumesily wvaiadle, 1905 206 43,788
IBANSTERS ANE EINAMIING
To Wiy Capited Fund (DO ) ' {" 0
Subtotals, transters and fnancing _ L ‘ i s
QTHER COST CMANGES )
1995 Py tarke ) 226 )
1996 Pay rais 153
Within-Grats Stap Intieanes 2
Changis 1 compensebis day 38
Tivé Service Ritirermere and Duabifty Fund _ _ 15
Civil Service Resrement System [CSRS ' 2
. Fedacal Ernpioyiws Retuenent Sysiem {FERS} “ _ t41)
Frailt Sardings Man . i
Frders ifsutance Sortriution Act (FICA)  HASON un
Homth iInsurancs 24
Etoployses’ Comppvsation Fund X {24
Trave! : i
Rental Pavrents to GBA B8]
FTS 2000 Swvings ' 53]
Prirging and Reproduction . 3 )
O Heavicey. ) ¢
Working Gapat Fund 120 '
Frooaunment Reform {99Y
. Cominmetn Adavnistiatve Mansspoment Svstmm {CAMS; 52
Genern) Pieing |t Azt ) e
TOTAL, ADJUSTRENTS 10 BASE 3 CEY)
1956 Base oans 4378
FTE Reductons & 81}
Acministratve Swdogs > ‘ v )
Program Changes : B 3,80
1995 APPRUPRIATION 200 a1
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The Minority Business Development Agency

{MBDAY has the lead role in the Federal Government 60,000
of coordinating all minority business programs. The

Agency's misston is to develop minority owned 30,000
business which is eritical 1o the growth of the

national economy. 49,000

. . . . , 30,000
Minarity Business Development provides a variety
of direct and indirect business services through 20,000 |-
public/private partnerships. In addition, advecacy, ’

research and on-line information systems are 15,000 |-
provided to improve the participation rate of
minority-owned businesses in the US. economy.

1955 1996 1997

In 1995, MBIJA began, and is in the process of,
completing supply and demand studies across the -
country which are being used to identify local minority business needs.

In-1996, a variety of delivery mechanisms, including MBDCs, Community Based Enhancement Services
(CBES) and Minority Business Opportunity Commitices (MBOCs), will be used tordeliver services, The
CBES will enhance, rather than compete with existing services in local communitics such as the
astablishment of the one-stop Business Resource Center in Baltimore, Maryland, with MBDA,
NationsBank, AT&T and SBA. The number of MBOCs will be expanded to promote the mobilization of
public and private resources. .

Cther program components such as capital formation, construction, franchising, intornational 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 formation activities to improve minoritics access to both
debt and equity capital and to cstablish interactive business development services on the INTERNET,

For FY 1997, MBDA has tdeatified a series of performance micasures 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 cases, performance measures address
program goals.

In addition, the list of mcasures can be expected to evolve over tine, as MBDA and its programs, the
Pepartment of Commerce, and the Federal government a8 a whole continue to refine and enhance their
capacity to develop performance measores, 1o use performance measurement as a key management tool,
and to prepare to implement the GPRA.
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The performance measures (o be used by MBDA i FY 1997 will fucus on major and measurable program
impacts on the communitics MBDA serves. on both a shoet-term busis {through husiness start-ups,
empioynient, ¢i¢.) and a long-ternt basis (by ncreasing capital investment and economic growth). Some of
these impacis can be measured readsly, and MBDA has been gathering and reporting information on them
for several yeurs, owever, information on other measures {especially those refleeting recent program
changes and new mitatives} is more difficult to gather, or must be gathered over several vears, and thus is
pot yetseportable. MBDA has engaged a highly-qualified contractor who has assisied i inttiating this
Jong-term analysis, and will report on the results on recemt programs as they become available.

Key indicators currently available, which demonstrate MBDA's contribution o emiployment and cconomic
growth, and which relate o some of MBIDA's priarity gouls, include:

EY1995 Y1996 LY [997
$ Financial Packages 7 § Contructs $957m * *
Busliness Sturts {246
Percentage of Cliont Satisiaction 92%
Number of Customers 12.852

* MEBDA s changing s strategic approach, and transition efforts are focusing on measures being
developed in FY 1096, Examples of the type of measures being developed are:

. Dollar amount of capital delivered with MBDA assistance

. Partnerships formed betsveen MBDA and intermuediate customers

Monltoring the changing necds of custopiers

.« MBE startups as » percenmage of all business startups

. Uiross employment generated by MBis

Ingrease MIBES access te private sector ket opporunitics )

» Number of private sector procarements and contracts won by MBEs with MBDA assistance
* Dollar value of private sector procurements and contracts awarded to MBEs

APPROPRI

{Dollars in Thousands)

1a97 lncrease
FUNDING LEVELS 1995 1906 Estimate  {Decreosel
Minority Business Development .. $43,723 $32,000  $34.021 §2,021
Total, Budget AUROTHS oo 43723 32000 34021 2,021
Minority Business Development 206 16% 150 {(im
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APPROPRIATION: Minority Business Development

Summary of Requirements

1996 Continuing Resolution ...............
Adjustments to Base .........................
Other Cost Changes
1996 Pay Raise ................... e
1997 Pay Raise ........ovvvviiieniiiinniien,
Within-grade step increase ..................

Civil Service Retirement System (CSRS)

Federal Employees' Retirement Systern (FERS)

Thrift Savings Plan ...

POSEAZE © ..\ .vviiitiemii i
Rental Payments to GSA SEUUUUUTPR

Printing and reproduction ...................

Working Capital Fund ............coccoen...

............

............

Commerce Administrative Management System

(CAMS).............oc.0. e
General Pricing Level Adjustment ..........

Subtotal, other cost changes ...............

Less Adjustments to Base Absorbed

Total, Adjustments to Base ......................

1997 Base ......ooooiiiiii et

FTE Adjustment to DoC Ceiling ..................
FTE Reductions ........ N SRRy
Administrative Savings ... o

Progmm Changes .......coorviiiinrrriieeinain,

1997 Appropriation ..........................

oo oo o

B - B = B o B e N o N e

$95
268
59
" (46)
75
13 a
33
(35) .
(122)
7
g
(44)
6
53
21 )
112
0 503
{138)
0. 3658
169 32,365
&) T
3) (186)
0 (158)
] 2,000
159 .34,02 |



Comparison by Activity

1984 Carrentle Avial, 1227 Base 129] Lstimate Incsase £ Desrenss

HIRECT OBLIGATIONS Pomn Pos, Asmmid Reomlos Amouns Peoo Dos. Aswwal  Poom Pes. Amoun
Minority Busimess Development L. 169 %41.270 iE 832363 15 33402 £14) 1656
TOTAL DIRECT QORLIGATIONS | . {69 41,273 144 11353 154 34 021 {183 456
SEIMBURSABLE OBRLIGATIONS .. ] 4G i A{H) i 400 ] L
TOTALOBLIGATIONS (... ...... P69 41,671 o 32,7453 {55 34,428 LN 1448
Gffseting collections from

Federai Funds................... ¥ {4003 & (400

Non-Federal Sonrces ..., ..
Unobiigated bulance, stan of yeur . 9 (327
Subtotal, financing B {9671} & A0
TOTAL BUBGEY AVTH{ORITY |, .. 5% 32,000 135 3442

TOTAL APPROPRIATION (..., .. 149 32,18} 159 34028

Highlights of Program Lhanges

By FY 1997, much of MBDA’s managemeny and technical assistance (M&TA) reinvention strategy s

expected 1o be in place. Work will also be complete to revise and enhance the National Programs

component. The increases requested for FY 1997 are needed 1o complete two enitical cotponents of the
sinvention sirafegy, specificaily: :

Qg_sf.: Increase f {Decrease)
Permanent Permancens
Positions Amount Positions -~ Aumoun
Capital Formation 0 $500 0 +$1.000

An increase of $1,000,000 is requested 1o address the need to provide access 1o financial capital
resources. In FY 1996, MBDA plans to replicate the successful capital formation module used n
California. This increase will allow for the delivery of this component nationwide. 1t will also
begin the development of permanent capacity within existing financial instifutions,

Interpstive Business Development Services 0 1.000 +0 T 000

An increase of $1,000,000 is required 1o provide expanded interactive business development
services through INTERNET access. Patterned afier an existing off-site M&TA delivery praject,
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this would atlow MBDA to provide M&TA, at significantly reduced costs, to minorities at various
sites 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.

66 $5,480 - 10

Reduciions pursuant to Executive Order 12837, Deficit Control and Productivity Improvements in
the Administration of the Federal Government dated February 10, 1993 and P 103-326, 1he
Federal Workforce Restructuring Act of 1994. Included in the personnet reductions are an FTE
reduction of three FTE and $186 thousand, and an FTE adjustment of seven to the DoC ceiling.
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The Minority Business Development Agency (MBDA) MEBDA Fuading
has the fead role in the Federal Government of '
coordinating all minority business programs. The
Agency provides access t¢ market and resource
opportunities through o variety of direct and indirect
business assistance services.

