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Publisher ’s Message
I hope everyone plans to attend our upcoming MEA Federal Business Forum &
Expo on Thursday, June 25, 2015. We continue to do events and give platform for
minority business to succeed and prosper. Our annual luncheon, 50 Technology
Business Executives, will take place during this event. We have a strategic
matchmaking session during the event and a 2 hour question and answer session
with the U.S. Department of Defense Mentor Protégé Program representatives.
Major General Bruce T. Crawford, Commanding General for the U.S. Army
Communications-Electronics Command - CECOM, Aberdeen Proving Ground,
Maryland will be our keynote speaker during the Luncheon.
Ms. Linda Cureton, former CIO for NASA and now the President of Muse
Technologies will be a guest speaker. Also our friend Ms. Gloria Parker former
CIO for HUD and the U.S. Department of Education will participate as a guest
speaker. Today Ms. Parker is the President of Parker Group Consulting.
The Federal Business Forum & Expo is a great opportunity to meet face to face
with potential partners and industry leaders. Each year we celebrate minority
business through our awards program. This program
is really a nice way to allow people to meet and greet
their peers under very relaxed and fun environment
while they are being recognized for their hard work
and community leadership.
I hope you decide to be a part of this very important
event.
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Business News

The Mentor-Protégé Program is an Investment
and Partnership with Minority
and Small DisadvantagedOwned Businesses
By Tizoc Loza
Tizoc S. Loza, Northrop Grumman Corporate Manager of Global Supplier
Diversity Programs/Government Relations, has enterprise-wide oversight
responsibility for a variety of small business initiatives, including the
Mentor-Protégé Program (MPP), Small Business Innovation Research /
Small Business Technology Transfer Program (SBIR/STTR), Historically Black
Colleges & Universities (HBCU’s), Minority Institutions, including Hispanic
Serving Institutions (HSI’s), Tribal Colleges and Universities (TCU’s), and
AbilityOne® Programs.
Small businesses are the backbone of American industry and drive innovation
Tizoc Loza
and employment opportunities. The Mentor-Protégé Program is both the
heartbeat and pulse that infuses technology and infrastructure know-how in
order to enhance the capabilities of small businesses. The Mentor-Protégé
Program identifies qualified minority and small disadvantaged businesses for
partnerships and mentoring relationships that develop capacity and capability for diverse suppliers.
The Mentor-Protégé Program affords participating small businesses the skills and technology needed to be successful
- a necessary requirement to be competitive in today’s market. Since the inception of the Mentor-Protégé Program,
Northrop Grumman has mentored more than 130 small business firms, and has been awarded 22 Department of Defense
(DoD) Nunn-Perry awards, which is the most of any prime contractor. The Nunn-Perry award is the highest honor prime
contractors can receive for program participation and was named in honor of retired U.S. Senator Sam Nunn, who sponsored
legislation to enact the Mentor-Protégé Program in 1991, and former Secretary of Defense William Perry.
Northrop Grumman conducts Mentor-Protégé programs with federal, state and local agencies around the country and

participates in both credit and direct cost reimbursement
programs supporting its current Government contracts.
Northrop Grumman augments the success of its
supplier diversity program by providing scholarships that
afford small businesses and protégés the opportunity
to attend the Tuck Minority Business Executive
Program at Dartmouth College. Through this program,
Northrop Grumman offers small business owners and
tribal organizations the opportunity to participate in an
executive-level developmental program designed to
increase profitability through the implementation of
a customer-focused strategy plan along with financial
tools utilized for cost analysis and implementation of
control systems.
Loza plays an important role in facilitating the formulation
of strategic partnerships between Northrop Grumman’s
five sectors and minority and Small DisadvantagedOwned businesses with unique technical capabilities
that can be integrated into Northrop Grumman’s Global
Supplier Diversity programs.
Northrop Grumman
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searches its supplier databases for minority or small
disadvantaged companies that meet the government’s
criteria and are willing to participate in the MentorProtégé program. Successful program participants must
have the necessary infrastructure to manage the day-today requirements of their business while receiving the
transfers of technology and infrastructure assistance
that will enable them to enrich their value as suppliers to
Northrop Grumman and other customers.
Transfers can include engineering, information technology,
and manufacturing. In many cases, the technology in
question is something Northrop Grumman spent significant
research dollars to develop and is passing along to a
small business in order to make it a better supplier. Loza
explains, “Protégé companies assume responsibility for the
technology received from their mentor. They have to commit
to continue developing and improving the technology on
their own time and with their own resources.”
In some cases, the technology fits into the small business’
own research initiatives. Northrop Grumman often works
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with companies in conjunction with
the SBIR/STTR, finding firms with
ideas they want to bring out of the lab
and into the marketplace. With the
help of the Mentor-Protégé Program,
the firms can qualify and verify
their technology for government
platforms, such as space programs
or military applications.
The payoff for the program may take
time to materialize. Many Northrop
Grumman projects extend for several
years, with significant technological
developments
throughout
the
project duration.
The MentorProtégé objective is to transfer
mature technology that will increase
the capabilities of the protégé firm.
Loza declares, “It’s a continuous
process here at Northrop Grumman;
identifying new and innovative
suppliers with niche capabilities
that will assist in winning the next
Government program.”
Northrop Grumman has been
an industry leader in many small

business initiatives. For example, in
2010, Northrop Grumman established
a Mentor-Protégé agreement with
MVLE, a non-profit organization that
encourages professional growth for
people living with disabilities through
employment and support services.
Utilizing the Department of Defense
(DoD)
Mentor-Protégé
Program,
Northrop
Grumman
implemented
a strategy that enhanced MVLE’s
competencies in order to expand its
offerings to persons with disabilities.
This alliance would become the first
time a prime contractor entered into
a Mentor-Protégé agreement with an
AbilityOne® service provider. Partnered
with Northrop Grumman, MVLE was the
first and only AbilityOne® organization
to receive the Nunn-Perry Award. The
award was presented in 2013.
On
average,
companies
that
participate in the Mentor-Protégé
program experience a 10% – 20%
growth once they graduate from the
program. Other firms have doubled

in size, and in some cases, protégé
companies have found themselves
in a position to be acquired by larger
companies due to their growth
rates and success in integrating
and leveraging the technologies
and skills received in the program.
Participating firms also have the
opportunity to partner with each other
for peer relationships and contracts,
expanding their reach and expertise in
targeted markets.
The Mentor-Protégé Program is one
that holds great promise for the
insertion of technology and innovation
into Government platforms. Loza
reiterates, “We’re always looking into
new ways that we can leverage the
Mentor-Protégé Program to benefit
small businesses and the Warfighter.
By heightening the visibility of this
program via platforms such as MEA
magazine and national and local
diversity councils, the reach can
be expanded throughout the entire
business community.”

MEA
International Business Report
Connecting U.S. businesses to the global economy
For a business profile, sponsorship and advertising contact us at 703-730-4091
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Ramarc Solutions brings you the best in information technology consulting services to meet your
business needs. No matter what your technology needs are -- we can help. From help desk to
application support, to mobility solutions.
core competencies
• Technical Partnership Relationships
• Help Desk and Call Center Services
• Software Engineering and Application Support
• Specialized On-Site Service
• Audio/Video Teleconferencing Systems
• Project Management and Strategic Planning

• Cyber Security
• Mobility Solutions
• Unified Communications
• Virtualization and Cloud Computing
• Network Implementations
• Information Assurance

contract Vehicles and designations
• (DBME) Department of Minority Business Enterprise
• (SWaM) Small, Women-owned, and Minority-owned Business
• (BBB) Better Business Bureau

• (SBA) Certified Small Disadvantage Business
• (8a) SBA Certified
• (Schedule 70) GSA Contract Holder

Developing and Implementing Global Solutions

toll Free: +1 888.690.9864
telephone: +1 703.879.4561
itsupport@ramarcsolutions.com
8300 Boone Boulevard, suite 500
Vienna, Va 22182

www.ramarcsolutions.com

Feature Article

GSA Multiple-Award Schedules:
How much more will they shrink?
By Alice Lipowicz, Editor, Set-Aside Alert

