Special MED Week Edition

MEA

Minority Enterprise Advocate

September - October 2012
USA $5.95 CAN $7.25

The Value of
Connecting
to Grow Your
Manufacturing
Business
Is It Time
to Say Bye
to Your
Big Bank?

A Natural Born Leader: Deborah Scott Thomas
- President & CEO of Data Solutions & Technology

How can DST
help your
organization?
We provide a full spectrum of
professional services in:
•
Information Technology
• Aviation Management
• Logistics and Operations
• Management Support
• Scientific and Technology

www.dstincorporated.com
I am deeply honored to be recognized by MEA as a distinguished woman in business. Our company
philosophy is ‘your success is our success, and our success is your success.’ Therefore, MEA’s
recognition is an acknowledgement of DST’s resilient culture that results in cost effective value to
our customer, true appreciation of every employee, and a commitment to being a positive and active
participant in the community.
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“The Coca-Cola Company exists to benefit and
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Strategic partnerships have always been useful to business growth. When your
company has hit a brick wall and needs creativity to continue to boost revenue,
don’t hire new people, develop a strategic partnership. These relationships will
help you reach a common goal; give your company added value and credibility;
increase your brand; and increase your profits. These partnerships should help
you compete with Fortune 500 companies; have access to new products, reach
new markets; and strengthen your business weak points.
This should be a win-win alliance. Everyone should have a 50-50 benefit by
the partnership. As always, surround yourself with people who have your best
interest at hand. Look for these partnerships with people who already know and
like you. Iron out the logistics of how the partnership will benefit everyone and
come to a mutual, signed agreement. You should have similar target markets to
build a good partnership.
MEA is building a new website. Our database reaches all across the globe. If
your company does staffing; public relations; a business association; chamber of
commerce; a federal government contracting expert; in corporate supplier diversity,
we want to form partnerships with you. Our goal is to increase opportunities for
minority business through these alliances and bring added value to MEA.
2012 is almost over. It has been a challenge for businesses everywhere. Let us
pray that 2013 is going to be our year for success!
Don’t forget to vote!
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You can have unbelievable intelligence, you can have
connections, you can have opportunities fall out of the sky.
But in the end, hard work is the true enduring
characteristic of successful people. – Marsha Evans
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Agile. Innovative. Committed.

7Delta

provides innovative
technology solutions to the U.S.
Government.
We help our clients
keep pace with the rapid evolution of
technology, while maximizing return on
investment.
As one of the fastest growing Service
Disabled Veteran Owned Small Businesses
(SDVOSB) in the nation, in the first half
of 2012, we ranked as the Department of
Veterans Affairs #6 contractor.

•
•
•
•
•
•
•
•
•

Application Software Development
Systems Integration
Health Information Technology
Program and Project Management
Business Process Engineering
Quality Assurance
Information Assurance and Security
Architecture
System Operations and Helpdesk
Support
Networking and Communications

For more information, visit www.7delta.com, or contact us at 443-552-0661 or
info@7delta.com
www.7delta.com
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The Value of Connecting
to Grow Your
Manufacturing Business
By Doña Storey
Doña Storey
As a small, minority, woman-owned business new to
the world of federal contracting , I realized that there
was a lot to learn and many ways to try and learn. I
read various industry publications. I read the regulations
that governed my contracts. I sought out mentors who
had “been there, done that” and were willing to share
with the “clueless.” I attended seminars and industry
days hosted by government organizations. But the one
thing I did that had the greatest ROI in knowledge and
professionalism was to join and actively participate in
industry organizations that focused on doing business in
the federal marketplace. I joined, I listened, I learned, and
I put into practice the knowledge and insights I gathered.
I attended the luncheons and quietly ate my rubber
chicken and listened to the experienced contractors and
large primes talk about the next big contract or what the
government was doing that could impact them. Mostly
I was ignored but I was just waiting for the million dollar
question to be asked: “Doña, what does your business
do?” and I was ready with the answer. This organization
also established a government-industry council whose
meetings I could attend and listen to government and
contractor individuals discuss the important issues of
the day.
There are numerous assets and opportunities for small
minority manufacturers to do what I did in their specific
industry and in manufacturing overall. That is, there are
associations and/or organizations that specialize in a
single area of manufacturing such as aluminum products.
There are also groups that focus on manufacturing
support areas such as lean and six sigma manufacturing
techniques that benefit all areas of manufacturing. As
a small business owner in the world of manufacturing
you need to get out there and mix it up. Some of the
associations that could be a match for you are:
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American Small Manufacturers Coalition
http://www.smallmanufacturers.org
The American Small Manufacturers Coalition (ASMC) is
a trade association of manufacturing extension agents
whom work to improve the innovation and productivity of
America’s manufacturing community. ASMC advocates
for legislative and programmatic resources that allow our
small manufacturing clients to better compete in the global
marketplace. Through the NIST MEP program and related
manufacturing legislation, ASMC can achieve its mission and
strive to be the single most influential force in transforming
U.S. small manufacturers into high-performance global
competitors, thereby assuring a more prosperous and
secure America.
The Association for Manufacturing Excellence
http://www.ame.org
AME is dedicated to continuous improvement and enterprise
excellence. Through workshops, seminars and plant tours,
and industry-leading conferences, AME members are
continually discovering and implementing new continuous
improvement strategies and best practices. AME offers its
members a multitude of valuable resources to help them
stay abreast of current industry developments, and improve
the skills, competitiveness and overall success of their
organizations.
Association of Women in the Metal Industries
http://www.awmi.org
Founded in 1981 to promote and develop the growth of
women in the metal industries, the programs and activities
of AWMI are structured to enhance members’ skills and
experience, address challenges confronting the industry,
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increase numbers in metal and
promote career growth to the next
level. Members include steel mills,
service centers and manufacturers and
membership is open to both women
and men who are seeking to develop
all aspects of their professional
development and career advancement.
Manufacturing Extension
Partnership

http://www.mep.nist.gov
Manufacturing Extension Partnership
is a nationwide network of not-forprofit centers in nearly 350 locations
nationwide serving small and medium
sized manufacturers. The centers,
serving all 50 States and Puerto Rico, are
linked together through the Department
of Commerce’s National Institute of
Standards and Technology. Centers are
funded by federal, state, local and private
resources to serve manufacturers.
National Association of
Manufacturers
http://www.nam.org
The
National
Association
of
Manufacturers represents small and
large manufacturers in every industrial
sector and in all 50 states. Headquartered
in Washington, D.C., the NAM has 10
additional offices across the country.
Again, these are just a few of the many
associations that support manufacturers
across the country. In addition to
joining the bigger picture associations
it is useful to search for organizations
that relate to your specific industry.
Examples of these are:
The Aluminum Association Inc.
http://www.aluminum.org
The Aluminum Association, Inc. is
the trade association for producers
of primary aluminum, recyclers and
semi-fabricated aluminum products,
as well as suppliers to the industry.
Member companies operate about
200 plants in the U.S. and many
conduct business worldwide.

Biotechnology Industry Association
http://www.bio.org
BIO represents more than 1,000
biotechnology companies, academic
institutions, state biotechnology centers
and related organizations in all 50 U.S.
states and 33 other nations. BIO
members are involved in the research
and development of health-care,
agricultural, industrial and environmental
biotechnology products.
Grocery Manufacturers of America
http://www.gmabrands.com
Grocery Manufacturers of America is
an association of food, beverage and
consumer product companies with 140
member companies that employ more
than 2.5 million workers.
This is just a sampling but as you can
see, there is probably an industry
specific association for almost any
type of manufacturer. There are also
manufacturing organizations at the
local and state levels in addition to
those whose charter is more national in
scope. You need to take advantage of
all of these groups so that you can find
out what support is available to you
within your community and state and
still not lose sight of the “big picture” in
Washington that can have real impact
on your manufacturing business.
I spoke with Carrie Hines, President &
CEO of the American Small Manufacturers
Coalition (ASMC) (listed above), and she
provided great insight into what small
manufacturers should do to be engaged
and stay informed in their industry. She
emphasized that there is a great support
structure for those manufacturers
who want to help themselves and
their business to grow and succeed.
ASMC has a close association with the
Manufacturing Extension Partnerships
(MEPs) throughout the country, and
this promotes training and learning
from subject matter experts and from
other manufacturers. Through training
seminars, round tables, local or regional
MEP boards, the small manufacturer
has the opportunity to listen, learn
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and interact with other manufacturing
industry members. Another key area for
small, minority manufacturers is for them
to interact with their legislators and be
aware of what laws, rules, or regulations
are being considered that could impact
their industry. ASMC sponsors a “Day
on the Hill” to provide access to those
involved in the legislative process, and
Ms. Hines said that those manufacturers
who participate gain great insight and
understanding.
Minority manufacturers face many
of the same challenges that all small
manufacturers face: access to capital,
finding a skilled workforce, leadership
turnover, and penetrating the federal
marketplace. The issues are knowing
what is out there to support the small
minority manufacturer, learning how
to get “plugged in” and understanding
the process to develop business
opportunities. Getting involved with an
association that can provide some of
the answers, some of the access, and,
most importantly, interaction with other
small minority manufacturers is critical.
It is very understandable for the small
minority manufacturer owner to be “head
down” involved with day-to-day running of
their operation but you really do need to
take the time to sit at the table and take
advantage of all the support, knowledge
and wisdom that is available.

Byline:
Doña Storey
American Express OPEN Advisor on
Procurement
For the past 18 years, Doña Storey
has played an active role advocating
for small business in procurement
and impacting public policy at both
state and national levels. As the
American Express OPEN Advisor on
Procurement, Dona lends her expertise
to help small business navigate the
procurement maze and find success.
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Why is Morally Questionable
Behavior More Celebrated
Than Drama-Free Success?
By Raynard Jackson
David Steward, Founder & Chairman,
World Wide Technology
One of my favorite expressions is, “when all is said and
done, there’s more said than done.” But when it comes to
businessman, David Steward, I want to revise my expression to
read, “when all is said and done, there is more done than said.”
Dave Steward is a longtime friend from my hometown
of St. Louis. He is the founder and chairman of World
Wide Technology.
So often, in the Black community, we talk about all the
negative images that are put before us; but yet, these
are the images that we choose to accept. We know what
celebrity is pregnant, the baby’s name and all other sorts of
baby mama drama. But yet, a person like Dave Steward is
hardly known within the Black community.
Steward was born in Clinton, MO (about four hours west
of St. Louis) and graduated from Central Missouri State
University with a degree in business. He worked for a series
of Fortune 500 companies before founding World Wide
Technology in 1990.
WWT is a major systems integrator of technology that
provides powerful, yet cost-effective technology and supply
chain solutions to the commercial, government and telecom
sectors. They specialize in delivering and supporting
advanced technology solutions to customers around the
world. Their expected revenues for 2012 are in excess of $5
billion U.S.
By any objective measurement, Steward is a great success.
But, the most amazing part of his success is that his success
is built upon Biblical principles.
Steward is the author of the critically acclaimed book,
Doing Business by the Good Book (Hyperion). Former
U.S. President George H.W. Bush wrote, “David Steward
has come up with an idea that betters the way we live and
work. He contends that the same qualities of integrity, trust,
commitment and loyalty that we expect from our friends
and family are also appropriate in the workplace. His story

of success epitomizes the American Dream and his example
is an inspiration to us all.”
Steward reminds me a lot of NBA basketball players David
Robinson and Tim Duncan. They both played their whole
career for the same team—the San Antonio Spurs. Robinson
retired several years ago, but Duncan is still playing. Both are
7 footers, Robinson at center and Duncan at power forward.
They both are considered within the top 10 best of all time
at their respective positions.
They were not considered flashy players, but yet they
averaged double digits points and rebounds on their way to
winning four NBA championship rings. Robinson has already
been inducted into the NBA Hall of Fame and Duncan will
follow upon his retirement.
Neither have ever had any hint of scandal surrounding them—
no DUIs, no womanizing, no arrests, etc. Yet, they were
considered bland, boring players because they were drama
free, no chest thumping after a great play, no histrionics
after they blocked a shot. In other words, “they acted like
they had been there before.” They were the consummate
professionals. But, by todays Hip Hop standards, they were
not “down enough.” But they commanded the respect of
owners, management and players simultaneously.
Steward is similarly viewed. He has been married to the
same woman, Thelma, for over 35 years and has two
grown children. He is a pillar in the St. Louis business and
philanthropic communities. He serves on the board of
directors of civic groups, hospitals, universities and banks;
but just as important he’s on the board of the local Boy
Scouts and an active member of his church, Union Memorial
United Methodist Church.
His work has been recognized by major publications, like
Black Enterprise (ranked #1 in the 2011 BE 100 list of the
nation largest Black-owned business), 100 Leaders for the
Millennium (St. Louis Business Journal) and ranked # 50 on
Fortune’s 100 Best Companies to Work For.
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Yes. Send me a subscription to MEA Magazine

So, the next time you hear a politician
berate corporate executives as being
greedy, selfish, and uncaring, please
ask them if they know a person by
the name of Dave Steward. Wealthy?
Yes. Giving? Yes. Caring? Yes. He
has created 400 new jobs this year
alone, given away millions of dollars to
various charities, and created a work
environment that makes his employees
want to come to work everyday.
Dave doesn’t seek the spotlight, but
rather, his actions are the spotlight
that reflects the Biblical principles that
he uses in his approach to business.
What a shame that Beyonce’, Kanye
West, and Jay Z are better known than
Steward; even though Steward will have
a more lasting impact on our society.
With Steward, when all is said and
done, there is more done than said.