‘_

30,000 -7

_ 20,0660 ~|
For FY 1998, MBDA will continue to implement ifs
strategy of reinventing its programs. BeginninginFY |, 00~
1295 the agency initiated a series of supply and demand
studies which have been used to dentify the negeds of
minority entreprencurs across the country as.well as
determing the availability of business agsistance
programs in those communities, MBDA's reinvention

E 594 1552 1908

_strategy is largely based on those findings. One outcome of the supply and demand studies has led to a major

revision of the Minority Business Development Center (MBDC) 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. '

InFY 1998, MBDA will continue to refine its strategy within the context of available resources and the four

programmatic assumptions on which it is based,  These assumptions include;

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

+  Targeting resources to existing public and private institutions that are already involved in business and

 economic development. Doing this avoids the possibility of duplication and frees up MBDA's Federal
resources to enhance existing capacity for minority business assistance by public/private institutions at state
and locai levels;

« Helping minority firms 1o gain access to gpecialized markets offering the potential for high growth baged on
the dynamics of regional economies;

+ Taking a more visible role in providing coordination of the often disconnected efforts of private/public
institutions (at state and local levels) 1o promote minority business utilization,

In FY 1998, MBDA will use o variety of delivery mechanisms such as public and private parinerships and
advocacy activities to improve the participation rate of minority owned businesses in the U.S. economy, Among
these mechanisins are MBICs, Minority Business Gpportunity Commitiees, telecommunications technology,
including the INTERNET, and the Business Resource Centers jointly developed with the Small Busingss
Admimstration {(SBA). 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 1o use will focus on major and measurable program impacis on the
communities MBIDA serves, on both a shori-term basis (through business stari-ups, employment, etc Yand a
long-lern basis (by increasing capital investment and economic growth}. However, information on other
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measures {especially those reflecting recent program changes and new initiatives) is more difficult to gather, or
must be gathered over several years, and thus is not yet reportable,

Key indicators currently available, which demonstrate MBDA's contribution to employment and econaimic
growth, and relate to some of MBDA's priarity goals, include {dollars in millions):

1997 1908
1306 estimate estimate
$ value of Financiad Packages and . $900 $900
$ valoe of contracts
Pereentage of Client Satisfaction ... ... - 92% 93%
Number of Clients - 7,100 7,100

* Review of data from FY 1996 pecformance measures has been delayed due 1o the reduction-in-force.  Once
the information is compiled, the data will reflect total amount of financial packages and contracts obtained
through MBDA’s investment in the copununity, the number of business starts, and the number of customers,

** MBDA is changiog its strategic approach. The agency is focusing eiforts on developing additional
measures that comiply with the Government Performance and Results Act. Listed below are examples of the
types of measures that will be collected. .

L I)ollar amount of c.a;:qtai dz:}werfzai wzﬁ} MBE}A assisiance
L * Partnerships formed hetween MBDA and intermediate customers _
Mummhmmgm@m&u&mw
"~ Business Swuris
s MBE startups as a percentage of all business startups
e Cress employment generated by MBEs

({7}{3 ars in Thousands) ;‘

FUNDING LEVELS 1998 Increase
Appropriation 199¢ 1997 Estimate (Decreases
Minority Business Development .. ... .. 32,000 $28,000 $27,811 . ($189)
TOTAL BUDGET AUTHORITY 32,000 28,000 27,811 (189)

Minority [lusincss Development 15% 133 133 , 0
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APPROPRIATION: Minority B

Summary of Requiremenis

ixdaiied Sunaty
\ PemPes  Ameusl  PemmPos  Amean

1997 Enacted ..., ... ... S 133 $28,000
Adjusiments to Base
Other Changes

%*)‘)’Z?tlyraise..”,‘,..‘.,,.....”,.; ,,,,,,,,,,,,,,,,, La8

1992 Pay raise .. ... ... U R 191 ,

WithEn-gesde S0P INCTCASES . ... vttt rnvear v anranenns 42

CivH Service Retiremem and Disability Fund . ... ..., P ]

Livil Sorvice Retrerment Systemy (CSRSY .. .. 0o . 14

Federal Emplovees” Resfrement System (FERS} . .. ... o0 {17

Thift Savisge Plan ..., ..., {3}

Federal Insuranse Conteibutions At {FIUAY - OASIE ... .. ... .. &)

Peathnsuranoe ... ...t et e (3]

Emmoyeos Compensation Fond ... L s 2%

Eravel e §

Rentpaymenis i GRA . L e i 39

Printing and reproduction .. ... ... ... kb e e ie e s , 4

{ 3her services:

Working Capital Fuad ., ..., e i s 2%
Commerce Adminisirative Manogemoenl Svatem (CAMS ... 39

Generad pricing bavel adjustment, ... oo L, L3
Subtotad, other changes .. .. o i i i 0 6i7
Tatal, Adjustments to Base ... ... baseanananabay seres g 617
998 Base . .......... feiresanen fersreceaes 133 28617
Program Chagpes ... ............ ... e g [R08}
1998 Appropriation ..........cccvvvinviennins. ‘ 133 27,811
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Comparison by Activity

1997 Corrently Avail, 199 B 1598 Estimate Ineremss / Destgass

RECT GBLIGATIONS ' PermPas  Amgunt Pamior Al PeemBos  Amouy Permfos  Ameust
Minority Business Development ., 133 $22.430 135 $28817 133 &R0 o ($806)
TOTAL BIRECT OQBLIGATIONS 133 32,150 133 28,617 . P31 PR EH 0 {80
REIMBURSANLE OBLIGATIONS ] 484 a 400 G e - & ]
TOTAL QBLIGATIONS .. ....... 133 32,330 133 26,417 133 282H g {EU6)
FINANCING:
Unghligated balsnee, startof yaar .. {4,130} ,
Oifseing solivctions from:

FoderaiFunds .............. . {4503 {4003

Non-Federaf seusees ... ..., A .
Subtelal, financing ...l g {45303 0 {40
FTOTAL BUDGET AUTHORITY .. i3 b R 133 21814
TOTAL APEROPRIATION ...... L3 2000 ’ - B3 2780

Highlights of Program 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.
increaseid advocacy and greater coordination of rescurces in Jocal communities. Current resource levels now
make it imperative that MBDA staff assist in the delivery of services. The reinvention plans call for the

3

. deployment of staff to arcas where funded organizations traditionally operated.

In FY 1998, most of MBDA’s management and technical assistance (M&TA] reinvention strategy is expected

16 be in place. MBIDA will continue to work to revise and enhance the National Programs component.

T

m{ Increase / Deerease

Permanent Permanent
Positi 5 Positi
133 528,617 0 -3806

As part of MBDA’s streamlining and reinvention strategy, the agénsy will implement additional cost
cyutting measures in FY 1998,

33
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The Minority Business Development Agency
{MBDAY haz the isad role in the Federal
Gavernment of coordinating all minority business
programs.  The Agency provides access fo
market and resource opportunities through &
varisty of direct and indirect business assistance
SeIvices,

60,000

For FY 1989, MBDA has redesigned its service
detivery system o 1} respond more effectively o
its customen’s needs, 2} develop partnerships
with and leverage the rasources of public and
private institulions, and 33 devefop a permanent
instituional capacily in communilies to serve
minority businessss. MBDA aisc plans o
dedicate more resources toward established
frms because research ingicates that the needs
of these companies are not being met. ’

0
250

W0

In FY 1884, MBODA is defining its program
siratogy Bwough goais and objectives thal
promote job crealion, econoimse growth and
sustainable development for the growing minority
business popuintion in the United States. These goals
are: .

« . Goal1: bnproving oppartunities for minority owned
businagses in major growth industries according to
geographic demands. This will be done by: a)
identifying industry sectors offering potentiat for high
growth in geographic service areas and assessing
available public and private resources o assist

" minority-owned businesses in pensfrafing these

industries, and b) matching minority-owned
businesses with domesiic and  international

opperiunities,

+  Goal 2; impioving the opportunities for minority-
ownert businesses 10 pursue Enancing by a)
identifying and maintaining data on regional lending
trends, and b} oblaining agreements with financial
institutions o commit new funds ¢r inCrease curremt
funding levels available for minonity-owned
businesses.

These gosls and objectives reflect MBDAs annual
performancs plen which 13 under development tie with
the Dopariment's Mission Statement and Theme 1
{Build for the future and promote U8, compatitivensss
in the glohal marke! place by strengthening and
safgguarding the nalion's economic infrastructurg) of the
Commerce Strateqic Plan,

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

2
;' MINORITY BUSINESS DEVELOPMENT AGENCY

MBDA FUNDING

(Dodlars in Thausands)
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1. Minority Business OQOpportuntty Committess
(MBOCs), These are local volurteer organizations
dedicated to the planning, soordination and delivery of
resourcas {0 faciitale participation of local minority
businasses in domestic ang foreign markets.

2. Minority Business Development Centers (MBDCs).
Thesa centers provide management and technical
assistance to minorily businesses.

3. INTERNET-basad service delivery, MBDA is using
the intermnet o provide information about the agency,
information on contracting opportunities, Hinks to other
federal sites and resources that would benefit mingrity
businasses, .

4, Natienal Buginess Developrent Support and Growth
MBDA wili strengthen minority
representation in aress that have been traditionally
untderrepresenied by minorty businesses.  These.
argas  include capital formation, rural  business
development, and technalogy utitization.

The selection of any one mechanism over another for
a project witl be determined by an asgessmant of the
needs of customers.

The performance measures that MBDA will use focus
on measurs outputs that will guide the agency toward
mesting s objpctives of the goals fisted above. The
performance measures  will conlinue o evolve over
time, as MBDA and is programs, the Department of
Commerce, and the Federat government ag g whole



continue to refine and enhance their capacity o develop
performance measures, ®©  use performance
measurement as 2 key management laol, and
implement the GPRA.

Key indicaiors currantly availatie, which demonsiaie
MBOA's contribution o employment and eConomic
growih, and relale to some of MBDA's priority goals,

inchude {dollars in millionsy:

OUTRFUYTS 1997 1998 1998
Number of internafional trade missions 4 3 3'
Numbar of firrng MBDA assisted by industry & sector - £80 1,000
Number of public & private resources identified NIA 5 20
Number of debt, eguity, merger & acguisition
opporiunitios taciitaled 4 - 25 .35
QUTCOMES
Dodlar vatue of financial packages $402 3465 $700
{olar values for contiacts awarded io assisted 3450 $500 3800
cempanias (in millicns)
SUMMARY OF APPROPRIATIONS
{Dollars in Thousands) )
' FUNDING LEVELS
1969 Increase
Appropriation 1997, 1808, Estimate {Dagrease)
Mirsority Business Development $28,000 $25,000 $z8.087 $3,087
PERMANENT POSITIONS
Salaries and Expenses 133 .




