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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.
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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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BUILDING
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TO MEET THE
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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.
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Things are changing almost every day. Remember the heroes that came before
you. People have lost their lives making sure you have the opportunity that every
other American has. Your vote does count.
It is your obligation and right as an American to make your opinion mean
something. You may be discouraged by the economic turmoil facing us today.
But don’t let the hard work that President Obama has done go unfinished. He
deserves to have another four years to finish what he started.

President
Sunny Ezeji

Minority Enterprise Advocate Magazine
is published bi-monthly by
Minority Enterprise Executive Council
P.O. Box 173
Woodbridge, Virginia 22194
Tel. (703) 730-4091
Fax (703) 730-4092
E-mail: vpwilliams@comcast.net
Website: www.meecouncil.com

MEE Council

Sunny Ezeji, President

All rights reserved © copyright

6

Debra Williams,
Publisher

“Be courageous! . . . I have seen many depressions in business. Always America has come out stronger and more
prosperous. Be as brave as your fathers before you. Have
faith! Go forward.” – Thomas A. Edison
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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

F
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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.

P

Deborah Scott Thomas, President & CEO
Data Solutions & Technology Incorporated
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Feature Story
Navigating the Shoals of
U.S. Export Controls
Patrick H. O’Donnell, Esq.
Kaufman & Canoles
Norfolk, Virginia

We live in an increasingly globalized economy where
international trade is (or soon will be) essential for most
businesses. We live during a time of dizzying technological
advances. We also live during a time of increased terrorism,
armed conflict, commercial espionage and nuclear
proliferation. These facts of modern life have led to the
development of complex and often confusing statutes and
regulations restricting the export of goods and services
from the United States. The main purposes of these law
and regulations relate to national security and include: (1)
protection against military items and related technologies
and other products getting into the hands of hostile
or potentially hostile countries and individuals; and (2)
protection of certain U.S. intellectual property by making it
more difficult for U.S. made products and technologies to be
duplicated or reverse engineered.

The principal United States export control regulations are:

There is a widespread misconception that these laws and
regulations apply only to weapons and strictly military
technologies. In fact, export control regulations cover
almost all products and services and can be triggered even
if the product, technology or service never leaves the U.S.
Moreover, the law places responsibility on the exporter to
know which products can be exported, to whom and where
they can be exported and under what circumstances they
can be exported (i.e., export licenses). This will depend on the
classification of the item or service, its destination country,
the end-user and its end use. Failure to comply with export
regulations can result in severe civil fines and penalties
and even criminal prosecution. It is not always clear which
regulations apply even after wading through the regulations.

• Defense Articles (physical items)

However, there is an online process for obtaining determinations
from the Government as to which regulations apply and the
classification of an item. Once this information is known, the
exporter can then determine if the produce can be exported
and whether an export license is required. Exporters should be
aware that this process can take approximately two months
but typically takes four to six weeks.
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• ITAR - International Traffic in Arms Regulations (22 CFR
Parts 120-130)
• AECA (Arms Export Control Act)
• EAR - Export Administration Regulations (15 CFR Parts
730-774)
• IEEPA (International Emergency Economic Powers Act)
I. International Traffic in Arms Regulations (ITAR)
ITAR are promulgated under the authority of the Arms Export
Control Act and are administered by the U.S. Department of
State, Directorate of Defense Trade Controls (DDTC). ITAR
applies to:
• Technical Data and Software
• Services
Defense article means any item, service or technical data
listed on the United States Munitions List (USML), 22 C.F.R.
Part 121.and includes technical data recorded or stored in
any physical form, models, mockups or other items that
reveal technical data directly relating to items listed on the
USML. Technical data and software includes: drawings,
formulas, operating manuals, training manuals and source
code. Services include design, construction, maintenance,
repair or training services related to a defense article.
The USML is approximately twenty-five pages long and is
always growing. It primarily covers obvious military items
(e.g. weapons, explosives) and technologies (e.g. nuclear,
radar, sonar). However, it also includes “dual use” items,
software and technical data that have civilian applications but
have a predominant military use or have been modified for
such use. Examples include encryption software and certain
mapping, photographic and communications technology.

Minority Enterprise Advocate • July – August 2012

When it is not clear whether an item
or service is covered by ITAR (and thus
within the jurisdiction of the DDTC or is
covered by the Export Administration
Regulations (EAR) (discussed below)
(and thus within the jurisdiction of the
Commerce Department Bureau of
Industry and Security (BIS), a commodity
jurisdiction (CJ) request is made online
to the DDTC. A CJ determination
will only identify the proper licensing
authority for an item, and is not a license
or approval to export. CJ requests are
processed by DDTC under procedures
set forth at 22 C.F.R. Parts 120.3 and
120.4. If DDTC determines that the
item or service falls within a USML
category, an export license must be
obtained from the DDTC prior to export.
If DDTC determines the item or service
is not within a USML category, then it
is subject to the Export Administration
Regulations (EAR).
Steps to take if ITAR applies:
• Register with DDTC (registration
process usually takes 4-6 weeks)
REGISTRATION DOES NOT CONFER
EXPORT PRIVILEGES
• Apply for a license prior to exporting
items (usually takes 10-15 days)
• Recordkeeping Requirements (must
maintain records of all export
transactions for 5 years)
ITAR Violation Penalties:
• Fines - Up to $1,000,000 per violation
• Denial of Export Privileges
• Criminal - Up to 10 years imprisonment
(can prosecute company, officers and
directors, and employees)
ITAR Checklist – Registration
• Is the Item on the USML?
• Is the technical data, software, or
service related to an item on the
USML?
• If yes, then all manufactures, exporters,
and brokers must register with
the DDTC
• Must comply with ITAR requirements
for annual reports, amendments, and
recordkeeping
• Should develop a compliance plan

ITAR Checklist – License
•D
 o you plan on exporting the
controlled item or exporting the
technical data, software, or service
related to the controlled item?
• If yes, then you must obtain an export
license and comply with the terms
and conditions of such license.
II. Export Administration Regulations
(EAR)
All goods and services not described
in the USML and subject to ITAR are
covered by the Export Administration
Regulations (EAR) which regulate and
control the export of goods and services
not listed in the USML. EAR are
administered by the U.S. Department
of Commerce Bureau of Industry and
Security (BIS). EAR regulates and
controls exports of goods from the
United States. According to BIS:
The Bureau of Industry and Security
is charged with the development,
implementation and interpretation
of U.S. export control policy for
dual-use commodities, software,
and
technology.
Dual-use
items subject to BIS regulatory
jurisdiction have predominantly
commercial uses, but also have
military applications.
BIS While ITAR items are listed in
the USML, EAR items are listed in
the Commerce Control List (CCL),
15 C.F.R. Part 714. The CCL runs
213 pages and covers a far wider
range of goods, technologies and
services than the USML. If an
item or service does not fall into a
CCL category, it is covered by the
“catch-all” category designated as
EAR 99. EAR 99 items are generally
low-technology or consumer
goods and do not usually require
an export license. However, if
the EAR 99 item or service is to
be exported to an embargoed
country, to an end-user on the
State Department’s “Denied
Persons List” http://www.bis.
doc.gov/dpl/default.shtm, or in
support of a prohibited end-use,
the exporter will likely be required
to obtain a license. Embargoed
countries include: Cuba, Iran, Iraq,
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Sudan, North Korea, and Syria. In
addition, the recipients’ nationality
should also be considered as it
may be deemed an export to his
or her country of nationality even
if it does not go to that country.
The State Department maintains
a list of embargoed countries.
http://www.pmddtc.state.gov/
embargoed_countries/index.html.
III. ITAR and EAR Prohibitions
ITAR and EAR apply not only to
exporters but also to manufacturers and
brokers (which includes persons who
act as agents of others in negotiating or
arranging contracts, purchases, sales or
transfers of defense articles or services
in return for compensation. Activities
covered by ITAR and EAR include:
1. Sending or taking a defense article
out of the United States in any
manner, except by mere travel
outside of the United States by a
person whose personal knowledge
includes technical data; or
2. 
Transferring registration, control or
ownership to a foreign person of any
aircraft, vessel, or satellite covered
by the U.S. Munitions List, whether
in the United States or abroad; or
3. 
Disclosing (including oral or visual
disclosure) or transferring in the
United States any defense article
to an embassy, any agency or
subdivision of a foreign government
(e.g., diplomatic missions); or
4. 
Disclosing (including oral or visual
disclosure) or transferring technical
data to a foreign person, whether in
the United States or abroad; or
5. 
Performing a defense service on
behalf of, or for the benefit of, a
foreign person, whether in the
United States or abroad.
Most of these prohibitions are clear.
The term “defense services” requires
some additional explanation. “Defense
services” includes the furnishing of
assistance (including training) to foreign
persons, whether in the United States
or abroad in the design, development,
engineering, manufacture, production,
assembly, testing, repair, maintenance,
modification, operation, demilitarization,
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destruction, processing or use of
defense articles. If the item is listed on
the USML, then any service related to
the product is also controlled by ITAR.
As the above underlined sections make
clear, ITAR and EAR restrictions apply
whether or not an item or technology
ever leaves the United States. A
“foreign person” as used sentence
(4) means any non-U.S. citizen who is
not a lawful permanent resident (often
referred to as a “Green Card” holder).
An export of a restricted item occurs
when any of the following occur:
• The item or technical data or software
concerning the item is sent out of
the U.S.
• A person travels out of the U.S.
and discloses technical data and/or
software relating to the item.
• Electronic transmissions out of the
U.S. (phone call, fax, and/or e-mail)
relating to the item.
• Placing technical data or software
relating to the item on a computer
network accessible by foreign persons.
• A foreign person in the U.S. has
access to the item or technical data
and/or software relating to the item.
An unlawful export occurs when any ITAR
or EAR item (that requires a license) is
disclosed or transferred to a foreign person
in the United States or abroad unless
the State Department or Commerce
Department gives prior approval.
IV. Exemptions
The following materials and information
are not subject to ITAR and EAR
restrictions:
• General scientific, mathematical or
engineering principles

is published and is generally accessible
or available to the public through: (1)
sales at newsstands and bookstores;
(2) subscriptions that are available
without restriction to any individual; (3)
second class mailing privileges granted
by the U.S. Government; (4) at public
libraries; (5) patents available at any
patent office; (6) unlimited distribution
at a conference, meeting, seminar,
trade show or exhibition, generally
accessible to the public, in the United
States; (7) public release ( i.e. ,
unlimited distribution) after approval
by the U.S. government department or
agency; (8) fundamental research; (9)
basic marketing information.
“Fundamental research” is defined
to mean basic and applied research
in science and engineering where
the resulting information is ordinarily
published and shared broadly within
the scientific community. It does not
include research where dissemination
is restricted or controlled for proprietary
or governmental reasons. University
research will not be considered
fundamental research if: (1) the
University or its researchers accept other
restrictions on publication of scientific
and technical information resulting from
the project or activity, or (2) the research
is funded by the U.S. Government
and specific access and dissemination
controls protecting information resulting
from the research are applicable.
Basic
marketing
information
on
function or purpose or general system
descriptions is exempt from ITAR
restrictions. However, be aware that
information that describes how a
product operates may be subject to
ITAR. A good rule of thumb is to consider
whether the information contains
information that you would protect from
your competitors’ eyes.