Raynard Jackson is president & CEO of
Raynard Jackson & Associates, LLC.,
a D.C.-public relations/government
affairs firm.
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A Powerful
Business Advocate
and Litigator:
Shawn M. Wright
By Ayanna M. Saulsberry
Shawn M. Wright,
Partner, Blank Rome LLP
Powerful yet practical and reverent in her authority- Shawn
M. Wright, partner in Blank Rome’s white-collar defense and
investigations practice group concentrates her practice in
the area of white collar criminal litigation, with a specific
focus on the Foreign Corrupt Practices Act (FCPA) and
international anti-corruption laws. She is an effective litigator,
staunch advocate, and so much more to her clients and her
community. Above all she loves what she does.
As well as providing counsel, Shawn is the governor
appointed Commissioner for the Maryland Commission on
Civil Rights, who was recently selected Chair by the other
Commissioners, and is a member of various bar associations
including the Society of Corporate Compliance and Ethics,
Society of International Affairs, and Women in International
Trade, and a new member to the William B. Bryant Inn of
Court. She serves as a member of the Institutional Board
of Directors at Bowie Health Center and was recognized
by Who’s Who in Black Washington, DC. - 2010, a journal
highlighting the achievements of African-American leaders.
In 2012 she joined the Maryland Empowerment Council, a
group of Maryland-based professionals that help cultivate and
promote minority businesses. As an educator to business
owners expressly small, minority and women owned, Shawn
shows companies how to protect themselves upfront. “I have
an affinity to this kind of work. When you do it with some,
you do it with others because you see that there’s a need.
At big law firms and corporate America you have to keep the
profit, but you still want to make a difference with your law
degree. You have to balance that. For me the balancing of
that is working with women and minority owned businesses
and helping them grow their businesses. We need to help
women and minority business owners because it creates a
ripple effect that helps their communities.”
Born in Jackson, Mississippi and raised in southern California,
Shawn moved with her family to California at age of three.
She describes her childhood as normal, growing up in a
suburban middle-class neighborhood. She reflects upon the

path her mother paved for her to possess such a strong work
ethic, “My mom is a hard worker. She’s a retired respiratory
therapist. I remember her working very hard, long hours and
various shifts. She worked all the time in order to give us
whatever we needed. She did what she had to do to get the
job done. I became very independent at a young age.”
As a young student Shawn was a numbers person immersed
in mathematics and science and participated in many activities
including sports, student government and theater. She began
to learn to present ideas, think quickly, and respond with
immediacy. However, she didn’t decide to become a lawyer
until her college years. “I did an undergraduate internship at
the U.S. Attorney’s office in Washington D.C. I met a judge in
D.C. Superior Court and thought ‘I want to be a judge. What
a cool job.’ The goal was to be a judge, but you have to be
a lawyer first. So I decided to go to law school. Never was
the ultimate goal to be a lawyer, it was to be judge. I kind of
backed my way into the law.”
Shawn M. Wright started undergraduate studies at the University
of Southern California, but after her internship in D.C. she decided
to transfer to Howard University. “I had not been exposed to
historically black colleges. Growing up in Orange County as one
of few African American students in my class, it was amazing to
be a part of a university and the D.C. community surrounded by
so many talented and prominent African Americans. I wanted
to have that experience.” For law school Shawn went back to
California after being offered a full ride at Santa Clara University
School of Law but the seeds of a future career in D.C had been
planted. Coming out of law school she knew she wanted to
be in the courtroom, “I liked thinking on my feet and to me that
was what being a lawyer meant.” Prior to trying cases Shawn
was a law clerk for Judge Paul R. Webber III of the District of
Columbia Superior Court. He was her first litigator mentor. She
lauds him for applying practical solutions as a judge who took
the bench without arrogance. In the courtroom she observed
him and learned what to do and what not to do as a practitioner
coming before the court.
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The beginning of Shawn’s professional
career in corporate law was the
realization of the importance of the
business world and understanding
how the business world would benefit
her in litigation. She acknowledged the
need for corporate experience to better
her performance in the litigation world,
“My practice is little eclectic because it
ranges. There aren’t many people who
do all the things I do. My primary focus is
internal and government investigation.
Businesses and corporations seek
my counsel when they get in trouble
or receive a subpoena or think they
may have violated a law. They need
me to come in and figure it out. They
need guidance on what to do. I also
represent several 501 (c)3s, nonprofits organizations. I help them with
governance - what should your policy
and procedures look like, what kind
of internal controls should you have in
place, as a business how should you
protect your business?”
Shawn M. Wright’s practice at Blank
Rome also includes internal compliance
program development for the FCPA. She
represents corporations and individuals
in a wide range of internal investigations,
audits and risk assessments, parallel
proceedings, complex criminal and
civil litigation in the courts, and before
enforcement agencies and bodies such
as the Department of Justice, Securities
and Exchange Commission, and other
authorities.
She conducts internal
investigations and provides counsel
on violations of the International Traffic
in Arms (ITAR) and the Department
of Treasury Office of Foreign Assets
Control (OFAC). Additionally, she has
substantial experience in defending
high-profile clients against criminal
and civil charges in federal and state
courts throughout the country involving
alleged violations of fraud, securities,
healthcare, public corruption, and other
criminal statutes.
In time and sustained success Shawn
M. Wright has developed a fundamental
attitude for practicing law and her
underlining career philosophy. “No one
will ever outwork me. I work very hard.
I like to make sure that things are done
correctly. I like to give people time to
explain. Meaning I don’t rush people. I
don’t cut people off. Part of my job as a
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lawyer is being a good listener. I don’t
go into any company and start offering
advice until I learn about the company. I
go in and understand who the company
is, what they’re doing, and how they’re
doing it. Then I’m better equipped to
provide the right advice versus telling
them they need things they really
don’t need.” Shawn focuses on the
specificity and dynamics of her clients’
issues and never sacrifices integrity for
putting on airs. “Everything isn’t a legal
resolution. Sometimes it’s a common
sense resolution. Unlike a lot of lawyers
I bring a good practical standpoint. I
need to know how does this work in
your everyday life, and I’m going to give
you a practical solution. Not necessarily
just what the law says. I’m going to tell
you what the law says, but let’s see
how it’s going to work for your company
and what we have to do to make sure it
works for your company.”
As Shawn built relationships with women
and minorities starting businesses she
recognized they were hitting obstacles
they shouldn’t hit if they had the right
legal advice. She began to provide
counsel for women and minority owned
companies. They became clients. “I
reached out to women and minorities
owned companies because I would see
that we could offer them so much more
and I could help them be proactive and
protect their businesses versus waiting
and they’re doing it wrong because
they don’t want to engage the lawyer
upfront. They only call the lawyer when
something is wrong. That’s how I started
developing more women and minority
owned businesses as clients. Many
of them I work with go international.
Before you go international you have to
deal with the Foreign Corrupt Practices
Act (FCPA), the specialty area I provide
counsel on and litigate in the white-collar
world. That’s international bribery. You
have to set up your compliance program,
you have to put in your internal controls,
you have to do your due diligence. I
help the company protect itself as they
begin to grow. Protecting your business
upfront helps it to grow”.
Foreign Corrupt Practices Act, which
bars American companies from bribing
officials overseas, was rarely enforced or
discussed when it was enacted in 1977
after law reform due to the Watergate

scandal. The law bars companies that
operate in the United States from
bribing officials overseas to obtain or
retain business — though it makes
an exception for low-level payments
necessary to achieve a ministerial
action that confers no unfair advantage.
That started to change in more recent
years as the business world became
increasingly globalized and as other
countries gradually adopted similar laws,
undermining complaints by American
corporations that enforcing the law
vigorously would give an edge to foreign
rivals. Enforcing FCPA law generates
large fees for law firms and hefty fines
for the federal government. According
to The New York Times the dollar
amount of fines imposed by the Justice
Department and the Securities and
Exchange Commission has increased
even more, including a record-setting
$800 million paid by Siemens in 2008.
There are currently at least 100 open
investigations, specialists estimate.
Recalling outstanding cases she litigated
that have affected minority business
owners, Shawn emphasized the need
for small and minority business owners
to set up proper internal controls and
be aware and decisive about business
partnerships, especially foreign partners
for FCPA regulation. “One of my clients,
a women and minority owned business
defense contractor discovered the person
doing her taxes had stolen from her a
significant amount of money. I worked
with her to litigate the matter to recover
the money, the legal fees, and ultimately
set up human resources practices to
protect her business upfront. Another
client I counsel is an entrepreneur trying
to market her product overseas in time for
the 2016 Olympics in Brazil. She’s going
international. She has to protect that
she is not engaging a foreign company
as a partner that accepts bribes to get
contracts with a “pay to play” mentality.
I have to set up internal controls with her
to do due diligence on companies that
are potential foreign partners. As a U.S.
company when you go overseas you are
still subject to U.S. law.”
Shawn M. Wright continues to be the
best lawyer she can be and has been
unyielding in her work to open doors
continued on page 26
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THE VALUE OF

BUILDING
STRONGER
PARTNERSHIPS
TO MEET THE
ADVANCED
TECHNOLOGICAL
NEEDS OF THE
WAR FIGHTER.
A key component to Northrop Grumman’s
success is its diverse supply base.
A diverse supply base creates an
environment of inclusion and promotes
innovation and creativity. Ultimately,
it reflects and strengthens the
communities we live and work in and
makes the world a safer place.

THE VALUE OF PERFORMANCE.

w w w.nor thr opgr umman.com

A Natural Born Leader:
Deborah Scott Thomas
by Angelique Westerfield

Deborah Scott Thomas, President & CEO,

Data Solutions & Technology Incorporated
THE BEGINNING
As a young girl, Deborah Scott Thomas dreamed of one day
becoming an entrepreneur. Her dream wasn’t far off from
reality. Thomas was raised in a family of entrepreneurs on
a farm in Montgomery, Alabama. Selling, bartering, and
trading farm products were daily activities. Her parents
instilled in their seven children the values of being spiritually
connected, the importance of getting an education, and the
necessity of working hard.
Thomas had a particular closeness with her parents. She
fondly remembers going everywhere with her father, who
passed away when she was only eight years old. He always
had words of encouragement and told his daughter that she
would grow up and be someone great. Her mother continued
with the same principles and values and today we know that:
Deborah Scott Thomas has never let her parents down.
Thomas attended Alabama State University - one of over a
hundred Historically Black Colleges and Universities (HBCU) in
the nation. During her matriculation, Thomas was introduced
to the school’s ROTC program. She
soon realized that the training presented
opportunities to develop leadership and
management skills - central elements in
owning and operating a business.
In 1974, Thomas graduated from
Alabama State University with a B.S.
in accounting and management. She
subsequently received a United States
Air Force commission as a second
lieutenant the following year from
Detachment 019. Thomas continued
her educational path while serving in
the military. She earned a master’s
in public administration in 1977 from
Webster University.
After serving
thirty years as a medical service corps
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officer, Thomas retired as a Colonel from the United States
Air Force Reserve. Her military assignments have included:
• Executive Officer, 459th (Aeromedical
Squadron (AES), Andrews AFB, MD

Evacuation

• Interim Commander, 459th AES, Andrews AFB, MD
• Operations Director, 60th AES, Andrews AFB, MD
• Officer In Charge, Administration, 908th Medical Clinic,
Maxwell AFB, AL
• Associate Hospital Administrator, England AFB Hospital,
England AFB, LA
Thomas also held positions in management in the private sector
while on active duty in the Air Force Reserve. She served as
Vice President of Human Resources for the Washington, D.C.
based MSI Incorporated, Director of Human Resources for
Stephens Engineering Company, and as a Production Supervisor
for the Texas based company Johnson and Johnson. However,
by the early 1990’s, Thomas knew she needed to pursue her
entrepreneurial dreams. Her vision was
to own and operate a management
consulting firm.

