Published by

NATIONAL MINORITY BUSINESS COUNCIL

Better
Business
Volume 13, Issue 4 • winter 2015

Carla
Hunter
Ramsey
leads National
Grid’s supplier
diversity

plus

The future
of supplier
diversity
The value of
intellectual
property
A look at
crowdfunding

12th Annual NMBC Business Leadership Conference Hosted by the NMBC Women’s Business Committee
12th Annual
NMBC Business Leadership Conference
in celebration of Women’s History Month

HE
T
E
V
A
S

Hosted by the NMBC
Women’s
Business Committee
Imagine, Innovate...
Succeed!
in celebration
of Women’s
History Month
Thursday,
March 26, 2015
!
!
E
T
– 3:30PMSucceed!
Imagine,8:30AM
Innovate...
DA
BNY Mellon
101 Barclay Street, NY, NY

Thursday, March 26, 2015 • 8:30AM – 3:30PM
BNY MellonTwo• dynamic
101 Barclay
Street, NY, NY
keynote speakers:

Join us for a day of inspiration to help you develop yourself as a leader and to grow your business!

iness Leadership Conference Hosted by the NMBC Women’s Business Committee
Geri Stengel, CEO/Founder of Ventureneer and Stengel
Dr. Nilda Perez, CEO/Founder of Aspire 4 Business,
and yourself as a leader and to grow your business!
in celebration
of Women’s
Month
Join
us for
a day
ofHistory
inspiration
toInc.
help
develop
Solutions,
and
contributing
author
to
andyou
Forbes
Aspire 4 Life and The Latino Academy for Business

TE!!

Imagine, Innovate... Succeed!

and book author
and
Thursday, March 26, 2015 Three panel
Twoworkshops
dynamicwillkeynote
speakers:
provide you
with innovative
8:30AM – 3:30PM
thinking, strategies, tips, and tools
BNY Mellon
Geri Stengel,
CEO/Founder of Ventureneer
Dr.succeed.
Nilda Perez,
to help you and your business

101 Barclay
NY, NYand contributing
and
StengelStreet,
Solutions,

of inspiration to help you author
develop yourself
a leader
and to grow your business!
to Inc.asand
Forbes

CEO/Founder of Aspire 4
Business, Aspire 4 Life and The Latino
Academy for Business and book author

Two dynamic keynote speakers:

And three Dr.
panel
will provide
you
with innovative thinking,
of Ventureneer and Stengel
Nildaworkshops
Perez, CEO/Founder
of Aspire
4 Business,
and
g author to Inc. and Forbes
Aspire 4and
Life and
Theto
Latino
foryour
Business
tools
helpAcademy
you and
business succeed.
and book author
and
Three panel workshops will provide you with innovative
thinking, strategies, tips, and tools
to help you and your business succeed.

strategies, tips,

BetterBusiness
contents

Volume 13, Issue 4 • winter 2015

Page
4 Publisher’s
5 Business Briefs

NMBC Better Business Staff

 NMBC partners with WINS 1010
•
• Smart Marketing Resolutions for 2015 by Rieva Lesonsky, Guest Blogger

6 MBHF&M UPDATE
7 In Memoriam
8 global News
11 member profile
12 community news
14 cover story

Publisher / Editor-in-Chief
John F. Robinson
Executive Editor
Carol Daugherty Foster
Carol and Company

Minority Business Hall of Fame & Museum Exhibit
Former Governor Mario M. Cuomo
The History of the Japanese Economy Since 1945 by Daisuke Shiroyama
Rennert Translation Group helps businesses build their brand in new markets
Gatewave: Reinventing a Radio Service for the Blind by Gordon Williams

Supplier Diversity done right. See National Grid’s story – Creating diverse
partnerships across the Grid!

18 Financial news
20 Supplier Diversity
22 legal business news

Associate Editor
Stephanie M. Rosario
Contributors
J. Frederick Canady
Stephanie Rosario
Allen Rude
Daisuke Shiroyama
Tessa Whitmire
Gordon Williams
Elizabeth Wright

Crowdfunding by Allen Rude

What Is The Future Of Supplier Diversity? by J. Fred Canady
The value of intellectual property to your business submitted by
J. Edward Waller, Esq.