to ITAR and EAR restricted items and
materials. Companies should institute
visitor sign-in logs (with citizenship/
residence status) and designate
restricted areas and control access to
areas where ITAR and EAR products
and services are designed, produced,
stored or performed. Also, special
arrangements should be made for
plant visits by foreign persons and for
employees traveling abroad. Carrying
non-encrypted laptops overseas with
stored ITAR and EAR information can
be risky as it may be considered an
export under certain circumstances.
Other access control protections
include
computer
encryption,
password protection, and locked doors
and file cabinets. Subcontractors and
vendors can be asked to certify that
they are in compliance with ITAR and
EAR regulations.
The best approach is to institute a
comprehensive written corporate
compliance plan that addresses your
company’s particular business and
identifies the potential ITAR and EAR
risk areas. The plan should designate a
compliance officer who is sufficiently
powerful that compliance will be taken
seriously within the company. The
plan should include many of the items
already discussed and should provide
for training for all new hires and annual
training for staff. Employees should
be required to read the plan and sign
certificates that they have read and
understand their obligations under
the plan. The plan should inform all
employees that violations of the plan
will subject the employee to disciplinary
action including termination. Lastly,
the plan must be enforced. The worst
possible scenario is that a company
adopts a detailed compliance plan and
then proceeds to ignore its own plan.

• Information in the public domain
• Basic marketing information

V. Compliance Tips

General
scientific,
mathematical
or engineering principles are those
taught in schools and described in
text books. This exception does not
cover the application of the principles
to particular tasks. Information in the
public domain refers to information that

Companies that deal with ITAR and EAR
items need to be aware of the “deemed
export” issue when hiring permanent
and temporary employees, consultants
and even janitorial contractors. Internal
controls must be in place to prevent
foreign persons from getting access
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Patrick H. O’Donnell
Attorney
Kaufman & Canol, P.C.
Pat is a partner with Kaufman &
Canoles specializing in the areas of
Civil Litigation, White Collar Criminal
Defense, and Government Contracts
n
and Construction Law.
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Partners in the Promise
“The Coca-Cola Company exists to benefit and
refresh everyone who is touched by our business.”
The Coca-Cola Company always welcomes new partners.
For more information about becoming a qualified supplier,
please contact our Office of Supplier Diversity.
www.coke.net/supplierdiversity

©2009 The Coca-Cola Company. “Coca-Cola,” the Dynamic Ribbon and the Contour Bottle design are registered trademarks of The Coca-Cola Company.

Business News
Subcontracting
and Teaming:
Procurement Strategies
Proving Successful
for Minority Business Owners
By Julie Weeks

Julie Weeks,
President & CEO, Womenable
The U.S. government is the world’s largest single purchaser
of goods and services. In fiscal year 2011, it spent $536
billion on contracts with outside providers of goods and
services. Within that figure are not only prime contracts
awarded to businesses large and small, but also many
subcontracting successes for small businesses.
A new report looking at the extent to which small
businesses are pursuing subcontracting opportunities
has recently been published by American Express OPEN.
Subcontracting and Teaming: Important Avenues to
Procurement Success finds that nearly half (48%) of active
small business contractors have contributed products and
services as a subcontractor, deriving an average of 25%
of their procurement revenue from subcontracts. Minorityowned firms that are active federal contractors are just
as likely to be engaging in subcontracting – 46% have
performed services as a subcontractor in recent years,
deriving a slightly below average 19% of their procurementbased revenues from subcontracting.
Teaming (banding together with fellow small business
owners on a more or less equal basis to pursue larger prime
contracts than any could compete for alone) is pursued
less frequently. Just over one-quarter (27%) of active small
contractors have had some procurement revenue from
teaming, garnering 9% of their procurement revenue from
this activity. Minority-owned contractors are somewhat
more likely than average to be engaged in teaming: 35%
have pursued federal contracts as a member of a team of
equals, and they have garnered 11% of their procurementbased revenue from teaming.

• Nearly one-third (29%) of active small business contractors
have experienced the oft-discussed phenomenon of
being shut out by large prime contractors – meaning that
they participated in a winning bid as a subcontractor, but
subsequently did not participate in the fulfillment of that
contract. This is no more likely to happen to minority or
women contractors than the average small firm. However,
the likelihood of this happening to a small business rises
with their level of procurement experience – meaning the
longer a business is active in pursuing federal contracts
through subcontracting, the more likely being “stiffed” by
a large prime will happen to them.
• On the flip side, nearly one-quarter (22%) of active
small firm contractors say that they have gotten other
subcontracting opportunities after being recommended
to a large prime contractor by a prime that they had
performed successfully for in the past. Minority-owned
contractors are just as likely as the average small firm
to have benefitted by a recommendation of one prime
contractor to another on their behalf – 21% say it has
happened to them.
Experience pays off.

Other key findings from the analysis include:
• Small firms in two industries – the information sector
(software, data processing) and professional/scientific/
technical services (computer systems design,
engineering, research) – are the most likely to be engaged
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in both subcontracting (62% and 65%, respectively,
compared to the average of 48%) and teaming (42%
and 40%, respectively, compared to the average of
27%). Minority-owned contractors are just as likely to be
in the professional/scientific/technical services sector as
the average small business contractor (24% compared
to 25%), but more likely than average (6% compared to
3%) to be in information services.

While this survey is conducted among a unique population
– small businesses that are active federal contractors – the
lack of significant gender or racial differences in terms of
success in utilizing subcontracting or teaming, as well as
the findings from earlier research (see Women and Minority
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Yes. Send me a subscription to MEA Magazine

Small Business Contractors: Divergent
Paths to Equal Success) that show
equal business outcomes in terms of
revenue and employment, indicate that
once a business gains experience in
federal contracting, the playing field is
level and opportunities are available for
qualified small business regardless of
the characteristics of their owners.
While engagement in subcontracting
and teaming rises with business size
and procurement experience, the share
of revenue from these two activities
declines as small firms grow—mainly
due to increased success in obtaining
prime contracts. Firms that have been
in the federal procurement marketplace
for three years or less derive half of their
contract revenue from prime contracts;
that share rises to 60 percent among
small firms that have been active
federal contractors for a decade or
more. Thus, pursuing subcontracting
or teaming can be an excellent way
for small-business owners to gain
procurement experience, expand their
networks, and improve their chances
for contracting success.
For resources and tips on how to
pursue federal government contracting
opportunities, visit www.openforum.
com/governmentcontracting.
And
to learn more about and download
this and other reports focused on
small
business
challenges
and
successes in federal contracting,
visit this link: www.openforum.com/
governmentcontracting/resources/
press.
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Cover Story
LIVING WELL…
ACHIEVING SUCCESS:
A Profile of Desiree Watson
by Angelique Westerfield
Desiree Watson
President & CEO, Wellness Interactive®.
Desiree’s Journey:
Desiree Watson, president and CEO of Wellness Interactive,
Inc.® has been involved in complementary and alternative
medicine (CAM) and the wellness lifestyle industry for more
than 30 years. She has traveled globally, studying numerous
approaches to health and complementary medicine.
Desiree’s decision to venture into the wellness industry was
sparked by the mother of a dear friend who was stricken with
cancer. For a period of several months, she agreed to try
Reflexology (an alternative form of medicine) to alleviate
pain due to her illness. Supplements to her traditional
treatment were also added to her routine. Upon observing
that her pain subsided, she immediately suggested that
Desiree explore the development of a business model for
integrated health therapies.
However, while on this exploratory path Desiree endured
a life-altering event that ignited her passion all the more
to pursue a career in the wellness industry -- the birth of
her first child. While pregnant, Desiree discovered that she
had a tumor, which grew to be eight pounds and became a lifethreatening situation for her baby. Not pleased with the advice
she received from several physicians of traditional medicine,
she turned to her OBGYN (a practitioner of both traditional
and alternative therapies), who decided to use a form of CAM
therapy to manage the growth of the tumor. This therapy
caused the fibroid to recede and she eventually delivered
a healthy baby girl. The experience was a bit traumatic, but it
motivated Desiree to re-evaluate her career path. She furthered
her studies in alternative forms of health and healing, finally
receiving the education needed to progress moving forward
with the educational platform for complementary and alternative
medicine. Her goal was simple – just to make people feel good.
Desiree’s venture began on a small scale with a brunch in
her home attended by fifteen of her close friends. Along
with workshops on Reflexology, Desiree invited other
practitioners engaged in integrated health and alternative

therapies to instruct on topics that included the benefits
of raw and green foods and ancient therapies such as
Ear Candling and Acupuncture. While she had expected
15 guests, they were so curious to learn and share more
information about this intriguing wellness model that they
brought other friends and family members along. Fifteen
guests quickly turned into 60. She then realized it was time
to “get down to business.”
Using her strategic marketing and advertising skills that she
had honed from having held positions in the corporate arena,
Desiree began to build her brand as an alternative health
education professional. In 1993, she formed an educational
and consulting firm, ALAYSHER, Inc, derived from the names
of her two daughters, Alayjah and Sheridan, and was geared
toward organizations and corporations interested in promoting
wellness initiatives for their employees. She traveled
throughout the country giving lectures and hosting workshops
for various churches, women’s organizations and companies
eager to pursue the development of wellness programs to
educate their constituencies on integrated health therapies.
Desiree’s travels allowed her to develop significant
relationships with other health and alternative care
professionals, and in 1997, she hosted her very first integrated
health and wellness brunch on Mother’s Day at the Grand
Hyatt New York. The event, officially named “A Woman’s Day
of Enlightenment” attracted both men and women desiring
to learn more about unique ways to achieve emotional,
physical and spiritual balance. Letters she received from
attendees and other feedback confirmed that people were
seeking a comfortable and soothing environment in which
to discuss health and wellness issues.
All Things Wellness:
As the company expanded, Desiree eventually began
incorporating other lines of business and in 2000, the
company’s name became Wellness Interactive, Inc.®, reflecting
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the interactive nature of its services.
Initially, she focused on education
consulting for corporations, foundations
and organizations who wanted to
assimilate the Wellness Interactive, Inc.®
model within their existing business
structure. A recent Wellness Interactive,
Inc.® consulting management program
focused on childhood obesity and
spirituality. Operating through its Step
FurtherR educational model, Wellness
Interactive, Inc.®
successfully
implemented this
12-week health and
nutrition program
for families in
partnership with
a
prominent
pediatric physician
and psychologist
as well as other
integrated health
professionals.
D e s i r e e
expanded
the
business
model
of
integrating
“the old with the
new” through technology with www.
wellnessinteractive.com. This interactive
website provides a platform for users to
access information on complementary
and alternative medicine, news and
other wellness resources throughout
the world. The website also provides
a link to the Wellness LoungeR which
expands the platform for users to retrieve
programming information, both locally
and nationally, as well as a link for them
to create their own wellness website.
VideoWellnessR and Wellness Interactive
RadioR are premium features that allow
users to access wellness-related media
footage and radio interviews of various
industry professionals, including an NBA
Hall of Famer, Dancing with the Stars
professionals, physicians who practice
some form of CAM and other health
professionals who engage in alternative
therapies. Desiree believes that visitors
should be incorporated into the online
wellness experience; thus, they can
create their own wellness site and
submit their choice of wellness video
and/or audio clips.
Wellness Interactive, Inc.® has developed
the wellness business model into a
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multitude of services and products
throughout its 12-year existence. Today,
the company offers a wide group
of brands covering retail, multimedia,
publishing, consulting and educational
services, including its premier brand, the
Wellness Lounge.® In addition, Wellness
Interactive, Inc.® has brought health
and wellness programming to a variety
of organizations and their constituents
through the construction of “pop-up”