Deborah Scott Thomas and Oatice Thomas,
President & CEO, Operations & Technology
Incorporated

DATA SOLUTIONS & TECHNOLOGY
In 1994, Thomas founded Data Solutions
& Technology Incorporated (DST) in
Prince George’s County, MD. As the
only full time employee, Thomas worked
eighteen-hour days.
Her husband,
Oatice, worked part-time assisting with
marketing and business development.
One of the biggest challenges Thomas
encountered was establishing her
business in a new market. Thomas and
her family moved to the Washington,
D.C. area just a few years before she
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began Data Solutions & Technology.
Thomas lacked the professional contacts
and had to create her base from the
bottom up. But she stood strong to the
values her parents instilled: ‘Give your
best, and give it your all’. Her hard work
paid off when she obtained her first
federal government contract with the
United States Department of Energy.

through the civil rights movement prepared
Thomas for obstacles that may seem
insurmountable. As a business executive,
she notes, “Every company has to deal
with existing and new challenges…. that
is just the nature of business.” Selecting
the right people to employ, train, and
professionally nurture has been the
difference maker. Thomas also states
that it is very important for entrepreneurs
to select a true and dedicated financial
partner that will help your business grow.

GIVING BACK

Brigadier General Velma Richardson, US Army
Retired, Col Deborah Scott Thomas, US Air
Force Reserve Retired, Johnetta Boseman
Hardy and Tammi Thomas
Data Solutions & Technology began with
three core business lines that have grown
into five major areas. The company
provides a full spectrum of professional
services in Information Technology,
Aviation Management, Logistics and
Operations, Management Support,
and Scientific and Technology Support.
The overall results for clients are costeffective solutions. Today, Data Solutions
& Technology has grown to over three
hundred forty people with offices in nine
states and four countries. Data Solutions
& Technology has also amassed a record
of over two hundred contracts and task
orders and has provided services to
nearly twenty Federal agencies. Thomas
acknowledges that federal funding
has been tightening their budgets on
contracts Data Solutions & Technology
has competed. The circumstance has
made securing government contracts a
bit more difficult. Also, Data Solutions
& Technology is now considered a
large company. This means business
competition is at a level with much larger
corporations who have more bandwidth,
resources and connections. However,
Data Solutions & Technology remains
high in demand during this economic
slump largely due to the company’s
diversified business services portfolio.
Overcoming challenges is not a new
phenomenon for Thomas. Growing up
in the segregated South and prevailing

HBCUs continue a proud tradition
as vibrant centers of intellectual
inquiry and engines of scientific
discovery and innovation. New waves
of students, faculty, and alumni are
building on their rich legacies and
helping America achieve our goal of
once again leading the world in having the highest proportion of college
graduates by 2020. - President Barack
Obama (2011 HBCU Week)
Thomas knows her success comes from
the incredible support from her family,
employees, and customers, as well as
her educational experience at Alabama
State University. She maintains a strong
passion to help young people receive a
post-secondary education and navigate
their career paths toward being business
owners. Thomas initiated a national
HBCU entrepreneurship conference at
Alabama State University in 2011 after
attending a mentor protégé conference in
2010 for the Department of Defense. The
goal of the ASU HBCU conference is to
enable participants with the opportunity
to learn about business development,
entrepreneurship, grants, contracts and
fellowships.
The conference attracts
entrepreneurs, scholars, college students,
alumni, representatives from major
corporations, and national, state and
city leaders. Conference participants are
also given the opportunity to develop
professional relationships and partnerships.

ADVICE TO BURGEONING
ENTREPRENEURS
Thomas says that preparation to
become a successful entrepreneur
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is not to be taken lightly. Being an
entrepreneur, owning your own
business, and being your own boss is
both an American tradition and part of
the great American dream. She says,
“I find that successful entrepreneurs
are those who hunger for experience,
knowledge, and find challenges and
obstacles to be opportunities for
growth. Consequently, I have been
very fortunate to be able to utilize my
military experiences that helped shape
my life and provided a foundation
of exceptional management and
leadership skills. One must never
stop learning and continue to utilize
every aspect of your life experiences
to succeed in your present and future
endeavors. This also means that you

Mary Stallworth, Ida Sankey, Deborah Scott
Thomas, Cassandra Duncan
must carefully choose what you will
expose yourself to for it may have an
impact on your future!”
Thomas lists seven successful tips
for women and men just starting their
business ventures:
1. 
Know who you are as a person.
Starting a business is hard work,
and knowing your strengths and
weaknesses as it relates to basic
business functions of management
and leadership are very important.
2. Understand that to be a successful
small business owner, you must be
an entrepreneur, a manager, and a
technician.
3. 
Develop an effective and detailed
business plan. The business plan
is the blueprint to your success. A
continued on page 26
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THE CENTECH GROUP, Inc.
Our Management Approach

CENTECH performs:
.
• Program
& Acquisition Management Support Services
.
• System Engineering/Technical Assistance (SETA)
.
• Security
Systems & Services
. Solution & Services
• Web
.
• Business
Operations Support
.
• Computer Data Center Operations

•
•
•
•
•
•

Help Desk Systems & Services
Logistics Support Systems & Services
Network & Infrastructure Services
Software Development & Maintenance
Test & Evaluation Services
Training/Knowledge Transfer Systems & Services

• Engineering Services

CENTECH’s Program, Project and Task Added Value Management Approach includes:
• Continuous Performance Improvement Partnership
• Productivity and Quality Assurance Team Member Motivation Program
• Industry best business practices as we are ISO 9001-2008 and ISO/IEC 20000-1:2005
certified and CMMI Maturity Level 3 appraised
...and much more!

InSight
Customer Satisfaction
& Project Performance
Evaluation System

Team Member Service
Support Center

Project Information
Management System

Employee Motivation &
Retention Program

Professional Review &
Individual Development
Evaluation System

Continuous Performance
Improvement Partnership

CSAP
Customer Satisfaction
Assurance Process

Candidate Information
Management System

Performance Award
Manager For Performance
- Based Contracts

For more information please contact:
Fernando V. Galaviz
6402 Arlington Blvd., 10th Floor
Falls Church, VA 22042
(P) 703.525.4444
(F) 703.525.2349
www.centechgroup.com

Working and Building
for the Future:
A Profile on Latonia Jones
By Angelique Westerfield
Latonia Jones, Executive Director,
Huntsville International Research Institute
Latonia Jones has a firm mantra that has been at the
core of her professional success – ‘Excellence through
Education and Hard Work’. Currently serving as the
Executive Director of the Huntsville International Research
Institute formerly known as Alabama A&M Research
Institute, she has excelled as a procurement administrator
and manager for nearly twenty years. The Huntsville
International Research Institute is a non-profit corporation
formed under Jones’ alma mater - Alabama A&M
University where she received her Bachelors in Business
with a concentration in Logistics and Procurement. The
Alabama A&M Research Institute was incorporated in
1999, however through many changes and focus areas
the name was changed in 2012 to Huntsville International
Research Institute d/b/a Alabama A&M Research Institute.
As an undergraduate student, she worked under a coop program in the Logistics Department for Sparta Inc.
Her exceptional aptitude and work performance resulted
in a job referral at a major manufacturing company
in Huntsville, Alabama. She was soon called in for an
interview at SCI. Needless to say the Monday after her
college graduation, Latonia Jones started a professional
career as a SCI Government Division Buyer in 1995. She
was subsequently promoted to a Small Business Liaison
Officer to assist small businesses obtain contracts with
the company.
IT TAKES A VILLAGE
Jones’ pursuit for higher education didn’t wean upon
entering the workforce. She received her Master’s
Degree from Florida Institute of Technology in Contract
Acquisition Management, with an advance certification
from the University of Alabama in Huntsville for Contract
Acquisition Management. In 2008, Jones launched L2
Services Incorporated - a consulting firm assisting small
businesses in securing government contracts.
Her
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specific clientele interest was Historic Black Colleges
and Universities (HBCU). In 2010, Jones returned to
Alabama A&M University to re-establish their government
procurement program at the Research Institute. HBCUs
were a category under the Federal Acquisition Regulations
list of small minority owned business identified to receive
government contracts. Thus, the Research Institute serves
as a center for research and development of products and
ideas as well as securing government contracts for the
University. By December 2011, she was promoted as the
full-time co-Executive Director of the Institute and a few
months later promoted to the full time Executive Director
of the Research Institute.
Jones declares that HBCUs are an ideal place to execute
government contracts because of the population of working
professionals and a high-performance student body. It seems
to be a natural fusion to enlist IT, engineering, psychology,
and biology departments that can fulfill these tasks. She
adds that similar to her academic training, students are able
co-op with professionals at the places like the Huntsville
International Research Institute to produce quality results at
a low-cost for government agencies.
Moreover, federal agencies have been experiencing specific
problems with computer hacking. Thus, Cyber Security
is a top priority and highly funded area of the Obama
Administration. Jones affirms that the ideal candidate to
resolve computer hacking problems at a low cost would be
a high performing IT student. In fact, IT, Nano technology,
and engineering are the top areas in which the Huntsville
International Research Institute has successfully obtained
government contracts and funding.
Jones is surprised this business model hasn’t been
mimicked on campuses around the country. She believes
this professional model creates a platform for economic
growth. Since the Research Institute is legally a separate
entity, the company can provide the corporation services
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that any small or large business can
provide. In addition, students are
able to receive professional on the
job training that ultimately increase
future career opportunities. Jones
states that there are efforts in place
to form an HBCU consortium that
would include JF Drake Technology,
Alabama A&M University, Oakwood
University, Morgan State University,
and Tuskegee University.
The
advantage of forming an HBCU
consortium is that each university
has a specific area of specialty and
can join forces when necessary.
However, the challenge for colleges
and universities across the country
is having a core team to search and
apply for government contracts. In
addition to the Research Institute,
Jones acknowledges that Alabama
A&M University has a Small
Business Office that provides training
workshops on how to do business
with the government and obtain
contract awards. The University of
Alabama at Huntsville also provides
training in their Procurement Office.
Jones adds that cities across

the country have training offices
called PTAC (Procurement Technical
Assistance
Contracting)
assisting
small businesses and universities
obtain government contracts.
BUILDING THE FUTURE
Furthermore,
Latonia
Jones
understands that in operating a
business one must create leaders
for that business to grow (a tidbit
she has known since she was young
girl). Jones says that she is in the
business of making money, but more
importantly she is in the business of
making leaders. It is an important
value that Jones holds dear because
she wants to help people reach their
fullest potential.
Growth and expansion for L2
Services Incorporated also lends
itself to the philosophy of ‘When
you help others, you help yourself’.
Jones makes a point of helping other
minority-owned businesses. She has
set a goal of assisting all businesses
under the targeted socio-economic
categories
(i.e.
women-owned,

African American owned, veteranowned, etc…) within Federal
Acquisition Regulations.
Finally, Jones advises all entrepreneurs
to know ones temperament before
going into business.
Identifying
personality qualities (i.e. introvert,
extrovert, etc…) is key in succeeding
at tasks you set for your business.
Jones identifies as being an extrovert.
In the early days of her career, that
became a liability. She tended to take
on too many projects that became
overwhelming. She ultimately had to
rearrange her priorities. The decision
to change her professional direction
has certainly manifested into an
excellent work record. In 2007, Jones
was honored with an Outstanding
Navy Civilian Award for her flawless
ability to guide organizations through
Contractors
Purchasing
System
Reviews without audit fail.
For
more information on Latonia Jones
and L2 Services, please visit: http://
www.l2services.com. And for more
information on The Alabama Research
Institute, please visit: http://aamuri.
aamu.edu/.