23

Book Review

The Leadership Shift. The strategic positioning of business leaders
by Dr. Nilda Perez reviewed by Tessa Whitmire

24 Book Review
25 Technology update

The Woman I Wanted to Be by Diane von Furstenberg reviewed
by Elizabeth Wright

Technology Update on the Apple Watch written and researched
by Stephanie Rosario

Mission statement
26 NMBC
NMBC Membership Application
27

Design / Layout
Nancy Kekich
Administration
Alison Hodges
1633 Broadway, 30th Floor
(The Paramount Plaza Building)
New York, NY 10019
phone: 347.289.7620
e-mail: info@nmbc.org
Please feel free to contact us if you
wish to contribute news items or
articles to NMBC Better Business.

Follow us at:
lnk.co/I3JNZ

lnk.co/I3JN1

twitter.com/
USNMBC72

youtube.com/
USNMBC
nmbc.org • winter 2015 • NMBC Better Business • 3

October 2012

publisher’s page

To NMBC Members,
Friends and Supporters:
Dear NMBC member, friend, and supporter:

Once again, it is our pleasure at the National Minority Business Council to bring you the
November 2012 issue of NMBC Better Business magazine. Our cover story is a very exciting
Ms. Vera Moore, founder, President, and CEO of Vera Moore Cosmetics – a women-owned
of 32 years and a supporter, member, and friend of the NMBC since 1986.
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business briefs

NMBC partners with WINS 1010

T

he National Minority Business Council’s is honored to be the first
organization of its kind to partner with CBS 1010 WINS Radio to present the “Minority Business Minute.”
“The NMBC is proud to be associated with CBS 1010 WINS Radio in
launching its Minority Business Minute initiative,” said John F. Robinson,
president and CEO of the NMBC, Inc.
1010 WINS originated all-news radio and is the longest running all-news
station in the country. For more than 50 years, 1010 WINS has been a reliable news and information source for the New York metropolitan area.
Famous around the world for its slogan, “You give us 22 minutes, we’ll give
you the world.” The radio station consistently delivers quality news coverage to its every-growing listening audience. BB

John F. Robinson discusses minority business on
1010 WINS.

Smart Marketing Resolutions for 2015
By Rieva Lesonsky, Guest Blogger for the SAB
Here are four marketing resolutions that every
small business owner should consider making
for 2015.
1. Invest more money in your marketing.
I see so many small business owners who make
the (sometimes fatal) mistake of playing Scrooge
when it comes to their marketing. By pinching
pennies, they may save a few dollars here and
there, but they lose out on bigger opportunities.
It’s important to look at marketing costs as investments in your business and your brand —
not as expenses.
2. Assess the results of your marketing. Of
course, one reason many small business owners
are reluctant to spend money on marketing is that
they fail to keep track of results. Therefore, they
never know exactly what marketing campaigns attracted new customers or converted to sales. With
only a haphazard idea of what works and what
doesn’t, they begin to view spending on marketing as throwing good money after bad.
Whether you’re advertising online, marketing
with social media or using traditional marketing
methods such as print or cable television advertising, there is always a way to track your results.
Use your website’s analytics tools to see what
specific online marketing campaigns attract users, get them to click and convert them to buyers.
Use codes in your print, TV or radio ads to track
which specific ads bring customers in to your
store or business.
3. Devote more time to marketing. When
you’re swamped with business, it’s hard to
make time for marketing — and it may seem
like you don’t need to market much if business
is falling into your lap. Here are a couple of
quick marketing techniques you can use when
you’re slammed:

• Reach out to current customers with a special offer or discount on additional services or
products related to past purchases.
• Contact satisfied customers to see if they’re
willing to give you referrals. Then follow up
with the referrals within a week or two.
4. Always be looking ahead. It’s easy to keep
your head down, nose to the grindstone and
work so hard on your current business that before you know it, your marketing methods are
outdated and your competitors have left you
in the dust. Don’t let this happen to you! Keep
your head up and pay attention to your customers, your competitors and your industry. How are
your competitors marketing? What new developments are affecting the way businesses in your
industry market? How are your target customers
changing and what new markets might you reach
out to next? Growth can come from unexpected
places, so don’t discount anything you notice. BB
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MBHF&M UPDATE

Minority Business Hall of Fame &
Museum Exhibit
National Minority Supplier Development Council Annual
Conference and
Business Fair
November 2-5, 2014
Orlando, Florida.