wellness lounges including AARP, Kaiser
Permanente, PGA/Glow Media, Releve
Entertainment’s Merge Summit, the NBA
Wives Association and the Steve and
Marjorie Harvey Foundation. Wellness
Interactive, Inc.® has also worked with
faith-based organizations to implement
wellness initiatives for its members.
Although Wellness Interactive, Inc.®
designs and manages the Wellness
LoungeR for various organizations on a
national level, incorporating venues in
Atlanta, St. Louis, Los Angeles, New
York City and Dallas, the company
has expanded the wellness platform
to local and surrounding communities
and added a “green” environmental
focus to the Wellness Interactive, Inc.®
model. The result was the launching
of the flagship Wellness Lounge in
November 2011, featuring Something
HealthyR line of products made from
natural and renewable energy sources.
Located in South Orange, New Jersey,
the Wellness LoungeR is an oasis where
people can relax and feel inspired to
learn new ways to improve their health
and overall well-being. The lounge
offers interactive lifestyle classes
and workshops focused on stress

management, personal development
and environmental education –
which is an important component for
addressing well-being. The Wellness
LoungeR
also
offers
hands-on
alternative therapeutic treatments (Ear
candling, Reflexology, Tai Massage,
Pranic Healing, etc.), a retail bookstore
and relaxation rooms. The Something
HealthyR store is complete with
household plant-based products and
a variety of eco-friendly items made
from recycled and natural materials,
including durable fleece, handbags and
backpacks made from water bottles
and recycled paper, school supplies
(wheat straw rulers, corn plastic pens),
notepads made from stone, recycled
plastic dog bowls, mugs made from
corn plastic and golf balls with core
of recycled tires. Wellness Interactive,
Inc.® is a supplier and distributor of
green and sustainable products, and
is also a PGA certified supplier. Most
products are available for private label.
Desiree states that customers have
taken keen interest in the products as
well as the services offered. “Anyone
walking out of their front door who
is experiencing stress and can’t get
away for a week-end or get away
for two weeks…… they should be
able to find a Wellness Lounge. It’s a
one-stop retreat.” Existing customer
response to the Wellness Lounge has
been extremely positive. Desiree is
particularly pleased with the diversity
of the clientele. The Wellness Lounge
has certainly proven to have universal
appeal for a mixture of people from
different racial and ethnic backgrounds,
baby boomers, and the metrosexual
male to name a few.
Much of this appeal is attributable to
creative wellness programming and a
business model that provides ample
resources for clients to be and remain
engaged in promoting a lifestyle that
promotes their well-being as well
as the larger community. Desiree
says that it is a one stop oasis for
all to enjoy, shop green, learn and
relax. The goal is to attempt to have
customers become closer to wellness
in a meaningful, holistic way that will
enrich their quality of life.
Long term, Desiree expects to expand
into a franchise model with wellness
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lounges throughout the country. In the
meantime, Wellness Interactive, Inc.®
is building upon current programming
at its South Orange location and taking
the Wellness LoungeR on the road to
other venues. Wellness Interactive,
Inc.® recently constructed and
managed a Wellness LoungeR for the
Steve and Marjorie Harvey Foundation
(SMHF) retreat in Texas for its Youth
Mentoring Program and is scheduled to
present the Wellness LoungeR in Los
Angeles for Releve Entertainment’s
Merge Summit in August.

back to others] from my upbringing in
Niagara Falls, New York. My mother
gave so much to our community. I
couldn’t help but understand that this
is what you had to grow up doing.
All Things Well represents Wellness
Interactive®.” Some of her community
engagement activities include service
in the following capacities:

The Joy of Giving Back:
Desiree’s parents instilled in her a
strong value of giving back to the
community. With 16 offspring -- 12
girls and four boys -- sharing was a
very common practice growing up.
Desiree states, “I’m motivated [to give

• Member, Jack and Jill of America, Inc.
• Member, Rotary Club International
It is also important that WI employees
value and understand the concept of
giving back. Desiree incorporates this
philosophy into her business model,
making sure that all of her employees
have a background of community
service and charitable engagement.
Awards/Honors:
Desiree has been recognized for
both business excellence and her
dedication to community service. Her
most significant honors include:

Inspiration for Professional Success:
When asked who has inspired
her professional success, Desiree
Watson didn’t hesitate to respond,
“My Mom!” She adds, “She was
always encouraging and pushing you
forward because
in my family, my
parents raised 16
biological children.
Thirteen out of
16 [siblings] are
college graduates,
and we all have
children. I have
over 30 nephews
and all attended
college; most of
them are married
to women who
now hold graduate degrees. Desiree
also says that her husband of 26
years, for whom she is very grateful,
is another person who inspires her
professional success.

• Member, Junior League

• National Action Network’s “Woman
of Excellence Award”
• “50 Women of Power in Business
Award” (MEA magazine)
• “Top
25
Leading
Women
Entrepreneur Award” (New Jersey
Monthly Magazine)
Above: Congressman Towns, D.Watson
and Congresswoman Velazquez
Left: Ann Nicol/Executive Director of
UNANY (United Nation Association of
New York) at UN celebration

• Cambridge’s
“Who’s
Who”
Professional of the Year Representing
Health and Wellness
• Worldwide “Who’s Who” Top Female
Executives
Advice to Emerging Entrepreneurs:

• Executive Vice-President of the UN
Association of New York
• Member of the Advisory Board of the
UN Association of New York
• Chair of the 60th Anniversary
Celebration of the United Nations
• Member of the Advisory Board, Merge
Summit (Releve Entertainment)
• Member of the Advisory Board,
Llewellyn Park (home of Thomas
Edison and first gated community in
the country)
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Desiree gives firm advice to budding
entrepreneurs, “Once you find out what
your passion is….. you should stay with
it. If you are an entrepreneur, you have to
stay with it.” She also believes that you
have to surround yourself with people
who have similar passions and are
serious about effectively and efficiently
running a business. Desiree adds, “You
have to surround yourself with people
who are intelligent visionaries. There
may be many who may not share your
vision or passion; you cannot stop, or
n
you will not succeed.”
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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

Supplier Diversity

Supplier Diversity:
Food for Thought
by Kenton Clarke
Kenton Clarke, Founder, President and CEO,
Computer Consulting Associates International, Inc.
In a previous article I wrote titled “Spend Doesn’t Matter”,
I highlighted the matrix driven goals followed by most
corporations for their Supplier Diversity initiatives. For
those unfamiliar with the term Supplier Diversity (SD), “it
is a business program amongst Fortune 1000 companies
that encourages the use of privately-held companies owned
by historically under-utilized businesses when purchasing
goods/services.”
The fundamental goal of SD is to include businesses owned by
diverse people in the supply chain of Fortune 1000 companies
to build wealth within those communities. Over the course
of the past ten years, I am happy to report that Fortune
1000 companies have consistently fulfilled their benchmark
in increasing spend with diverse owned businesses and
continue to do so. However, with over $100 billion purchased
from diverse owned companies, we can only point to a handful
of business owners that have fulfilled the “American Dream”.
This madness to achieve higher spend
has had no “Impact” on employment
and economic opportunities in the
Nations underserved communities.
With the widespread knowledge that
the majority population in the United
States will shift to the current nations
most uneducated, unemployed and
crime filled communities much has to
be done.
The SD process now has the
opportunity to have positive impact on
this trend by focusing their spend with
truly diverse small businesses. SD has
the unique ability to build prosperity
with not only the “special few” but
to be true to the word “diversity” and
focus spend with organizations that
not only have diverse leadership but
diverse annual revenues.

Another year of data collection from over 1 million small
businesses reveals an even wider gap between supplier
diversity goals and objectives and wealth creation in
companies owned by diverse peoples. The billions of dollars
of new business opportunities created by large corporations
somehow still cycles back and remain in the hands of
majority owned companies. The creation of Strategic
Partnerships where a large majority owned company and
a diverse owned enterprise combine to win contracts
still flows the “Green” back to the same old boys. These
transactions inflate diverse spend and create the illusion of
progress and new economic development.
Here is what has been going on:
The identification of the low hanging fruit (products and services
offered by diverse owned companies) has become obvious to
large procurement organizations. Much
work has been done to move large
contract dollars for IT services, Staffing,
etc. to diverse owned firms with proven
track records and exceptional delivery
history. This sector of commodities has
produced many companies with annual
revenues of over $50 million. Problem is
that there are sets of Go to companies
for these commodities that are safe,
low risk and highly qualified. The results
are 8 – 10 commodities purchased from
about 200 companies (the “Club”) for
a whopping $50+ billion in annual
diverse spend.
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This represents about 50% of the total
spend large corporations report with
diverse owned companies. So what we
have is a critical mass of dollars flowing
to a very small number of companies.
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To make matters worse there is a
significant number of pass-through and
no-value added transactions and these
commodities are at non-critical places
within the supply chain. Digging deeper
we also find little or no jobs created
within diverse communities from this
commoditized spending because the
systems, processes and administrative
support already exist to execute the
contracts. As an example, a purchase
of $10 million of IT equipment usually
turns out to be a drop shipment of items
purchased from a manufacturer. This type
or purchase requires in most cases less
then a few hours of administrative support
for handling purchase order, invoices and
managing delivery schedules. So there is
no job creation for such a large purchase
and the profit margins are low.
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Another example, even though Staffing
contracts result in the hiring of thousands
of people these positions usually require
high technical skills, college degrees and
subject matter expertise. These are not
skills found amongst the unemployed,
underemployed and under educated
populations
in
our
economically
depressed communities. So there
simply is no job creation and wealth
building only goes to business owners.
As diverse companies become larger
their ability to hire employees like
themselves becomes diminished
because now they have to hire the
best person in the marketplace to
continue there growth and also
to avoid any discriminating hiring
practices. The South Asian’s are an

exception to this rule and continue to
hire mostly South Asians.
Demographic shift
As we all know the majority population in
a few short years will be people of color
and we are very aware of the education,
asset gaps and poverty levels that will
be prevalent in our country right around
the corner. Our standard of living, global
competitive advantage and world power
status are simply in jeopardy if we don’t
raise the level of economic participation
within the African American and Latino
communities that will dominate our
population. When you add in the effects
of crime we are headed towards
a third world environment in a few
short decades.
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So is the growth in diverse spend
counterproductive? Is supplier diversity
in the wrong space? Have we achieved
anything but a few fat gays/gals? The
answers are obvious but difficult to
admit. We have been running down a
path chasing the wrong goals for so
long it’s going to be difficult to slow the
train down.

that need the help. That also means
non-diverse owned companies with
high employment in the targeted
communities. Oops, did I say supplier
diversity should also include nondiverse companies? Absolutely, the
impact comes from employment and
job creation not just wealth building for
a few.