HIGHLIGHTS OF BUDGET CHANGES

APPROPRIATION: Minorif

Summary of Requirements

41998 Enacted

Adjustments to Base

Other Changes
1988 Pay raise

1949 Pay roige

Fayment 1o the Working Capital Fund
Within-grade 3lep innrasses
Carit Service Retirement and Disgbilily Fung
Civd Servics Rotirermant SysienfCEREY
Fadaral Emplovoes’ Hatirement SystemiFERS:
Thrift Savings F’ifm

Faaith insurange
Emplayess’ Lompansation Find
Travel
Rent payments 1o G3A
G3A Security Surcharge

Printing and reprodution

Other services:

‘Warking Capital Fung

Commerca Administeative Management System (CAMS)
General Pricing Lavel Adjastment

Subtotd, other cust changes

Loss Amount Absorbed

TOTAL, ADJUSTMENTS TO BASE

1939 Base
Program Changes

1998 APPROPRIATION

)

P

ot St S b

Detailed UTma i
Perm Pos Amount Permn Fos Amount i
133 $25,000 .
0 $11
0 195
0 20
3 22
o (13) .
g BS ’ -
8 {13} '
0 1
g 13
g 78
g 5
g 48
0 3%
G 3
0 74 :
0 38
0 197
0 754
{ {478}
o 276
133 25,276
G 2.811
133 28,087



Comparison by Activity

1886 Currently Avall 1885 Bose 1858 Egtimate Do
BRECT ORLIGATIONS PemPos  Amioyol  PemPas  Amount  PeimPos Aroount E_e_lmm &ﬁ%&l
Minprily Business Deveispment 1321 527,530 143 $24.276 133 $28,087 G 2,811
TOTAL DIRECY SBLIGATHINS 133 215% 133 25,276 3 28,087 0 3841
. REMMBURSABLE OBLIGATIONS 8 400 <0 404 ] 400 g Q
TOTAL QBLIGATIONS 133 28,0 133 25876 133 28,487 o 2Bt
FINANCING '
Unobigated halance, stad of yesr {2.630) :
Oifgatiing eollections frgm:
Federal furds ] 400} g 14003
HNon-Federal sources 3 0 0 4]
Sublatal, financing g {3,630 H (400)
TGTAL, BUDGEY AUTHORITY 133 25500 433 28,087
Highlights of Program Changes
Bage Increase f PDecrease
i Farrmanent Permanernt
Positions Ampunt Positong Amourd
133 525,276 +{) +32.811

MBDA will maintzin g number of iniliatives which are congistent with Congressional mandales and Department of
Commerce recommendations.  These infliatives broaden and expand the szope of business assistance which MBDA
offers. Some of the changes are: 1) developing a8 MBDA Intranet which will allow regionat and headquarters staffs o
commmunicate with each other: 2) hiring & Chief Information Officer; 3) Establishing an Interagensy Minority Business
Couneit, 4) undertaking more coliaborgtive efforts in coniunction with SBA and other agencias within the Department
of Commerce, and; 5) developing an electronic process fo match business oppariuritias with minority businesses,

In FY 1959, most of MBDA's reinverdion strateqy is expecied {0 be in place. MBDA will continue 10 serva the minonity

business communily by focusing on accessing marksets and finance in efforts 1o level the competitive market
environmani,
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Tre Minprity Business Development Agency (MBDA] has the
lead roie in the Federal Government of ooordinating ail
mingrity business programs. The Agency providas access io
market and masurce pproruntiies through a variety of dirsct
and indirect business assistance services.

-

For FY 2000, MBDA will continue to  define s program

strategy through goals and ohiectives that promote job

Greation, sconomic growih and sustainable development for

the growing minotity luginess population in the Linited States.

These geals are;

Goal 1: Improve epportunities for minority-owned usinesses
to gain acoess fo the markeiplaca,

To accomplish this goal, MBDA wiil:
. provide elactronic acoess to growth markels by
avtomaled matching of firm capabilitios with pubhc
and private sector opponunities;

promote and expand opportunities for minority-
owned buginasses in the giobal marketplace;

assist minority-ownigd businesses to identity and
coramercialize new lechnologies that offer unique
polential tor buginess success;

advotaia and increass the use of slecironic
commigres by minerity-owned businesses; and

provide management and ifechnical assisiance
rasources electronioally for use by ioeal, stale and
non-profit organizations.

MBDA Funding

{Dodars i Thaysands)

R
w08
27,360 27.62%
R
2533%
0 ‘ ‘ —
’ . . Lo
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¥ e i
100 o . . I
a 1 - i ¥
18598 1909 2000

Geal 2: Improve oppontunities for minority-ownsdd businesses
to pursus firancing:

MBDA will

astablish an electrony information clearinghouse of
growth opportunitins and business development
rgsources for mirkrity-owned busingssas and those
engaged in business devalopment acivities; and

insrgags the availability of financiat capital for firms
expanding into new or Qrowing markets,

The goals and objectives listed above suppont the
Department’'s Mission Stetemert and Theme 1 of ke
Commerce Stratenic Plan {Budd for the fulure and promate
US. compehtiveness in the global marketplace by
strengthiening  and safequarding the Nation's economic
infrasinucture).

MBDA ptans 1o use the intemet as a vehicls to establish an
information glearinghouse and National refereal center for
minority-owned businesses of any si2e to aceess the network
of public and private business development resources. The
Agency will also expand the automated capabitties of
maiching firms with caniracting opportunities,
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MBOA will continue 1 use the Business Development
Centers {BDCs), Native American Business Development
Centers {NABDCs), and Minonly Busingss Opportunity
Commitiges {MBOCs} 1o grovide managament and technical
assistance. Tne MBDCs are a crucial part of the internet
outreach program becauss the new (Geographic Business
infarmation Systerm will be available through both the Internet
and BDCs. The BDOs will provide more in-deph information
and assistance. MBDA is not requesting ingreases in funding
for the BDG netwark,

The performancs indicators focus on measuring outputs that
will guide the agendy toward meeting the goals listed above.

Measures and Targets Summary

The perigrmance measures will continge 1o evolve over time,
as MBDA and s programs, the Department of Commarce,
and the Federal Govarament 4s a whole, cortfinus to refine
and enhance. et capaslly i deveiop performance
maasuies, (o use performance measuyrement as a key
managemeant tool, and  implement the GPRA. A moms
detailed presoaiation of goals, objectives, and performance
measures is found in the Depariment’s Annual Performange
Bian and MBOA’s hudget justficaton,

Key indicators that demonsirate MBDA’s sbilily fo improve

minority-owned business access lo the markeiplace and
financing inclide:

Target

Goal Measure
improve opportunities for minority-ownsd Doliar vaiue of contracts generated by $548m
businesses 10 have access o the markelpiace assisted minority-ownid husingsses
' improve the opportunitios for minority-owned Kumbsr of husiness lcans regeiver by 858
businesses 10 pursus finaneing assisted minority-owned buginasses
Dollar value ol business lpans io $475m
assisted mingrity-owned ginesses
SUMMARY OF APPROPRIATIONS
(Doliars in Thousands)
Funding ggi vels
2000 Increase
. Appropriation 1994 © 1898 Estimate (Decrease)}
Minority Business Development $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 0
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HIGHLIGHTS OF BUDGET CHANGES
APPROPRIATION: Minority Business Development

Summary of Requirements

Pataiied Surmnary :
Pgem Pog Amount Perm Pog Amgunt
1999 Enacted : 133 $27.300
Adjustments to Base '
Adiystment : ,
Morrracurrng YK funds (30
Qther Changes ‘
14499 Pay raise ’ £84
2600 Pay raise 263
Payrment to the Working Capita! Fund 28
Wiin-grade siep incraases ' f 26 ,
v Service Retrament System{CSRS) 4 i
Federal Employess’ Pobrement Sysipm(FERS] {5}
Thiikt Savings Plan ) {1)
Hesith surance 26 .
Employaes’ Compersation Fund {109}
Travet - 5
Rent paymenis 10 GBA 4%
Posiago b4
£TS i _ 4
Penting and roproduction 3
har sen/icas. \
Working Capita! Fund 314
Commerce Administative Managoment System (LAMS) {14)
NAFIA Storage and Malntenance !
Genarg Pricing Lavel Adustment gz :
Hubtotal, other opst changas H 764
L.ess Amount Absorbetd ] (438}
TOTAL, ADJUSTMENTS TO BASE 4 28
2000 Base \ 133 27,326
FProgram Changes - 0 361
2000 APPROPRIATION 133 27.627
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Comparigson by Activity

Y99 Currertly Avail 2000 Basg 2?:%} Estimats increase f Decrsase

PIHECT DELIGATIONS Poon Bos Amount  Pemnfoe  Amoun  PamPos Amount  PermPos Amoed
Minrily Business Dovelopment 133 328,274 W3 $27aen 133 27,887 a £330
TOTAL GIRECT OBLIGATIONS 133 28,276 133 27,378 RRkcx! 2?27 & 30
BEMBURSABLE OBLIGATIGNS 400 A430 400 i &
TOTAL OBLIGATIONS 133 ZHETS 133 27728 133 28.027 G 3
FINANCIRG
Linchligaind balance, start of vear {976}
Dlseting aoliections ko

Faderal funds {4003 {400)
Subtrtal, finarcing Q. {1,378 o {40
TOTAL BUDGET AUTHORITY 3 #7300 3 2ne2y
Transierrad from other acnnunts 5 {300} o] &
TOTAL APPROPRIATION 133 27080 133 27.627

Highlights of Program Changes

Base increase f Decreass
Permanent _ Permanent .
Positions Amount Pgsitiong Amgunt
Mincrity Busing yelpamen 133 327,326 +0 +$3013

" Business Geographic information System

A program ingrease (+0 pos; +$250 Is raquested o gliow MBDA fo use Gengraphic information System {GIS) software i
dativer market information to minority g via the Interngl. The prepesed GIS will link inforration and location in a geograghic
format. Any bisiness with Internet access will be able to search for business development resources by selecting the type of
resoures nesded and clicking on & map or typing in the zip code. The GIS willplay animportant pantin maximizing the agency's
limited rescurces. ’

Phaenix Database Expansion

A program increase (0 pos; + $51) Io expand the Phoenix database system,  Established in FY 1888, the Phoenix database
sysem matches minority-owned firms with oppartunities in pariicipate on contracts and procurements.  Of the 45,000
companies in the MBDA primary database, 1,400 Phoenix companies have besn matched with over 5000 contract
opportunities. As the database axpands, so do the number of contract opportunites v be matgched with businesses. MBDA
sesks 1o have 70,000 companies registered in the database by the end of FY 2000,
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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 indi-
rect business assistance services.