Michael Stewart, small business liaison
officer, Booz, Allen & Hamilton

MBE Magazine 30th Anniversary Celebration at SeaWorld Orlando - November 1,
2014 just prior to the NMSDC Annual Conference and Business Fair. Enjoying the
celebration were: Jodee Bennett, vice president of marketing and diversity, Urban
Lending Solutions; Darlene Burnham, senior vice president of business development,
Urban Lending Solutions; Barbara Oliver, publisher, MBE magazine; Bill Imada, president, IW Group Inc.; Mary Shulenberger, president and CEO, Parle Enterprises Inc.

Meta Merady, president and founder,
Veterans Entrepreneurial Development
Initiatives, Inc.

Casilda Del Valle, vice president, finance
and administration, National Minority
Supplier Development Council, Inc.

Susan Au Allen, founder and president
of the U. S. Pan Asian American Chamber of Commerce poses before her
portrait. Allen was inducted in 2005.

The traveling exhibit, developed in conjunction with the University of Washington, honors the pioneers and trailblazers of
minority business development.
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In Memoriam

Former
Governor
Mario M.
Cuomo

1932-2015

A cherished orator, learner, father, committed
spirit to the people of New York and advocate
for minority and women owned businesses
“Decide exactly what you want to achieve.
Do you want to help people, or do you
want to be powerful?”

Mario M. Cuomo

T

he National Minority Business Council’s board of directors and its members salute the distinguished career
of former Governor Mario M. Cuomo
and his outstanding support for minority and women owned businesses
during his 12 years of governor of the
State of New York.
Gov. Cuomo was responsible for
the passing of Article 15-A of the Executive Law, signed into law on July 19,

1988, which authorized the creation
of an Office (now division) of Minority and Women’s Business Development to promote employment and
business opportunities on state contracts for minorities and women business owners. Under this statute, state
agencies are charged with establishing
employment and business participation goals for minorities and women
owned businesses that are doing business with the State of New York. BB
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global News

The History of the Japanese
Economy Since 1945
By Daisuke Shiroyama

Around 1945
Economy
Before the war, Mitsui, Mitsubishi, Sumitomo
and Yasuda called “Zaibatsu” dominated the industrial world in Japan. They had control of more
than 30 percent of Japan’s mining, chemical and
metals industries, 50 percent of the machineries, equipment market and 60 percent of the
commercial stock exchange. As a result, workers
earned low wages as tenant farmers and had trouble surviving from day-to-day.
After the war, General Headquarters (GHQ),
the Allied Powers with support from the British
Commonwealth, controlled Japan and carried
out several policies to promote free competition.
They dissolved these four Zaibatsu because they
thought Japan would lose its power if they did
not. As a result, a lot of people began to work for
higher wages because they were able to start up
new companies.
Black markets sprouted in many places, and became a problem for the economy because a lot of
things were sold at low prices.
The Japanese government imported a lot of
heavy oil so they could trade and then export
steel and coal to increase production for the Japanese economy. The government supported not
only coal and steel industry but also the electrical
and fertilizer industry. At the same time the Bank
of Japan printed a lot of cash and as a result of
that, inflation occurred. Prices in Japan then increased by 200 percent in one year.
Education
The Fundamental Law of Education, the
School Education Law in 1947, the Board of
Education Law in 1948, the Social Education
Law and the Private School Law in 1949 were
enforced by GHQ that required students to go to
elementary school for six years and junior high
school for three years and could choose if they
would go to high school for three years or universities for four years. The schools, in principle,
were forced to be coeducational.
Elementary school and junior high school attendance rates were 99.2 percent in 1950. High
8 • NMBC Better Business • winter 2015 • nmbc.org