Too much effort has been invested in
the current matrix driven processes.
Too much parading of poster boys/
girls has created an environment of
satisfaction among large companies
and the “Club”. The network (30,000
people at most) that takes part in the
SD process is to small and has not
grown since I became involved over 30
years ago and is insignificant relative to
the 8 – 10 million companies owned by
diverse people.

The ability for anyone to turn around
this trend is strained by the lack
of resources dedicated to the SD
process at large companies and their
limited empowerment within their
organizations. The confusion over best
practices only being common-practices
and follow the flock mentalities
continues to drive status quo
benchmarking. The limited research
skills required to perform impact
analysis would also pose challenges for
a new direction in thinking.

Is there a solution?

While strategic sourcing processes
have made significant improvements
on bottom line results these gains may
have an inverse effect on long-term
profitability. Mitigating supply chain risk
have included factors such as financial,
political and natural disasters but have
not examined the long term scenarios
of a less educated work force, higher
unemployment, increased poverty
levels and a lowered standard of living
in the U.S. So our short-term gains by
having a smaller/tweaked supplier base
put all of us in jeopardy of the life style
we currently enjoy in America. There is
no holding this train back because of
our focus on financial reports measured
on a quarterly basis.

The solution lies in 2 parts. Procurement
with companies with revenues
under $1 million annually and a major
increase in investment in education.
For those companies under $1 million
in annual revenue they tend to hire
people that look like them and from the
same physical community and have
between 5 – 10 employees. When
you increase their business by a small
$500,000 contract that absolutely will
result in job creation and promotion
among its current employees. So
there is no Einstein here, we simply
have to manage the distribution of
contracts among companies that will
have an impact in the communities
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Have our efforts created real
measurable results?
So who is going to tell the C-suite
we have wasted 20 years chasing the
wrong diversity spend goals? That the
money spent on events, memberships
and staff has had no measurable impact
on the populations we are trying to
include in economic prosperity or gain
as new customers. After all, we can
show we have spent billions of dollars
and have more examples of successful
diverse companies with owners ready
to give great testimonials. We can also
gather a few thousand people at an
event and celebrate our successes.
But who is going to tell the C-suite it’s
all smoke and mirrors? Who is going
to report that in spite of our company
spending over $1 billion with diverse
owned companies we cannot measure
the number of new jobs or economic
opportunities created for those less
fortunate communities? Who is going
to report that we continue to put most
of our efforts into supporting diverse
companies whose owners are already
multi-millionaires?
“We want our supplier base to mirror
our customer base” is a phrase used
too often as a goal that makes bean
counting easy but draws focus away
from percentage of ownership and
senior management at most mature
diverse owned companies. “We use
our SD program to improve our market
share within multicultural communities”
is another immeasurable statement
used frequently with no foundation for
tracking sales generated.

The road to change
The SD professional has exceptional
skills and motivation to make a system
work. All they need is the time to sit
back and see were they really are and
establish a new paradigm. These over
worked and sometimes unappreciated
professionals deserve a framework in
which they can really make an impact
on the economic prosperity of the
under utilized diverse communities.
If we take the time to setup a new
direction and forget about scoring points
(by the way … no one is watching), our
goal needs to be Impact on diverse
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communities. Without Impact, we simply
have a lot of movement going nowhere.
Lets take a serious look at where our
country is and where we will be in a few
short years if we do not include everyone
in the fruits of economic success.
Kenton Clarke is the Founder, President
and CEO of Computer Consulting
Associates International, Inc. (CCAii) and
the founder of DiversityBusiness.com.
CCAii, of Southport, Connecticut, is
one of the nation’s leading multicultural
InformationTechnology consulting firms.
DiversityBusiness.com, CCAii’s flagship
product, is the nation’s largest and
most comprehensive online resource
center for small businesses and large
procurement
organizations.
  Mr.
Clarke’s accomplishments have been
recognized by numerous local and
national awards, including the Regional
Minority Small Business Person of
the Year Award from the US Small
Business Administration, the Ernst &
Young’s Entrepreneur of the Year Award
and the Connecticut’s “Small Business
Person of the Year” Award from the
SBA.   With Mr. Clarke at its helm, the
US Small Business Administration also

honored CCAii with its Nation’s Top
Diversity Owned Business Award for
the development of DiversityBusiness.
com and its commitment to business
development for Diversity business
owners.   Considered one of America’s
authorities on diversity business issues,
Mr. Clarke is frequently quoted in local
and national publications on diversity
business development and technology
issues, including Fortune and Black
Enterprise magazine. He has also
appeared as an industry spokesperson
on PBS, CNBC, CBS News Radio and
Yahoo! Finance Vision.   
About
DiversityBusiness.
com
Launched
in
1999,
DiversityBusiness is the largest
organization of privately owned
businesses throughout the United
States that provide goods and services
to Fortune 1000 companies, government
agencies, and colleges and universities.
DiversityBusiness provides research
and data collection services for diversity
including the “Top 50 Organizations for
Multicultural Business Opportunities”,
“Top 500 Diversity Owned Companies
in America”, and others. Its research
has been recognized and published by

Forbes Magazine, Business Week and
thousands of other print and internet
publications. The site has gained national
recognition and has won numerous
awards for its content and design.
DiversityBusiness reaches more diverse
suppliers and communicates more
information to them on a more frequent
basis then all other organizations
combined. We also communicate with
mainstream businesses, government
agencies and educational institutions
with information related to diversity.
Its e-magazine reaches over 3,000,000
readers, an e-newsletter that reaches
2.4 million, and website visitors of 1.2
million a month. It is a leading provider
of Supplier Diversity management tools.
DiversityBusiness.com’s
produced
by Computer Consulting Associates
International Inc. (CCAii.com) of
Southport, CT. Founded in 1980.
Reference Articles:
Supplier Diversity: Food for Thought
August 2010 by Kenton Clarke President
& CEO DiversityBusiness.com
Fortune 500 Diversity Procurement
Spend Doesn’t Matter
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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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Alina Seyler, CEO, Carpet Fashions; Michael E. Smith, President and CEO, The Griffin Security Agency; Booker Favors, President, Favors & Company

Con Edison Is ON IT–
And We’ve Got Company.
In fact, more than 300 companies in and around New York do business with Con Edison through
our Supplier Diversity Program. Entrepreneurs like these who partner with Con Edison become the
economic engines that keep New York on the move.
You could be one of them. Con Edison. ON IT.

Visit www.conEd.com/supplierdiversity or call Joy Crichlow, Director,
Con Edison Supplier Diversity Program at 212-460-3076.

www.conEd.com

Financial News
6 Questions for Bond
Buyers
By Walid Petri
Walid L. Petri
Owner, Financial Management Strategies, LLC
The stock market has taken us on a wild ride the past few
years. So the relative stability of bonds may seem enticing. As
you weigh how much bond exposure you want, ask yourself
six questions. Bond investing basics are simple. When you buy
a bond, the bond issuer, either a government or corporation,
pays you an agreed-upon rate of interest known as the coupon
rate. In addition, you get your original investment back when
the bond reaches a maturity date. The questions:
Do you want to go long- or short-term? Normally, longerterm bonds pay higher interest than shorter-term bonds.
However, monetary policy and inflation expectations vary
with time, so sometimes the normal yield curve may flatten
(meaning short- and long-term rates are equal) or invert
(short-term rates are higher than long-term rates). When this
occurs, it can be very hard to sell a long-term bond because
investors can get the same or higher rate investing shortterm. The big questions here are: Where do you want to be
on the yield curve? How long do you want to invest your
money for a given return on your investment?
How much risk do you want to assume? As interest rates
go down, the value of a bond goes up, and when interest
rates climb, a bond’s value falls. If an investor wants less
risk, he might choose to buy a short bond, as its value will
fluctuate less when interest rates vary. Long bonds usually
offer higher interest rates because they typically carry more
risk. Historically if an investor wants no risk, short-term U.S.
Treasuries were always the consensus best choice. After all,
Uncle Sam backs them up. But they pay a comparatively low
rate of return. Their safety, though, is no longer assured. The
burgeoning U.S. debt makes them riskier.
A bond’s duration relates to interest rate risk. It is a
measurement of how long it will take for the price of a
bond to be recouped by internal cash flow paid out by the
bond. A debt instrument with one-year duration is not very
sensitive to interest rate fluctuations. But a really long bond
with 30-year duration will see its value fluctuate sharply with

even a small interest rate change. Generally, a bond that
pays a higher interest rate and has a longer term will have a
higher duration. As an aside, please note that, although U.S.
interest rates are paltry at present: a) They have only one
direction to head in the coming years, and that is up; b) other
“stable” countries are raising their rates.
How important is the rating to you? Investors usually
look to Standard & Poor’s or Moody’s for bond ratings.
Government bonds are perceived as less risky than private
sector bonds. Trouble is, the recent financial upheaval was
partly rooted in the ratings agencies’ failures. They awarded
high ratings to mortgage debt that was rotten. Use them as a
guide and not gospel. Some bond investors do have relatively
high-risk appetites, with some even buying high yield, also
known as junk, bonds from troubled firms whose ability to
make interest payments is in doubt. The riskier a bond, the
higher the interest rate investors demand. Junk bonds are
known as below investment grade: For S&P, that’s everything
rated BB+ and below; for Moody’s, Ba1 and down.
Do you want a tax-free or taxable bond? Many federal
and municipal bonds are tax-exempt to some degree. Their
interest rates are lower than those of corporate bonds. You
need to compare muni and corporate bond rates on an aftertax basis. You do this by calculating the tax-equivalent yield,
which equals the tax-free interest rate divided by (1 minus
the investor’s federal tax bracket). Consider two investors.
Investor A pays a 25% federal tax rate while Investor B
is in the 35% bracket. Should they buy a municipal bond
paying 4%, or a highly rated corporate bond paying 6%?
The real question becomes: What will they take home after
taxes? They run the numbers on the muni bond. Investor
A calculates his after-tax yield as 5.33% (4%/(1- 0.25) =
5.33%). Investor B gets 6.15% (4%/(1- 0.35) = 6.15%) after
taxes. Investor B chooses the muni. Investor A figures out
that the tax exemption saves her less, so she selects a
corporate bond and pays taxes on it.
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What about inflation fears? Inflation
is the enemy of bonds, eroding the
value of their principal and interest
payments. But there are remedies
within the bond world. Treasury Inflation
Protected Securities (TIPS) are issued
by the U.S. Treasury. Their principal
depends upon the Consumer Price
Index. Their principal increases with
inflation and decreases with deflation.
TIPS appeal to investors who fear that
inflation could erode the value of their

investment. When TIPS mature, you
redeem either the securities’ original
value or their inflation-adjusted value,
whichever is greater. Investors who
can tolerate varying interest payments
may decide to buy a variable-rate bond.
The return on these bonds reflects the
general level of inflation, and commonly
rises with rising interest rates.
Stocks or bonds? Unlike bonds, stocks
have the ability to double or triple. Look

at Apple (AAPL). But they also can crash,
as happened in 2008. Stocks are more
transparent than bonds, so bond investors
need to do a thorough analysis before
buying. Still, you have more choices
with bonds. The global bond market is
approximately $82.2 trillion; the global
stock market, only $37 trillion. Clearly
there is an abundance of bonds in varieties
that investors can find appropriate for their
income needs, tax situation, time horizon
and risk tolerance.
n