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

Goal 1: improve opportunities for minority-owned businesses
to gain access to the markeiplace. To accomplish this goal,
MBDA will:

+  provide electronic access to growth markets by automated
maiching of firrh 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 technalegies that offer unique potential for busi-
Ness Success;

* advocate and increase the use of electronic commerce by
minority-owned businesses; and

r‘ * . provide management and technical assistance resources

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

u! zations.

_r.nnorny -owned ‘businesses to
pursue flnancmg MBDA will:

. establish an electronic infor- \/g‘)
¥ mation clearing house of New Directions -
f:  9rowth opportunities and busi- it et et e Orem

ness development resources

for minority-owned businesses

and those engaged in busi-
vl ness development activities;

_’- ':e‘, increase the availability of fi-

Cpportinities

ahe goals and objectives listed

Ove support the Department's

j Sirategic goal involving promotion
: OfBCOHOmnc growth.

Conberenee
Hepemler 23, PEN

‘f. ?‘7

,.l:\ (N4 't .5

MBDA Funding

Doltars in Millions

MBOA plans to use the Internet as a vehlcte to establish an
information clearinghouse and National, 'referral center for
minority-owned businesses of any size, 1o access the network
of public and private business development resources. The
Agency will also expand the automated capabilities of match-
ing firms with contracting opportunities,

MBDA will continue to use the Business Development Centers
(BDCs), Native American Business Development Centers
{NABDCs), and Minority Business Oppoertunity Committees
(MBOCs) to provide management and technical assistance.
The MBDCs are a crucial part of the Internet outreach program
because the new Geaographic 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 requesting increases in funding for the BDC network.

MBDA 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 geals listed above.
The performance measures will continue to evolve aver time,
as MBDA and its programs, the Department of Commerce,
and the Federal Government as a whote, continue to refine and
enhance their capacities to develop performance measures, to
use performance measurement as a key management tool,
and implement the GPRA. A mare 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)

ungdin is

Appropriation
Minority Business Development

PERMANENT POSITIONS
Minority Business Development

72

1999
$27,000

133

2000
$27,221

133

2601 increase
Estimata {Decrease)
$28.156 $935
133 ¥

Fy 2001 Budge! in Brief
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HIGHLIGHTS OF. BUDGET CHANGES
APPROPRIATION: Minori '

summary of Requiremenis

Detaled Summary
Perm Pos Amaunt Pgrm Pos Amoun!
2000 Enacted 133 s27.221
wdjustments to Base Co
angfers
‘frarsfer of CAMS 1o NIST/FARS ) ] (58
Transfer of GA Sscurlly from barasus {24}
Rhet Lhanges . .
2000 Pay rafge : $106
7501 Pay raiss . 488
Fayment 1o the Warking Capial Furd 8
Within-grads step incraases : / 40
One lass compansable day : 26)
£ Service Hisliremen System(CSRE; 4
Fedaral Employoas’ Retirement Svstam{PERS) o m
Faderal irsueargs Contibutions At (FICA) -OASDE {1
Healh insuranca | 48
Empiovess’ Compensation Fund ) {31}
 Travel ) 11
$iant payments o G5A 33
Printing and reproducion ) : 3
Other services: '
Waorking Capital Fund ] 13
\ Exazytive Dovslopment ang Loadarship Trawing 15
h, Cirnmarce Adreinistrative Management System {OAMS) 44
Ceneral Pricing Levat Adjustments
Communigations, Lititles, & mist, 1
: ' Otver services 59
o Supolias ’ §
Erioment 3
Bubiotal, other £ost changes & 527
TOTAL, ADJUSTMENTS TO BASE g 435
2001 Base 133 27,656
Program Changes o 500
2001 APPROPRIATION 133 28,156

)
4

¥
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Comparison by Activity d

2008 Corrontly Avall 2001 Basa 2001 Estimats Inzrease / Docroase

DIHECT CBLIGATIONG Pprnfos Ameus  ParmPes  Awmoun) EamPus Amount  PemnBos  Amount
Business Devalopment 59 $18,200 51 514,570 51 $18.570 & $0
Advocacy. Regearsh & Infemation 82 $12.149 Be $11,088 a2 341,586 i S0
TOTAL DIRELT OBLIGATIONS 133 90,348 123 27,556 133 28,1%6 HH 500
FERASRSARLE DBUIGATIONS : 460 475 475 & o
TOTAL GBLIGATIONS 133 a0, 4% 133 261 31. 153 2883 9 500
FIHANCING , '
Linchigmed balance, start of year {3,188
Otisetting cofipctiong fam:

Fatom funds {400 (475

Npn.Faderal sources : ‘ .
Subtotal, lingacing ‘ 0 % 528) ¢ {475)
TOTAL BUDGET AUTHORITY 1533 rzen 133 28156
Trastarrat from othar acoounts 0 D ) boog
TOTAL APFROPRIATION 133 27234 153 i E56

Highlights of Program Changes

Base
Parrmansrd :
Positions Amount Positions Amount
82 $11.086 +0 +$800

Prhoenix Database Expansion

Funding is requasted to expand and maintain the Phoenix database system. Thig increass would snable MBDA 10 expand the
data entry capability to include s 5 regional officas, upgrade the system and expand the number of records i the system by
250,680 names. The database containg over 45,000 mingrity businesses, drawn from databases of minority businesses
maintained by State and local governments. The database is essential io MBDA in providing information fo assist minority
husinesses, ang in accumulating perfermance results, The Phoenix database systes contains such features as automatic
matching of minotity businésses with business opportunities, and an giectronic galeway to other wabsitas that can fink mingrity
businesses. policy makers and husiness development praciizioners o statistical information, news evenis, resources and
marke! Opporunities that are essential for business growth.
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Commerce Policy on Minority Business
The Commerce Department’s mission {s to enhance econoinic opportunity for all Americans.
Through the groWwth of business activity among existing and new minority businesses, new
gconomic opportunities will be made availabie to the minority community,  We have
embarked upon an ambiticus agenda to help existing and start-up minority businesses become
full participants in the changing domestic and global economy. Expanding trade opportunities
and enhancing the commercialization of technology is at the center of the Depantment’s efforts
to assist in economic growth. The Department has focused on ensuring that minocrities
participate in the trade expansion and technology growth efforts undertaken.

To ensure minority business participation, minorities are employed in decision-making
positions throughout the Department. This Administration believes that diversity is a unique
American strength. In the increasingly cotpetitive world marketplace, diversity is one of
America’s most lmportant comparative advantages. Using all employees wisely 15 at the |
foundation of the Depariment’s implementation of a national economic strategy.

Historically, Commerce’s focus on minority business was limited to providing technical
assistance for start-up ventures. While expanding the number of minority businesses and
assisting thera in this endeavor is a significant component of the Commerce agenda, it is no
ionger the sum total of the Department’s efforts. Commerce has expanded the universe of its
involverrent in minority basiness activity so that their business interests are represented in all
aspects of the Depanment. The Office of Business Lisison ensures minority business
participation in all business outreach activities incleding trade missions, policy overviews and
sector development. NTIA, ITA and EDA all participate in easuring that rmunoniy businesses
are part of the development, strategy and implementation of policies that affect U5,
businesses. -

The mission of the MBDA is to promote the growth and expansion of the nation’s minority
business sector by assisting in the formation, development and preservation of competitive
minotity owned firms. While Census Hgures indicate that business start-up rates have
increased, the continved low rates of minority-owned mid-to-large size companies and their
timited participation in many domestic and international markets clearly demonstrate the need
for a continmng Federal rcle in minodty business development. As the overall coordinator of
Federal efforts to increase opportunities for minority-owned firms, MBDA engages ina
number of pulicy and program initiatives designed to ensure that all Americans are included
in the American econormic mainstream. :

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

_start-up companies.  We recognize that today's minoddty businesses are more compiex and.

aperate from varying states of growth that require more sophisticared services.
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These existing “ready-to-grow” companies ate ¢ritically important to the health of minority
business and serve as the target group for new MBDA initiatives, While the Agency will not
abandon its services to stari-up companies, we do plan to develop programs that make our
services more refgvant to-the mid-to-large size American minority-owned company,

MRBDA "will continue to assist the growth of mincrity-owned firms by

+ leveraging financial resources to Foster parinersh@s amaong and between the
public and private secton;

4 expanding market opportunities for minority businesses in domestic and
international markets; and

L facilitating the deﬁ&;er}f of management and technical assistance by enhancing
the capacity of quality local public and private service providers.

Presently, the Agency funds Minority Business Development Centers (MBDC) nationwide,

These centers provide business assistance for bonding, bid estimation, loan packaging,

business planning, marketing, acquisitions and joint ventures and assigtance in other strategic
. areas. In fiscal year 1995, these centers:

o ws

* provided génerai business assistance to approximately 13 thousand customers

including 1,296 new start-up companies. ;

L assisted minority businesses 1o receive $317.8 million in financing and 56396
mitlion in contracting opportunities; :

+ provided over 260,000 management and technical assistance hours o over
8200 clients nationwide;

In addition, the Agency funded six Minority Business Gpportunity Committees (MBOC). The
MBOC is a committee of business leaders from the public and private sectors. These public~
private partnerships serve as regional advocates and m&azmg?wus&s for minority ?3%1322%3&
opportunities. ‘

" They link minority firms with resources and opportunities and address the barriers that affect

minority business participation in the public and private sectors. MBOCs stimulate local

business and government participation in minority business development in the areas of;

procurement, capital development, cntrepreneunal education and training, and sconomie
evelopment. :

t
[

An excellent model of public-private partnershlps the MBOC programs are credited with $2. 8
billion in new private and public contracting doflars. The Los Angeles MBOC is
represemtative of the effectiveness of the MBOC service delivery model: .