February 27, 2015
The General Services Administration’s Multiple-Award
Schedules program is quietly shrinking.
Total awards made through GSA schedules have dropped
by 15% in value in five years, from $39 billion in fiscal 2010
to $33 billion in fiscal 2014, according to the latest data
from the GSA’s Schedule Sales Query website.
The schedules program generally flies under the radar, so
awareness of the trend may have been slow to develop.
But industry concern is now growing and could lead to
more public debate on the schedules’ future.
The timing of such a discussion could be apt as GSA
is preparing another round of initiatives affecting
the schedules, including category management and
“hallways,” and also preparing for new leadership following
Administrator Dan Tangherlini’s departure on Feb. 13.
The schedules reduced spending trend mirrored the
decrease in federal contract spending overall from fiscal
2010 to fiscal 2013 due to severe budget cuts.
But some forms of federal contracting rebounded last
year. For example, small business federal contracting
rose by 9.4% in fiscal 2014 in comparison to fiscal 2013,
according to the latest White House Small Business
Dashboard figures as of Jan. 19.
However, GSA schedules sales did not bounce back in
fiscal 2014, but rather continued to diminish, the GSA sales
data indicates. The schedules’ aggregate dollar value has
fallen each year through fiscal 2014.
The reductions have hit most of the schedules.
The largest schedule, Schedule 70, for sales of information
technology, fell by 12% during the period, from $16 billion
in fiscal 2010 to $14 billion in fiscal 2014.
The second largest schedule, Schedule 874 (MOBIS), for
mission-oriented business solutions, lost 23% of its value
during the period, going from $5.2 billion in sales to $4 billion.
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Other schedule sales reductions were even more dramatic
during the five-year-period, including Schedule 874V
(logistics), down 50%; Schedule 56 (building materials),
down 48%; Schedule 84 (law enforcement solutions), down
44%; and Schedule 72 (furnishings and floor coverings),
down 42%.
A few schedules bucked the downward trend. Schedule
599 for travel agent services rose by 60%, and Schedule
03FAC for facilities management rose by 47%, during the
five years, GSA sales data shows.
The latest data suggest that recent procurement trends and
modernization initiatives may have contributed to dampened
sales on the schedules.
In addition to the impact of budget cuts, industry leaders
have pointed to the growth in large governmentwide
acquisition vehicles, such as NASA’s “SEWP” and GSA’s
“OASIS,” as possible factors in reduced schedules sales.
In the last two years, GSA modernization initiatives including
strategic sourcing vehicles, reverse auctions, “Lowest Price
Technically Acceptable” terms in contracts, an upcoming
consolidated professional services schedule, and a new
prices-paid Web portal for sharing pricing information all
have been named as possible contributors to the schedules
sales slump.
Roger Waldron, president of the Coalition for Government
Procurement, wrote in a recent blog that strategic sourcing
and the prices-paid portal have hurt the schedules (http://
goo.gl/JM930s).
“To date, the experiences with (Federal Strategic Sourcing
Initiative) and GSA regarding the prices paid data is that of an
agency seeking to drive down prices at all costs,” Waldron
wrote. “For example, GSA is using historical, horizontal price
comparisons to drive down pricing in the Multiple Award
Schedules. Price comparisons that too often ignore differing
terms and conditions, commitment and market conditionseven ignoring such basic price drivers as unit of issue!! It is
‘Lowest Price Regardless’ on steroids.”
Jennifer Aubel, principal consultant with Fed Nexus Law,
also is sounding an alarm.
“Schedules modernization or MAS extinction event?”
Aubel wrote in a recent blog entry (http://goo.gl/pQLsVw).
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“It is starting to seem to me that
‘modernization’ might just be a
code word for ‘elimination.’ After
all, GSA appears hellbent on driving
contractors and ordering agencies
off the Schedules and onto other
contract vehicles (SEWP anyone?).”
As of late 2014, GSA Administrator
Tangherlini was leading the charge
to consider even more changes to
the schedules. “Everything should
be on the table with schedules,”
Tangherlini said at an industry event
in November, according to Federal
Times (http://goo.gl/XUdpWy).
“We can really even ask some bigger
meta questions about what is the role
of the schedule in an environment in
which you can have digital access to
multiple-award vehicles across the
government,” Tangherlini said.
With Tangherlini’s departure, it’s not
immediately clear how the new chief
will view those priorities.
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Third Feature Article
To Be Determined

Northrop Grumman Cultivates
Strong Supplier Diversity Program

Balancing Strategy, Diversity,
and Bottom Line

- Gloria Pualani, Corporate Director Socio-Economic
Business Programs/Government Relations

– Gary and Janet Smith, Senior Partner and President, Ivy Planning Group, LLC
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GSA officials have described their
motivation as a need to reduce
redundancy, increase efficiency
and lower prices. For the upcoming
consolidation of several professional
services schedules, for example,
one of the goals is to reduce the
costs of managing more than 500
contractors who hold multiple
schedules contracts. GSA officials
were not immediately available to
comment further.
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APV’s
commitment
to diversity
promotes the fusion
of innovative
and creative
solutions.

A P Ventures (APV) builds customized solutions that meet our clients’ needs, corporate
culture, and most importantly, budget. We maximize our clients’ Return On Investment
and minimize their costs up to 40% in project savings. We achieve these objectives
through full-service solutions that utilize our experience and expertise in
Information Technology.
APV provides a full range of IT solutions to meet our clients’ needs and budgets.

Web Design and Portal Development

APV's adept programming virtuosos develop the best in
user experience and GUI.

Strategic Staffing and Management Consulting
Custom Software Development
ERP Solutions

APV has a progressive view of problem-solving
and is ready to tackle your most vexing challenges.

40+ employees

APV's analyze, program, and validate processes guarantee
success for your software development needs.
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Contact us to learn more about how the APV advantage can work for you.
Wetsite: www.APVit.com
Email: info@APVit.com
Phone: 301.760.7276
Corporate Headquarters: 9520 Berger Road, Suite 107, Columbia, MD 21046

Ke

APV is a woman-owned business that is SBA 8(a) and MD DOT MBE certified.
NAICS codes: 541511, 519190, 541512, 541611, 611420, 611430

5 million annual revenue

APV always provides value for your staff
augmentation needs.

Financially stable company

APV's advanced pedagogical vision leads to effective
eLearning programs.

7+ years public sector past performance

eLearning

Business News

Ramarc Solutions – Global IT
Support Services Company
By John Chandler
“Being in the right place at the right time has its advantages”
Ramarc Solutions may have started out as an opportunity or even as an
encouragement from a neighbor, but one thing is for sure: Craig Stowers, Jr., the
CEO of Ramarc Solutions built his business with honesty and integrity. When
you speak with him about his company, you can’t help but to hear, feel and see
all the passion Craig displays towards his business. Unlike most entrepreneurs,
Craig never really thought about being his own boss, nor of owning his own
business. A sequence of interesting and unexpected events paved the way for
Ramarc Solutions and all it is today.
Craig worked for many years as a UNIX administrator for Tommy Hilfiger and
Dendrite, a clinical software company. Craig learned very early in his career that
you always need to have your best foot forward at every given time. In October
1999, Craig began working for the

Craig Stowers, Jr., CEO of Ramarc Solutions
Photo credit, Patricia McDougall

National Basketball Association (NBA). In this key position, Craig managed their UNIX systems and established external
networks and game broadcasting for processing all of the data and statistics associated with all the basketball games.
As with any live broadcast and requirements for real time stats, there was a constant pressure to have technology up
and running without a hitch... As Craig says, “This computer environment was as real-time as you can get. We only had
one chance to get it right.” With his UNIX and networking background, Craig helped the NBA to develop its first network
firewall at a time when firewall implementations were not the norm.

Craig met his wife, Marta, while they were both working for
the NBA. His wife later joined GetWell Network, a company
providing patient-centered Interactive Patient Care (IPC)
through the use of PCs, mobile devices, television and
Internet services to help healthcare providers engage
patients and their families in any setting worldwide. While
attending a work promotional event with his wife, Craig
had the opportunity to talk to Michael, the CEO of GetWell
Network. After some discussion, Michael invited Craig to
review GetWell’s technical environment. Several weeks
later, Craig provided GetWell with an implementation plan
for an improved network infrastructure, secure virtual
private network (VPN), firewall, cable television, videos
and movies on demand. Long story short, Craig left the
NBA and accepted an offer from GetWell Network to head
their technological department in Washington, D.C.
“Being in the right place, at the right time” should be
Craig’s tag line. While in D.C., having lunch in a shared office
space, Craig struck up a conversation with the COO of The
Habitat for Humanity, who was a neighbor also working in
the shared space. During their conversation, the COO of
Habitat for Humanity mentioned he had heard about the
wonderful things Craig did for organizations in the IT arena.
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He asked if he would help Habitat with its network issues.
Craig offered his assistance. By word of mouth, news
quickly spread of Craig’s abilities to think outside of the box
to resolve technological issues while remaining within an
organizations’ budget.
And it began….
Craig loves to talk, can you tell? In another conversation,
with yet another neighbor who happened to be an IT
entrepreneur, the neighbor suggested that Craig should
have his own company rather than work for someone
else. The idea intrigued Craig and the seed to start an IT
company took root in Craig’s mind. After many late night
conversations with Marta, as Craig doesn’t sleep much, the
idea started taking form. The concept, the service, and the
technological background were formed. All that was left
was to come up with a name that encompassed Craig and
Marta’s beliefs. Ramarc was born – the name consisting of
the first three letters of their first names spelled backwards
(Craig & Marta). They wanted to build and grow a company
based on their values of honesty, open communications,
and integrity. They have built a company that projects an
atmosphere of creativity, positive thinking with a “familylike” spirit.
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Thanks to the quick work of many
word of mouth recommendations,
Ramarc began to acquire a variety of
contracts with several organizations.
Metropolitan
Baptist
Church,
GetWell Network, and The Habitat
for Humanity were some of the
first organizations that helped to put
Ramarc on its successful path. As
Ramarc began to perform IT services
for these new clients, a patterned
quickly emerged: Ramarc’s client
base were all non-profit organizations.
As fate would have it, the CEO of The
Habitat for Humanity accepted an
offer at ONE Campaign organization
and once settled there, referred
Ramarc to be its IT leaders.
This was a major stepping-stone for
Ramarc and allowed it to blossom
beyond Craig and Marta’s original
expectations. The ONE Campaign,
co-founded by Bono, provides
international
campaigning
and
advocacy for more than six million
people taking action to end extreme
poverty and preventable diseases
around the globe. Ramarc Solutions
began to provide IT support services
for the ONE Campaign in both their
USA and United Kingdom offices.
Shortly thereafter, Craig expanded
Ramarc and opened an office in the
UK. As the ONE Campaign grew, so
did its technological needs. As the
ONE Campaign grew, so did Ramarc.
As the ONE Campaign’s technological
requirements expanded to other
countries, so did their requirements
for technical operations and support.
Ramarc now supports ONE Campaign
offices in Washington, DC, New York,
London, Paris, Brussels, Berlin and
South Africa.
A key to their international success
has been the ability to hire local
qualified individuals and to identify
key local partnerships. Using local
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people helps negate the problems
that may arise due to cultural and
etiquette differences. Another key has
been to have a single point of contact,
so that there is always a direct line of
communications between offices.
Ramarc Solutions has become a known
name in the technology world. Its clients
now include GAIN, RED, Friends of the
Global Fight, Dalberg, Center for Interfaith
Action, El-Hibri Foundation, and many
more. Since its start in 2006, Ramarc has
become Small Business Administration
(8)a certified, and achieved a GSA
schedule. It’s used these new vehicles
to expand its services into the federal
government sector and secured its first
government 8(a) contract with the Army
National Guard.
Ramarc Solutions is a step above the
competition with its winning rollouts
of software development, security
implementations, and risk management
assessments meeting all kinds of
technology demands. Its goal is simple –
to make a business run more efficiently,
effectively and smoothly, while working
within budget requirements and not
affecting
organizational
hierarchy.
Ramarc is aligning itself with strategic
vendors and partners , such as Dell,
HP, Cisco, Adobe, Polycom, Viewsonic,
APC, Samsung, Microsoft, Apple, Harris
Corp, CENTECH, Plexus Scientific,
MIL Corporation, Integrity Applications
Incorporated (IAI) to name a few, to go
after larger and more exclusive contracts.
Ramarc is not unlike many new business
organizations. It too struggled with
the many challenges plaguing other
businesses; financial business loans,
long federal government procurement
process, responding to government
RFPs, and contract administration.
Ramarc
encountered
a
major
challenge during the well-documented
2014 federal government shutdown.