school attendance rates were 10.1 percent in
1954 but increased to 23.6 percent in 1970 and
37.4 percent in 1980.
Japan took part in the international survey
of education held by the International Association for the Evaluation Educational Achievement
(IEA) from 1964 to 1967. Math grades of Japanese 13-year- old students were ranked in the
world class, which proved the advanced development of education after the war. These developments of education maintained and advanced
Japan’s economy.
1950-1959
Economy
By the mid-1950s, Japan’s economy reached
pre-war levels. In 1951, Japan’s GNP was half that
of West Germany’s, one- third of Britain’s, and 4.2
percent that of the U.S. GDP. The private companies developed rapidly, especially, Toyota, Nissan,
Isuzu, Toyo Kogyo (Mazda), and Mitsubishi.
In 1953, two young mavericks, Morita Akio and
Ibuka Masaru, struggled for months with reluctant state officials before winning permission to
purchase a license to make a transistor. Beginning
with the radio in the 1950s, their infant company,
Sony, soon emerged as the global leader in quality and innovation in consumer electronic goods.
In the late 1950s Japan’s rice crop set new records — a result of advances in fertilizer, insecticides, and seed strains. Japan expanded its fruit
growing, vegetable, meat, bread and rice. The
greater productivity in agriculture made more
people available for the work force needed in Japan’s industrial development.
The Korean War
During this conflict, the United State offered
Japan the business of repairing and maintaining
tanks and fighter aircrafts and supplying other
needed supplies. After the war, Japanese companies increased production by capital investment
and infrastructure started to improve. As a result,
Japan achieved high economic growth supported
by the manufacturing industry.
Economic stagnation in Japan was eradicated
and the Japanese economy flourished.

The rapid economic growth
The rapid economic growth began in 1955. Japanese companies did business well because they imported new techniques from other countries. Under the leadership of Prime
Minister Ikeda, the Japanese government undertook an ambitious income-doubling plan. Ikeda lowered interest rates and
taxes to private players to motivate spending. In 1964, the
Olympics were held in Tokyo. Also, an expressway and a shinkansen (network of high speed railway lines) were opened
to traffic and after 1965 Japan had strong global competitiveness in the chemical industry and expanded those exports to
other countries.
1960-1969
Economy
In 1960, Japan had 16.5 percent of the capital GDP of the
U.S. and 27.2 percent of Switzerland’s per capital GDP. In 1962,
Japan’s agricultural work force was 29 percent of the overall
work force, down from 41 percent in 1955. GDP in 1962 was
44.8 billion dollars, up from 15.1 billion, and in1963 its GDP
increased 13 percent.
Japan had been saving a good percentage of its earnings
and a higher percentage of the nation’s wealth went into
investment rather than into the consumerism pursued in
the U.S. In the mid-1960s, a new type of industrial development started as the economy opened itself to international
competition in some industries and developed heavily in
chemical manufactures. Textiles and light manufactures
maintained their profitability internationally; other products, such as automobiles, electronics, ships and machine
tools assumed new importance. The value added to manufacturing and mining grew at the rate of 17 percent per
year between 1965 and 1970. With economic recovery, the
Japanese government was able to increase its investment in
research and development. By 1970, Japan overtook all European economies. It became the second largest economy
in the world.
1970-1979
The first world-oil crisis (1973)
Japan faced a severe economic challenge in the mid1970s. The fourth Middle East War broke out between
Israel and the Arab states in 1973. OPEC increased the
oil price to an advantageous position and as a result,
the oil price increased by 400 percent. A lot of countries
didn’t manage to import oil easily and their economy got
worse and stagflation happened in Japan. Japanese companies promoted energy-saving and oil-saving measures,
resulting in the development of energy-saving technology, energy-saving production system and energy-saving
products. They introduced computers into their office to
lower labor costs, which made work efficient without oil.
The main industry changed from chemical industries to
electronic, car, and computer industries. Electrical and
computer companies like Sony and Hitachi grew, as did
car companies like Toyota,