[P



*  thelos Angeles MBOC has generated over $1.8 billion in contract awards,
which transiate into the creation of about 35,000 local jobs. - The LA-MBOCs
. 153G members, representing private and public entities and minority trade
agseciations, usé six wor%ang subcommittees to address the needs of minority
emm;}mmws
These Agency gzwgrams build the entrepreneurial capacity of minority businesses enabling
them to compete with non-minority firms. .
Thus far, the Depanment’s effonts have focused on ensuring that: 1) minority businesses take
advantage of the new paradigm of government/industry cooperation to expand oppontunities
for U5, companies 1o compete globally; 2) minority companies have access, knowledge and
gxpaosure 10 the growth industries in the marketplace; 3} minority business interests are
intentwined in the Administration’s urban agenda,

Minarity Business and Government/Industyy Cogperation

One of the most significant changes that the Administration has brought about is shaping the
new world order by actively changing the govemnment/industry relationship. For 40 years we
weee locked into 8 pavadigm of Cold War policies and an zdeeiogzca* debate on the need for
industrial poiicy 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 --
especially in the computer industry. The change in expeﬁ‘ controls will lead to $30 billion in
sales and over 600,000 jobs.

Increasing Minority Entrepreneurs Access to Growth Industries

In business, often informal networking leads to expanded activity; for minority companies
¢fien the informal networking with majority owned companies is not readily available.
Commerce 15 attempting to bridge that gap. The Department has 67 industry advisory
comrnittees and boards.

They are policy making advisory groups that impact trade, technology and various industrial
sector policles. The advisory groups ensure that the Administration’s policies are consistent
with business intergsts and thus help shape the direction of the Administration’s action.

Industry participants have traditionally been large majority owned, businesses. We have
wanted to ensure that as board positions open, minority companies are provided aceess.
Minority sompanies like all advisory group participants will have insight into developments in



the marketplaces, <utting edge technological developments and a broadened exposure (o
varfous industry sector changes. Through the advisory groups, Commerce is facilitating
emerging minority companies, many of which are smaller, nimble and niche players, establish
relationships and joint venture with larger entities participating in the advisory groups.

In one of the key advisory groups where this Administration has rade all the appointments,
the National Information Infrastructure or "NII” advisory group, an African American is the

co-chair and will help shape direction for the information superhighway. The advisory group
is composed of several African American, Asian and Hlspazuc business owners, to ensure full
participation of the diverse business class that is growing in telecommunications.

Participation in the Urban Agenda

Commerce is actively engaged in the urban initiatives of the Administcation. The Department
represents the interests of business particularly minority business in the policy ésvslagm&nt
and implementation of the urban agenda.

fn the Empowerment Zone initiative, for instance, several agencies within the Department
provide assistance to stimulate business growth and development, The National
Telecommunications Information Agency provides grant awards in zone 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 “NI how o
Seminars” in empowerment zones to make minority businesses aware and competitive for the
grants. MBDA waived fees charged to minority business located in empowerment zones,
Minority businesses {ocated in the zone have additional sources of capital made available
through the EDA revolving loan funds and other forms of financial assistance,

The Administration’s changes in the Community Reinvestment Act {CRA) provide an
oppottunity for new scurces of caphial for minority businesses. Through MBDA, Commaerce
is working with comumercial lenders to devise methods whereby capital starved minonity
businesses and CRA-obligated lenders establish working relstionships.

If recent history is any indication, without a concerted effort, many lenders would try to meet
their CRA obligations solely by providing home mortgages 1 minority families. Comumeree’s
objective is to easure that lenders devise methods to address the needs of minority business
owngrs as well,

In the future Commerce will play an active role in the implementation of the Community
Developmers 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 baﬁks
providing working capital for business activity.



Internally, the Department s exploring methods 1o provide financing for expanded business
activity in distressed communities. The goal would be to provide a source of cap1tal for
expanded business development in iagh growth industries in distressed areas. If successful,
new businesses will be formed and existing businesses will expand in distressed areas.
Minority businesses stand to gain tremendously frcm this initiative.

Conclusion

The Administration’s goal of inclusion of all facets of American life into 2 growing economy
necessitates a comprehensive effort of bringing minority businesses into the forefront of '
policy development and implementation. At Commesce 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, community
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 veices of the many minority Chief Executive Officers (CEQ) are heard by the
policymakers deciding whether or not to implement 2 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 CEQ 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 be established, there is historical precedence
for the Department's limited participation. The Minerity 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 Chamber of Commerce, National Bar Association, National Association’ 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 financial independence is important for the integrity
of the MBR. :



. POTENTIAL QUEBSTIONS AND ANSWERS

A.  What is a Minority Business Roundtable?

A Minority Roundtable are business owners that work together on issues affecting long-term
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 Fortune 500 Chief
Executive Officers (CEQ). The CEOs direct research, supervise preparation of position
papers, recommeng policy and speak out on issues affecting business,

C. What would be the goals of the Minority Business Roundtable?

The Minority Business Roundtable may provide minority owned businesses with:

0 timely information on policy issues and other matters that affect their firms,
o . & 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 CEOs from the Business Roundtable,
However, these suggested objective are certainly open for modification by“ this group.
D. Will the Minority Business Roundtable be limited fo small firms?

No, the Minority Business Roundiable will be open 1o businesses of all sizes.

E How will funds be generated to operate the Minority Business Roundtable?

This issue would be decided by the membership of the Minority Business Roundtable. The
Business Roundtable funds their organization through dues paid by each member. A formula,
based on a company's revenues and stockholder's equity, is used to decide a member’s annual
dues, The Business Roundtable has eighteen full-time employees, but they rely on the staffs
of member companies for talent and expertise.

F. What organization/Federal Agency will be in charge of the Mmorlty
Business Roundtable? '

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



by any Pederal c;r‘i govemnment entity.

G What types of businesses will participate in the Minority Business
Roundtable?

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

H. What role will Commerce play in the establishment and ongoing operation
of the Minority Business Roundtable? ,.

The Department of Commerce’s Minority Business Development Agency provides services to
minority businesses, of all sizes, throughout the country, The MBDA can provide technical
assistance in the creation of a national Minority Business Roundtable and ongoing support
after the organization is established. However, independence and a self-sustaining financial
structure are imperative for the success of this effort.



PREPARED STATEMENT BY
COURTLAND COX
DIRECTOR, MINORITY BUSINESS DEVELOPMENT AGENCY
BEFORE THE SUBCOMMITTEE ON
COMMERCE, JUSTICE STATE AND JUDICIARY
COMMITTEE ON APPROPRIATIONS
UNITED STATES HOUSE OF REPRESENTATIVES
APRIL 20, 1998

Chairman Rogers, Congressman Mollohan, other distinguished Members of
the Subcommittee: Thank you for the opportunity 1o appear today bafore the
Subcommittee o present the Adminisiration’s Fiscal Year 1984 Budge! Request
for the Mi mnty Business Development Agency (MBDA). First, | would like to
express my sincere appreciation to Members and siaff ::}f the Subcommittee for
the many courtesies that you have exended to my staff and me.. In.padticular, |-
am grateful for the ti-padisan collaboration that has resulted in funding for the
programs and activities of MBDA. We thank you and looK forward to a continued
partnership on hehalf of the Nation’s minority-owned businesses. t '

. J . ~ - ) P o ;
I came to MBDA in September, 1997, as the Acting Director and was recently
named by President Clinton as the Director.-{ made management reform my first
priority. The Commerce Deparbment issued a report, The MBDA Management -
Review, onJung 10, 18897, This report identified major recommendations and’
issues 1hat required fmmaediate attention. The following is a list of some of the
recomniendations that have already been implemented:

« Lise comments from customers, policy experts, industry leaders, and pther
interasied persons on current MBDA pfograms fo develop an agency
strategic plan.

v MBDA negeds lo review ils activities 1o ensure that it can efficiently and
effectively achieve ils mandaleé as eslablished by £.0 11625,

» The headquarters arganization structure needs to be revised. In particuiar, it
shotdd conform to MBDRA's new sirategic business plan and flatlen the
erganizationat structure,

« The agency's shift in mission focus wilf require a critical examination of the
need for and focation of field offices. The agency's field structure should be
redesigned.

»  The exiensive Federal Government resources need o be heltler coordinated
fo support the mimarity Gusiness initiative, beginning with the Department of
Conuneroe dself
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«  MBDA should improve the operations of its grant processing and
management so that it is more rational and cost effective.

On the program side, we have moved away from a heavy emphasis on’
raanagement and technical assistance to an increased focus on access to the
markstplace and access 1o financial capital. We are integraling the technology of
the internet and electronic commerce in all of our programs. We are gontinuing
discussions with the Adminisirator of the Small Business Administration fo
promote cooperation between our two agencies on the delivery of management
and techoical assistance,  We are also exerasing our leadership and
coorcdination role in a very meaningful way by working with cther Commerce
Departrnent bureaus to bring information and new technologies to the minority
business community. . :

MBDA's budget for Fiscal Year 1998 is $25 million. We are requesting $28.077

million for Fiscal-Yeaar 1990, which is an increase of $2.8111 million plus - -
aé;ast ments to base. This increase will be used to bring minority business
development into the age of electronic commerce, making a great number of
services available in all fifty states o any minority business with accessto the
Internet, and allow for many essential management reforms. 1t will allow our

existing Minority Business Development Centers {MBDCs}, Native Amemaﬁ e
Business Development Centers (NABDCs) and-Business Resource Centers '~
»H{BRCOs) to operate more efficiently. i will provide access to markets worldwide,

Finally, this increase will provide online informationto-start and grow a business
and link minarity businesses through electronic mail to consultants throughout
the country.

MBDA will use this increase in three areas: 1) efficient delivery of management
and techmcal assistance; 2} improved acgess to the marketplace: and 3)
improved access to financial capital. The three program areas will requirs the
followtny major cost calagornes.

o Electronic Commerce Promation - This is the cost of promoting use of
glectronic commerce and developing awareness of MBDA's an-iine services
in the minority business community. it is one of MBDA's mest imporiant
activities, because of the speed at which the world 5 moving toward a digital
gconomy. We will be promoting electronic commaearce 1o business and trage
associations, at special meetings and conferences of minority groups, through
Public Service Announcements and through educational institutions.