The shutdown brought a complete
halt to many businesses trying to
infiltrate the government market. The
Associated Press interviewed Craig
to discuss the direct negative effects
the government shutdown had on
Ramarc. For them their survival relied
on the fact that Ramarc had a line of
credit with a local bank as was able to
utilize it to meet financial obligations
to staff and vendors. The best advice
to any small business is to secure
for your Company a line of credit, so
that when you need it, you have it
available. Don’t wait until you need
to try to secure it!! The story was
shared worldwide on CSPAN and CNN
elevating Ramarc’s presence around
the world.
Ramarc Solutions growth to date is
rooted in excellent service that meets
customers’ needs. But Craig also gives
much credit to his willingness to have
open conversations with the many
people that have crossed his path. He
affords every conversation the weight in
gold it deserves. If anyone has any doubt
about the power of “word of mouth”,
look at where a great service shared
person to person to person will get you.
Craig and Marta can thankfully say they
have had nine prodigious years building
Ramarc Solutions into a complete “One
Stop” integrated technology solution for
its clients based upon people talking to
people talking to people.
What does the future hold for Ramarc?
Craig’s future plans are to continue
expanding Ramarc’s global customer
base. He is looking to open offices
in many third world locations that
require Ramarc’s core capabilities
in
technology,
including
video
teleconferencing, mobility and cloud
services, networking and help desk
services. Let’s put “word of mouth”
to test – share this article and become
part of Ramarc’s future growth.
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Shumaker Report

SBA Rule Changes for Government Contractors
By Gary Shumaker

Sometimes it seems like the only thing that’s certain for government contractors
is change. But right now, the potential changes are more like a tsunami than the
usual gentle ebb and flow.
On February 5, the Small Business Administration (SBA) published a whole raft
of proposed rule changes for public comment. You have until April 6 to make
your voice heard. On several parts of the proposed rule change, you may want
to make your feelings known. On other aspects of the proposed rule changes,
the SBA is actively seeking your input.
And a caution: if you ignore the proposed rule changes, they become the
permanent rules under which you need to do business, and you decide then
that you don’t like them, you’ll have to blame yourself. Well, at least in part.
A lot of the proposed new rules pertain to joint ventures. For the purposes of Gary Shumaker
this discussion, a joint venture is a new business entity formed by two or more
companies to pursue specific opportunities. The new business entity takes on
the characteristics of the companies that own it. Obviously, this would be of considerable interest to a company that had
some, but not all, of the qualifications to prime, if that company could form a joint venture with another company that had
the other necessary qualifications.
There’s been some confusion about the specific legal and regulatory steps that are necessary to form the joint venture,
and how it has to be approved. In part, the SBA is trying to clarify the rules, so that potential joint venturers can take all
the appropriate steps and be confident that the entity will be approved.

Another aspect of joint ventures that has needed clarification
is the size of the companies that form the joint venture
for set-aside solicitations. The basic rule has been that all
of the companies that join to form the joint venture need
to meet the size and other socio-economic qualifications
of the set-aside. In other words, if a solicitation is setaside for small, woman-owned companies, each of the
participants in the joint venture has to be woman-owned
and meet the size standard for the solicitation.
You may have heard of joint ventures formed by a small,
8(a) company and a large business. Right now, that’s
possible if the small, 8(a) company and the large business
are in an SBA-approved mentor-protégé arrangement.
In fact, there are right now a total of twelve different
mentor-protégé programs sponsored by different parts
of the federal government, and all with at least slightly
different rules, benefits and reporting procedures. And,
the only one of these that lets small protégés form joint
ventures with their large mentors to bid for set-aside
contacts is the SBA 8(a) mentor-protégé program.
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Which brings the discussion to another aspect of the SBA’s
proposed rule changes: mentor-protégé programs. The
National Defense Authorization Act for Fiscal Year 2013
(NDAA), Public Law 112-239, authorized the SBA to establish
a mentor-protégé program for all small businesses. It also
required that no other agency (other than the Department
of Defense, which has a mentor-protégé program that is
quite different from all of the others) could carry out its own
mentor-protégé program without the approval of the SBA.
Basically what’s happening with the proposed rule changes
is that SBA will establish that will provide all of the various
set-aside categories with one or more mentor-protégé
programs. Whether any other agency will decide to seek
SBA approval to continue its own mentor-protégé program
is anybody’s guess.
(Just in case you think you’ve spotted a typo in the dates
here, you’re wrong. The President signed the NDAA for
fiscal year 2013 on January 2, 2013. The SBA published its
proposed implementing rules for comment on February 5,
2015. And this is rocket speed compared to the way many
things happen in the federal government.)

March – April 2015

The SBA is basically proposing
to establish a second mentorprotégé program (in addition to
the existing SBA program which is
available only to 8(a) companies)
which would be available to both
categories of woman-owned, both
categories of veteran-owned, and
Historically Underutilized Business
Zone (HUBZone) companies. An
important benefit for participants
in this new program would be the
ability of small protégés to form joint
ventures with their large mentors to
pursue business opportunities. The
new entity would, of course, take
on the characteristics of the small
participant in the joint venture. Think
about this a minute: it means that you
could have a non-joint venture small
company competing head-to-head
against a joint venture comprised of
a comparable small business joined
with its mentor, one of the very
largest companies in the business to
pursue a set-aside opportunity.
Other agencies could still maintain
their own mentor-protégé programs,
but they could not offer benefits this

rich, so it remains to be seen if they
would. If they did come up with a
benefit that made their own separate
programs desirable, presumably, the
SBA could replicate that benefit in one
of their two programs.
Other subjects that are part of
the proposed rule change include
the method of establishing social
disadvantage for the SBA’s 8(a) program,
management of tribally-owned 8(a)
program participants, Native Hawaiianowned 8(a) , changes in primary
industry classification (commonly called
North American Industry Classification
System [NAICS] codes), 8(a) program
suspensions, and a couple of others.
For the complete list of proposed
rule
changes,
see
https://www.
federalregister.gov/articles/2015/02/
05/2015-01548/small-business-mentorprotg-program-small-business-sizeregulations-government-contractingprograms. Comments are due by
April 6. This web site includes detailed
information about options for submission.
This one promises to be a significant
interest to the industry. The SBA has an

obligation to consider every comment
and the result of those considerations will
be published in a subsequent document.
If you have an interest in the way these
programs are run, this is a real chance
to influence the future of government
contracting for a long time to come.
It’s a little like voting; if you don’t do it,
you have to blame yourself if you don’t
like the result.