Nissan, Honda and Mitsubishi grew, which drew Japan’s
recession to a close. Japanese companies also introduced
music, software and services into their work. The number
of people working in the service industry increased compared to agriculture and industry. As a whole, the industry
shifted to a knowledge- and technology-intensive industrial structure.
The second world-oil crisis (1979)
The Middle East situation intensified after the Iranian Revolution in late 1978, resulting in tighter oil supplies worldwide.
The second oil crisis had as much impact as the first oil crisis
on the economies of oil consuming countries throughout the
world. On the other hand, Japan was able to absorb the rise
in oil prices with comparative ease by implementing stringent
policies for a short period of time because Japan had overcome
inflation by adopting tighter fiscal and monetary policies and
had been successful to a certain extent in shifting to an energy-saving industrial structure and in producing energy-saving
goods and services.
1980-1989
The Plaza Accord (1985)
The U.S. was suffering from the second oil crisis in 1979.
Reagan, president at that time, engaged in a policy, which
increased the value of a dollar. As a result of that, the price of
American products went up and the U.S. was unable to export
much. The U.S. invited the finance minister and the president
of the Central Bank from Japan, France, Germany and the United Kingdom to New York to a meeting known as G5 in 1985.
The U.S. asked them to proceed with a policy, which decreased
the value of a dollar, and was called the Plaza Accord. The 1985
agreement among the G5 nations manipulated exchange rates
by depreciating the U.S. dollar relative to the Japanese yen and
the German Deutsch mark.
The yen’s steep appreciation dealt a heavy blow to some
manufacturers and concerns rose about a strong yen-caused
recession. In order to cope with the recession, the official discount rate was cut a total of six times to 2.5 percent by 1987,
and aggressive fiscal policies, mainly expansion of public investment, were adopted.
The economic bubble (1986-1990)
The Central Bank from the G5 nations sold their dollars in
the market and exchanged their dollars into their original cash,
which made dollars go into circulation in the world and made
value of dollars decrease. The Bank of Japan decreased an official discount rate to 2.5 percent, which could be borrowed at
low interest from banks. A lot of people borrowed money from
banks and bought real estate, arts, stocks and other things. Japan’s economy was picking up, but it was false and called “the
economic bubble.” The Bank of Japan increased an official
rate to 6.0 percent in 1990 because it was afraid of this type
of economy. A lot of companies sold stocks and real estate to
get assets, which made the price of them decrease and a lot of
people lost a lot of money. This was the “burst of the bubble.”
(continued on page 10)
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global News

(continued from page 9)

ics or Three Arrows, which have improved Japan’s economy, to
get out of deflation. Stock prices increased 57 percent in years
by October 1, 2014.

The burst of the bubble (1991)
The period of growth came to an end with the bursting of
the Japanese asset price bubble in 1991. A lot of people went
bankrupt. Banks were unable to collect money, were stuck
with bad debts and hesitated to lend money to companies. The
“Lost Decade” followed this. (1991-2000).

Abenomics
The monetary policy is the first arrow; financial is the second
arrow; and growth strategy, the third arrow. The broad goal is
to boost annual GDP growth, which currently stands at 2 percent, and raise inflation to 2 percent via short-term stimulus
spending, monetary easing and reforms that will boost domestic labor markets and increase trade partnerships.
First, he had the Bank of Japan buy drafts or government
bonds from banks and pay them money. As a result, money has
been in circulation all over the country and Japan’s economy
has been picking up because people can borrow money from
banks easily.
Second, he has promoted public projects and made a $13
billion plan. Thanks to this policy, construction companies can
make money, try to hire people, increase their wages and more
people can expand consumption.
Finally, he has carried out deregulation for private companies and citizens to start up new industries. For example, research on IPS cells and exploitation of methane hydrate has
been carried out and private investment has increased.