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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The Northern Virginia
Urban League Selects
Cynthia Dinkins as its
New President and CEO
Promoting science and technology education
tops the new CEO’s program priorities
Media Contact
Courtney M. McSwain
courtney.mcswain@gmail.com
336.202.2164
(Alexandria, Va., September 4, 2012)—The Northern Virginia
Urban League (NOVAUL) has chosen Cynthia Dinkins to
serve as its new President and CEO, effective September
4, 2012. Prior to this role, Dinkins served as a principal
consultant with InnovationWorks, Inc., a technology and
management firm. Dinkins led the company’s growth and
infrastructure development in Washington, D.C., brokering
key partnerships with high profile businesses, such as the
Smithsonian Channel.
Prior to her position at InnovationWorks, Dinkins sat at
the helm of several leading foundations, including the
Sheila C. Johnson Foundation and the Washington Mystics
Foundation, where she established multi-million dollar grant
relationships with high-impact non-profits like CARE, VH1
Save the Music, the United Negro College Fund and the
Christopher Reeves Foundation.
“In searching for a new CEO, we sought someone who
can take our programming to the next level of impact and
sustainability,” says Angela Moody, chair of NOVAUL’s
board of directors. “Ms. Dinkins’ proven ability to build
partnerships with the business and civic communities
coupled with her day-to-day management experience and
visionary leadership is what made her the right choice
for this position, and we are thrilled to welcome her.”
Now in its 22nd year, NOVAUL provides education, youth
development, economic empowerment, and health care
services to African Americans and other underserved
communities in Northern Virginia. As the new President
and CEO, Dinkins will oversee the direction of NOVAUL’s

Cynthia Dinkins,
President/CEO NOVAUL

programming and work extensively with partners in the
corporate and civic sectors.
“I am both honored and humbled to be selected to serve as
the next President and CEO of the Northern Virginia Urban
League,” says Dinkins. “I look forward to building upon and
expanding the great work that NOVAUL already provides the
Northern Virginia community.”
Atop Dinkins’ program priorities is raising NOVAUL’s profile
as a leader in Science, Technology, Engineering and Math
(STEM) education for African American and other minority
youth. Over the past two years, NOVAUL has ramped up
its STEM programming, which includes its after-school math
and science academy.
“Succeeding in the 21st century economy requires knowing
how to navigate the fast-changing world of technology
and communications,” Dinkins says. “It is my goal to help
NOVAUL become the leading voice to promote STEM
learning among African Americans and other communities
of color to ensure that our children are prepared to excel at
the highest levels.”

About the Northern Virginia Urban League: The Northern
Virginia Urban League (NOVAUL) is a non-profit, nonpartisan,
multi-ethnic, social service organization. Our mission is to
enable African Americans and disadvantaged others to
secure economic self-reliance, parity, power and civil rights
through program services and advocacy. Established in
1990, NOVAUL is one of 100 affiliates of the National Urban
League, the nation’s oldest and largest community-based
movement devoted to empowering African Americans to
enter and succeed in the social and economic mainstream.
For more information, visit www.nvul.org.
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Is It Time to Say Bye
to Your Big Bank?
By Walid Petiri
Walid L. Petiri
Owner, Financial Management Strategies, LLC
Big banks get the blame for the financial crisis and all the
other recent horrors, from the foreclosure mess to the JP
Morgan Chase trading gaffe. But for most people, big banks
are most culpable for their high fees and poor service.

foreign nations) and their branches are plentiful. They have many
product offerings, and mortgage rates may be lower than at a
CU. Sometimes, the large banks pay you cash bonuses just to
sign up for products, like checking accounts with direct deposit.

Luckily, there are alternatives. Credit unions, for instance.
Let’s compare them:

Many credit unions offer better interest rates on checking,
savings and money market accounts, and on long-term
certificates of deposit. Fees on credit cards and terms on
auto loans typically are much better, too.

What makes them different? Large commercial banks are
owned by their shareholders and of course are a for-profit
business, while credit unions are owned by their depositors
and are not-for-profit. That does not mean that the credit unions
are not profitable (i.e., revenues exceed expenses) rather they
seek to plow their excess earnings back into the business for
the benefit of the depositors, also known as members, owners
and shareholders.
Both institutions have deposit insurance up to $250,000
per account. For banks, this is through the government’s
Federal Deposit Insurance Corporation (FDIC); for credit
unions, the National Credit Union Administration (NCUA),
also a federal agency.
Traditionally, commercial banks made a profit by lending
depositors’ money to borrowers at greater interest than they
pay to the depositors. Today, they make most of their profit
through investment transactions, commissions, penalties
and an ever-growing list of customer user fees.
Credit unions pledge to put customer service before the
profit motive. They are structured just like banks except
their boards of directors are typically made up of volunteers
elected by the membership. Banks offers their services
to the world at large; credit unions offer services only to
those meeting eligibility requirements. You may qualify to
join a CU because of your employer, your industry, a union
or guild membership, a family member who has obtained
membership or even your home address.
Virtues and Vices of Scale. Large banks have some clear
advantages due to their scale. They offer many ATMs (some in
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However, many credit unions may not offer you the same
array of services and products that you find at a big bank, and
some still have only one or two branches. On the other hand,
with the expansion of credit union networks, regional and
nationwide access to money has improved for CU members.
A network called Kasasa has 128 banks and credit unions across
35 states, pooling their advertising and marketing resources
and offering more competitive products to their customers.
Besides big bank and the credit union, there is another
option for you – community banks. Of all U.S. banks, 91%
have assets under $1 billion and 34% under $100 million.
The community banks are like credit unions, owned by
depositors, yet like big banks they are a for-profit business.
Usually, community bankers are involved in community affairs,
live in the areas that they serve and see themselves as a part of
the community. They also have a conservative management and
investment philosophy, which explains why fewer of them needed
federal bailout money. These banks can be particularly effective for
small businesses: Local people who know the community and
its business climate make loan decisions. Lending criteria often
include character factors, as well as financial ones.
Big banks’ fee mania. Fees are out of hand. Big banks
commonly charge $2 to $3 for foreign ATM withdrawals, which
is basically 5% to get $40 out of the ATM. Big banks now
charge account “maintenance” fees largely because they can.
After the financial collapse, they are searching to replace lost
continued on page 26
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Don’t Believe the
Myths
By Gary Shumaker
Gary Shumaker, President,
Gary E. Shumaker, Inc.
There’s a lot of mythology about doing business with the
federal government.
Some of it is focused on the written word, which mostly
would have you believe that everything the government
buys, it buys on an absolutely fair and equitable basis, in
a world where all competitors are treated equally. If the
government requests proposals, then the total decision is
based on the proposals submitted, evaluated in a void where
nothing else impacts on the decision. If you read most
government solicitations, you would get the impression that
most government acquisition people, at least, believe this
is true.
The only problem is, decisions are made by people, and people
don’t live in a void where nothing else affects their decisions.
At the other extreme is the mythology perpetuated by
people and companies that sell marketing and business
development training and services to government
contractors. These people would have you believe that
every acquisition decision is pre-ordained long before the
solicitation is released, only one company has a chance at
winning, and for that company, the win is assured.
The reality is somewhere in between.
Size is a decided advantage for large companies, particularly
if they can afford to hire people who have worked with a given
customer for many years, probably in part as a government
employee; people who can “live” at the customer’s location
and drink coffee with him every day and play golf with him
on the weekends.
With the resources to support this kind of access, they can
win everything they go after with this customer.
The problem with this theory is, they don’t win everything
they go after. Sure, they win a large percentage of the time,
but not always.
Every so often, somebody else wins. Why is that?

At least part of the reason is that government employees are
people, with lives, careers and upward mobility aspirations.
They’ve got mortgages to pay and car payments to make.
They have years to work before they can really retire, and
they’d like to get promoted and move up. They’re mostly
smart enough to know that they aren’t going to put their
career at risk by obviously making a bad decision.
And picking a company to award a multi-year, multi-billion
dollar contract to, certainly fits in the category of “obvious.”
If the proposal can’t justify the decision, regardless of their
affinity for the company, they’re not going to risk advocating
for selection anyway.
Another factor is that most acquisition decisions aren’t
made by one individual; they’re made by a committee. If
one member of the committee really wants a particular
company, he can’t outvote the rest of the committee. What
he might be able to do is explain to the rest of the committee
why the proposal submitted by the team he favors is better.
If it IS better. If it’s not really better, it’s unlikely that the
entire rest of the team will put their professional reputations
on the line and vote for an inferior proposal.
Note that the operative language here is “proposal.” It’s not
whether or not the company behind the proposal is better.
The team is only going to consider proposals.
At the other extreme are the relatively small acquisition
requirements that pop up with minimal notice. Nobody
from a big company spends time marketing these, for a
couple of reasons.
One: the return on the investment cost of the time to market
these, against the return if the company wins. If a company
invests $50,000 to win a $100,000 contract, they’ve lost
money before they even start.
Two: To a certain extent, it costs as much to write a proposal for
a $100,000 opportunity as it does for a $100 million opportunity.
If a company can be credible for a $100 million opportunity,
why would they spend those resources on a $100,000?
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The truth is, many procurements
are strongly influenced by the
marketing efforts of companies.
Many, but not all. If you haven’t premarketed a customer, because of
lack of money or time, you shouldn’t
write off his opportunity. You may
have a smaller win probability than
if you had, but that doesn’t mean
that you can’t win.

You may have only a 40% win
probability. That’s only probability. You
can win with 40%.

continued from page 14

children’s sporting events and different
cultural events with her husband. She
also loves to read and travel with her
family, especially internationally.

for others. She advises young lawyers
and students of law, “Never let people
outwork you. Bring your whole self. Don’t
change who you are. Your perspective
is important, so keep your values. You
possess a different vantage point to bring
to the table that nobody else has. Open
as many doors as you can. You control
what path you want to take. Don’t get
pigeonholed. You control your path.”
Outside of practicing law Shawn is
dedicated to her board service and
impacting the strategic plans and growth
of organizations. She is married to
Judge Joseph Wright and has two kids,
ages 14 and 11. She enjoys attending her
continued from page 17
good plan should be flexible enough
to adapt to a changing environment.
4. 
Build your business through your
relationships! As a small business
owner, strategically tell people that
you know what you want to do. Your
personal contacts will help you build
and expand your business.
5. Take pride in being a small business
owner. Your business is an extension
of you. Understand your strengths

The truth is that companies win
regularly because they submit the only
proposal that the government gets.
The truth is, on some solicitations,
nobody submits a proposal.
Don’t believe the myths.

SERVICES

U.S. District Court - Maryland
United States Court of Appeals for the
District of Columbia Circuit
United States Court of Appeals for the
Fourth Circuit

White Collar Defense & Investigations
Foreign Corrupt Practices Act (FCPA)
Anti–Money Laundering & Economic
Sanctions
Regulatory Compliance
Corporate Governance
Asia Practice

MEMBERSHIPS

ADMISSIONS

EDUCATION

District of Columbia
Maryland
U.S. District Court - District of Columbia

Santa Clara University School of Law,
JD, 1995
Howard University, BA, cum laude, 1992

and weaknesses, your service or
product, and the market.

1. To be one of the best management
consulting companies.

6. Trust yourself and your own judgment.
Read relevant newspapers and
magazines daily.
7. 
Make time to eat right, get some
sleep, and exercise to stay in shape.

THE FUTURE
Deborah Scott Thomas’ goals for Data
Solutions & Technology will continue:

continued from page 24

when you overdraw your account, or
leave it overdrawn for a period of time.

profits. But maintaining your account is
no more costly today for a big bank than
it was five years ago.

When you apply for a mortgage or
a business loan, there may be a loan
origination fee or “processing fee” of
$20 to $100 involved.

Then come fees for not making
minimum balance requirements. Many
lenders hit you with a monthly charge
in the range of $5 to $20 if your savings
or checking account diminishes below a
set dollar amount.
Next, overdraft fees and returned items
fees of $20 to $40, which are penalties

Gary E. Shumaker is the founder
and senior consultant for Gary E.
Shumaker, Inc., a strategic business
development practice specializing
in helping small companies develop
the intellectual infrastructure to
succeed in the federal market
place. For more information, visit
garyeshumaker.com.

Need
to
check
a
deceased
accountholder’s balance? Make copies
of deposit slips? Set up online banking?
Obtain a reference letter pursuant to an
international visa application? You name
it, there’s typically a “service fee” for it
at a big bank.

American Bar Association
District of Columbia Bar Association
Maryland Bar Association
National Association of Criminal
Defense Lawyers
National Bar Association

2. To effect change for others.
3. To be financially secure.
Again, she is able to stay focused
on achieving these goals because
of her upbringing. Her parents’
words are golden, “If you can
conceive and believe it, you can
achieve it! If you work hard for it,
it will come.”