Gary E. Shumaker is the founder and
senior consultant for Gary E. Shumaker,
Inc., a wholly owned subsidiary of C2
Solutions Group, Inc. He has spent 20
years inside government and nearly 25
years in the industry as an executive,
business developer, chief operating
officer and chief executive officer for
multiple small companies in the federal
contracting market. He helps small
companies develop the intellectual
infrastructure to succeed in the federal
marketplace. For more information,
visit garyeshumaker.com or email gary.
shumaker@c2sginc.com.
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pepcoholdings.com

WE ARE A REFLECTION OF THE

COMMUNITIES WE SERVE.
Our commitment to diversity is reflected in our history as well as our future.
Partnering with small and diverse businesses helps us provide greater value to
our customers and the communities we serve. It’s a tradition we’re proud
of and a commitment we’ll continue to honor for years to come.
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Senior Leader in Cyber Security –
Angela Manley

Ms. Angela Manley is the President/CEO of DaeD Solutions, LLC., a consulting
firm that specializes in strategic design and delivery of cyber security solutions
for intelligence community.
Manley has worked for several fortune 500 companies such as Lockheed
Martin, SAIC, CSC and Booz Allen. She has worked at the Pentagon directly
supporting the DDCIO Navy command. She has traveled CONUS and OCONUS
implementing systems for the Department of Defense. She crafted and produced
policy and procedures for securing networks in compliance with Government
standards and securely defended networks against cyber-attacks. Manley has a
broad diverse background that covers the spectrum from systems operations,
network design/engineering, cyber security and systems engineering. She has
cut across numerous disciplines and numerous functions within those disciplines
to apply broad-based knowledge to the solution of engineering problems.

Angela Manley, President/CEO,
DaeD Solutions, LLC.

With careful planning, consulting, mentoring and training from organizations such
as the WOW Accelerator program , the DC Women’s Business Center and mentors
who have successfully journeyed this path, it was time for the birth of DaeD Industries. This is when Manley’s engineer training,
business acumen and diverse work experience permitted her to stand shoulders above and separate and distinct from the
competition. Along with her inside knowledge of her clients, the foundation of DaeD’s competitive advantage is inherent in the
CEO. Manley envisions DaeD Industries as becoming the leading solutions provider in Cyber Security.

Manley believes people are our greatest intellectual assets
and they also can be our biggest threat. We need to
develop highly skilled diverse people, but also train them
to be aware of security risks and how to mitigate those
risks. We live in a globally diverse society where “global”
no longer means transcending the borders, but global
diversity is present in this country and as a leader in the
Cyber Security sector, we must leverage that diversity to
enrich our technology.
Women In Technology
Manley has always asked: “How does a female stand out
in a male dominant society.?“ She didn’t have the physical
stature to compete or the dominant voice which demands
attention, but she decided, she could use her intellect to
make the difference, and that’s what she did.
Manley was given this advice early in her career:

“Let your work speak for itself ”, “it’s ok to ”
toot” your own horn in the work place; if you
don’t, no one will know what you can do
March – April 2015

or what you have done” and lastly, “consider
every encounter you have, as an interview.”
One of the barriers for women entering into Cyber Security
on the professional, educational or entrepreneurial level is
breaking into the “old boys network”. Manley remembers
hosting an event for professional women and had invited
a Vice President of a particular division in the corporation
to speak to the women on leadership. After she lectured, a
question was raised, on how does one break into the “old
boy’s network?” First, you must understand exactly what is
this “old boys network”, before you can get into it. This can
be explained as follows:
Old – not necessarily the age of a person, but the mindset
that comes with a belief that a certain gender brings more
credibility than another.
Boys- a class or group of individuals that are inclusive of
those accepted by their criteria, but exclusive to those who
don’t fit the mold or profile.
Network – a way of doing business or socializing with a
particular group of individuals.
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Manley recalls two experiences in
her career, when she came faceto-face with this. She had been in
her position over 5 years when an
older gentleman was hired to work
with her. He was older, Caucasian
and a male. They had a great
working relationship. Manley always
believed to train someone to be
successful at the task before them.
Over time, the gentleman started
attending meetings with her with
key stakeholders and later became
the preferred individual requested at
the meetings. They discussed the
situation, and the gentleman told
her, “you trained me and have more
experience than me and are the
highest producer on the team, the
only difference between you and I, is
that I am an old white man, and that
makes the difference in the eyes of
those with an “old” mindset.” It was
profound, but true.

BIG Ideas for DaeD Industries, LLC

Steve Covey says,
“Begin with the end in mind”.
As CEO, Manley has set a high goal
for growth at DaeD Industries. The
necessary tools for tracking and
analyzing financial information and
business operations to accelerate
growth have been established.
Recognized, standardized quality
measurement processes have been
adopted. Manley has determined
the greatest potential for growth
is in the business-to-business and
business–to-government
sectors.
The immediate goal is to be a Prime
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on three large government contracts
supporting cyber security initiatives.
Manley’s vision for DaeD Industries,
as the LEADER in Cyber Security
goes beyond having a multi-million
dollar enterprise, but to develop
global integration, practice social
responsibility, to be a trend-setter, and
to build teams of talented people for
where the enterprise should be in five
years, not just today.
From Manley’s point of view, great
success in the Cyber community
will only be achieved when all of the
different entities come together. It’s
our differences that put us in a better
position to get the job done. Each entity
comes with different skills and abilities.
We can’t do it all by ourselves. We
have to appreciate the diversity of each
entity and see how it will strengthen
and enhance the other. The creation
of the new Cyber Threat Intelligence
Integration Center (CTIIC) is how we
can complete the puzzle and move the
process forward.
Journey of a Leader: Youth &
First Mentor
Manley’s father, her greatest inspiration,
was enlisted in the navy. He taught her
to be disciplined, to persevere and be
goal oriented. With his love, the sky was
the limit and she believed she could do
anything and everything, and she did. He
was also an entrepreneur, a construction
engineer, stone mason by trade. She
watched him architect designs and build
lasting structures. He taught her how
to run the business, write contracts,
manage money and showed her by
example just what superior customer
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service is all about. She was young age,
but always determined to be her best.
She always had the vision of owning
her own business one day and as she
grew older the desire became stronger
to make it happen.
Manley took classes at the University
of the District of Columbia in Computer
programming part time and after
graduating, enrolled full time in the
universities computer programming
degree program while working full time
as a computer operator at NSA. She
found computer programming an isolated
discipline where you spent many hours
searching for one mistake and with little
interaction with others. This was very
unfulfilling for her. So as fate would have
it, a new program was commencing, with
promises of challenges and the social
aspect, just the hybrid she needed for the
diversity she desired. Electromechanical
Engineering introduced her to a world
where science and math come together
to make mechanical and electrical parts
work together – structural analysis was
the most exciting – the discovery of bridge
and airplane design. After graduating,
she later pursued masters of business
administration from the university of
Maryland University College and holds
Microsoft and Cisco certifications.
Manley gives back by tutoring youth
in mathematical disciples such as
calculus, algebra and trigonometry.
She also believes in empowering
women.
Manley
chaired
the
Multinational Development of Women
in Technology (MDWIT), a conference
that brings together hundreds of
women professionals, entrepreneurs
and educators to empower women to
achieve more.
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WE DELIVER Globally
Encore Solutions Delivers Excellence
in Markets Around the Globe
Encore Solutions (ESI), an experienced
solutions innovator, is one of the fastest
growing professional services and
technology solutions firms in the
Washington Metropolitan region.
Because of our laser focus on providing
client-centered solutions, we excel at
helping government and commercial
clients carryout their mission critical
functions.
In doing so, we leverage our technology
and management expertise along with our
highly-skilled talent to ensure efficiency in
operation, suitability in implementation,
and timeliness in service delivery.

Our areas of expertise include:
Program Management & Engineering Services
Systems Integration
Administrative Support Services
Technology Support & Sustaining Services
Global Security & Infrastructure Support

8(a)
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Business News

Ten Ways to Keep Your Dream Job a Blessing
By Mel and Pearl Shaw

You’ve landed your dream job. Perhaps you are now an executive director,
CEO, or maybe a director. Your new position could be as a coordinator,
manager, assistant or that of a board member or other volunteer. What’s
most important is that it’s your dream job. What’s next? – make sure
it doesn’t become a nightmare. Consider these ten ways to tap your
network and keep your dream job a blessing.