Fixed-Income Dangers
By Walid Petri
Investing in bonds and other fixed-income holdings is the
traditional haven of the risk-averse. But is this too risky? Inflation,
even at today’s low-single-digit levels, will erode your assets.
One way around this, despite higher risk: stocks. For decades,
financial institutions have promoted certificates of deposit,
savings accounts, money market funds, interest-bearing checking
accounts and fixed annuities as riskless or low-risk investment
options.This still remains generally sound advice regarding the risk
of loss of principal. However, with interest rates at all-time lows, the
risk of inflation is growing. With a negligible federal funds interest
rate, these conservative options stand little chance of keeping
up with inflation. The price of debt has gone up, particularly U.S.
and German sovereign debt. In mid-June, the 10-year Treasury
yield was 1.59% after touching an all-time low of 1.44%. It has
consistently been below 2% since April 26. Overseas, we see
Germany’s 10-year notes yielding around 1.4%.
America had 3% inflation in 2011. The annualized inflation
rate was down (reportedly) to 2.7% in March 2012. Today,
the yield on many CDs, money market funds and interest
earning checking accounts can’t even keep up with that. I say
“reportedly” because the Consumer Price Index doesn’t tell
the whole story of inflation reality – retail gasoline prices rose
9.9% during 2011.
Retirees are feeling the pain of low rates. With the federal
funds rate at 0% to 0.25%, a short-term CD earns 0.5% interest
today. On average, those who put money in long-term CDs at the
end of 2007 (the start of the Great Recession) saw the income
off those CDs dwindle by two-thirds by the end of 2011. On
paper, consumer price inflation is tame, personal incomes are
modestly higher and measures of senior poverty are reassuringly
low. But in the real world, prices for many consumer items are
much higher, especially in poorer neighborhoods without WalMarts and other price-conscious retailers. Incomes for many
seniors are not rising as their interest income continues to fall
and they rightly fear the stock market. A lot of older households
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are experiencing what can best be called financial exhaustion.
Many older Americans have scrimped during their retirement
years to make ends meet. While they make enough money
to avoid poverty, they don’t have much cushion. Now, with
nest eggs depleted and home values still depressed, they
are running out of painless financial sacrifices.
In the 1990s and 2000s, the common philosophy was to
invest for growth in your thirties and forties and then focus
on wealth preservation as you neared retirement. (Of
course, back then it was also widely believed that you could
count on stock market gains of 10% per year.)
The stock market collapse of the 2000s has, of course,
permanently changed this belief in stocks. A generation of people
in their fifties and sixties, who still need to accumulate wealth
for retirement, also need to start withdrawing from savings for
current income. This is truly a sandwich generation. Aside from
having to help their children and their aged parents, this group
also is caught between their own looming retirement and the
need to make up for investment losses of the past decade.
Who could live on the income earned in 1996 or even
2004? Essentially the dilemma of many retirees is: 1) their
certificates of deposit and money market accounts yield
almost nothing, 2) they are withdrawing more than they are
earning, 3) their retirement fund is shrinking and 4) they must
live on less or without.
Recently reported inflation in the U.S. has averaged between 2%
and 4% annually. What if consumer prices rise 4% annually for
the next 20 years? At 4% inflation for 20 years, today’s dollar will
be worth 44 cents in 2032. Today’s $1,000 king or queen bed will
cost about $2,200 then. Today’s $23,000 sedan will run more than
$50,000. Beyond prices for gasoline or durable goods, think of the
cost for food and health care. Because of this reality, most retirees
can’t completely refrain from growth investing. They need their
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portfolios to yield at least 3% and preferably
much more. If their portfolios bring home an
inadequate yield, they risk losing purchasing
power as consumer prices increase at a
faster rate than their incomes.
What if you want or need to stay in
bonds? Some bond market analysts
believe now might be a time to exploit
short-term bonds with different
maturity dates. As each batch of
bonds matures, it is reinvested, thus
capturing the latest interest rates. You
are less likely to be locked into low
yields if current rates increase.
The trade-off is accepting lower interest
rates in exchange for a potentially
smaller drop in the market value of these
securities when rates rise. (Bond rates
and prices move in opposite directions.)
If you are after higher rates of return from
short-duration bonds, look at bonds that
are investment-grade but without the top-

tier ratings, AAA or AA. If you too expect
rates will rise in the near future, using
short maturities could position you to get
your principal back in the short term. That
could give you cash that you could reinvest
in response to climbing rates. Still, if you
think bond owners are in for pain in the
coming years, then you limit yourself to
small positions in bonds. No appetite for
risk. Why would people put their money
into an investment offering a 1.5% return
for 10 years? In a word, fear. The fear of
volatility and a global downturn is so
prevalent this spring that many investors
are playing not to lose again. Yet when
interest rates rise, owners of long-term
bonds might find themselves losing out in
terms of their portfolio’s potential. This is
especially worth remembering given the
history of the CPI and how inflationary
jumps come without much warning.
From 1900 to 1970, inflation averaged
about 2.5% in America. Starting in 1970,

the annualized inflation rate hit 6%,
and by 1979 it was at 13.3%; it didn’t
moderate until 1982, when it fell to 3.8%.
U.S. consumer prices rose by an average
of 7.4% annually in the 1970s and 5.1%
annually in the 1980s, compared to 2.2%
in the 1950s and 2.5% in the 1960s.
According to the Department of Labor
and Axa Equitable, since 1950, there
were 19 calendar years when the CPI
was 2.0% or less. The Standard & Poor
500 stock index was up in 15 of the 19
years, gaining an average of 13.9% per
year in total return (stock appreciation
plus interest).
All this should tell you one thing: you
can’t hide in fixed income. Inflation has
a powerful cumulative affect no matter
how conservatively or aggressively you
invest – so you had better seek to at
least keep pace with it or better yet
seek to beat it.
n
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Government News
Agriculture Secretary Vilsack Announces
Support for a New Bio-Based Chemical
Production Facility in Louisiana
Release No. 0202.12
Contact:
USDA Office of Communications (202) 720-4623

Facility will create jobs and produce an eco-friendly
replacement for a petroleum-based product
WASHINGTON, June 18, 2012 – Agriculture Secretary
Tom Vilsack today announced that USDA has approved
a loan guarantee of $25 million to Myriant Corporation
to help construct a bio-based production facility in Lake
Providence, La.
“This project will support the President’s “all-of-the-above”
energy strategy and create job opportunities for American
workers,” said Vilsack. “The facility will bring opportunity to
an area of Louisiana that has been battered by hurricanes,
and has lacked new development. It will also expand a
market for farmers.”
The facility will make succinic acid, which is used primarily
as a sweetener within the food and beverage industry.
Currently it is made from butane, using petrochemicals, but
the new plant will convert grain sorghum, an actual food
source and a sustainable resource source, into succinic acid
and ammonium sulfate. It is expected to produce 15,000
tons per year of succinic acid and 18,000 tons per year of
ammonium sulfate.

Myriant is the first bio-based chemical company to receive
funding under USDA Rural Development’s Business and
Industry Guarantee program, which supports local rural
businesses and helps create or retain jobs. This funding is
an example of the many ways that USDA is helping revitalize
rural economies to create opportunities for growth and
prosperity, support innovative technologies, identify new
markets for agricultural producers, and better utilize our
nation’s natural resources.
The Obama Administration is working to promote domestic
production of renewable energy to create jobs, reduce
dependence on foreign oil, combat global warming, and build
stronger rural economy. USDA is working to develop the
national bio-based products industry producing energy and
goods from non-food sources in every region of the country.
The Myriant facility also received $44 million in grants from
the U.S. Department of Energy and an additional $10 million
from the Louisiana State Department of Transportation for
infrastructure improvements.
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 $170 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. n

Economic Statecraft:
Embracing Africa’s
Market Potential
Testimony
Johnnie Carson
Assistant Secretary, Bureau of African Affairs
Washington, DC
June 28, 2012

The U.S. Government is committed to expanding trade and
investment in sub-Saharan Africa and the numbers show
our commitment. U.S. trade to and from Africa has grown
significantly in the past ten years. U.S. exports to subSaharan Africa tripled from just under $7 billion U.S. dollars
in 2001 to over $21 billion dollars in 2011.

Mr. Chairman and Members of the Committee:
Thank you for providing me with the opportunity to address
the committee on what I feel is an important and timely topic.