A big bank’s investment division may
be modeled on a full-service brokerage,
with commissions and fees exceeding
those of discount brokers.
The good news is that you may be able to
dodge some of these fees. Just about any
bank will still give you free checking if you
sign up for additional services such as a
direct deposit arrangement. Many online
banks will actually reimburse you for
ATM fees. Finally, perhaps the best thing
about credit unions is that they haven’t yet
dreamed up fees for everything on earth.

DIVERSITY
is one of our best investments
For that reason, Supplier Diversity
is based on principles such as:
Commitment to Diversity & Inclusion
Dedication to Customers and Communities
Encouragement of Competition
Pursuit of High Quality and Value
C

M

These are the elements that make up the

Y

foundation of our supplier diversity process.

CM

We want what's best for us - and for you. And

MY

we believe that partnering with firms owned

CY

and operated by minorities, women, people with

CMY

disabilities, small businesses, veterans and

K

LGBTs, who share our goals can lead to great
relationships that benefit us all.
If our goals sound like your goals, we would be
delighted to hear from you. Please contact us
today so that we can explore the many
opportunities available to both of us.

E-mail: supplier-diversity@aexp.com, visit us on the web: americanexpress.com/supplierdiversity
or call the American Express Diversity Help Desk: 1-888-885-5993.

American Express
Supplier Diversity

A u to m At e d R e s o u Rc e m A n Ag e m e n t A s s o c i At e s , i n c .

Woman-Owned Small Business

Professional Services and Dedicated Support
for Mission Critical Infrastructure Operations
ARMA is an experienced provider of contract services. Whether your
requirements are for a senior level position or an entire project support team,
ARMA’s platform can recruit, staff, manage and deliver seamless specialized
technical experts anywhere in the U.S. to meet your professional services needs.

DiSTiNCT i oN
Affordable Reliability
Strong Performance

ExpErT iSE
Admin, Mgmt,
IT & Engineering

SU C C ESS
Over 20 Years Experience
Government Contracting

D-U-N-S ® #: 625104419 · CAGE Code: oulp6
8401 Colesville Rd, Ste 110
Silver Spring, Maryland 20910-3389
Tomi Bannister, president & CEo
(301) 587-7077
www.armainc.com
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Ex-Im Approves $2 Billion in Financing
for Nuclear Power Plant in U.A.E.;
Project will Support 5,000 U.S. Jobs in 17 States
Media Contact: Lawton King (202-565-3200)
For Immediate Release: Friday, September 7, 2012

of-the-art APR 1400 design, will come online at one-year
intervals effective 2017 and yield an aggregate capacity of
5,600 megawatts gross electricity.

Washington, D.C. – In a decision that will support
thousands of American jobs, the board of the ExportImport Bank of the United States (Ex-Im Bank) has
authorized a $2 billion direct loan to the Barakah One
Company of the United Arab Emirates (U.A.E.) to
underwrite the export of American equipment and
service-expertise for the construction of a nuclear power
plant in the Emirate of Abu Dhabi, U.A.E.

Westinghouse Electric Company LLC, a Pittsburgh, Pa.based group company of Toshiba Corporation, is the largest
exporter involved in the transaction and will provide the
reactor coolant pumps, reactor components, controls,
engineering services, and training. Employing approximately
9,000 people in the United States, the company retails fuel,
technology, plant design, and equipment to customers in
the nuclear power industry. Westinghouse nuclear power
plants are currently under construction in China and the
United States, among others.

According to estimates derived from U.S. Census Bureau
statistics, the line of credit will support approximately 5,000
American jobs across 17 states.
The transaction will finance the construction of the first
nuclear power plant on the Arabian Peninsula, which upon
completion will number among the the largest nucleargenerating facilities in the world. Additionally, the loan ranks
as Ex-Im Bank’s largest transaction in the U.A.E. to date and
counts as Ex-Im Bank’s first greenfield nuclear-plant financing
since the late 1990s.
“The 5,000 American jobs figure speaks volumes about the
importance of the transaction to the U.S. economy,” said ExIm Bank Chairman and President Fred P. Hochberg. “But in
addition to bolstering American jobs, Ex-Im Bank will make
history by backing the construction of the first nuclear power
plant on the Arabian Peninsula.”
The National Security Council and the Departments of
State and Energy all support the transaction. Moreover, the
U.S. and U.A.E. co-signed “U.S. – U.A.E. 123 Agreement
for Peaceful Civilian Nuclear Energy Cooperation” in 2009
and the “Arrangement Between the Nuclear Regulatory
Commission of the U.S. and the Federal Authority for Nuclear
Regulation of the United Arab Emirates For the Exchange of
Technical Information and Cooperation in Nuclear Safety and
Security Matters” in 2010.
Barakah One Company plans to erect four nuclear reactor
power-generating units on a coastal strip along the Arabian
Gulf approximately 220 kilometers from the city of Abu
Dhabi, a site chosen in light of seismic, socio-economic, and
environmental factors. The reactors, supplied by the Korea
Electric Power Corporation (KEPCO) and based on the state-

“Westinghouse is delighted that the financing for Emirates
Nuclear Energy Corporation four-unit Barakah project has
been approved by the Bank’s Board of Directors, and we
remain dedicated to ensuring an effective implementation of
the project and related loan,” said Ric Perez, the president and
chief operating officer of Westinghouse Electric Company.
“This work will create and sustain U.S. jobs in California,
Connecticut, New Hampshire, Ohio, Pennsylvania, South
Carolina, Texas and other states home to Westinghouse subsuppliers. Within Westinghouse alone, the Barakah project
will allow us to maintain about 600 U.S. jobs. In addition, the
Bank’s support will sustain hundreds of well-paying jobs at
Westinghouse’s U.S. sub-suppliers and indirect jobs in the
service industry.”
Ex-Im Bank, in conjunction with various U.S. and U.A.E.
governmental agencies, has conducted a detailed and
extensive risk assessment of the project. The U.A.E.
invited the Integrated Regulatory Review Service of the
International Atomic Energy Agency (IAEA) to examine the
nation’s nuclear regulatory framework. Likewise, the Federal
Authority for Nuclear Regulation of the U.A.E. established
an internal task force to address the safety implications and
lessons-learned of the Fukushima accident and to establish
a process of outreach to the IAEA and other nuclear
regulatory bodies throughout the world.
Along the same lines, the U.A.E. has entered into a number
of important treaties and conventions pertaining to the
nuclear sector and has signed bilateral agreements on
the same subject with the U.S., Korea, France, and Japan,
among others.
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As of the end of FY 2011, the U.A.E. accounted for
approximately $3.7 billion of the Bank’s worldwide credit
exposure, and in the same year the Bank approved a total of
$415 million in authorizations to support American exports
bound for the country.
About Ex-Im Bank:
Ex-Im Bank is an independent federal agency that helps
create and maintain U.S. jobs by filling gaps in private export
financing at no cost to American taxpayers. In the past five
years, Ex-Im Bank has earned for U.S. taxpayers $1.9 billion

above the cost of operations. The Bank provides a variety of
financing mechanisms, including working capital guarantees,
export-credit insurance, and financing to help foreign buyers
purchase U.S. goods and services.
Ex-Im Bank approved $32.7 billion in total authorizations in
FY 2011 -- an all-time Ex-Im record. This total includes more
than $6 billion directly supporting small-business export sales
-- also an Ex-Im record. Ex-Im Bank's total authorizations are
supporting an estimated $41 billion in U.S. export sales and
approximately 290,000 American jobs in communities across
the country. For more information, visit www.exim.gov.

Ex-Im Authorizes $5.4 Billion in Export Financing,
Supporting Approximately 21,000 U.S. Jobs
in Final Board Meeting of Fiscal Year
Media Contact: Jamie Radice (202-565-3200)
For Immediate Release: Thursday, September 27, 2012
Washington, D.C. – Today, during the final board meeting of
the fiscal year, the Export-Import Bank of the United States
(Ex-Im Bank) authorized more than $5.4 billion in export
financing that will support more than 21,000 American jobs.
“Today’s transactions will sustain or create more than 21,000
U.S. jobs and put us one step closer to reaching President
Obama’s National Export Initiative goals,” said Ex-Im Bank
Chairman Fred P. Hochberg. “American companies and
workers create the best products in the world, and that is
why businesses from Jeddah to São Paulo want “Made in the
USA” labels on the products and services that they purchase.”
Today’s approved transactions include $4.9 billion to Sadara
Chemical Company for the export of American goods and
services for the construction of a petrochemical complex;
$125 million to Vietnam for satellites; $105 million for the
State Government of Ceará for a state-of-the-art aquarium in

Brazil; and approximately $241 million for aircraft in Ireland
and the United Arab Emirates.
About Ex-Im Bank:
Ex-Im Bank is an independent federal agency that helps
create and maintain U.S. jobs by filling gaps in private export
financing at no cost to American taxpayers. In the past
five years, Ex-Im Bank has earned for U.S. taxpayers $1.9
billion above the cost of operations. The Bank provides a
variety of financing mechanisms, including working capital
guarantees, export-credit insurance and financing to help
foreign buyers purchase U.S. goods and services.
Ex-Im Bank approved $32.7 billion in total authorizations in
FY 2011 -- an all-time Ex-Im record. This total includes more
than $6 billion directly supporting small-business export sales
-- also an Ex-Im record. Ex-Im Bank’s total authorizations are
supporting an estimated $41 billion in U.S. export sales and
approximately 290,000 American jobs in communities across
the country. For more information, visit www.exim.gov

Ex-Im Bank Approves Record-breaking Transaction
to Support More Than 18,000 Jobs
Media Contact: Lawton King (202-565-3200)
For Immediate Release: Thursday, September 27, 2012

American goods and services required in the construction
of a petrochemical complex in Jubail Industrial City II in the
Kingdom of Saudi Arabia.

Washington, D.C. – In its largest job-supporting authorization
to date, the board of the Export-Import Bank of the United
States (Ex-Im Bank) has approved a $4.975 billion direct
loan to Sadara Chemical Company for the export of

According to estimates calculated from U.S. Census Bureau
statistics, the financing will support approximately 18,400
American jobs, 12.5 percent of which come directly or indirectly
from small businesses, in 13 states. Among the approximately
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70 American exporters involved in the transaction are KBR,
ABB Inc., and The Dow Chemical Company. More than 20 of
the exporters are small businesses.
“Today the board approved a record-breaking transaction that
will support more than 18,000 American jobs across 13 states,”
said Ex-Im Bank Chairman and President Fred P. Hochberg.
“No other transaction in Ex-Im Bank’s storied history has
supported as many American jobs as this transaction, and no
other single transaction has provided so much support to small
businesses. Furthermore, the manufacturing jobs supported
by this transaction will in turn support other jobs, allowing
the benefits of the transaction to reverberate throughout key
corners of the U.S. economy.”
Located in the Eastern Province of Saudi Arabia, the mega-project
will develop significant downstream capabilities for production in
the fast-growing markets of the Middle East. Sadara will be the
largest integrated petrochemical complex ever constructed in a
single phase and will comprise of 26 process units producing
more than 3 million metric tons of ten major product families of
chemical products and specialty plastics per year. The complex
will become operational in 2016, and its products will be available
in markets throughout the world.
Sadara Chemical Company, organized and existing under the
laws of the Kingdom of Saudi Arabia, is a joint venture developed
by the Saudi Arabian Oil Company (Saudi Aramco) and Dow.
Headquartered in Midland, Mich., The Dow Chemical
Company, and its consolidated subsidiaries (Dow), delivers
a broad range of technology-based products and solutions
through the production, marketing, and sales of specialty
chemicals and advanced materials and plastics. Dow
operates manufacturing sites in 36 countries and employs
approximately 52,000 people.
“This historic investment is an enormous opportunity – to drive
growth and create thousands of jobs here in the U.S. The surest
way to grow our economy is to make high-value, innovative
products in America, and to bring them to market all over the
world,” said Andrew N. Liveris, chairman and chief executive
officer of The Dow Chemical Company. “Ex-Im Bank’s action
will allow U.S. manufacturers to do just that – to sell equipment
and services to the largest industrial complex ever built in a
single phase – namely, Sadara. Thanks to the manufacturing
sector’s unmatched multiplier effect, this will create thousands
of additional jobs across the entire economy.”
Saudi Aramco, wholly owned by the Saudi government and
based in Dhahran, Saudi Arabia, manages the largest proven
reserves of conventional crude oil in the world and the fourth
largest gas reserves. The company was incorporated in the