1. When sharing news of your new position with friends
and family, don’t forget to ask for guidance. Most people
want to support your success: the biggest challenge is
asking the right people for the right things. Don’t ask one
person for everything you want to know. Ask one or two
questions from a diversity of people in your network.
2. 
Consider those areas that might be a challenge in
your new position. Request recommendations for
conferences and workshops your peers have found
valuable. There are many to choose from, but an
experienced fundraiser, executive or college president
will refer you to ones that are specifically relevant
to your position, rich in content, and that include
opportunities to build your network.
3. Ask for a view of the road ahead. Meet one-on-one with
individuals who are more experienced and who have a
successful track record. Ask about the obstacles you may
be up against, and how to overcome them. Too often we
don’t know what we don’t know and then feel “blindsided”
by events that are actually par for the course.
4. Create an advisory council of friends, associates and
peers. Call on these people proactively as you develop
strategies. Depending on the opportunity you may want
to talk with someone who knows your community, or
someone from out of town who won’t be competing for
the same resources.
5. Expand your advisors to include people who can help
you manage stress. In fundraising – as with many other
businesses – stress can take you out. Include your
personal trainer, life coach, minister or prayer partner as
an advisor.
6. If you are married or in a committed relationship ask your
peers about how they include their spouse in their many
work-related commitments, and how they protect their
relationship from the strains that a fundraising career can
impose. Ask now, don’t wait until the stresses pile up.
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7. Create a “listening tour.” Talk to people in your department,
across the organization and community. Learn the good
and the bad related to your position and ask “how can I be
most successful?” If possible, talk with your predecessor.
At the same time be sure to let people know your vision
and goals through your conversations and at the bottom
of your email messages. Keep an open mind and know
that these might change based on feedback from your
listening tour and changes in the marketplace.
8. Put what you learn to practice. After all the talking create
a plan for your first three months on the job. Map out
how you will use the guidance and information you have
gained. Include weekly and monthly goals, and refer to
your plan on a regular basis. Schedule items onto your
calendar that will help you progress.
9. Once on the job, create a climate where people can make
suggestions. Whether the old fashioned suggestion box
or its electronic counterpart, stay open to suggestions
and you will grow in your career. Consider looking into
social media for constant feedback re: trends, opinions
and ideas related your work.
10. Finally, in all your outreach don’t forget to ask “How am I
doing?” The late Ed Koch, Mayor of New York City always
ended his conversations with “How’m I doin’?” Whether
on the street, the subway or in a meeting, he always
took time to ask, and he got answers. Always ask. It lets
people know you are open to hearing their opinion and
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that you’re not a “know it all.” Keep
the lines of communication open
and you will build friends and grow
your networks.
Each of us is a leader and we each can
support each other. One day you’re

asking for guidance, the next you’re
sharing your wisdom. Regardless of
your position, take the time to ask for
support and to listen to feedback. Our
recommendation: ask the important
questions and listen three times as
much as you talk.

Copyright 2015– Mel and Pearl Shaw
Mel and Pearl Shaw position nonprofits,
colleges and universities for fundraising
success. For help with your fundraising
visit www.saadandshaw.com or call
(901) 522-8727.

Join the Winning Team!
MEA Magazine is looking for writers, editors,
business development and sales account executives.

Call (703)730-4091 or fax your resumé to (703)730-4092
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Natural Gas. Efficient by Nature.

The desire for a better tomorrow comes naturally…
Achieving it takes commitment. Washington Gas is proud to have
maintained a robust supplier diversity program for the past 30 years.
It is a sound business practice that fosters growth and competition in
the marketplace, and produces value for our customers, investors and
communities. We continue to support supplier diversity in all areas of our
business.
For more information about supplier diversity, contact Joan Hairston at
703-750-4733.
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Great Leaders Master the
Process of Providing Feedback
By Marvin Chambers

Feedback is economical. It is the best return on investment that I have seen
in a corporate environment. I’ve witnessed, first hand, the amazing – often
immediate effect that clear, constructive, and timely feedback can have
on employees. Giving people objective, non-judgmental feedback plays an
intrinsic role in maintaining a keen focus on improving an employee’s skills,
while keeping the company’s bottom line healthy.
This holds true for any environment including corporations, the public sector,
nonprofits, and communities. The reason for this is simple. In the competitive,
fast-paced world we face today, we cannot afford to waste time or spend Marvin Chambers
effort to fix problems caused by the misalignment of responsibilities,
misunderstanding of job assignments, the miscommunication of objectives,
failure to appropriately address authority guidelines, or the mismatch of a person’s skills to their current role. Stepping
up to the responsibility and delivering feedback when it is appropriate is a great way to build your reputation as a
solid, respected, objective leader.

What Makes Feedback So Important?
Why encourage feedback? Simple -- You
don’t want insignificant issues to fester until
they become major issues that will affect
productivity and results. If the issues between
and among team members are addressed
objectively, with an open mind, and in a timely
manner, the team can move along at a quicker
pace and be more productive.

What Is Feedback?
Feedback is defined as sharing your perceptions of
another’s behavior and/or performance based on objective
observation and analysis. It may also be viewed as individual
or collective signs that tell someone how well they are
performing a task. Effective feedback helps an employee or
leader begin, stop, continue or change a behavior or pattern
that affects performance or their career objectives.
Thus, the purpose of feedback is simple: Reinforce what is
working or redirect what is not working about someone’s
behavior, attitude, or performance.
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First,
consistently
delivering
feedback
throughout an organization allows teams and
departments to develop a trusting environment.
Secondly, it focuses management on having
employees understand that the company’s
goals, values, morals, and objectives are
everyone’s responsibility. The feedback
process provides a tool by which employees
can measure their progress.
Next, as feedback becomes part of the culture it can motivate
an individual or team toward a higher standard. And finally,
delivering feedback helps employees and teams work through
obstacles that are blocking achievement. After you deliver
feedback the person should process the feedback and come
up with an action plan to address the feedback provided.
As a leader, you certainly understand that individual or group
momentum will slow and perhaps – if left to fester – even stall
in the face of an unresolved issue that has been allowed to
grow into a bigger problem. By encouraging feedback in a timely
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fashion, you give people the opportunity
to settle issues, resolve conflict, and
address problematic behavior before it
infects the entire group. An unchecked
conflict within a team is like an insidious
virus, and will affect everyone. If you
allow it, intra-team communications will
breakdown and the group dynamic that
you so carefully built, will disappear and
progress will grind to a halt.
Encouraging feedback is like inoculating
employees against the conflict virus.
If people know they have the right
to openly address conflict, a trusting
environment will develop, teammates
will bond and production will soar. Your
job is to create that environment and
to keep the company’s goals, values,
vision and objectives foremost in the
minds of employees. Fully embracing
these feedback commitments ensures
that employees effectively address
negative situations before they
become full-blown catastrophes.
Let’s step back and take a moment
to think of a time when you didn’t
immediately address an issue when
you knew you should have. Most likely
the problem got worse, right? Don’t
worry, you’re not alone. By nature,
most people avoid confrontation. So,
instead of addressing a bad situation,
we ignore it and hope it will go away.
But it usually doesn’t.
It’s like walking away from a waste
basket fire that you hope will burn
itself out. Instead it eventually engulfs
the building. The last thing you want
to do is allow a small problem to stew
until it becomes a major catastrophe.
The sooner you attend to and resolve
an issue, the better it is for everyone
in the organization.

What Drives the Feedback Delay?
Feedback
may
be
the
best
developmental instrument in the
corporate toolbox. But it only
works if people know how to use
it appropriately. When it comes to
leaders and employees knowing how
to deliver feedback, the results mixed
at best. First the good news -- in a
recent survey of managers, 98 percent
said they considered strong skills in
providing feedback important to very
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important --- which is simply terrific. Now
the bad news --- In that same survey, only
five percent of the managers interviewed
reported that they were very effective in
providing feedback.

•G
 ive It With Care: Check your own
motivations before providing feedback
to another person. Make sure that
you are giving it out of concern for the
person and that it will help him/her.

One would think that with the
importance associated with providing
timely feedback that it would be valued
by the organization and delivered
frequently by managers and leaders.
In fact, one would expect that giving
feedback would already be a well
honed skill utilized by managers and
leaders at any appropriate opportunity.
Unfortunately, our experience tells us
this is not the case. More often than not,
timely feedback is sporadic at best. And
even worse, well delivered feedback
is a rarity. Our experience proves
that feedback opportunities are not
addressed until the situation becomes
full of stress and tension or, worse, until
the dreaded annual review occurs.

• Be Descriptive, not Judgmental:
When giving feedback, describe
specific actions or behaviors that
are causing the results. Restrict
feedback to what you have
observed. Avoid using labels or
making judgmental statements.

How can this be? We think a primary
reason is that there are clearly leaders,
team leads, and supervisors do not
have the specific skills required to
assess the situation, construct the
feedback plan, and deliver and followup on the feedback session. Most
have never been taken through the
process. It’s simple, if they have not
been taught the skill they are unlikely
to have developed it on their own.
Leaders versed in delivering timely,
accurate, and specific feedback have
employees that grow and are able
adjust their behavior and actions.
Consequently, the management’s
competency in feedback delivery
absolutely impacts the organization’s
bottom line through productivity, job
satisfaction, and growth. The good
news is that building the necessary
skills is a simple learning process.
How Is Effective Feedback Delivered?
If you’re among the 95 percent of leaders
who don’t feel they are effective in giving
feedback to their employees, don’t
despair. Here are a few tips on providing
effective feedback to get you started:
•T
 iming is Important: For feedback
to be more effective, it’s important to
give it at an appropriate time and place.
Feedback is most effective when it is
as close to the event being discussed.
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• Provide Specific Examples: If you
can, provide concrete examples of
particular incidents you have observed,
for instance, “When ‘X’ happened, I
saw you do ‘Y’. The results were ‘Z’.”
• Speak for Yourself: Be clear about
how the behavior of the other person
made you feel. For example, “I felt
this way when you did that.” This will
give the receiver insight on how what
she/he does affects relationships
with others.
• Make Sure It Is Actionable: The
most useful feedback centers around
behavior that can be changed by the
receiver. Feedback about matters
that are outside of the control of the
receiver is less useful. It is helpful to
suggest alternative ways of behaving
that enable the receiver to think about
new ways of solving old problems.
• Balance Positive and Negative:
People often associate feedback with
comments about things that they have
done wrong. Remember that giving
feedback also involves telling them
about what they have done right.
There will be many opportunities to
have feedback sessions throughout
your career. To be effective at giving
feedback you must be aware of
constantly unfolding events, and
be perceptive to the interactions
and relationships of the people and
personalities surrounding you.
Marvin Chambers is Principal of Built
To Last Solutions, LLC, a premiere
Executive Coaching and Human Capital
Consulting firm focused on enhancing
enterprise leadership and organization
effectiveness. For more information,
you can contact Marvin at 301-442-7897
or marvin@builttolastsolutions.com.
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The End of the American Mall...Not Quite Yet
By Walid L. Petiri