As Secretary of State Clinton said at the annual AGOA
Forum two weeks ago: “twelve years ago, the United
States passed the Africa Growth and Opportunity act
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because we believed that the countries of Africa had
tremendous untapped economic potential that could and
should be developed. We shared a vision with many of you
of a future in which economic growth in Africa would fuel
growth and prosperity worldwide…trade and investment
would multiply…and people across the continent would
have new opportunities to start their own businesses, earn
higher salaries, improve their lives, and lift the fortunes of
their families and communities.”
In large part, this vision is becoming reality. It is my firm
belief that Africa represents the next global economic
frontier. Sub-Saharan Africa continues to weather the global
economic crisis more successfully than other regions, and
is home to six – and soon to be seven – of the ten fastest
growing economies in the world. A recent McKinsey study
documented that Africa offers the highest rate of return on
foreign investment of any developing region and has for
some years now. Consumer spending continues to rise, and
43 percent of Africans currently have discretionary income or
could be considered middle class consumers. And a growing
middle class is a market for American products – from ipads to
Pampers to Caterpillar tractors which increase crop yields to
GE turbines which create additional hours of on-grid electricity
to Boeing airliners which facilitate African countries’ growing
links with each other and with other continents.
However, we can do more. Africa’s recent economic
growth is impressive but the region still only accounts for
approximately two percent of global trade. The second pillar
of President Obama’s recently announced U.S. Strategy
Toward Sub-Saharan Africa directs the Administration to
“spur economic growth, trade, and investment in subSaharan Africa.” This new approach recognizes that it is in the
interest of both the United States and our African partners
to improve the region’s trade competitiveness, encourage
the diversification of exports beyond natural resources,
and ensure sustained economic growth which benefits all
sectors of society.

sustained economic growth through private
commercial, trade, and investment activities.

sector,

The African Growth and Opportunity Act continues to be
the centerpiece of our trade policy with sub-Saharan Africa.
It is Africa’s most important vehicle for market access and
its unilateral trade preferences have created enormous
goodwill for the United States on the continent. As you
know, many African countries are not taking full advantage
of the benefits of AGOA. However, some AGOA beneficiary
countries take good advantage of the provisions for fabric
and apparel product lines. The third country fabric provision
component of AGOA was designed to provide an opportunity
for AGOA-qualified countries to be more competitive in labor
intensive textile processes such as sewing, stitching, and
cutting fabric.
It was widely recognized that most African countries were
not able to compete in the more capital intensive process of
producing fabric from raw cotton. African manufacturers have
successfully used the AGOA third country fabric provision
to create jobs, not just in the manufacturing countries but
have used this provision to create cross-border pan-African
supply chains. These supply chains also encourage regional
integration – one of our key goals for the continent. Fabric
and apparel exports are the second largest AGOA export
after extractive industry products. However, these imports
still account for less than two percent of U.S. imports.
I’d like to say a few words about what is likely to happen
if third country fabric legislation is not renewed. In our
globally linked world, American buyers place orders six to
nine to twelve months ahead. 95 percent of AGOA apparel
and textile exports enter under the third country provision.
And the AGOA third country fabric provision is the only
way that African textile and apparel companies can remain
competitive with larger producers such as China, Vietnam,
and Bangladesh.

This new strategy elevates economic growth, trade, and
investment issues by calling for increased U.S. focus to (1)
promote an enabling environment for trade and investment
; (2) improve economic governance; (3) promote regional
integration; (4) expand African capacity to effectively access
and benefit from global markets; and (5) encourage U.S.
companies to trade with and invest in Africa.

Without our help, jobs will continue to disappear in some
of Africa’s most vulnerable economies, affecting primarily
women and the families they support. Eighty-five percent
of these imports come from just four countries: Lesotho,
Kenya, Mauritius, and Swaziland. I know that diplomats from
these countries have come to see you to emphasize the
disproportionate effect that lack of renewal of this provision
will have on their economies.

In addition to the President’s new U.S. Strategy Toward
Sub-Saharan Africa, our efforts to increase our commercial
engagement in Africa are firmly in line with Secretary
Clinton’s global focus on Economic Statecraft. The State
Department’s economic statecraft policy harnesses the
forces of global economics to advance our diplomatic
agenda and puts the tools of our diplomacy to work to
meet our economic goals. We are committed to using every
opportunity available to advance not only diplomatic and
political priorities but our economic and commercial goals
as well. I would like to highlight a few of the programs that
the Bureau of African Affairs has been working on as we
shift our economic orientation towards Africa from focusing
almost exclusively on development assistance to promoting

The effects of the loss of orders are troubling. At the AGOA
Forum, the Swazi Minister for Trade told AGOA delegates
that the loss of the provision will “shut the country down”.
The textile and apparel sector is the largest formal sector
employer with over 15,000 jobs and employment is already
41 percent in this small, landlocked country. Loss of just one
of these jobs means that ten people lose their livelihood,
since Swazi officials calculate that each textile job directly
supports ten people. Lack of orders have already led to
plants closures in Namibia, robbing people of their legitimate
livelihoods and governments of much needed tax revenues.
The Mauritians report that their orders are down 30 percent
since January due to the uncertainty whether this provision
will be renewed in a timely fashion.
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Madagascar’s loss of AGOA eligibility in 2009 is a possible
model of what could happen if this provision were to expire.
Prior to its loss of AGOA eligibility, Madagascar was one of
the top textile producing countries in Africa, exporting over
$2050 million in textiles in 2007. Due to 2009 coup, the
Government of Madagascar lost all AGOA benefits, including
the textile provision. Apparel exports plummeted by $150
million in 2010. This more than $150 million drop in textile
exports resulted in the loss of 50,000 jobs which will more
than likely never return.
We continue to actively educate, inform and encourage U.S.
companies to be more active in Africa. This is a continent
on the move and there are enormous opportunities for U.S.
companies to enter the market, make money, and create
jobs for Americans here at home.
In February, I led a trade mission to Mozambique, Tanzania,
Nigeria, and Ghana with 10 U.S. energy companies ready to do
business. A lack of reasonably priced reliable power remains
one of the most binding constraints to economic growth
throughout Africa. Governments across the continent are
working to attract new trade and foreign investment that will
sustain their rapid economic growth and build their middle
class. The goal of this mission was to highlight opportunities
for U.S. companies and help address a glaring need for
increased power sector infrastructure in Africa. The mission
was a success and a number of these U.S. companies
concluded partnership agreements with African companies
to jointly develop power projects. Ex-Im Bank and USTDA
representatives also participated in the mission to ensure
that both the U.S. participants and our Africa partners are
fully aware of U.S. financing options. We are in the process of
putting together a trade mission to accompany the Secretary
to South Africa for the U.S.-South Africa Strategic Dialogue.
In addition, I plan to lead similar trade missions in the future
and continue to help and encourage U.S. companies to be a
part of the growing economic dynamism of Africa.
In our continuing efforts to inform, educate and encourage
U.S. companies to pursue commercial opportunities on
the continent, just last week, the State Department, in
collaboration with the Department of Commerce’s U.S.
Export Assistance Center in Cincinnati, the Department
of Transportion, the Ex-Im Bank, USTDA, USAID, USTR,
and several other U.S. Government agencies, hosted a
U.S.-Africa Business Conference in Cincinnati, Ohio. This
conference attracted well over 400 participants, including
African government officials, and representatives from
the U.S. and African private sectors and civil society. The
U.S.-Africa Business Conference expanded on the AGOA
Forum infrastructure theme by focusing on infrastructure
development, including energy, transportation, and water
and sanitation. It showcased U.S. business expertise
to potential African clients and highlighted trade and
investment opportunities in Africa to U.S. exporters and
investors through structured networking opportunities for
African government officials and business leaders with U.S.
state and local government officials and business leaders;
informational sessions on U.S. Government opportunities
and services from various federal agencies; and site visits

to companies and research facilities highlighting potential
technologies for Africa.
Cincinnati was selected as the conference location for its
potential to increase commercial partnerships with Africa
at local, state, and regional levels given its concentration
of Fortune 500 and 1000 companies. I am pleased that the
Cincinnati conference built on the successes of the 2010
Kansas City, Missouri business conference. Bringing African
government officials and private sector representatives
outside of the beltway allows us to more effectively focus
on business-to-business linkages.
We also have two very popular programs which develop
business capacity in Africa, the African Women’s
Entrepreneurship Program (AWEP) and the President’s
Young African Leaders Initiative. This year delegates from
both programs participated in both our AGOA Forum and
U.S.-Africa Business Conference events. AWEP is an
outreach, education, and engagement initiative that targets
African women entrepreneurs to promote business growth,
increase trade both regionally and to the United States using
AGOA, create better business environments, and empower
African women entrepreneurs to become voices of change
in their communities. The State Department organizes an
annual AWEP professional exchange program for these
women to improve their skills and has created a series of
public-private partnerships with ExxonMobil, Intel, Vital
Voices, and the Cherie Blair Foundation for Women.
This year’s President’s Young African Leaders Initiative
included the Innovation Youth Summit and Mentoring
Partnership with Young African Leaders and brought
more than 60 participants to the U.S. for three weeks
of professional exchange and entrepreneurial hands-on
training. This initiative encourages U.S.-Africa collaboration
to promote business innovation, investment, and corporate
social responsibility activities in Africa.
However, there are still many barriers that stand in the way of
companies that hope to do business there. In many places,
corruption is too common. The cost of finance, including
investment finance, is too high. Infrastructure is lacking or
inadequate. Regulatory systems are often inconsistent and
inefficient. Also, many U.S. businesses see African markets
as too risky. The perception of Africa as poverty filled and strife
ridden persists. We work closely with African governments
so that they will continue to enact the kinds of reforms to
support improved investment climates which will attract both
domestic and foreign investment. In addition, we continue to
highlight opportunities for trade and investment in the region
for U.S. companies and to work with them to conclude deals.
Our work with GE Transportation in Ghana on a locomotive
tender where GE was ultimately able to win a deal worth
$200 million in U.S. content is but one example. We are
confident that the U.S. can compete effectively in Africa, but
we have to continue to encourage American companies to
go to Africa and we have to encourage African countries to
continue to make their regulatory and business environment
more conducive for American business. Greater U.S.-Africa
n
trade is in the interest of both America and Africa.
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Citi Commercial Bank Approves
Nearly $1 Million To Finance Texas
Small-Business Exports Under Ex-Im Bank’s
Medium-Term Delegated Authority Program
FOR IMMEDIATE RELEASE
June 20, 2012
Contact: Linda Formella, (202) 565-3200
WASHINGTON, D.C.: The Export-Import Bank of the United
States (Ex-Im Bank) today announced that Citi Commercial
Bank has approved its first transaction under Ex-Im Bank’s
Medium-Term Delegated Authority Program (MTDA), an
initiative to expedite export financing for U.S. small businesses.
Citi Commercial Bank has authorized an Ex-Im Bank-guaranteed
loan of approximately $970,000 to Exinsa S.A. in Cancún, Mexico,
to purchase aTT2550 chain trencher fromTrench-Tech International
Inc., a small-business manufacturer in Roanoke, Texas. The chain
trencher (a type of equipment that can cut through very hard
ground) will be used in the Mexican buyer’s construction business.
The buyer is a repeat customer of the U.S. exporter.
Approved lenders under Ex-Im Bank’s MTDA Program can
authorize Ex-Im Bank’s guarantees to support medium-term
commercial loans for foreign buyers of U.S. capital goods such
as machinery and equipment. The program is designed to reduce
transaction turnaround time and provide additional support for
U.S. small-business exports.

will generate investment for a thriving U.S. business and
create new jobs here and abroad,” said Citi Commercial
Bank Product Sales Director Rajiv P. Goswami.
“The new MTDA Ex-Im program offered through Citi Commercial
Bank enabled us to complete a sales transaction with Exinsa S.A.
de C.V., located in Cancún, Mexico. Without this new program, we
most likely would not have been able to complete this transaction,”
said Jerry F. Gilbert, president of Trench-Tech International Inc.
Under the program, approved lenders have delegated authority
to underwrite and authorize Ex-Im Bank-guaranteed mediumterm transactions without prior Ex-Im Bank review and approval.
In each transaction, the lender is required to share the credit risk
by retaining 10 percent of the commercial risk but also retains
10 percent of the Ex-Im Bank exposure fee. Transactions involving
small-business exporters or small-business suppliers are eligible
for increased Ex-Im Bank risk coverage, and for these transactions,
the lender’s commercial-risk retention is reduced to 8 percent.
Approved lenders have the thorough knowledge of Ex-Im Bank
policies and credit standards to expedite approvals and help
U.S. exporters offer timely financing to their foreign customers.
Loans approved under the program may have repayment terms
of two to five years.