early 1940s and employs approximately 55,000 people.
The loan marks Ex-Im Bank’s second petrochemical
transaction in Saudi Arabia. Other export-credit agencies
participating in the transaction include Export Credits
Guarantee Department of the United Kingdom, Hermes
of Germany, Compagnie Française d’Assurance pour le
Commerce Extérieur of France, the Korea Export-Import
Bank, and the Korea Trade Insurance Corporation.
Aquatech International, a Canonsburg, Pa.-based small
business engaged in the transaction, will provide watertreatment equipment for the complex. The company
specializes in zero-liquid-discharge treatment, water reuse,
and desalination.
“We at Aquatech are very pleased that the board of
directors of Ex-Im Bank has approved the financing for the
Sadara project,” said Venkee Sharma, president and CEO of
Aquatech. “This particular project has helped Aquatech to
retain 50-plus jobs at its Canonsburg, Pa. facility, as well as
numerous jobs within our supply chain. Ex-Im Bank has had
a positive impact on our continued growth and job creation
for the last two decades.”
Saudi Arabia accounted for $2 billion of Ex-Im Bank’s credit
exposure as of the end of FY 2011, and during the same year
the Bank authorized $1.4 million in financing for the export of
American goods and services to the Kingdom.
In FY 2012 to date (the present transaction excluded), ExIm Bank has approved approximately $3.9 billion worth of
authorizations in the Middle East and North Africa.
About Ex-Im Bank:
Ex-Im Bank is an independent federal agency that helps
create and maintain U.S. jobs by filling gaps in private export
financing at no cost to American taxpayers. In the past five
years, Ex-Im Bank has earned for U.S. taxpayers $1.9 billion
above the cost of operations. The Bank provides a variety of
financing mechanisms, including working capital guarantees,
export-credit insurance, and financing to help foreign buyers
purchase U.S. goods and services.
Ex-Im Bank approved $32.7 billion in total authorizations in
FY 2011 -- an all-time Ex-Im record. This total includes more
than $6 billion directly supporting small-business export sales
-- also an Ex-Im record. Ex-Im Bank’s total authorizations are
supporting an estimated $41 billion in U.S. export sales and
approximately 290,000 American jobs in communities across
the country. For more information, visit www.exim.gov.
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Ex-Im Bank Sets New Record of $500 Million
in Export Financing for Minority-Owned and
Woman-Owned Businesses
For Immediate Release: Friday, August 3, 2012
Media Contacts: Adrian Gianforti, 202-565-3200
WASHINGTON, D.C. --- This fiscal year for the first time, the
Export-Import Bank of the United States (Ex-Im Bank) has
set an all-time single-year record of more than $500 million
in export financing for minority-owned and woman-owned
businesses in the United States. The Bank’s financing has
supported more than 400 transactions and an estimated
3,000 American jobs across the country.
Ex-Im Bank employs a business-development team devoted
exclusively to assisting minority-owned and woman-owned
businesses. The team provides resources on how to access
global markets and use Ex-Im’s export financing to break into
or expand export sales.
“In this tough economy, increasing exports is essential for
growth and prosperity. Ex-Im Bank has reached a new height in
support of minority-owned and woman-owned companies, but
we need to do more,” said Ex-Im Bank Chairman and President
Fred P. Hochberg. “Our dedicated staff can assist these firms,
many of which are small businesses, in accessing the financing
products to provide them with the funds to expand and the
confidence that they will be paid for foreign sales.”
Success Stories
Maya Williams, president and founder of Morganna’s Alchemy,
LLC of Port Richey, Fla., sought the Bank’s assistance after
learning about export-finance products at an Ex-Im Bank Global
Access for Small Business forum in Tampa, Fla. The company
is both a minority-owned and a woman-owned small business
that manufactures medicinal and botanical skin care products
from plant extracts, including those formulated to treat many
different ethnic skin types. With exports already comprising 80
percent of total sales, the company was looking to grow its
international business further.
Williams met with Ex-Im Bank staff and a local insurance
agent who moved quickly. The company was approved for
a $250,000 Ex-Im Bank small-business multibuyer exportcredit insurance policy to help it offer favorable credit terms
to foreign buyers and expand sales.
Today, Morganna’s Alchemy has 20 wholesalers in five
countries. With the Ex-Im Bank policy, it is now able to
offer 60-day payment terms to its foreign customers. The
expected growth from the resulting sales will help the
company expand into a new facility and add three new jobs.
"Ex-Im Bank has provided my company with insurance to grow
and do business overseas with no worries," said Williams.

AR Chem Tex Industries LLC, of Edinburg, Texas, exports
chemical-treatment products and equipment such as soap sticks
for gas wells. The company was seeking to enter new foreign
markets but did not have the ability to finance that expansion.
The company’s president, Art Lopez, attended an Ex-Im Bank
Global Access forum in Weslaco, Texas, where he learned about
Ex-Im Bank’s financing products for small business.
AR Chem Tex received a $500,000 loan from Frost National
Bank backed by an Ex-Im Bank working capital loan
guarantee to finance its business expansion. AR Chem also
was approved for a $500,000 small-business multibuyer
insurance policy for the financing and risk protection of its
foreign receivables. Both products helped the company
increase sales to Mexico and Venezuela as well as begin
exporting to Argentina and Colombia. As a consequence,
the company has hired one new employee and plans to hire
more as foreign sales continue to grow.
"We hadn’t expanded into new markets because of
limited capital and difficulty financing our products,”
said Lopez. “Now that we have financing from Ex-Im
Bank, we are selling in new markets in Latin America."
Ex-Im Bank has seen the majority of its increased
authorizations for minority-owned and woman-owned
businesses in the manufacturing and transportationindustry sectors. Among these businesses, the Bank’s
small-business multibuyer insurance was the most popular
product, followed by working capital loan guarantees. The
Bank anticipates additional authorizations for transactions
in the pipeline for minority-owned and woman-owned
businesses in the fourth quarter of FY 2012.
ABOUT EX-IM BANK
Ex-Im Bank is an independent federal agency that helps
create and maintain U.S. jobs by filling gaps in private export
financing at no cost to American taxpayers. In the past five
years, Ex-Im Bank has earned for U.S. taxpayers nearly $1.9
billion above the cost of operations. The Bank provides a
variety of financing mechanisms, including working capital
guarantees, export-credit insurance and financing to help
foreign buyers purchase U.S. goods and services.
Ex-Im Bank approved $32.7 billion in total authorizations in
FY 2011 -- an all-time Ex-Im record. This total includes more
than $6 billion directly supporting small-business export sales
-- also an Ex-Im record. Ex-Im Bank's total authorizations are
supporting an estimated $41 billion in U.S. export sales and
approximately 290,000 American jobs in communities across
the country. For more information, visit www.exim.gov.

EPA Awards $2 Million to Small Businesses
to Support Environmental Innovation,
Protect Health
CONTACT:
Latisha Petteway (News Media Only)
petteway.latisha@epa.gov
202-564-3191
202-564-4355

develop their concepts into technologies addressing key
environmental areas. Winning the SBIR Phase I competition
made these companies eligible to apply to the program’s
Phase II competition this year. As Phase II recipients, these
companies have received around $300,000 to further
develop their technologies for the market place.

FOR IMMEDIATE RELEASE
August 7, 2012

Phase II recipients include:

WASHINGTON - The U.S. Environmental Protection Agency has
awarded seven contracts totaling more than $2 million to small
businesses across the nation to develop new technologies
to keep the environment clean and healthy. Companies won
the contracts through the highly competitive annual Small
Business Innovation Research (SBIR) program competition,
which encourages small businesses to explore and develop
environmental technologies from concept to commercialization.
“The innovation, passion, and commitment of these small
businesses will have a lasting impact on our country by
creating jobs, increasing economic competiveness, and
protecting people’s health and our environment,” said Lek
Kadeli, acting assistant administrator of EPA’s Office of
Research and Development.
In the last ten years SBIR has funded over 200 of these small
companies, helping them grow and extend their capabilities.
One such company is Ecovative Design, LLC, which after
winning one of EPA’s SBIR contracts, was able to leverage
that success to obtain $6 million in capital investment funding.
Ecovative Design develops biologically based substitutes
for polystyrene packaging and sustainable insulation. For
packaging, Ecovative uses locally available waste, such as rice
and soybean hulls as filler inside custom grown mushroom
roots that can be made into a customizable shape to fit each
customer’s particular need. The venture capital funding is
helping Ecovative grow to meet the needs of corporate
American customers such as Dell Computer and Ford.
The winning companies submitted their innovative ideas
during the first phase of the SBIR competition in 2011,
and received SBIR Phase I contracts of up to $80,000 to

• FBS, Inc., Pennsylvania for technology addressing
detection of defects in water pipelines using ultrasonic
guided waves
• Lynntech, Inc., Texas, for developing automated, field
deployable environmental monitors that promote clean up
strategies for restoring contaminated sites to productive use
• TDA Research, Inc., Colorado, for technology using waste
gas from anaerobic digesters on farms to generate
energy while preventing groundwater contamination and
decreasing greenhouse gas emissions
• Advanced DiamondTechnologies, Inc., Illinois, for technology
treating new types of contaminants in drinking water
• Adherent Technologies, Inc., New Mexico, for a pollution
control technology reducing particulate pollution emitted
by outdoor wood-fired boilers by more than 50 percent
• Faraday Technology, Inc., Ohio, for a drop-in green chrome
plating process that replaces conventional carcinogenic
plating technology
• OPTRA, Inc., Massachusetts, for a technology capable of
trace level air quality, process monitoring, and chemical
and biological threat detection
To be eligible to participate in EPA’s SBIR program, a
company must be an organized, for-profit U.S. business and
have fewer than 500 employees.
More information on program eligibility: http://www.epa.
gov/ncer/sbir
More information on the 2012 Phase II SBIR recipients:
http://www.epa.gov/ncer/sbir12ph2
More information on the SBIR Program: http://www.SBIR.gov
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U.S. Department of State and U.S.
Trade Representative Move Forward
On President Obama’s Small Business
Network of the Americas
Media Note
Office of the Spokesman
Washington, DC
September 15, 2012
The U.S. Department of State, the Office of the U.S. Trade
Representative, and the Small Business Administration
participated in a signing event for a Memorandum of
Understanding (MOU) between Brazil’s Micro and Small
Business Support Service (SEBRAE), the U.S. Association of
Small Business Development Centers, and the University of
Texas at San Antonio Institute for Economic Development.
The MOU links the organizations’ online trade platforms for
small businesses their networks serve, and is a key step
forward under the United States – Brazil Agreement on Trade
and Economic Cooperation (ATEC). Under the ATEC, the
United States and Brazil are exploring greater cooperation
on a variety of issues, including small business.
President Obama has noted that “small businesses are
the backbone of our economy and the cornerstone of
our nation’s promise.” The same is true throughout the
Western Hemisphere, where the small business sector
plays a critical role in job creation and broad-based economic
growth. The Administration’s Small Business Network of
the Americas (SBNA) will promote business development

and entrepreneurship by micro, small, and medium-sized
enterprises (MSME) and encourage greater trade among
these businesses throughout the Hemisphere. SBNA
will promote the expansion of the SBDC model in partner
countries; connect the more than 2,000 SBDCs and similar
small business support centers throughout the Hemisphere
that already serve approximately two million small business
clients; and promote MSME trade through virtual trade
platforms like SBDCglobal.com that can help SBDCs and
their small business clients expand international partnerships.
At the MOU signing, which took place on September 11, 2012,
Deputy Assistant Secretary of State for Western Hemisphere
Affairs Matthew Rooney represented the Department of State
and Deputy Assistant U.S. Trade Representative for Small
Business and Market Access Christina Sevilla represented the
Office of the U.S. Trade Representative. United States Trade
Representative Ron Kirk has stated that “increasing exports is
crucial to the economic and job growth potential of America’s
small businesses. Small businesses that export more tend to
grow faster, add more jobs, and pay higher wages than small
businesses that serve purely domestic markets.” During the
MOU signing, Mr. Rooney noted that the SBDC network is a
“critical part of the Administration’s policy for greater economic
cooperation and partnership in Latin America.”
PRN: 2012/1447

United States-Indonesia Relations

Fact Sheet
Office of the Spokesperson
Washington, DC
September 3, 2012

Commission to ensure continued momentum to sustain the
partnership. Some notable recent achievements include:

Since Secretary Clinton visited Indonesia in 2009 on her
first international trip as Secretary of State, and two years
after the launch of the Comprehensive Partnership, United
States-Indonesia relations have never been stronger.
President Obama’s and President Yudhoyono’s commitment
to elevate bilateral relations by intensifying consultations
and developing habits of cooperation laid the foundation
for a strategically vital partnership between the world’s
second and third largest democracies. The U.S. Secretary
of State and the Indonesian Foreign Minister co-chair a Joint
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Regional and Global Cooperation
• The U.S. and Indonesia cooperate closely in the region’s
multilateral bodies, including the ASEAN Regional Forum
(ARF) and East Asia Summit (EAS). The U.S. decision
to join the EAS, and President Obama’s participation,
underscores U.S. commitment to deepening engagement
in the Asia-Pacific region.
• Officials from both countries consult regularly on issues
such as humanitarian assistance and disaster relief, climate
change, and the spread of communicable diseases.
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• Through increased high-level visits, the bilateral relationship
continues to grow. Secretary Clinton attended the ARF in
Indonesia in July 2011. President Obama and Secretary
Clinton traveled to Bali for the third U.S.-ASEAN Leaders
Meeting in November 2011. Since 2010, we have taken
turns hosting the Joint Commission Meetings.
• The U.S. continues to consult closely with Indonesia to
support and strengthen the three pillars of the Nuclear
Nonproliferation Treaty—nonproliferation, peaceful uses of
nuclear energy, and disarmament. We have worked with
Indonesia to encourage all ASEAN countries to conclude
Additional Protocols to their safeguards agreements with
the International Atomic Energy Agency (IAEA), and we
welcome Indonesia’s partnership in the IAEA’s Peaceful
Uses Initiative.
• Under Indonesia’s ASEAN 2011 chairmanship, Indonesia
worked closely with the United States and the other
nuclear weapon states (P5) to resolve outstanding issues
that had prevented P5 signature of the Protocol to the
Southeast Asia Nuclear-Weapon-Free Zone (SEANWFZ)
Treaty. Successful negotiations concluded at the
November 2011 EAS.
• As host of the Bali Democracy Forum, Indonesia is a leader
in advancing democracy in the Asia-Pacific region. The U.S.
attends the annual forum as an observer.
Economy, Trade and Investment
• Indonesia will be the host for the Asia-Pacific Economic
Cooperation (APEC) in 2013. The U.S. is committed
to supporting Indonesia’s host year, deepening our
cooperation within APEC, and building on the strong
momentum from the U.S. host year in 2011.
• Since 2009, U.S. exports of goods to Indonesia have
increased from $5.1 billion to $7.4 billion in 2011, and
imports of goods have increased from $12.9 billion to
$19.1 billion. United States foreign direct investment (FDI)
in Indonesia expanded to $1.5 billion in 2011, making the
United States the third largest contributor.
• The United States Agency for International Development’s
(USAID) Development Credit Authority loan guarantees
helped spur employment by financing approximately $20
million in loans and increasing access to financial services
for over 26,000 Indonesians.
• The U.S.-Indonesia Infrastructure Memorandum of
Understanding, signed on August 8, 2012, will support
greater bilateral cooperation on infrastructure projects.
Education
• The number of U.S. visas issued to Indonesian students has
risen by 25% over the past two years. Both governments are
committed to continuing to increase the number of students
studying in one another’s country in the next five years.
• Under the Higher Education Partnership, the U.S. will
invest over $165 million from 2010-2014 to promote

educational cooperation with Indonesia. This includes
support for expanded academic exchanges, including
the new Fulbright Indonesia Research, Science and
Technology (FIRST) program for U.S. and Indonesian
students and scholars, the Community College Initiative
for Indonesian students and faculty, support for Americans
studying languages in Indonesia, and English Language
programs for Indonesians. Support for capacity building
efforts, such as USAID’s Higher Education Leadership
and Management program and several dozen university
partnerships are also included.
• USAID’s graduate degree program provides $20 million in
scholarship funding for Indonesian students to study in the
United States and Indonesia.
• An expansion of USAID’s basic education program will
provide a total of $83 million for teacher training and
development of strategies for early grade reading programs.
Development
• The Millennium Challenge Corporation (MCC) compact
for $600 million, signed in November 2011, provides
investments in renewable energy, maternal and child
nutrition, and support for Indonesia’s efforts to modernize
its public procurement system.
• In 2010, the United States Peace Corps program in
Indonesia reopened and now has 63 volunteers in East
Java and three in West Java. Next year, the Peace Corps
anticipates 40 new volunteer placements in East Java and
20 in West Java.
• USAID’s Mobile Money partnership will soon provide
banking services via cell phones and other mobile devices
to rural populations.
• OPIC is launching a second $20 million credit facility to
support microfinance institutions.
• The Indonesian Chamber of Commerce and Industry
(KADIN) and USAID have formed a partnership to develop
the capacity of the private sector to improve agricultural
policy and productivity by establishing an agricultural
research foundation.
Climate, Environment and Energy
• MCC’s “Green Prosperity” initiative will leverage private sector
investments in support of Indonesia’s green growth strategy.
• USAID’s $40 million Indonesia Forestry and Climate Support
Program is working across eight landscapes to pursue a
50% reduction in the rate of forest degradation and loss;
improved management of 3.5 million hectares of forest; a
50% reduction in project site green house gas emissions;
and a 20% increase in sustainable financial resources.
• Through a grant to the U.S. Forest Service, the Department
of State is supporting development of the Indonesian
Climate Change Center, and the work it is doing to map
and slow the loss of peatlands, a key cause of greenhouse
gas emissions in Indonesia.
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• U.S. Trade and Development Agency (USTDA) will sponsor
a study mission to the U.S. in October 2012. We hope
to share U.S.’s best practices in unconventional gas
development and to discuss policy and investment in
Indonesia’s energy sector.
• Through the $16 million Indonesia Clean Energy
Development project, USAID is assisting Indonesia
to expand its domestic energy supply and fulfill its
commitment to reduce greenhouse gas emissions in the
energy and transportation sectors.

Defense and Security
•D
 efense trade is an increasingly important component of
the overall bilateral relationship. The U.S. is granting 30
Excess Defense Articles F-16s to Indonesia, with Indonesia
refurbishing them with national funds. This is a landmark
case of defense cooperation.

Rule of Law and Law Enforcement
• With funding from the Department of State, the U.S.
Department of Justice’s International Criminal Investigative
Training Assistance Program (ICITAP) provides law
enforcement assistance, capacity, and competency
development in combating transnational organized crime,
protecting natural resources, forensics, as well as maritime,
port and border security.
• The U.S. Department of Justice’s Office of Overseas
Prosecutorial Development Assistance and Training
(OPDAT), which also receives Department of State funds,
provides rule of law assistance, such as training to the
special prosecutor task force on counterterrorism, supports
a court security program, and advises on asset forfeiture,
anti-money laundering, and terrorist finance legislation.
• The Department of State’s Export Control and Related
Border Security Program provides training on maritime law
enforcement, weapons of mass destruction, and interdiction.

• The U.S. is procuring $2.2 million worth of heavy
construction equipment, to enhance the training capacity
at the newly-formed Indonesian Peacekeeping Center.

• USAID enhances rule of law by strengthening the Indonesian
Supreme Court, improving legal education, and enhancing
the ability of local NGOs to advocate for human rights.

• A humanitarian relief joint exercise with the U.S., Indonesia
and other countries in the region is scheduled to take place
in November. This exercise will add to the more than 170
bilateral mil-to-mil engagements each year between the
U.S. and Indonesia.

• The FBI Legal Attaché conducts joint, parallel investigations
with the Indonesian Corruption Eradication Commission (KPK).

• U.S. Foreign Military Financing (FMF) and International
Military Education and Training (IMET) funds are used to foster
professionalism and technical expertise in the Indonesian
military, while expanding overall operational capability.

• In 2012 the Department of State’s Antiterrorism
Assistance program provided training and equipment to
545 Indonesian police officers. Course graduates are now
training their colleagues in counterterrorism skills, such as
crisis response, K-9s, and blast investigation.
PRN: 2012/1377

Secretary Vilsack Highlights Resurgence
of Rural Manufacturing, Touts Obama
Administration Efforts to Create Jobs
in Rural America
North Carolina Plastic Manufacturer Has Nearly Tripled
Number of Employees Since 2009
Release No. 0291.12
Contact:
Office of Communications (202) 720-4623
LEXINGTON, N.C., September 7, 2012 –Agriculture Secretary
Tom Vilsack today highlighted the Obama Administration’s
successful efforts to grow rural manufacturing, create more
jobs and help generate economic opportunity in small towns
and rural communities. During a visit toTarheel Plastics, LLC in
Davidson County, Vilsack discussed how rural manufacturing
is growing, with rural manufacturing employment increasing
by 3.8 percent in 2011 over 2010 - double the national rate.
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“Rural manufacturing is making a comeback, demonstrating
that Obama Administration efforts to grow jobs in rural
communities is working,” Vilsack said. “President Obama
understands that, in rural America, we prosper when
we make things and we grow things. That is why this
Administration continues to work with small businesses
and entrepreneurs in our rural communities to expand
capital investments, spur business development and make
infrastructure improvements that is helping to increase
manufacturing and grow our economy.”
Tarheel Plastics produces components for automobiles and
a wide variety of household appliances, supplying parts to
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companies such as Frigidaire and Electrolux.Today the company
is rebounding from the economic recession and creating more
jobs in Davidson County. Since 2009, Tarheel Plastics has
increased its staff from 22 to more than 60 full time workers.
The company is certified as a minority business enterprise 51 percent minority owned - and recently received a USDA
business loan guarantee which allowed them to refinance.
Vilsack noted additional investments the Obama Administration
has made in North Carolina since 2009, including:
• Provided grants and loans to assist more than 570 rural
small and mid-sized businesses.
• Helped nearly 25,000 rural families in more than 1,000
communities secure safe, affordable housing.
• Helped improve and modernize rural electric infrastructure
for over 1.1 million rural residents and businesses with
more than 5,000 miles of upgraded and new electric lines.
• Invested nearly $150 million in new and improved
broadband service that serves approximately 25,000 rural
residents and businesses.
• Invested in more than 150 water and waste water
community infrastructure projects to help safeguard the
health of more than 18 million rural residents.
• Helped more than 300 rural small businesses, farmers,
and ranchers, save energy and improve their bottom
line by installing renewable energy systems and energy
efficiency solutions that will save more than 300 million

in kWh – enough energy to power more than 26,000
American homes for a year.
For additional information on RD projects, please visit
Rural Development’s new interactive web map featuring
program funding and success stories for fiscal years 20092011. The data can be found at: http://www.rurdev.usda.gov/
RDSuccessStories.html.
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. President Obama and Agriculture
Secretary Tom Vilsack are committed to a smarter use of
Federal resources to foster sustainable economic prosperity
and ensure the government is a strong partner for businesses,
entrepreneurs and working families in rural communities.
USDA, through its Rural Development mission area,
administers and manages housing, business and community
infrastructure programs through a national network of state
and local offices. Rural Development has an active portfolio
of more than $172 billion in loans and loan guarantees. These
programs are designed to improve the economic stability
of rural communities, businesses, residents, farmers and
ranchers and improve the quality of life in rural America.

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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Experience Delivered.

YOUR MISSION.

OUR SERVICES

OUR GOAL..

ERP SO L U T IO N S
ERP implementation, deployment, and

OnShore Technology Group offers a

Why OnShore Technology Group?

validation and verification services.

comprehensive portfolio of IT solutions.

We offer integrated proven best practices

Our passion is TECHNOLOGY.

We

and deep domain knowledge in public

specialize in enterprise applications as

sector projects. We have a strong track

well as validation services. Our team has

record of successful implementation and

extensive experience in implementation

on-time project delivery. We are a certified

OUTS O U R C ED IT S E RV I C E S

and deployment of the latest technologies

Woman Business Enterprise (WBE),

Comprehensive security, virtualization,

to ensure your Agency’s overall success.

Minority Business Enterprise (MBE), and

system admin, programming, and IT project

We are consistently praised for our unique

Disadvantaged Business Enterprise

management services.

ability to work with clients to adopt their

(DBE).

VALI D AT IO N & V ER I F I C AT I O N
GAMP 5 software validation and verification
professional services.

CLOU D C O M PU T IN G

mission as our mission.

Comprehensive cloud computing solutions
for government agencies.