An iconic symbol of American consumerism and prosperity is the shopping
mall. What a shame that so many are hurting, as they are the casualties of the
decline of the U.S. middle class.
Everyone knows the scene: the cavernous arcades filled with people happily
darting in and out of specialty stores as they glide along toward a big anchor
like Nordstrom or Macy’s. True, many high-end malls are doing quite well, but
mid-tier and lower-end shopping centers are struggling or closing. And all those
dying malls are taking some retailers down with them.
“Retail is undergoing a transformation. It’s always been a business of creative
destruction, but the pace is accelerating due to the introduction of e-commerce,”
says Tad Philipp, director, CRE Research, Moody’s Investors Service in an
interview with TheStreet.com.

Walid Petiri

The Great Recession, which started in late-2007, and the subsequent sluggish
recovery lowered mall sales volume in general. Add in the stagnant wage growth for the past two decades that shrinking
consumer credit can mask and viola – an eroding middle class. Their diminished purchasing power has put mid-tier
department stores under pressure, as some customers who have traditionally shopped there are either traded up to
better retailers or down to discounters.
Finally, developers built too many malls in previous
decades, using the false assumptions that consumer
purchasing power, without increases in real wages, would
continue to rise. That has lead to the current correction.
Alas, the good news is far from universal. Competition
from e-commerce (especially Amazon) has led to the poor
performance of more downscale national anchor stores.
Moody’s Philipp mentions J.C. Penney (JCP) and Sears
Holdings (SHLD), which have both been struggling for
some time, as examples. “[Moody’s has] them rated in
the Caa category, which is deeply into speculative grade.
Between the two, we think J.C. Penney has the more
established recovery strategy.»
The smaller stores at the mall, which rely on the anchors
for traffic, suffer as a result. “The traditional mall is
shaped like an ‹X› with a big box anchor on the sides
and maybe a food court in the middle, and the people
walk back and forth,» he explains. Unfortunately, many
Sears appliance customers decamped flock to Best
Buy (often not at the mall) while Penney is fighting
both online competition and other non- mall retailers
like Target and Kohl’s.
There are some chains that are tied so closely to malls
that the fallout effect is deadly. Case in point: electronic
retailer Radio Shack, which filed for Chapter 11 bankruptcy
protection in early February. The 94-year-old chain plans to
unload almost half of its 4,000 stores, which will turn into
Sprint wireless outlets, and close the rest.
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Perhaps the success of the higher-end malls speaks to how well highincome Americans have prospered, while the less well-heeled have
struggled. One indication: Real estate investment trusts specializing in
malls had a good 2014. The secret of these REITs, which are landlords
for the properties, is that they can pick and choose among malls to
own. David Simon, chief of the largest mall REIT, Simon Property Group
(SPG), told TheStreet that it has embraced specialty retailers like fashion
purveyor H&M. Plus, it has strong anchors such as Nordstrom. Simon’s
shares are up almost 30% from 12 months before.

Last year, pizza chain Sbarro made its second trip through
bankruptcy court, emerging only after shedding 180 of its
400 locations. Analyzing the reason for its troubles, the
Huffington Post wrote it’s “because most of its stores are in
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malls, places Americans don’t really
go any more. There’s even a whole
blog, deadmalls.com, dedicated to
our waning interest in those palaces
of consumerism.”
At core, the malls’ problem is how
badly middle-class households are
doing. Some major economic trends
really have made it more challenging
for households with mid-five-figure
incomes and even those with sixfigure incomes too.
By many economic standards,
today’s middle class has it harder
than that of generations past. Some
telling statistics point to this:
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• Since 1999, the median income
dropped in 81% of U.S. counties.
Since the economy began to
recover from the recession, job
growth is largely confined to the
service industry, mostly in retail.
Trouble is, the average full-time
U.S. retail worker makes around
$21,000 yearly.)
• From 1989 through 2014, the
U.S. economy expanded by 82%,
inflation adjusted. But real wage
growth is largely non-existent for
middle-class households.
• In the early 1960s, General Motors
(GM) was the top U.S. employer.
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The automaker’s average full-time
worker then earned the (inflationadjusted) equivalent of $50 an hour,
plus benefits. Wal-Mart Stores
(WMT) now has the nation’s largest
workforce; it pays its average sales
associate less than $10 per hour,
sometimes without benefits.
Fundamentally, the middle class has
to get by with less inflation-adjusted
income. Nearly half of U.S. households
(47%) say they spend all of their income,
go into debt or dip into savings to meet
their expenses, according to a recent
analysis of Federal Reserve survey data
from the Pew Charitable Trusts.
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Black History Corner

Bessie Coleman
(1892-1926)

Hazel Scott
(1920-1981)

Born in Atlanta, Texas,
she was the first black
person in the world to
earn a pilot’s license. She
was denied entry to flying
schools in the U.S. So she
moved to France where
she earned her license
at the Caudron Brothers
School of Aviation on June
15, 1921. She was famous
for aerial stunts and tricks
that wowed the audience every time.

Born in Port of Spain, Trinidad
and Tobago. She was
married to Congressman
Rev. Adam Clayton Powell,
Jr., representative from
Harlem, New York. She was
a classical and jazz musician
and the premier pianist of
her time. She became the
first black woman to host
her own television show,
The Hazel Scott Show in
1950. She was internationally known and acted in several
films. She was also accomplished in politics.

Hannibal Barca of Carthage
(247 BC-183 BC)
Considered one of the greatest military strategists in African
history. He was a Punic Carthaginian military commander
with the same status of Alexander the Great and Julius
Caesar. One of his most famous achievements was at
the outbreak of the Second Punic War. He was famous
for his ability to determine his opponents’ strengths and
weaknesses. He occupied Italy for over 15 years.

Solomon G. Brown
(1829-1906)
He developed a telegraph device with Samuel F.B. Morse
and Joseph Henry. He was a lecturer, scientific technician,
and became the first African American employee at the
Smithsonian Institute. He was born in Washington, DC. He
set up the Morse telegraph installation between Washington,
DC and Maryland.

Lewis Latimer
(1848-1928)
He was knowledgeable
in patents and electrical
engineering. He was an
inventor and engineer from
Chelsea, Massachusetts.
He worked closely with
Thomas
Edison
and
Alexander Graham Bell.
He invented an improved
railroad car bathroom and
early air conditioning units. He owned patents for the
telephone and incandescent lighting. He invented the
carbon filament light bulb.
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Government News

First Clothes Dryers to Earn EPA’s Energy
Star Label Now Available Nationwide
Energy Star dryers offer Americans savings of up to
$1.5 billion annually
Contact Information:
Jennifer Colaizzi
colaizzi.jennifer@epa.gov
202-564-7776, 202-564-4355
FOR IMMEDIATE RELEASE
February 10, 2015

WASHINGTON –The U.S. Environmental Protection
Agency (EPA) announced today that Energy Star certified
clothes dryers are now available nationwide through major
retailers. At least 45 models of dryers earning the Energy
Star label, including Whirlpool, Maytag, Kenmore, LG, and
Safemate, are at least 20 percent more efficient and now
available at prices comparable to standard dryers.
“Dryers are one of the most common household appliances
and the biggest energy users,” said U.S. EPA Administrator
Gina McCarthy. “EPA’s Energy Star certified clothes dryers
offer Americans an opportunity to save energy and do their
part to combat climate change. By working with industry,
we are bringing innovative technology to market that’s
good for the planet.”
Clothes dryers consume more energy than any other
appliance in the home, and 80 percent of American homes
have dryers. But unlike clothes washers, which have seen
a 70 percent drop in energy use since 1990, the energy
efficiency of most dryers has not improved. If all residential
clothes dryers sold in the U.S. were Energy Star certified,
Americans could save $1.5 billion each year in utility costs
and prevent greenhouse gas emissions equal to the
electricity use from more than 1.3 million homes.

The efficiency specifications were developed with extensive
input from manufacturers, retailers, the U.S. Department
of Energy, and environmental groups. Manufacturers meet
the specification requirements by incorporating advanced
sensors that more effectively detect when clothes are dry
and stop the dryer.
Energy Star certified dryers include gas, electric and
compact models. The Energy Star label can also be found
on dryers that feature new advanced heat pump technology
and are 40 percent more efficient than conventional
models. Heat pump dryers recapture the hot air used by
the dryer and pump it back into the drum. By re-using most
of the heat, a heat pump dryer is more efficient and avoids
the need for ducts.
To earn the Energy Star label, products must be certified
by an EPA-recognized third party, based on testing in an
EPA-recognized laboratory. In addition, manufacturers
must participate in verification testing programs operated
by recognized certification bodies.
Energy Star is the simple choice for energy efficiency. For
more than 20 years, people across America have looked
to EPA’s Energy Star program for guidance on how to
save energy, save money, and protect the environment.
Behind each blue label is a product, building, or home that
is independently certified to use less energy and cause
fewer of the emissions that contribute to climate change.
Today, Energy Star is the most widely recognized symbol
for energy efficiency in the world, helping families and
businesses save $300 billion on utility bills, while reducing
greenhouse gas emissions by two billion metric tons since
1992. Join the millions who are already making a difference
at energystar.gov.