“Ex-Im Bank’s Medium-Term Delegated Authority Program is
a vehicle to increase exporting by U.S. small and medium-sized
businesses, one of the main goals of President Obama’s National
Export Initiative. Ex-Im Bank is partnering with commercial lenders
to ensure that foreign buyers have ready access to financing for
their purchases of U.S. goods and services. The exports supported
through this program are helping small businesses maintain
American jobs,” said Ex-Im Bank Chairman Fred P. Hochberg.

Transactions requiring a higher degree of specialized judgment,
such as those involving complex financing, environmental
or economic-impact analysis, may be excluded. Excluded
transactions may be submitted for consideration under Ex-Im
Bank’s standard medium-term guarantee program.

“One of Citi Commercial Bank’s greatest strengths is our
capacity to leverage Citi’s unequaled global footprint to meet
the ever-growing demand for international services from our
U.S. clients. We are thrilled to partner with Ex-Im Bank and
capitalize on our strengths to help finance a transaction that

Interested lenders may contact Tom Fitzpatrick, Trade Finance
and Insurance senior relationship manager, at (202) 565-3642.
Detailed information on the Bank’s MTDA program is available
on Ex-Im Bank’s Web site at http://www.exim.gov/products/
medium_term_delegated_authority.cfm.
n

Commercial lenders currently participating in Ex-Im Bank’s
MTDA Program also include Wells Fargo and NorthStar Trade
Finance (owned by several Canadian financial institutions).

Fast Facts on the
U.S. Government’s Work in Haiti: Funding
Fact Sheet
Office of the Haiti Special Coordinator
June 28, 2012
Following the tragic January 12, 2010, earthquake, the U.S.
government (USG) has committed over $3.1 billion toward
relief, recovery, and reconstruction, of which $2.2 billion
has been disbursed as of September 30, 2011.

• Relief Assistance: The USG committed $1.3 billion
in humanitarian relief assistance (rapid, life-saving
emergency assistance). This support includes funding
provided to fight the October 2010 cholera outbreak. USG
relief assistance supported the deployment of search-andrescue teams, provided emergency food assistance and
safe drinking water, installed latrines and water systems,
provided emergency shelter, re-established medical

supply chains, restocked medical supply inventories, and
helped to treat and prevent cholera.
• Recovery and Reconstruction Assistance: The USG has
also committed $1.8 billion in recovery and reconstruction
assistance to support recovery and begin long-term
reconstruction activities in key development pillars identified
in the five-year USG Haiti strategy. The USG implemented
recovery activities in order to bridge the gap from emergency
assistance to reconstruction, including implementation of
cash-for-work rubble removal and shelter solution activities;
construction of temporary infrastructure to house the
Parliament and semi-permanent classrooms to allow
students to return to school; support and technical assistance
for the Interim Haiti Recovery Commission; and funding for
Haitian debt relief. Reconstruction activities require in-depth
exchanges with new partners and Government of Haiti
(GOH) officials to design and implement projects toward a
more stable and economically viable Haiti. Reconstruction
assistance supports new post-earthquake initiatives, as
well as projects that began prior to the earthquake, and
continues to support Haiti’s economic recovery. To promote
sustainable, long-term development, the USG has initiated
site work to prepare for permanent houses in Haiti’s north,
reconstructed the Ennery Bridge, initiated energy activities
for the new Caracol Industrial Park, encouraged public-private
partnerships to raise revenues for farmers, pioneered mobile
banking, supported food security activities to increase crop
yields, provided a basic health package to beneficiaries,
increased physical access for disabled students and teachers,
and supported first- and second- round presidential elections.

How the USG Provides Assistance
The majority of USG funds in the first year following the
earthquake were used to respond quickly to emergencies
and humanitarian crises. Funding to respond to crises
worldwide is pre-contracted or provided to traditional
partners to respond quickly to save lives.
Since the earthquake, the USG has worked directly or through
sub-awards in which USAID has worked with over 400 Haitian
non-governmental organizations and firms and hundreds of
local vendors; and USAID continues to award contracts to
local organizations. Moving forward, the USG is increasing
local contracting as reconstruction programs continue to be
designed and awarded. USG programs will work specifically
to build the capacity of Haitian organizations to receive direct
funding for implementing USG projects and will provide
technical assistance directly to the GOH, local governments,
and Haiti’s parliament to build government capacity.
The USG is also funding new and innovative projects and
encouraging Haitian entrepreneurship through USAID’s
new Development Innovation Ventures (DIV) program
and a new LEAD program which facilitates investments.
USAID’s DIV program offers funding to new projects that
have potential to address Haiti’s significant challenges
and substantively improve development outcomes. The
DIV Haiti initiative will invest in innovations tailored to the
Haitian context, measure their impact, and scale up those
that are successful. The LEAD program partners with
Haitian businesses and U.S.-based investors to increase
the development impact of remittances.
n

Obama Administration Announces New
Investments to Advance Biofuels Industry
and Enhance America’s Energy Security
U.S. Navy, Department of Agriculture and Department of Energy Announce Funding Available for Commercial Scale Advanced Drop-In Biofuels; Energy Department Also Announces Additional Biofuel Investments
to Drive Cost Reductions and Technological Breakthroughs
Release No. 0217.12
Contact: USDA Office of Communications (202) 720-4623
WASHINGTON. D.C. – As part of the Obama Administration’s
commitment to deploying every available source of American
energy and reducing our reliance on imported oil, U.S.
Secretary of the Navy Ray Mabus, Secretary of Agriculture
Tom Vilsack and Secretary of Energy Steven Chu announced
new funding available to pursue new innovations in biofuels
technologies, increase production of U.S. biofuels, and
strengthen American energy security. The U.S. Department
of Agriculture (USDA), Navy and Department of Energy are

announcing $30 million in federal funding to match private
investments in commercial-scale advanced drop-in biofuels.
The Energy Department is also announcing a total of $32
million in new investments for earlier stage research that will
continue to drive technological breakthroughs and additional
cost reductions in the industry.
Advancing Commercial-Scale Drop-In Biofuel
Substitutes for Diesel and Jet Fuel
In his Blueprint for a Secure Energy Future released in March 2011,
President Obama set a goal of reducing oil imports by one-third
by 2025 and laid out an all-of-the-above energy plan to achieve
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that goal by developing domestic oil and gas energy resources,
increasing energy efficiency, and speeding development of
biofuels and other alternatives. Domestic oil and gas production
has increased each year the President has been in office. At
the same time we continue to take additional steps to reduce
our reliance on foreign oil. As part of that effort, the Blueprint
directed the Navy, USDA and DOE to collaborate to support
commercialization of “drop-in” biofuel substitutes for diesel and
jet fuel. Competitively-priced drop-in biofuels will help improve
America’s energy security, meeting the fuel needs of U.S. armed
forces, as well as the commercial aviation and shipping sectors.
Today’s announcement of an available $30 million in funding
builds on that commitment, helping to speed the development
of biofuels for military and commercial transportation that will
reduce the need for foreign oil and strengthen rural America. The
Funding Opportunity Announcement (FOA) is available HERE.
Made possible through the Defense Production Act (DPA), this
funding opportunity enhances national security by supporting the
creation and commercial viability of a defense-critical domestic
biofuels industry to advance alternatives to petroleum. DPA is
an authority that dates back to 1950 and has been used to boost
industries such as steel, aluminum, titanium, semiconductors,
beryllium, and radiation-hardened electronics.
“DPA is a critical component of strengthening our national
security, and energy is a national security issue,” stated
Secretary Mabus. “Our reliance on foreign oil is a significant
military vulnerability and it would be irresponsible not to
address it. Pursuing a viable, domestic alternative is the best
way to preserve the budget for operational necessities like
training and shipbuilding, and this funding opportunity is an
important step in accelerating an economically self-sufficient
alternative fuels market.”
The FOA comprises a two-phased approach, with government
and industry sharing in the cost. In Phase 1, applicants will
submit a design package and comprehensive business plan
for a commercial-scale biorefinery, identify and secure project
sites and take additional required steps spelled out in the
announcement. Awardees selected to continue into Phase
2 will submit additional information for the construction or
retrofit of a biorefinery.
Agencies participating in this initiative will make additional
funding requests to Congress to support the initiative, including
President Obama’s FY 2013 budget request of $110 million.
“This is an important time for the biofuels industry to step
up and show the Department of the Navy how they have
developed biofuels that are certified and certifiable for military
use,” stated Secretary Vilsack. “The ability for U.S. industry to
make, create and innovate has never been more important to
our national and energy security. I know that through this DPA
effort the nation will be able to harvest an aviation biofuels
industry to satisfy the world’s needs, not just our U.S. military.”
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Investments in Biofuels Research, Development and
Demonstration to Drive Cost Reductions, Technological
Breakthroughs
Today, the Energy Department is also announcing new
investments in earlier stage biofuels research that
complement the commercial-scale efforts announced
today by the Navy and USDA. Totaling $32 million, these
early-stage, pre-commercial investments are the latest
steps in the Obama Administration’s efforts to advance
biofuels technologies to continue to bring down costs,
improve performance, and identify new effective, non-food
feedstocks and processing technologies.
“Advanced biofuels are an important part of President
Obama’s all-of-the-above strategy to reduce America’s
dependence on foreign oil and support American industries
and American jobs,” said Secretary Chu. “By pursuing new
processes and technologies for producing next-generation
biofuels, we are working to accelerate innovation in a critical
and growing sector that will help to improve U.S. energy
security and protect our air and water.”
The funding announced by DOE today includes $20 million
to support innovative pilot-scale and demonstration-scale
biorefineries that could produce renewable biofuels that meet
military specifications for jet fuel and shipboard diesel using a
variety of non-food biomass feedstocks, waste-based materials
and algae. These projects may support new plant construction,
retrofits on existing U.S. biorefineries or operation at plants
ready to begin production at the pilot- or pre-commercial scale.
This investment will also help federal and local governments,
private developers and industry collect accurate data on
the cost of producing fuels made from biomass and waste
feedstocks. The full funding solicitation is available HERE.
In addition, the Energy Department also announced $12
million to support up to eight projects focused on researching
ways to develop biobased transportation fuels and products
using synthetic biological processing. Synthetic biological
processing offers an innovative technique to enable efficient,
cost-saving conversion of non-food biomass to biofuels.
These projects will develop novel biological systems that
can enhance the breakdown of raw biomass feedstocks and
assist in converting feedstocks into transportation fuels.
The projects will be led by small businesses, universities,
national laboratories and industry and will seek to overcome
various technical and scientific barriers to cost-competitive
advanced biofuels and bioproducts. The full funding
opportunity announcement is available HERE.
The new investments announced today build on the steps the
Energy Department is already taking to push the boundaries
of biofuel technologies and move towards commercial-scale
production at refineries across the country. View a fact sheet on
some of the Energy Department’s ongoing efforts HERE.
n
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Supplier Diversity Contacts