505 N. Lake Shore Drive, Suite 220 Chicago, Illinois 60611

Tel 312.321.6400

Fax 312.321.1450

WWW.ONSHORETECH.COM

Directors (OSDBU)

Office of Small and Disadvantaged Business Utilization

Agriculture Department 		
Christine Chavez			
Acting Director, OSDBU			
1400 Independence Ave, SW		
AG STOP 9501, Room 1085-South
Washington, DC 20250-9501		
Telephone: (202) 720-7117		
Fax: (202) 720-3001			
christine.chavez@osec.usda.gov
Air Force Department			
Joseph McDade			
Director, OSDBU			
1060 Air Force Pentagon, Room 4268
Washington, DC 20330			
Telephone: (571) 256-8052		
Fax: (703) 696-1170			
www.airforcesmallbiz.org
joseph.mcdade@pentagon.af.mil
Army Department			
Tracey L. Pinson			
Director, OSDBU			
106 Army Pentagon			
Room 3B514				
Washington, DC 20310-0106		
Telephone: (703) 697-2868		
Fax: (703) 693-3898			
www.sellingtoarmy.info
Commerce Department		
LaJuene Desmukes			
Director, OSDBU			
14th & Constitution Ave, NW		
Room H-6411				
Washington, DC 20230			
Telephone: (202) 482-1472		
Fax: (202) 482-0501			
www.commerce.gov/osdbu
Ldesmukes@doc.gov		
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Defense Department
Andre Gudger
Director, OSDBU
201 12th Street, South
Suite 406
Arlington, VA 22202
Telephone: (703) 604-0157
Fax: (703) 604-0025
Education Department
Kristi Wilson Hill
Director, OSDBU
550 12th Street SW
Room 7049
Washington, DC 20202
elephone: (202) 245-6300
Fax: (202) 245-6304
Kristi.Wilson@ed.gov
Energy Department
Dot Harris
Director, OSDBU
1000 Independence Ave. SW
Room 5B-148
Washington, DC 20585
Telephone: (202) 586-8383
Fax: (202) 586-3075
dot.harris@hq.doe.gov
Health and Human Services
Teresa L.G. Lewis
Director, OSDBU
200 Independence Ave, SW
Room 537
Washington, DC. 20201
Telephone: (202) 690-7300
Fax: (202) 260-4872
www.hhs.gov/smallbusiness
sbmail@hhs.gov

Housing and Urban Development
Ms. Sharman Lancefield			
Director, OSDBU			
451 7th Street, Room 2200		
Washington, DC 20410-1000		
Telephone: (202) 402-5477		
Fax: (202) 401-6930
www.hud.gov/offices/osdbu/indez.cfm
sharman.r.lancefield@hud.gov
Interior Department
Mark Oliver
Director, OSDBU
1951 Constitution Ave., NW,
MS 320 SIB		
Washington, DC 20240			
Telephone: (202) 208-3493		
Fax: (202) 208-7444			
Mark_oliver@ios.doi.gov
Justice Department			
Robert Connolly				
Director, OSDBU			
145 N Street, NE, Room 8E-1009
Washington, DC 20530			
Telephone: (202) 616-0521		
Fax: (202) 616-1717			
Robert.l.connolly@usdoj.gov
Labor Department			
Sonya Carrion				
Director, OSDBU			
200 Constitution Ave, NW, Rm.N-6432
Washington, DC 20210			
Telephone: (202) 693-7297
Fax: (202) 693-6485			
www.dol.gov/dol.business.htm		
carrion.sonya@dol.gov
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Department of Veterans Affairs
Tom J. Leney
Executive Director, OSDBU		
810 Vermont Ave., NW			
Washington, DC 20420			
Telephone: (202) 461-4300		
Fax: (202) 565-8156			
tom.leney@va.gov
Navy Department
Sean Crean
Director, OSDBU
720 Kennon Street, SE, Building 36
Washington Navy Yard
Washington, DC 20374-5015
Telephone: (202) 685-6490
Fax: (202) 685-6865
sean.crean@navy.mil
			
State Department
Shapleigh C. Drisko
Director, OSDBU
Room L500 (SA-6)
Washington, DC 20522-0602
Telephone: (703) 875-6822
Fax: (703) 875-6825
driskosc@state.gov
Transportation Department
Brandon Neal
Director, OSDBU
1200 New Jersey Ave., SE
Washington, DC 20590
Telephone: (202) 366-1930
Fax: (202) 366-7228
Brandon.neal@dot.gov
Treasury Department
Dan Tangherlini
Director, OSDBU
655 15th Street, NW
Room 6W529
Washington, DC 20220
Telephone: (202) 622-0530
Fax: (202) 927-4963
Environmental Protection Agency
Jeanette L. Brown
Director, OSDBU
1200 Pennsylvania Ave. NW, MC 1230T
Washington, DC 20460
Telephone: (202) 566-2075
Fax: (202) 566-0266
Brown.Jeanette@epa.gov

Defense Logistics Agency		
Amy Sajda
Acting Director, OSDBU			
8725 John J. Kingman Blvd.		
Room 2533				
Ft. Belvoir, VA 22060			
Telephone: (703) 767-1662		
Fax: (703) 767-9446			
Amy.sajda@dla.mil

Transportation Security Administration
Robert J. Boone, Jr., CFCM
Director
TSA HQ-West Bldg; 4th Floor
TSA-14
601 South 12th Street
Arlington, VA. 22202
Telephone: (571) 227-1067
Fax: (571) 227-2911

Agency for International
Development
Mauricio Vera				
Director, OSDBU			
1300 Pennsylvania Ave. NW		
Room 7.8E RRB				
Washington, DC 20523-7800		
Telephone: (202) 567-4730		
Fax: (202) 216-3056			
mvera@usaid.gov

Defense Information Systems Agency
Sharon Jones
Director, OSDBU
701 S. Courthouse Rd, D04
Room 1108B
Telephone: (703) 607-6436
Fax (703) 607-4173
disasmallbusinessoffice@disa.mil

General Services Administration
Jiyoung C. Park
Homeland Security Department
Associate Administrator, OSDBU
Kevin Boshears				 1800 F Street, NW RM. 6029
Director, OSDBU			
Washington, DC 20405
7th & D Street, SW, Room 3514		
Telephone : (202) 501-1021
Washington, DC 20004			
Fax: (202) 501-2590
Telephone: (202) 447-5555		
jiyoung.park@gsa.gov
Fax: (202) 447-5552			
Kevin.Boshears@dhs.gov
U.S Postal Service
Janice Williams Hopkins		
Nuclear Regulatory Commission
Manager, Supplier Diversity
Corenthis Kelley
Department of U.S. Postal Service
Director, OSDBU
475 L’Enfant Plaza SW., Rm. 4430
Office of Small Business and Civil Rights
Washington, DC 20260-6204
11555 Rockville Pike, MS 03H08
Telephone: (202) 268-4633
Rockville, MD 20852
Fax: (202) 927-5158
Telephone: (301) 415-7380
Fax: (202) 268-4012			
Fax: (301) 415-5953
Janice.b.williams-hopkins@usps.gov
CBK@nrc.gov		
National Science Foundation		
Office of Management and Budget
Dr. Donald Senich			
(OMB)
Director, OSDBU			
(Executive Office of the President)
4201 Wilson Boulevard, Room 527
Althea Kireilis
Arlington, VA 22230			
Contract Specialist/Small Business
Telephone: (703) 292-7082		
725 17th Street, NW,
Fax: (703) 292-9055			
Room 5001
www.nsf.gov				
Washington, DC. 20460
dsenich@nsf.gov
Telephone: (202) 395-7669
Fax: (202) 395-3982
U.S Information Agency		
akireilis@oa.eop.gov
Georgia Hubert
Director, OSDBU
301 4th Street, SW., Rm. M-27, 20547
Washington, DC 20457
Telephone: (202) 205-9662
Fax: (202) 401-2410
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Indian Health Services			
Nelia Holder				
12300 Twinbrook Parkway, Suite 450A
Rockville, MD 20852			
Telephone: (301) 442-1480		
Fax: (301) 480-0682			
nholder@his.gov		
Surface Transportation Broad
Don Hirst
Director, OSDBU
1201 Constitution Avenue, NW
Washington, DC 20423
Telephone: (202) 565-1700
HirstD@stb.dot.gov
NASA
Glenn Delgado
Assistant Administrator, OSDBU
300 E Street, SW, Room 9K70, Code K
Washington, DC 20546
Telephone: (202) 358-2088
Fax: (202) 358-3261
www.osdbu.nasa.gov
Glenn.A.Delgado@nasa.gov
Smithsonian Institute
Ms. Era Marshall
Director, OEEMA
600 Maryland Avenue, Suite 2091
Washington, DC 20560
Telephone: (202) 633-6430
Fax: (202) 633-6427
Mr. Rudy D. Watley
Supplier Diversity Programs Manager
sdphelp@si.edu
Federal Trade Commission
Eric Vott
Chief Procurement
Commission
6th & Pennsylvania Ave, NW
Rm. H-700
Washington, DC 20580
Telephone: (202) 326-2259
Fax: (202) 326-2050
Office of Federal Procurement Policy
Ms. Lesley Field			
Deputy Administrator			
Office of Management and Budget
725 17th Street, NW., Rm. 9013		
Washington, DC 20503			
Telephone: (202) 395-4761		
Fax: (202) 395-5105			
lesley_field@omb.eop.gov
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Minority Business Development
Agency
David Hinson
National Director
14th & Constitution Ave, NW. Rm 5055
Washington, DC 20230			
Telephone: (202) 482-5061		
Fax: (202) 501-4698			
dhinson@mbda.gov

Export-Import Bank of the U.S.
Mark Pitra		
Manager, Contracts and Acquisitions
811 Vermont Avenue, NW
Room 1023
Washington, DC 20571
Telephone: (202) 565-3946
Fax: (202) 565-3380

VA Center for Veterans Enterprise
Corporation for National and
Gail L. Wegner
Community Service
Deputy Director
Ritchie Vinson
CVE, 810 Vermont Avenue, NW
Director
Mail Stop 00VE
Office of Procurement Services		
Washington, DC 20420
1201 New York Avneue,NW		
Telephone: (202) 303-3260
Room 8409				 Fax: (202) 254-0238
Washington, D.C. 20525		
Telephone: (202) 606-6988
Defense Contract Management Agency
Fax: (202) 606-3488
Mark G. Olson
Director					
6350 Walker Lane
Federal Deposit Insurance
Alexandria, VA 22032			
Corporation		
877-662-3960
Robert Elcan
224-625-8920
Chief, Minority & Women Outreach
Mark.olson@dcma.mil
3501 Fairfax Drive
Room E2014
Securities and Exchange Commission
Arlington, VA 22226
Tiffany Levy			
Telephone: (703) 562-6070
Supplier Diversity Officer
Fax: (703) 562-6069
Office of Minority & Women Inclusion
Belcan@fdic.gov
100 F Street, NE, MS 2900
Procurement Tech Assistance Center Washington, DC 20549
Telephone: (202) 482-3238
James D. Regan
VendorOutreach@sec.gov
Director, OSDBU
George Mason University
Department of Defense Education
4031 University Drive
Activity
Suite 200
Stephanie Waldrop
Fairfax, VA 22030
Director
Telephone: (703) 277-7700
4040 N. Fairfax Drive
Fax: (703) 352-8195
Arlington, VA 22203
Jregan@gmu.edu
Telephone: (703) 588-3625
www.gmu.edu/gmu/PTAP
smallbusinesspresentative@hq.dodea.edu
Social Security Administration
Office of Personnel Management
Wayne McDonald
(OPM)
Director
Desmond Brown
7111 Security Blvd.
Director			
Baltimore, MD 21244
1900 E Street, NW, Room 1330D
Telephone: (410) 965-7467
Washington, DC 20415
Fax: (410) 965-2965
Telephone: (202) 606-8223
wayne.mcdonald@ssa.gov
Fax: (202) 606-1464
desmond.brown@opm.gov
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Alzheimer's IS THE SIXTH LEADING CAUSE OF DEATH.

©2012 Alzheimer’s Association. All Rights Reserved.

IT CAN STEAL YOUR PAST AND YOUR FUTURE.

Alzheimer’s disease is devastating. It can steal the most precious moments from you and
your family. The Alzheimer’s Association has been behind every major advancement and
continues to lead the fight against Alzheimer’s. We won’t rest until we have a cure.
Join us. Visit alz.org or call 800.272.3900.