Statement From Pentagon Press Secretary
Rear Admiral John Kirby on Transition of
Operation United Assistance
IMMEDIATE RELEASE
Release No: NR-048-15
February 10, 2015
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Last September, the United States military deployed to
West Africa to support USAID and international partners in
fighting Ebola at its source. Over the past several months,
the Department of Defense delivered critical life-saving
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resources, constructed Ebola Treatment Units, trained
hundreds of local and international healthcare workers,
and provided logistical support to humanitarian and
public health workers who provided care throughout
West Africa.
At the height of the epidemic, there were 2,800 DoD
personnel deployed to West Africa. Given the success
of the U.S. response to the crisis, the majority of DoD
personnel in West Africa will now return home. Today,
around 1,500 of them are already back to their duty
stations and nearly all will return by April 30. All have or will
undergo established controlled monitoring procedures.
To support the 10,000 civilian responders that remain on
the ground in West Africa, the Department of Defense
will leave behind important assets that can help health

workers stem potential outbreaks in the future. In
addition, DoD will identify 100 personnel who will
maintain a continued presence in the region working to
strengthen the disease preparedness and surveillance
capacity of the national governments. DoD personnel
will build on a strong military partnership with the Armed
Forces of Liberia to enhance their Ebola response efforts
and provide disaster response training to the Government
of Liberia.
Secretary Hagel is grateful to the men and women of the
U.S. military and their families who supported Operation
United Assistance. Their swift response demonstrates
the need to maintain readiness, capacity, and capabilities
to respond to the diverse array of challenges facing the
United States and our partners.

USDA Announces $9 Million to Support
Community Food Projects Program
Release No. 0039.15
Contact:
Jennifer Martin (202) 720-8188

WASHINGTON, Feb. 19, 2015 – The U.S. Department
of Agriculture’s (USDA) National Institute of Food and
Agriculture (NIFA) today announced the availability of
$9 million in funding to assist low-income individuals
and communities in developing local and independent
food systems. NIFA is funding the grants through the
Community Food Projects program (CFP), authorized by
the Agricultural Act of 2014 (Farm Bill).
“Community Foods Projects provide the opportunity for
low-income communities to become more self-reliant
and take control of their own food systems,” said Sonny
Ramaswamy, NIFA director. “These projects create food
systems that are economically equitable and socially and
environmentally sustainable, providing real solutions for
communities most in need.”
Community Food Projects involve the entire food system.
Projects assess strengths and establish connections
among existing food systems, resulting in improved food
systems that support self-reliance.
Grants are intended to help eligible, private, nonprofit
entities in need of a one-time installment of federal
assistance to establish and carry out multipurpose
community food projects. Projects are funded from
$10,000 to $300,000 and up to 36 months. All grants
require a dollar-for-dollar match in resources.
Applications are due March 17, 2015. Please see the
request for applications for specific program requirements.

March – April 2015

CFP is an important part of USDA’s Know Your Farmer, Know
Your Food initiative, which works to strengthen and support
local and regional food systems. More information on the
initiative, including an interactive map of CFP and other
federally-supported local food projects, can be found at:
www.usda.gov/knowyourfarmer.
The primary goals of the Community Food Projects program
are to (1) meet the food needs of low-income individuals; (2)
increase the food self-reliance of low-income communities;
(3) promote comprehensive responses to local food, farm
and nutrition issues; and (4) meet specific state, local or
neighborhood food and agricultural needs, including needs
relating to infrastructure improvement and development,
planning for long-term solutions and the creation of
innovative marketing activities that mutually benefit
agricultural producers and low-income consumers.
Since 2009, NIFA has provided more than $28 million to
154 Community Food Project awards in 48 states to help
communities improve access to healthy, local food. Past
projects include Philadelphia Green, which supports small-scale
growers in their efforts to bring fresh, locally grown produce
to the Philadelphia metro area, and RootDown LA, which is
engaging Los Angeles-area youth in community gardens.
Funding for the CFP program is authorized by the 2014 Farm
Bill. The Farm Bill builds on historic economic gains in rural
America over the past six years, while achieving meaningful
reform and billions of dollars in savings for taxpayers.
Since enactment, USDA has made significant progress
to implement each provision of this critical legislation,
including providing disaster relief to farmers and ranchers;
strengthening risk management tools; expanding access to
rural credit; funding critical research; establishing innovative
public-private conservation partnerships; developing
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new markets for rural-made products; and investing
in infrastructure, housing and community facilities to
help improve quality of life in rural America. For more
information, visit www.usda.gov/farmbill.

Through federal funding and leadership for research, education
and extension programs, NIFA focuses on investing in science
and solving critical issues impacting people’s daily lives and the
nation’s future. More information is at: www.nifa.usda.gov.

USDA Announces Funding for Renewable
Energy and Energy Efficiency Projects
REAP Program Reduces Energy Costs for Ag Producers
and Small Businesses, Boosts Economy, Reduces
Dependence on Foreign Oil
Release No. 0034.15
Contact:
Weldon Freeman (202) 690-1384
WASHINGTON, Feb. 10, 2015 – Agriculture Secretary
Tom Vilsack today announced that rural agricultural
producers and small business owners can now apply
for resources to purchase and install renewable energy
systems or make energy efficiency improvements. These
efforts help farmers, ranchers and other small business
owners save money on their energy bills, reduce
America’s dependence on foreign oil, support America’s
clean energy economy, and cut carbon pollution. The
resources announced today are made possible by the
2014 Farm Bill.
“Developing renewable energy presents an enormous
economic opportunity for rural America,” Vilsack said. “The
funding we are making available will help farmers, ranchers,
business owners, tribal organizations and other entities
incorporate renewable energy and energy efficiency
technology into their operations. Doing so can help a
business reduce energy use and costs while improving its
bottom line. While saving producers money and creating
jobs, these investments reduce dependence on foreign oil
and cut carbon pollution as well.”

has been expanded. USDA will now accept and review loan
and grant applications year-round.
Eligible renewable energy projects must incorporate
commercially available technology. This includes renewable
energy from wind, solar, ocean, small hydropower, hydrogen,
geothermal and renewable biomass (including anaerobic
digesters). The maximum grant amount is $500,000, and the
maximum loan amount is $25 million per applicant.
Energy efficiency improvement projects eligible for REAP
funding include lighting, heating, cooling, ventilation, fans,
automated controls and insulation upgrades that reduce
energy consumption. The maximum grant amount is
$250,000, and the maximum loan amount is $25 million
per applicant.
USDA is offering a second type of grant to support
organizations that help farmers, ranchers and small
businesses conduct energy audits and operate renewable
energy projects. Eligible applicants include: units of state,
tribal or local governments; colleges, universities and other
institutions of higher learning; rural electric cooperatives and
public power entities, and conservation and development
districts. The maximum grant is $100,000. Applications for
these particular grants have been available since December
29 of last year and are due February 12.

USDA is making more than $280 million available to
eligible applicants through the Rural Energy for America
Program (REAP). Application deadlines vary by project
type and the type of assistance requested. Details on
how to apply are on page 78029 of the December 29,
2014 Federal Register or are available by contacting state
Rural Development offices.

The REAP program was created in the 2002 Farm Bill.
Because of the success of the program, Congress
reauthorized it in the 2014 Farm Bill with guaranteed funding
of no less than $50 million in annual funding for the duration
of the 5 year bill. The 2014 Farm Bill builds on historic
economic gains in rural America over the past six years
while achieving meaningful reform and billions of dollars in
savings for taxpayers.

USDA is offering grants for up to 25 percent of total project
costs and loan guarantees for up to 75 percent of total
project costs for renewable energy systems and energy
efficiency improvements. The REAP application window

Since 2009, USDA has awarded $545 million for more than
8,800 REAP projects nationwide. This includes $361 million in
REAP grants and loans for more than 2,900 renewable energy
systems. When fully operational, these systems are expected
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to generate more than 6 billion kilowatt hours annually –
enough to power more than 5.5 million homes for a year.
In 2013, owners of the Ideal Dairy restaurant in Richfield,
Utah, used REAP funding to install 80 solar modules and
two 10-kilowatt inverters, which convert energy from solar
panels to electricity. The owners have saved, on average,
$400 per month. These savings have helped them preserve
their restaurant and livelihood.

President Obama’s plan for rural America has brought
about historic investment and resulted in stronger rural
communities. Under the President’s leadership, these
investments in housing, community facilities, businesses
and infrastructure have empowered rural America to continue
leading the way – strengthening America’s economy, small
towns and rural communities. USDA’s investments in rural
communities support the rural way of life that stands as the
backbone of our American values.