» Rasearch - This cost includes identification and development of the

information content to be included in twenty new Internet-based Ona-Stop
Centers. These Ceniers will focus on two areas The first will be in polential
high-growth industries, market seciors or business formals such as
international trade and franchising. The second will focus on new potential

’:;‘t‘i n s
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'Managemeqt and techhical assistance to minority businessas will %3& .

technalegies such as aguaculture and biotechntology having commercial
opportunities for minority-owned businesses. We will begin our search for
these opportunities within the Federal sector, beginning with Commerce
Uepartment agencies such as NOAA's Sea Grant Program and NIST's
Manufacturing Technology Program.

» information Technology - This includes the acquisifion and maintenance cost
of eqquipment and software for inlermet-based One-Stop Centers, anon-ine
shopping mall, enhanced Phoenix, Opporiunity and Performance databases
and on-line grants management, .

» Financial Capital MBOC - This is the cost of designing, formimg and operating
a Wall Street Minority Business Opportunity Commitiee. We wiil uselthis
vehicle to begin to bring people together on Wall Street and other financial
senters to increase acgcess to large scale financial capital for growth oriented.
firms. This group will form nétworks necessary 10 bring specific deals t6 the
attention of the-investment community and ass=st ffrms in making ﬁnancual

fransactions. )
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strengthened with this incredse by improving both'the quality of services and’

'+ their geographic distribution.” Qur existing network of thirty-five Minority Business

Deveiopment Centers, seven Native American Business Developmeant Centers
and six Business Resouree Centers will continue, but they will have more tools at
their disposal. YWe will integrate what they are already doing with our new
alectronic approach to business development. They will have access to various
Internel-based online semvices and "one-stop centers™. This approach will use
the fechnology of the Intermel and electronic commerce 1o bring maﬁagém@n’t
and fechnical assistance © minority businesses across the couny in bz::-th urban
and rural communkiies, Furthermore, we will have an automated meiﬁoé of
measuring performancs, which wili provide us with the information necessary Io

better manage this program. .

We are now daveloping, in partnarship with SBA, an interactive gnline business
assistance cénter for small and minority entrepreneurs. We have agreed to the
types of information that shouid be included and it will be based on the formatin
$BA's Oniine Womenrr's Business Center. There will also be an interface so that
varicus client groups of our two agencies, such as minorities, veterans, women,
and the disabled can be iinked o appropaie specialized information. This is an

- gffort by both MBDA and SBA to reduce duplicative programs and bring:

efficiency and cost savings to the delivery of general husiness services (o
minorities.

3#



Access to Markots

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 will simply not survive. MBDA has started a new effort to advocate
slectronic commerce in the minority business community, In partnership with the
National Instilutes Tor Standards and Technology (NIST), we are developing a
one-day electronic commerce course for minorily business axecutives. ‘Tha
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 8 developed, we will
implement a system for distributing the course to the widest possible audience

- through traditional classroom settings and over the Intemet.,. - .

. We have developed and-implemented databases that electronically document -
minority fiom capabilities using an ondine form accessed via the World Wide

‘Wab., Another on-line form enables any public or private entity to submit contract
or joint venture opportunities through the same megium. These databases -
calied Phoenix and Opportunity - automatically malch business capabilities with -
opportunities and generate daily.alerts to minority businesses via-email and fax. |

© They are available'to any business with access o the Internet.«They are now.in |

. their early stages of development. The reguestad f;zr‘zdmg ncrease w;%i be used . .

to maintain and expand these databases.

MBOA will develop intermet-hassed One-Stop Cenders for organizing and
distributing information necessary to penetrate selgcted high-growth industries,
market sectors or business formats such as franchising. These include
legcommunicalions and inlernational trade. Wherever possible we will use
gxisting information andfor websites 1o avoid duplicative processes. The value

“added will be that the information will be pressnted in a logically structured
manner useful to any minority business having access to the Internel.  Currently
this information is either not availabie to businesses or i s 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 market and available financial and other
resources necessary to enter that market. The pitot for these Centers will be
designed in Fiscal Year 1888, The budget increase will be used to develop the
information content for the Centers and the associated hardware and scfiware
costs. We anticipate having market specific centers onling in areas such as
franchiging, international trage, supplier devalppment {business to business
sales), Federal government procurement, state and local govemmaﬁé
procurernent and stralegic al Itances and joint ventures by the end of Fiscal year

1999,



We will aiso develop Internet-Based New Technologies Centers. These Centers
will be similar to the One-Stop Market Centers but 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 ar abiity to
grow. Examples are biotechnelogy, aguaculture, 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
Internat-Based Centers 13 that their services will be available o any mmonty
busméss owner in all fifty states ihrwghout the country. S

fry addition i the iz‘zt&zmei«gased One-Stop Centers, we will aiso develop al ieast ¢
one onfine etectronic shopping mall.  Online shopping malls are a recent

development on the Internel. They allow partticipating firms {o use an electronic.. .- e
format to achisve increased market presence with Federal, state and local ’ cn
- procurement officials, the private secior and non-profit organizations. . T, o

sz.‘ .

Access fo Capital -« v .« o s

To complement sur One-Stop Markset Access Centers, we will deveiop an
Intranet-Based One-Stop Financial Capital Center. This will be an elactronic
cemer where staffs of our MBDCs, NABBCs and BRCs and cur regional offices’
husiness development specialists can search for banking and sther financial
opportunities that resulted from vanous Memorandums of Understanding
between MBDA and financial institutions.  In addition, it will include links to
several onling commercial finance matching sites that are now found onithe

internel,

A key objective of MBDA is to develop a capital access strategy for graduates of
S8A’s 8(z) program and other minority businesses that have achieved financial
success, but want 1o move to the next level of growth and penetrate ssgmfzc:amly
larger markels, Conseguently, the second part of our strategy is creation of a
rew entity 10 pursug capital access efforts for firms with high growth potential,
This would be a Wall Sreet MBOLC. a variation of our traditional Minority
Business Opportunity Commitiee (MBOC), which focuses on local government or
privale contracling opporiunities. twould apply MBOC leadership and
coordination roles o the large Enancial institulions on Wall Street and other
financial centars. This new enhily's funchion would inglude;

th



»  Providing information on sources of capital and matching services for larger
minority businesses,

» Bringing specific deals to the attention of the investment communify;
« Assisting firms in pricing their deals and preparing their offering documents;
»  Assisting exiting 8(a) firms with expanding into the larger markeiplace;

« Educating firms regarding mergers and acquisitions as sources of growth
and facilitating efforts to accamplish them; and

»  Developing a network of advisors whose expertise could assist in raising
{33;}&{&%1
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The SLCCEBS of this program will be measured in the short term by the
devélpment of useful sources of information, and creation of a network of
advisors from Wall S{f&&x Qver the longer term we will  measure the amount of
capial raised by pari:a:pat ng minority businesses, their increased revenues and
the increased percentage of firms that z}bzazn capital for growi?; :

; " S

Additional Management Reforms

As stated in my introduction, we have aiready taken significant steps to improve
management processes within MBDA. However, there are {wo other
management improvements that | want to briefly mention as part of our badg&t
request. The first is our Performance database. This database will be dsed to
measure program perfonmance in Fiscal Year 1989, The second reform.is
automation of the grant process. This automation will permit online grant
application and processing. It will save time and money for praspective grantees,
and allow MBUA to reallocaie more of its human resources from administrative
sverhesd inio husinsss development activities.

The Administration’s Fiscal Year 1959 Budget Requast will permit MBDA to be,
for the first ime, a national leader in minority business development, We wilt be
able to reach every community in alf fifly states.  Through the {echngology of the
intemet, we will also be able 16 coordinate business developrment 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 (o track the results of these activities in real-time using our
GPRA-compliani database,



In closing, | would fike to say that MBDA has come a long way in the past eight
maonths. 1 am very proud of what we have accomplished during this time. The
recent years have been an extremely difficult time for MBDA, but we are
commitied to the changes we started last fall, and we are now on the verge of
being able (¢ serve our client base in a way never before possible, Whan we do
that the entire Nation will benefit from our efforts. !

Again, | appreciate the support of this Subcommittee. Mr. Chairman, at
this time { will be glad to respond to any questions which you and the Members of
the Subcommiltee may have about MBOA programs and activities,

s A



REMARKS BY COURTLAND COX
ASIAN ENTREPRENEURS MAGAZINE DINNER
MAY 29, 1998

LOS ANGELES, CALIFORNIA

Good evening. Thank you, Pierre, for that very warm El Nino
introduction. Itis 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,
Cambeodia, Vietnam and Thailand are making th?i? mark

here. Asians and Pacific Islanders are extremely diverse,



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.

~ Atthe MBDA, we want o increase your ability to share in this
dream. We are aware that with the variety of ethnic and
culturat groups in the Asian community, that there are

special outreach efforts which we need fo 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 Las\
Angeles, the West Los Angeles MBDC is a combined project
betweaen the University of Southern California a;’}dxth@ ?ac%fic

Asian Consortium for Employment. PACE was selected as a



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 prqject 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 'haQe long-standing ties
to different communities. This is not to say that our other
centers are not staffed with Asian-Americans, nor is thié an
attempt to only send Asian-Americans to these centers.
Hlowever, 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, | am aware that the MBDA District Office works



with different Asian-American 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 minorily businesses, fthere 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 suécess - there have beéﬁ,
and continue to be, systemic difficulties in obtaining capital,
in accessing markets, in finding the technical support afﬁd
assistance necessary to encourage and sustain growth.
However, the political landscape and nation is beginnin:g 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



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 éxpected to
maore than triple, from 10 million to 32 million. The Hispanic
p?pﬁiatiéﬁ is also projected to triple, from 30 million to 97
million, while the Black population will n@ariy double, from 33

million to 54 million.