1990-present

The Lost Decade (1991-2000)
The depression continued during the 1990s, which was the
“Lost Decade.” Stock prices soared in 1991 and most companies,
banks and people did not have enough money. It is generally
believed that the cause of this depression was the gap between
supply and demand and that the Japanese government did not
manage to promote rearrangement of resources for business.
The Hashimoto Cabinet (1996-1998)
Prime Minister Hashimoto increased sales taxes from 3 to 5
percent and introduced self-payment of the medical expenses
for office workers from 10 to 20 percent and abolished the
special cut in income taxes.
The Asian financial crisis broke out in 1997. Southeast Asian
countries’ economies got worse because value of Thai currency decreased, which had a bad impact on Japan’s economy.
The reason being, Japanese companies had made a lot of factories and lent money to Southeast Asian companies. As a result
of this crisis, his policies failed and growth slowed.
The Obuchi Cabinet (1998-2000)
Prime Minister Obuchi created the Financial Services Agency,
which gathered for information about banks and supported
them and injected public funds from sales taxes into major
banks. But he spent a lot of money, which increased the debt.
The Koizumi Cabinet (2001-2006)
Prime Minister Koizumi tried to reconstruct the finances
such as postal privatization, the change of pension plans, and
The Trinity Reform, to deal with bad debts and solve deflation.
The Japanese Post Service, which had been a government
agency, was privatized in 2007. He heavily promoted this policy.
The local financial system reform (The Trinity Reform) was
carried out with the aim of promoting local administrations.
Three reforms were carried out as a package in pursuit of fundamental reform in the local financial system: reform in the
transference of tax revenue sources from the central government to local governments, reform of the national treasury
subsidy and obligatory share and reform of local allocation tax.
He also founded the Industrial Revitalization Corporation
(IRC), which bought debts and stocks from companies having
business problems and helped those companies rebuild in order to repay their debts in 2003.  IRC was dissolved in 2007.
The second Abe Cabinet (2012-present)
Prime Minister Abe, has carried out policies called Abenom-
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The Trans-Pacific Partnership (TPP)
Abe announced he would take part in the TPP talks in 2013,
but Japan hasn’t been allowed to join the TPP yet.
Advantages of joining the TPP are that the value of Japanese
exports will increase because of the tariff removal and it would
increase Japan’s GDP to 2.7 billion dollars in 10 years because
globalization would be promoted.
Foreign direct investment stocks in Japan in 2010 amounted
to 6 percent of GDP, compared to 17 percent in the U.S., 72
percent in Europe, and 22 percent in China. If the TPP becomes a high quality accord, it would enable Japan to attract
40 percent more foreign investment than otherwise.
Increased sales taxes from 5 to 8 percent (2014)
Prime Minister Abe increased sales taxes from 5 to 8 percent
this April. Japan’s economy is getting worse, but some people
say the economy is picking up and we can’t say what will happen to Japan’s economy in the future.
Economy
Japan’s main export goods are cars, electronic devices and
computers. The most important trade partners are China and
the U.S, followed by South Korea, Taiwan, Hong Kong, Singapore, Thailand and Germany.
Japan has a surplus in its export/import balance. The most
important import goods are raw materials such as oil, foodstuffs, and wood. Its major supplier is China, followed by the
U.S, Australia, Saudi Arabia, South Korea, Indonesia and the
United Arab Emirates.
Manufacturing, construction, distribution, real estate
services and communication are Japan’s major industries today. BB

member profile

Rennert Translation Group
helps businesses build their
brand in new markets

E

ducator and businessman Cesar Rennert founded Rennert International in
1973 and Rennert Translation Group
in 1977 in New York City.
Since then, the Rennert staff has provided
professional foreign language translation services to hundreds of companies, including
more than 26 Fortune 500 corporations.
For more than 38 years, Rennert’s seasoned
translators and interpreters have consistently
produced top-notch work, using industry specific terminology for a wide variety of clients,
including law firms; pharmaceutical; financial;
market research and manufacturing companies; healthcare; advertising and public relations organizations and agencies.
Rennert’s expertise extends to small jobs the translation of cover art for the NY Times
Sunday Magazine or jokes for Conan O’Brienand to massive multifaceted projects in 25 to
35 languages.
The hallmarks of Rennert’s success have
been quality, timeliness and the dedicated service of its staff. Every project manager, translator, interpreter or multimedia specialist who
is part of a Rennert translation, interpretation,
subtitling or dubbing job, values the trust a client has placed in the company. Everyone who
has a role in one of your projects is dedicated to conveying your message effectively and
ensuring that your sensitive corporate documents remain confidential.
Dawn Henning, director of Rennert Translation Group and vice chair of the NMBC board
of directors talks about the importance of language services for the small business owner.
“In New York City with a population of 8.4
million people an estimated 200 or more languages are spoken daily.” This was noted by
(NYC Population Facts at www.nyc.gov )
According to the U.S. Census Bureau half of
all New Yorkers speak a language other than
English at home. Consumers may surf the web
in English but will more often “buy” in their
native language. For small business owners,
one effective way to increase the profile of

your brand is to target a new customer base by
offering translated company product information including website localization in one or
more languages other than English.” Henning
continues “More and more, savvy business
owners are seeing the value of website localization as an opportunity to grow brand recognition and reach new markets which in turn
will expand their client base.” How you speak
to your clients and how your brand speaks to
them are the fundamentals of leading you toward a business deal. Since a sale always begins
with trust, building a trusted brand requires
communicating clearly and effectively and understanding a client’s needs along with “local”
perspective. This is why website localization is
so important. Localization involves more than
translating text from one language to another,
it involves an intimate knowledge of the culture and customs of your target market.
If your website is not reaching potential new
clients in their native language, chances are
your company is not going to be a final consideration for goods or services.
An “English only” website will not be visible
to the foreign language speaker. In addition to
the benefits of translated brochures and marketing collateral, the importance of your SEO
cannot be stressed enough. Companies can
look at their own successes and choose the
most appropriate languages for translation. It
makes sense to translate your website into the
10 most active languages on the internet but if
I had only one language to choose it would be
Spanish. Spanish is one of the most cost effective languages for translation and can garner
a great return on your investment with over
36 million people in the U.S. speaking Spanish
(US Census Bureau).”
Rennert Translation Group is headquartered in New York City conveniently located
just a few blocks from the United Nations at
211 East 43rdStreet.
In addition Rennert International is home to
a Language school with additional locations
in Miami and Istanbul. www.rennert.com BB