ADP
De Asa Brown
Director, Supplier Diversity
Procurement
One ADP Blvd.
M/S B125
Roseland, NJ 07068
973- 974-4730
Air Liquid America Corporation
Sharon Gammell
Director of Procurement
2700 Post Oak Blvd.
Houston, TX 77056
713-402-2325

American Electric Power (AEP)
Gloria Hines
Manager Supplier Diversity
825 Tech Center Drive
Gahanna, OH 43230
866-705-9689
American Express Company
Gladys Lopez
Supplier Diversity Manager
2512 W Dunlap Avenue,
MS 40-02-04
Phoenix, AZ 85021
(888) 885-5993

Alabama Power Company
Joe Pitts
Senior Supplier Diversity
600 N. 18th Street
Room 7N-0307
Birmingham, AL 35291
205-257-1884

Amtrak (National Railroad
Passenger Corporation)
Walter R. Livingston, III,
Director, Supplier Diversity
5th Floor South, Box 12
30th Street Station
Philadelphia, PA 19104
(215) 349-3509

Aetna, Inc.
Kristen Hickey,
Supplier Diversity Program Manager
151 Farmington, Ave. RW51
Hartford, CT 06156
(860) 273-6541

Anheuser-Busch Companies
Theresa Johnson
Urban Marketing & Community Affairs
One Busch Place
St. Louis, MO 63118
314-577-2236

Alcatel-Lucent
Lynn Scott
Executive Director, Supplier Diversity
3400 W. Plano Pkwy, MS Div1
Plano, TX 95075
(972) 477-6909

AT&T
Sheila Bright
Director of Supplier Diversity
Programs
2600 Camino Ramon
San Ramon, Ca 94583
(921) 823-5096

Altria Client Services
Connie W. Smith, C.P.M.,
Manager, Supplier Diversity
Development
2001 Walmsley Blvd.
Richmond, VA 23234
(804) 274-4714
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BAE Systems, Inc.
Diane Dempsey
Director Socio-Economic Programs
2525 Network Place
Herndon, VA 20171
703-563-7991

Baltimore Gas & Electric
Frank Kelly
Director, Supplier Diversity
P.O. Box 1472
2900 Lord Baltimore Drive
Baltimore, MD 21203
410-470-7811
Bayer Corporation
Laura Lapiska
Procurement Specialist
100 Bayer Road
Pittsburgh, PA 15205
(412) 777-2352
Boeing Company
Anna Johnson
Senior Manager, Supplier Diversity
2401 E. Wardlow Road, CO52-5198
Long Beach, CA 90807
(562) 496-7266
BP America, Inc.
Kimberly Duck
Manager, Supplier Diversity
501 Westlake Park Blvd.
Houston, TX 77079
(281) 366-2000
Blue Cross & Blue Shield
Association
Ariel Gonzalez
Purchasing Agent, Procurement
225 N. Michigan Avenue
Chicago, IL 60601
312-653-6000
CBS Broadcasting, Inc.
Joseph Yang
Director, Strategic Sourcing
524 West 57th Street
11th Floor
New York, NY 10019
212-975-8468
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CDW
Nita Smith
Supplier Diversity Manager
300 North Milwaukee Avenue
Vernon Hills, IL 60061
847-371-5002
CH2M Hill
Willie Franklin
Small Business Liaison Officer
9191 South Jamaica Street
Englewood, CO 80112
720-286-2274
Cardinal Health
Cathy Mock
Director Supplier Diversity
7000 Cardinal Place
Dublin, OH 43017
614-757-5005
Champion Aerospace, Inc.
Stanley Nalley
Purchasing Manager
1230 Old Norris Road
Liberty, SC 29657
864-843-5470
Cisco Systems, Inc.
Denise Coley
Global Manager, Supplier Diversity
170 West Tasman Drive
San Jose, CA 95134
408-527-1362
ConocoPhillips
Hubert Jones
Supplier Diversity Director
420 South Keeler
Bartlesville, OK 74004
918-661-3979
Coca-Cola Company
Johnnie Booker
Director, Supplier Diversity
P.O. Box 1734
Atlanta, GA 30301
404-676-2529
Computer Sciences Corporation
Chireda Gaither
Manager, Supplier Diversity
45245 Business Court
Sterling, VA 20166
703-818-4217

Dell, Inc.
Ying McGuire
Senior Manager of Global Supplier
Diversity
One Dell Way
MS PSI-20
Round Rock, TX 78682
512-728-2435
Deutsche Bank
Janice Wilson
Vice President, Head of Operations
100 Plaza One
3rd Floor
Jersey City, NJ 07311
866-364-7053
Dominion Power
Lowell Carrington
Manager Supplier Diversity
P.O. Box 26532
120 Tredegar Street
Richmond, VA 23219
804-771-3915
Duke Energy Corporation
Andrew Grier
Manager, Supplier Diversity
400 South Tryon Street
Charlotte, NC 28201
704-382-7690
EDS
Gwen Johnson
Small Business Liaison Officer
5400 Legacy Drive
Plano, TX 75204
972-604-6000
Entergy Corporation
Madlyn Bagneris
Supplier Diversity Manager
639 Loyola Avenue
New Orleans, LA 70161
504-576-2036
General Electric Company
Mark Miller
Leader, Supplier Diversity
One Neumann Way
Cincinnati, OH 45215
513-552-4457
General Motors Corporation
Linda Ware
Manager Supplier Diversity
30009 Van Dyke Avenue
Warren, MI 48090
586-575-4100
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Goodrich Aerospace
H. Ross Lowry
Senior Buyer/SBLO
100 Panton Road
Vergennes, VT 05491
802-877-4218
Halliburton Company
Teena Bell
Senior Manager, Supplier Diversity
10200 Bellaire Blvd.
1SW-33E
Houston, TX 77072
281-575-3254
Harris Corporation
Rhonda Sammons
Small Business Liaison Office
P.O. Box 37
M/S Ren-11D
Melbourne, FL 32902
321-729-2093
Hewlett-Packard Company
Brian Tippens
Manager, Supplier Diversity
20555 Tomball Parkway
MS 060401
Houston, TX 77070
281-518-1477
The Home Depot
K. Michelle Sourie Johnson
Director Supplier Diversity Sourcing
2455 Paces Ferry Road
Atlanta, GA 30339
770-384-4081
Honeywell Aerospace
Mike Glass
Manager Aerospace Sourcing-Supplier
Diversity
2600 Ridgeway Parkway
Minneapolis, MN 55413
612-951-6297
IBM Corporation
Michael K. Robinson
Program Director, Global Supplier
Diversity
8501 IBM Drive
MG 54/B201
Charlotte, NC 28262
704-594-3074
Intel Corporation
Rosalind Hudnell
Director Diversity
5000 W. Chandler Blvd.
Chandler, AZ 85226
480-554-8080

37

Johnson Controls, Inc.
Kenneth Gardner
Diversity Business Development
Manager
49200 Halyard Drive
Plymouth, MI 48170
734-254-5441

Pepco Holdings, Inc.
Rhonda Lynch-Corini
Manager Supplier Diversity
701 Ninth Street, NW
Suite 4024
Washington, DC 20068
202-872-3008

Lockheed Martin Aeronautics
Company
Dianna L. Salgado
Supplier Diversity Programs
1011 Lockheed Way
Mail Zone 0828
Palmdale, CA 93599
661-572-6122

PepsiCo
Chris Knox
Director, Supplier Diversity
One Pepsi Way
Somers, NY 10589
914-767-7243

MGM Mirage, Inc.
Kenyatte Lewis
Director, Supplier Diversity
3260 Industrial Road
Building C
Las Vegas, NV 89109
702-792-4926
Microsoft Corporation
Carol Hoffman
Senior Supplier Diversity Manager
One Microsoft Way
Redmond, VA 98052
425-421-6455
NBC Universal
Corey Smith
Corporate Sourcing, Director Supplier
Diversity
30 Rockefeller Plaza
Suite 1206 W
New York, NY 10112
212-664-0404
Northrop Grumman Corporation
Gloria Pualani
Director Socio-Economic Programs/
Government Relations
1000 Wilson Blvd.
Suite 2300
Arlington, VA 22209
703-875-8451
Owens & Minor
Angela T. Wilkes
Director Diversity/SBLO
9120 Lockwood Blvd.
Mechanicsville, VA 23116
804-723-7704
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Pfizer, Inc.
Gwendolyn Turner
Director, Worldwide Supplier Diversity
150 East 42nd Street, MZ-ZIS
New York, NY 10017
212-733-2656
Pitney Bowes
Lawrence Wooten
Supplier Diversity Manager
One Elmcroft Raod
Stamford, CT 06926
203-356-5000
Shell Oil Company
Patricia Richards
Manager Supplier Diversity & Outreach
910 Louisiana
Suite 4222
Houston, TX 77002
713-241-8925
Sodexo, Inc.
Darlene Fuller
Senior Director, Supplier Diversity
9801 Washington Blvd.
Suite 1436
Gaithersburg, MD 20878
301-987-4394
Southern California Edison
Dennis Thurston
Diversity Manager
2244 Walnut Grove Ave.
Rosemead, CA 91770
626-302-8883

Sprint/Nextel
Haleemah Hall
Manager Supplier Diversity
2002 Edmund Hailey Drive
Reston, VA 20191
703-283-4586
Time Warner
Greta Davis
Executive Director Supplier Diversity
One CNN Center, 14SE
Atlanta, GA 30303
404-827-1951
Toyota Motor Manufacturing North
America, Inc.
Adrienne C. Trimble
Supplier Diversity Purchasing Manager
25 Atlantic Avenue
MC PURDS-NA
Erlanger, KY 41018
859-746-1611
United Parcel Service, Inc.
Fritz Valsaint
Supplier Diversity Coordinator
55 Glenlake Parkway, NE
Building 1, 5th Floor
Atlanta, GA 30328
404-828-6847
United Space Alliance
Joellen Moore
Small Business Liaison Officer
8550 Astronaut Blvd.
Mail Code USK – 360
Cape Canaveral, FL 32920
321-861-5249
Verizon
John Marshall
Manager Supplier Diversity
22001 Loudoun County Parkway
Ashburn, VA
703-886-4563
Washington Suburban Sanitary
Commission
John Bednarczyk
Acquisition Department
14501 Sweitzer Lane
8th Floor
Laurel, MD 20707
301-206-8293
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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.