Within the lifetime of your children, minorities will

constitute 47.5% of the U.8. population. Within the

lifetime gf nearly every oneg in this room, almost one in three
Americans will be minorities. While | am sure that the
Californians 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, C{}mpaﬁiés are beginning

to look at minority communities as powerful consumers. As



&ntrep?er}eurs, you have the opportunity to leverage your
knowledge and networks to target these markets that are
going fo be increasingly important'to 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 écmss racial
and ethnic lines. As the world grows smalier 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



individual communities to understand the culture and

markets of other groups. -

With approximatély 10 million Americans of Asian-Pacific
ancestry, U.S. companies have a competitive advantage
when it comes to tapping the grov{fing consumer dlemand in
places like Thailand, Indonesia, Malaysia, Singapore, South
Korea, Vietnam and the Philippines. Our strong Black Ear;d
Hispanic communities give us a similar leg up on global
competition in Africa, Latin America and the Caribbeari.
However, as minority companies, working together will
provide us the opportunity to move into markets and ag_eas'

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,



backgrounds come together, sharing their knowledge and
experience, it strengthens their ability to make sound

business decisions.

In conclusion, | recognize that not enough is being done by
the-govemment to support the interests of minority
entrepreneurs. | 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, | want to ensure that you as Asi?an-
American eﬂtrépreneurs are feceiviﬁg the management and |
techéia::a! assistance, access to markets and access {o
capital that you need to prosper and grow. As | 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 | can



ensure that the interests of all of MBDA’s constituents are

being served.

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

with you again soon,



REMARKS AT
NATIONAL URBAN LEAGUE CONFERENCE
PENNSYLVANIA CONVENTION CENTER
PHILADELPHIA, PENNSYLVANIA
AUGUST 4, 1998

AFRICA AND AFRICAN-AMERICANS: OPENING DOORS FOR
' EMERGING OPPORTUNITIES”

H

Thank you, for that wonderful introduction. | am delighted to be here
today to talk about emerging business and investment opportunities
for African-Americans in Africa.  Back in 1973, | was involved in
organizing the 67 Pan-African Cengréss, 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,
Neville 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 (erﬁphasis

addedy’.



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 asgsist in this process, can provide access to
and training in the necessary technologies, processes and knowledge
to assist in developing emerging African economies, | b&lieve‘ that
you will find a multitude of opportunities to do business or invest in
Africa. However, | believe the key to success is adding value - as a
néinority entrepreneur or investor, you must identify the ways %zz 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, | 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 énd contacts to successfully do business

on the continent.

Africa is the second largest continent in the world. ltis as large as
the United States, Germany, England, France, ltaly and all of the
other countries of burope 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 maost often hear about — including crude oil



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
1986. 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 iﬁvesting
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 emérging markets, for all their

promise, are very volatile. Obviously, for an entrepreneur or



businessperson, this makes for a somewhat tricky potential trade
relationship. However, there is tremendous opportunity for tht;:;sa
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
gconomic development of Africa and sirengthening our trade and
investment relations. The first White House Conference on Africa
accurred in 1994 and the momentum has built since then. Président
Clinton’s recant trip to Africa - the longest and largest presidential trip
outside the Unjted States- has emphasized his commitment {o ihé
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 @n@::géés of the
United States on the African markets —the late Secretary of
Commerce Ron Brown. When Ron Brown visited the continent five
years ago, it was the first time in 14 years a Commerce Secrelary .
had toured Africa with business leaders. And we also should not
forget where Ron Brown learned about the importance of business -
and economic development to African-Americans— at the Urban

League, in the many years that he worked with your organization.



When trade between Africa and the United States has reachéd 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 Ieading the way to increasing trade with Africa, 'd

like to speak to certain of the efforts that we are undertaking.

Secretary’s Trade Mission. First, as | mentioned earlier, Secretary

Daley will lead a commercial trade mission to South Africa, Kenya
and the lvory Coast from September 12" 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 Secratary's primary
goal for this mission is increased expf,}rt opportunities and n@s}}f 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 o 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

in



Deputy Secretary Mallett, to support and compliment the President’s
Africa Initiative. |

QOther 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 imgrove the

" business climate for American businesses. This means not only
roads and telephone lines, but also aviation and the 2echnic;aissupport

< 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 | mentioned
garlier, this type of teéhnaiagy transfer is critical to Africa’s
development and continues 1o be amz:;fzgsz the most important
services that Americans can provide.

Third, Commerce is designing programs ta 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,
hig‘hwaysé raflroads, telecommunications equipment and utilities.
Right now, financing for most infrastructure projects comeé from
the muttinational lending agencies, regional development banks or
the government, Because the developmental needs of Africa are
50 great — and because s0 many American companies are skilled

al these projects — this is natural market for the sector.

e 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 milled 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 modermizes,
this sector will provide new {}g}perta;nity,

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

may want to focus your international efforts on African markets.



MBDA Programs. And MBDA is prepared to help you do this.  Asin

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% 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
opportunities and markets electronically, to make doing business in
these markets more accessible and less costly for minority
businesses. h

To increase the number of minority businesses that are involved in
exporting, during the next year we will establish 2 Website on
international trade, to provide minority businesses with the necessary
information and resources o pursug opportunities in the global
marketolace, including Africa.

in addition, we are estab!iéh%ng direct maans of obtaining and
disseminating African market opporiunities, For example, we are
starting to pariner 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 m

8



greater market opportunities for our clients and increased
development in South Africa. The information will be maintained on
MBDA’s intranet site, which will be used to exchange information,
ideas, and opportunities and develop projects in both countries. | 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 mé&rket
research in the regions that you're interested in, but also will provide
information on the government, private sector, development and
other resources that are available to assist you in your business or
investment effarts. 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 fo
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
company provides, the North American Industry Classification code
for these'services or products, maximum bonding levels and other
Jinformation which would be helpful to potential purchasers. You alsc
must provide an e-mail address or fax number so that you can be

contacted about upcoming opportunities.



Once vour business is registered in Phoenix, it will be matched
electronically against the Opportunity database, which contains
upcoming private sector and government contracts and opportunities.
As African and other international contract opportunities become
increasingly available, they will be input i‘ﬁf{} the dalabase. The
Opporiunity database alsc 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 ::harée. 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 wwwmbdagov and completing the

form,

Again, | 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 cémpetitive advantage.
Those that are waiting to see what happens will be teft 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

1o



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 enfrepreneurs begin (o develop long-
standing relationships with African businesses and businesspersons,
to obtain the information and access necessary 1o do business in
African markets. We hope that efforts such as this will facilitate these
types of relationships.

Conclusion. In c&nclusieﬁ,  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 infrastruciure
development, technology transfer and agribusiness. Only then will
you truly be able 1o 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 info the new millenium.
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Good afternoon. Thank you, Carolyn, for the wonderful infroduction. ltis a
real pleasure for me to be here {oday to talk to a group of African-American

entrepreneurs about the changes which are occurring in the giobal markets,

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

husinesses.

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, | am acutely aware that the last real

frontier for Blacks entering the mainstream of America is the business world.
H

This is an historic and exciting time for African-American businesses, Itis
historic because of the structural changes that are czf::cﬁrring in the
marketpiéce - Black businesses are now expanding beyond neighborhood
retail and services industries into modemn hi-tech and manufacturing. The
time is exciting because of the arrival of the digital age, fhe 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 popuiation 1o triple,

from 30 million 1o 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 lock at minority communities as powerfui
consumers. As entrepreneurs, you have the opportunity o leverage your
knowledge and networks to target these markets that are going to be
increasingly important to the U.S. and gio'bal aconocmy.

Yet this also is a time of struggle.... struggle as critical to Black Americans as
our earlier battles for the hallot and for public accommaodations, 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 & 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 jz:%b 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 em%r&?zm&nt in which minority businesses are
currently operating, the challenges and opportunities that we face and some
strategies to achisve continued growth and succ;ess.

Judicial Trends.

In the last few years, we have witnessed a period of unprecedentéd assault
on affirmative action and a hard-nosed retrenchment in.the judiciat system
with respect to minority businesses, as evidenced most particularly in the
Adarand and Croson cases. As the courts continue to fimit affirmative action
programs, federal contract opportunities available to African-Americans will
continue to shrink, As a resuit, this sector will no longer be a vehicle for the
rapid growth that has benefited some African-Amaerican businesses in the

past.

Bundling and Benchmarking.

In addition o 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 thz‘of,;gh the Small Busingss

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 entitied "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 Icontracting. Benchmarking is likely to decrease minority
contracting in certain sectors of the federél 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
di.rective, 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 a Commerce Department



Website and the information will have to be downloaded to your personal
computers. In addition, local governments also are moving {o electronic
procurements. In the future, using the Internet will be the easiest and most
convenient way for you 1o access government contracting opportunities.

Electronic sales are growing rapidly in the private sector. By the year 2002,
business to business internet commercs is expected 1o have surpassed $300
billlon. 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 31 million per day in January to 56
millian per day by the following Q&C&fﬁb&&t He indicated that Cisco Systems,
a premier provider of networking products, closed 1986 with $100 million in
sales over the Internet. During the following vear, Cisco’s sales increased
ten-fold, to over §1 billion, In addition, companies such as General Electric
are geoing online to find suppliers. By the year 2000, GE expects to buy $5
billion in goods over the Intermet. |

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.



international.” You must penetrale the international markets. As President

Clinton recently noted “96% of the world’s consumers live outside our
borders”. However, less than ’1‘{3% 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 exémp!e of a kosher grocer in New York with only five empiaytees 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 resuit of e-
commerce, producis can be sold for 15% less than at retail stores,

| use the example fo illusirate this point. Like Jewish entrepreneurs, African-
American business owners have an untapped market of consumers in the
intarnational 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 provide:s an ideal opportunity to explore

&

the benefits of exporting your products or services.

African-American businesses clearly can benefit from these trends.
However, to do so, we must reshape the way we do business. i'd like to
briefly discuss some strategies for doing this and the role the Minority

Business Development Agency can play.