César Rennert

Dawn Henning
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community news

Gatewave: Reinventing a
Radio Service for the Blind
By Gordon Williams

H

is voice is rich, friendly and familiar. He’s
been the voice for Macy’s, announcer for
the Oscars and every morning he opens
NBC’s Today Show. Each Thursday afternoon he goes into his home studio for another
important vocal assignment, as a volunteer for a
nonprofit audio service called Gatewave.
“This is ‘About Your Health.’ I’m Les Marshak.
Welcome aboard.” For the next hour, Marshak
records articles about health news that will be
heard by thousands of
people who are blind
or visually impaired,
in New York City and
around the country.
One devoted listener is
Mary Najdek of Queens,
New York. She used to
drive a limousine before
a rare genetic condition robbed her of her
central vision. She finds
Gatewave indispensable.
“It’s definitely an education.” If the service were
to disappear, she says,
“It would be like shutting down the New York
Times. I would have to
depend on television,
and that’s horrible.” Najdek knows that more
technically savvy people
can access information
Les Marshak
through screen readers
and other devices. But
she’s studied such tools and, at age 67, concedes
that she’ll probably never master them.
Gatewave is on a mission: to make the service
available to as many listeners as possible and to
provide listeners with relevant information that
they would find hard to get anywhere else.
The service is available 24 hours a day through
more than 3000 special radios in the New York
area, in local hospitals and nursing homes,
through a dozen other reading services in other parts of the country and through the mobile
app iBlink Radio. Visually impaired persons can
apply for internet access through gatewave.org.
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And as of December subscribers can hear, nationwide, the National Federation of the Blind’s NFB
Newsline telephone service.
“Within the year, we hope to have digital television distribution as well,” says executive director
Gordon Rothman. “It’s important that we have
multiple ways of getting our programs to listeners. New York skyscrapers make the radios hard
to hear in some places, and many visually impaired people don’t have internet access.”
The growth of Gatewave reached an important milestone with the
election in September
of John F. Robinson as
president of its board of
directors. Twenty-one
years ago, when Robinson was already CEO
and President of the
National Minority Business Council, he lost his
eyesight to a detached
retina. He received a
radio that picked up “In
Touch,” the predecessor to Gatewave. “Right
from the beginning,”
says Robinson, “it was
imperative for me to
read the paper daily.”
Ever since, the 7 am
broadcast of The New
York Times and the 8
am broadcast of The
Wall Street Journal have
been an essential part of his daily routine.
When he became a Gatewave officer, Robinson
told the board that he looked forward to “giving
back” for the value he’s received from the service over the years. Serving with Robinson on
the board are Marshak, Gatewave’s former president; executive director Gail Starkey; college disabilities counselor Karen Perlman; attorney Mark
Manewitz; broadcast engineer John Lyons and
golf executive Joseph Bellantoni.
Though Gatewave is only five years old, its roots
go back to 1978. Jim Jones, a Wall Street investor with failing eyesight, created “In Touch” so he