USDA Announces Nationwide Expansion
of Team Up for School Nutrition
Success Initiative
Release No. 0059.15
Contact:
USDA Office of Communications (202) 720-4623
WASHINGTON, March 9, 2015 – Agriculture Secretary Tom
Vilsack today announced additional support for schools
working to serve school children healthy meals with the
nationwide expansion of the Team Up for School Nutrition
Success Initiative. The initiative will provide school nutrition
personnel across the country tailored technical assistance
and peer to peer mentoring. This allows schools to
address their individual resource and training needs. USDA
conducted a pilot of the Team Up effort in the southeast
region last fall and will now expand the program to other
regions of the country.
The Team Up for School Nutrition Success Initiative is
one more in a series of USDA efforts to help schools
successfully serve healthier meals, which has included
additional funding for school food services, trainings and
technical support, and flexibility in the new standards
where appropriate.
“Updated healthy meal standards, based on the
recommendations of pediatricians, ensure kids across the
country to have access to nutritious food,” said Vilsack.
“Over 90 percent of the nation’s schools are successfully
achieving updated healthy meal standards. The Team Up
program allows the remaining schools still working to
meet the standards to pair up and learn best practices
from schools that are already successfully serving healthier
meals. We will continue to everything we can to support
schools as they work to ensure our kids get the healthy
start in life they deserve.”
The Team Up For School Nutrition Success training is
tailored to schools and covers topics like menu planning,
financial management, procurement, meal presentation
and appeal, as well as youth engagement tactics and
strategies to reduce plate waste. Schools have the
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opportunity to learn from each other in order to make positive
strides toward providing healthy school environments with
financial stability and strong student participation.
FNS partnered with the National Food Service Management
Institute (NFSMI) to conduct the original Team Up pilot in
Mississippi in November 2014. Fifty-three School Food
Authorities (SFAs) were paired with 27 mentors in order
to provide peer-to-peer mentorship on issues ranging from
financial management to student participation.
Gina Howard, School Nutrition Director for Warren County
School District in Bowling Green, KY, attended the initial pilot
in Mississippi and stated, “Coming to the workshop, I didn’t
know what to expect. But getting to know people, getting
their email addresses, getting to talk to them about specifics
of their programs, gave me the opportunity to network and
be able to find solutions to some of our everyday problems. I
will be ever changed by this workshop. It gave me excitement
for the future. It gave me an opportunity to see things from
a different view point. And my plans from the workshop are
to change the perception of school meals.”
NFSMI is conducting a 3, 6, and 12-month follow up with
the pilot SFAs to assess progress made and any needs for
additional training. Based on the successes and lessons
learned from the pilot, the initiative is being expanded
nationwide. The next training will take place in April with
school food service professionals all across the southwest.
Subsequent trainings in remaining regions of the country
will follow:
April 2015 – Southwest
May 2015 – Northeast
June 2015 – Western
July 2015 – Midwest
August 2015 – Mid-Atlantic
September 2015 – Mountains Plains
Attendees at the November Team Up pilot requested
additional forums where specific topic areas could
be further discussed and best practices shared. As a
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result, beginning in January, FNS and NFSMI started
conducting a monthly Team Up Thursday webinar series.
These webinars are focusing on highly requested
topics in the area of meal pattern implementation.
The webinars will be available to all school nutrition
personnel and state agencies in order to broaden the
reach of this training opportunity.
For more information about Team Up and to listen to
the previous webinars visit: http://www.nfsmi.org/
ResourceOverview.aspx?ID=527.
This initiative is another way USDA is combating child
hunger and obesity and improving the health and nutrition

of the nation’s children. This is a top priority for the Obama
Administration and is an important component of First
Lady Michelle Obama’s Let’s Move! initiative to combat
childhood obesity.
USDA’s Food and Nutrition Service administers
America’s nutrition assistance programs including the
National School Lunch and School Breakfast programs,
the Child and Adult Care Food Program, the Summer
Food Service Program, and Supplemental Nutrition
Assistance Program, and the Special Supplemental
Nutrition Program for Women, Infants, and Children
(WIC). Together these programs make up the federal
nutrition safety net.

U.S. DOT Small Business Day –
In Her Shoes: Empowering
Future Leaders in Transportation
On March 4, 2015 over 400 female students and Mentors
attended, “In Her Shoes: Empowering Future Leaders in
Transportation,” hosted by OSDBU in support of President
Obama’s “Ladders of Opportunity” initiative. The Small
Business Day was aimed at helping young women and girls
improve their long-term outcomes and abilities. The goal
was to spark students’ interest in transportation so that
we can continue to diversify the industry and contribute
to the Nation’s global competiveness, economic mobility
and growth.
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Attendees heard from Tony Award-winning actress,
Phylicia Rashad and OSDBU Director, Brandon Neal.
After the speaking session, the attendees listened to
two separate panel discussions; the first on Professional
Etiquette and the second on Finding Your Career Path. The
day concluded with mentors sharing career advice, job
opportunities, and guidance in one-on-one conversations
with the students in attendance.
The Administration’s “Ladders of Opportunity,” focuses on
filling the gaps
that
separate
millions
from
jobs.
Federal
investment
in
transport ation
addresses
these
critical
challenges,
connecting
people to job
opportunities and
job opportunities
to people.
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FAA Proposes $1.54 Million
Civil Penalty Against Air Methods Corp.
FOR IMMEDIATE RELEASE
April 13, 2015
Contact: Allen Kenitzer
Phone: 425-227-2015; Email: allen.kenitzer@faa.gov

devices and flotation gear for each occupant. The agency
alleges the company operated another helicopter on 13
such flights when it lacked required flotation gear for each
occupant. All 83 flights by the emergency medical transport
company occurred around Pensacola, Fla.

SEATTLE – The U.S. Department of Transportation’s Federal
Aviation Administration (FAA) proposes a $1.54 million civil
penalty against Air Methods Corp. of Englewood, Colo.,
for allegedly operating Eurocopter EC-130 helicopters on
dozens of flights when they were not in compliance with
Federal Aviation Regulations.

“The flying public correctly expects that American operators
will place safety above all else,” said U.S. Secretary of
Transportation Anthony Foxx. “We will hold operators
accountable when they fail to meet those expectations.”

The FAA alleges Air Methods operated two helicopters
on 70 passenger-carrying flights for compensation or hire,
over water and beyond power-off gliding distance from
shore, when they lacked required helicopter flotation

“Operators must follow every regulation and take every
precaution to ensure the safety of all those on board,” said
FAA Administrator Michael Huerta. “Flying without required
safety equipment is indefensible.”
Air Methods has 30 days from the receipt of the FAA’s civil
penalty letter to respond to the Agency.

USDA Announces Record Number
of Organic Producers in U.S.
Release No. 0097.15
Contact:
Sam Jones-Ellard (202) 660-2268
samuel.jones@ams.usda.gov
WASHINGTON, April 15, 2015 – The U.S. Department of
Agriculture (USDA) announced today that the organic
industry continues to show remarkable growth domestically
and globally, with 19,474 certified organic operations in
the United States and a total of 27,814 certified organic
operations around the world.
According to data released by the Agricultural Marketing
Service’s (AMS) National Organic Program (NOP), the
number of domestic certified organic operations increased
by more than 5 percent over the last year. Since the count
began in 2002, the number of domestic organic operations
has increased by over 250 percent. The certified operations
list is available at apps.ams.usda.gov/nop.
“As demand for organic products continues to soar, more
and more producers are entering the organic market,” said
Agriculture Secretary Tom Vilsack. “USDA tools and resources
have created opportunities for organic farmers and more
options for organic consumers. Growing demand for organic
goods can be especially helpful to smaller family operations.
The more diverse type of operations and the more growing

market sectors we have in American agriculture, the better off
our country’s rural economy will be.”
USDA is committed to connecting organic farmers and
businesses with resources to ensure the continued
growth of the organic industry. Along with programs to
support conservation, provide access to loans and grants,
fund organic research and education, and integrated pest
management, USDA administers organic certification cost
share programs to offset the costs of organic certification
for U.S. producers and handlers nationwide.
Now, USDA is using funding from the 2014 Farm Bill to
develop the Organic Integrity Database, a modernized
certified organic operations database that will provide
accurate information about all certified operations that is
updated on a regular basis. The modernized system will
allow anyone to confirm organic certification status using
the online tool, support market research and supply chain
connections, allow international verification of operator
status to streamline import and export certificates, and
establish technology connections with certifiers to provide
more accurate and timely data. The initial launch is planned
for September 2015.
Additional information about USDA resources and support
for the organic sector is available on the USDA Organics
Resource page at www.usda.gov/organic.
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A/E Design & Build
Construction
Carpentry
Mechanical, Electrical and Plumbing
Building Maintenance
Serving MD/VA/DC
MBE/DBE/ACDBE Certified

www.sagobm.com
Contact us at (301) 801-2876 or by email at kennguyen@sagobm.com
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New problems with communication is 1 of the 10 warning signs
of Alzheimer’s disease. Recognizing the symptoms is the first step
toward doing something about it. For more information, and to learn
what you can do now, go to alz.org/10signs or call 800.272.3900.