Electronic Commerce and Technology

First and foremaost, Black businesses must embrace the use of technology.
For all businesses, the use of a computer and access o 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 ta the traditional sirategies of calling or meeting with |
purchasing personnel and nstworking at trade fairs and industry mestings,
electronic marketing ¢an be an effective method of exposing your 'prod ucts
and services {0 a greatlly 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 as;kg 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 5@3 helpful fo potential purchasers. You also
must prov?de 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
glectronically against the Opportunity database, which contains u}:caming .
government procurements, and private sector contracis 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 Commaerce
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 sector contact person will be notified either through e-mail or fax. You
can then decide whether ¢or not the opportunity is a geod fit for your business

and if you want to pursue it.

We see this system as adding value to ya::r marketing efforts in & way that
requires only about 15 minutes of your lime {0 complete the electronic form.
And the service is free of charge. Howaever, you must register on Phoenix to
participate in this and other MBDA pz’ogran;’zs‘ We strongly encourage each of
yous who have not registered your businesses to do so {oday 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-to-business

g
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malis 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 singlebWeb 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 malll, either through MBDA information
systems or in conjunction with a private partner. This on-line mall would
provide minority business cwners a venueto display and sell their;pz’odﬁms
and services. The mall would target federal procurement officers, ésg}eﬁziaiiy
those making purchases under $100,000, and purchasing personnei at

corporations and non-profits.

An African-American owned technology cc};mpany, NexGen Solutions, Inc., -
has already proposed the creation of a business-to-business e-mall and
coliaboration cenier for minority businesses. The purpose of this center is o
develop a single location for all minority businesses to conduct e-commerce
and other e-business transactions, as well as obtaining the information and

rasources necessary to compete effectively.

Private Business-o-Business Malchmakers. We aiso have identified and are
working with private companies that link suppliers to business ﬁppé}ﬁunities.
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 sfficiently and



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 respond effectively and efficiently to procurements

and other contract opportunities

Joint Ventures\Strategic Alliances

Another strategy which African-American businesses must pursue more
aggressively for marketing and other purposes is the formation of strategic
alliances. | want to talk briefly about one such strategic alliance. The Retired
Military Officers Association (RMOAY) 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 Biéck
community. Philosophically, members of RMOA realized that thez‘;ﬁ are
varied business opportunities available in both the government and the
private secior, 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 tﬁarﬁ 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 bhave
formed a corporation, RMOA-IT and are activefy working to obtainan IBM
distributorship. As an IBM distributor, you must commit to do at least $100
million dollars in annual sales.  If successful, this will be not only }3
collaboration among African-American businesses, but also a partnership
with a large company — IBM-, which will help increase 1BM'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 if is imperative that African-American
businesses begin t{; address the job shortage and corresponding social
deciine that has happened in urban Ameficaf They also believe that it is
critical that African-Americans begin to focus on the production of products,

i



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' Iong»-rénge
planning for and understand%ng‘cf the importance of strategic alliances — not
just for the development of their personal wealth but to improve the African-
American community. | 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 ;f:‘?} networking and

exploring opportunities to joint venture and team.

At the MBDIA, we also are locking to joint venture. One of these ventures is a
partnership with IBM to encourage the use of lechnology 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 regisiered with MBDA on the Phoenix database to
purchase {BM products from minority-owned 1BM resellers at a significant
discount. These resellers have been authorized by [BM due to their
registration and involvement with MBDA: many of these companies were not
previously partnering with IBM. We view this as a collaboration that
increases access to e~commerce and technology for minority businesses,
;:)Ifcvidess retail opportunities which previously did not exist for minority

companies and provides |BM greater access to minority markets. |
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Conclusion.

 would like to emphasize, again, that this is an historic time ~ we are
standing on the cusp of the miiienium, wit!’; opportunities 1o move into a new
world of economic opportunily and equality. However, the future is in your
hands. Just as those Black Americans who participated in sit-ins in
Greensboro, North Carolina and voler registration in Canton, Mississippi took
their destinies into their own hands and changed America as a resjlult, you
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 {o real
accumulation of wealth unless you take action to obtain the necessary
information, develop the skills and work collectively to expand within the
global aconomy.

The necessary tools for business success in the 21% century are at your
disposal — the availability of technology and electronic commaerce, access o
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
work%ng 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, [ believe that only through working and
partnering with other African-American businesses will you achieve,



economically, the promises of the 21 century, and will we, as a people,
achieve true self-determination.

in conclusion, I'd fike you to get more information on MBDA and {o register
with the Phoenix database by going to waww.mbda.gov. 1'd also like to invite
all of you to attend MED WEEK'98, in Washington D.C., on September 20™-
23", Further information on MED WEEK can be found in the brochures at

your tables,

Thank you very much.
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Good afternoon, Thank you, Shelly, for the wonderful introduction., Itis &
real pleasure for me to be here today to talk to a group of minority +
entrepreneurs, and companies doing busi:ness with these entreprﬁr:’%urs!
about the changes in the global markets... My message today is ’fh‘%i’ we must
use these changes to strengthen and empower minority businesses. R

R
-

j
This is an historic and exciting time for minority businesses. i is historic
because of the structural changes that are cccurring 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. The
Commarce Department’s Census Bureau tells us that by the year 2050, the
U.S. population will have increased by 120 million. Of this 120 miliimn, 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 consfitute 47.5% of
the U.8. population. Within the lifetime of most of us in this room, alimost

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

A recent study by the initiative for a Campr@tiiém inner City, based here in-
Boston, confirms the importance of retail markets in the minority community.
This stud)}, 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 cily retail nesds are largely unmet; these
unmet needs are projected to be bé&t&‘«f&&ﬁ’ 25% and 85% in communities
nationwide, This is a large uzzder»ser?&d market and huge business
oppartunity, and the country’s biggest companies are developing f.szrategies
to take advantage of this. Unfortunately, most in the minority business

community are not.

We must begin to realize and tap into the growing economic pg}wér of
minority communities. To do so, we must begin to work collaboratively across
ethnic lines - to develop strategic alliances, icint ventures and'par‘tnerships
outside of our communities. There will be a world of opportunity in both

Fa



domestic and inlernational markels. However, wse cannot be insular: we
must be creative and think “oulside the box” ~look ouiside of our comfort

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

The victory can {ruly be won for minority communities — whether Native-
American, African-Amaerican, 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 o compete effectively in the global marketplace. 1'd like to talk
generally about the business environment in which minority businesses ars
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 unprecedented assault
on affirmative action and a hard-nosed retrenchment in the judicial system
with respect {0 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 that has benefited some minority businesses in the past.



Bundling and Benchmarking.

In addition to cutbacks in afﬁrmativgéatioﬁ 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. Howaever, 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 Washingteon Post
story entitled "Minority Firms Lose Greu‘nd“, is that minority contractors are

receiving less from federal government purchases,

As a consequence of Adarand, federal agénc%es are developing limits in
minority participation, calied "benchmarks”, for each industry whefe 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”.

Howsver, while opportunities are shrinking in the public sector, the country is
changing the way it does business, primarily as a result of technoiogy and
changing marketplace demographics. These changes are opening up new
business and retail markets to all companies, and, as a result, mirizarity
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 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 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.

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.



Retail sales alsc are increasing dramalically each guarter 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 husinesses to

grow, is {¢ provide you with the type of information which will give you a

competitive advantage — on business opporiunities, new markets and

industries, marketing information and ways of &cé%sing 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 mingcrity 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,



Electronic Marketing.

Secondly, we believe itis critical that you use the internet to market your
products and services. In addition to the traditional strategies of calling or
meeating 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
s‘;&rvims or products you provide, the North American Industry Classification
System code for these services or pmduais, maximum bonding level, and
other information which would be helpful to potential purchasers. You alsc
must provide an e-mail address or fax number so that you can be contacted

about upcoming contract opportunities.

Once your business is registerad 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 minerity companies and can provide you with information

on upcoming international trade missions sponsored by the Commercs



Depariment. As opportunities become available, your company will be
matched with any apportunities 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 (o QU{SU*&' it. |
For minorily businesses, we see this sysise;m 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 companies 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. H]owever,
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.

clectronic 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
vou can display your company's products or services in a central lécatioa 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-mall, buyers at military
bases around the world can go to a single Web site to buy more than 12


http:www.mbda.gov

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 information
systems or in conjunction with a private partner. This on-line mall 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 10 private

sector purchasers who are seeking minority business suppliers.

Private Business-io-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
alectronic means {o find new customers, sell tc them more efficiently and
make belter pricing and bidding decisions. Datamatix receives buying
opportunities frorn a number of different federal, state and business sources,
matches them against a client's profite, and distribules these leads 1o the
client through e-mall. 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 {0 procurements
and other contract opportunities.

We also have developed several other glactronic tools.

One-Stop Centers. We currently are developing industry-specific Websites,

that we call One-Siop Centers. These One-Stop Centers contain practical
and up-to-date information on particular industries, including a step-by-step
process detailing how o get into that indusiry. Our current One-8tops, which
we anticipate will be on the Internet before November, are on franchising and
aguaculture {or fish farming, which is the fastest growing area in agriculture).
Qver 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 atyail;

Geographic Resource System. In addition, we are developing an online

geographic business resource system. This system will be used 1o help you
identify and Jocate business resources in your local community. \fifhiie come
of the information will address programs geared towards minorities, much of
the site will contain that information that any entrepreneur would like to have
at.)out 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 vou assess how to start or grow your businesses.

HY



Conclusion.

As you can see, the world will change drastically over the next few years and
mincrity businesses must be positioned to benefit from these changes.
Whether locking for new industries, businesses or markets, MBDA hopes to
be a partner in this process — a way for you, ;Nhether 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 prc;fesses to care about minority business. Through use of
electronic commerce and techhology, we are striving to serve as many '

customers as possibie, in the most efficient way possible,

Just as we are proponents of partnerships amang 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, privale
companies, the not-for-profit community, minority businesses and ény
organizations committed fo the empowerment of these businesses, | firmly
believe that the growth of a solid and growing business cammunity 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 time to think strategically, to know and
understand the industry trends of the next century, to identify where new



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 20" century and expect to

prosper in the 215,

Thank you.