could stay informed with in-depth coverage without needing people to read to him. It became part
of the Jewish Guild for the Blind in the 1990s.
Starkey, station manager at In Touch for 15
years, was struck by the connections made between readers and listeners. “Over the years,” she
recalls, “I spoke to people who would say to me
that it’s not only the information they receive or
get from the service but it’s the feeling that somebody is on their side.” Recognizing the value of
that connection, Starkey was shaken to learn that
in the midst of the national financial meltdown,
JGB planned to shut down the service in 2009.
Along with veteran engineer Richard Koziol,
Starkey embarked on the reinvention of the service
as a standalone system. Once In Touch left the air,
they launched an independent 501(c)(3) nonprofit charity, arranging to deliver the new service to as
many previous listeners as possible. But with the
studios at Jewish Guild shut down, they needed a
brand-new system for creating programs.
With internet connections as the backbone, they
leveraged the power of volunteer talent and in-kind
contributions from small businesses. Emax Computer Systems in Ottawa, Canada, was recruited
to maintain Gatewave’s website and server. Scheid
Technologies of Lancaster, Pennsylvania agreed to
manage the program sequencer which puts each
broadcast on the air at the right time, then sends it
to the New York transmitter, the web and affiliates.
Lucky Duck Productions, owned by journalist
Linda Ellerbee, donated studio time. Audio production house Mixopolis chipped in with editing and recording help. But most of the work is
done by volunteers recording and editing in their
own homes. And not just in New York. Readers
contribute programs from as far as Buffalo, Dallas
and Ashland, Oregon.
Together, volunteers create six new hours of programming a day, from daily newspapers to newsmagazines such as The Economist
and Time, and also health, science,
sports, and celebrity news.
For executive director Rothman,
one critical goal for the coming year
is beefing up the content. “Historically, we’ve focused on content that
would interest both blind and sighted people. Now we’re adding more
material that addresses the specific
interests of our audience.” To that
end, Rothman is drawing on experience and contacts from 30 years as a
producer at CBS News. He’s recruited veteran writers, researchers and
voice talent to build a unit that’s
gathering news about blindness and disabilities
for a long-running weekly series “Our World.”
With the help and financial support of the Catholic Guild for the Blind, Gatewave is employing an as-

sistant to gather information about local events and
resources to be broadcast at the end of its programs.
“You’re a lifeline to us,” says listener Dorothy
Ambrose. “Gatewave makes it comfortable for me
to keep up with current news, and the announcements are clear and informative. It is a wonderful
way to start my day.” Ambrose, a visually impaired
resident of Lancaster, Pennsylvania, hears the
service over the Keystone Radio Network, one of
Gatewave’s affiliates.
Each affiliate pays a fee to Gatewave or provides
in-kind services. In addition to Lancaster, this arrangement makes the programming available
throughout New Jersey, Mississippi and Alabama
and in parts of Illinois, Indiana, Michigan, Florida
and Maryland.
In addition to affiliate fees, Gatewave’s main financial source is individual contributions. In 2015, the
organization plans to solicit corporations to underwrite programs in the style of public
broadcasters, and to apply for government support and foundation grants.
According to one recent statistic
cited by the American Foundation
for the Blind, there are four million blind or partially blind adults
in America, of whom 75% are not in
the labor force. AFB President and
CEO Carl Augusto, in a letter of support for Gatewave, noted the importance of the radio service to these
people. “There is simply no other
source of that kind of information
for a large segment of the population with vision loss… It deserves
the support of the community and the financial
support of corporations, foundations and individuals interested in ensuring people with vision
loss are not shut off from society.”
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Tom King, U.S. president; Carla Hunter Ramsey, director, supplier diversity; Carol Castanza, supplier diversity senior
analyst; Fleur Callender, supplier diversity analyst; Tim Horan, president, Rhode Island; and Andrea Sotomayor,
supplier diversity analyst

Supplier Diversity done right

See National Grid’s story–Creating diverse partnerships
across the Grid!
“I commend National Grid and CVS
Caremark for their commitment to
expanding opportunities for women,
minority and veteran-owned businesses …”
Providence, Rhode Island Mayor Angel Taveras
RI Power of Connections event, April 2014
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oosting local economies. Building community connections. Better meeting
customers’ needs.
Smart companies know that supporting small business is one of the smartest
ways to accomplish these goals, even as they
improve their own reputation and bottom line.
Even smarter ones recognize the benefits of doing business with diverse suppliers — like small
businesses run by women, minorities, veterans
or people with disabilities.
National Grid is one of these companies.

And Director of Supplier Diversity Carla Hunter
Ramsey says she couldn’t be prouder of the
strides National Grid has made in five short
years to turn itself into a world-class leader of
supplier diversity.
“One of our strategic goals at National Grid is
to make sure our employees — and our suppliers
— mirror the diverse customers and communi-

• has received 32 industry awards since 2009 (13
in 2014), from organizations like the National
Minority Business Council (NMBC), Greater
New England Minority Supplier Diversity
Council, Diversity Comms, Inc., US Black
Chamber, Diversity Plus magazine, Color
Magazine and the Black Equal Opportunity
Employment Journal, among others

“Immediately after the event we began to receive opportunities from
National Grid’s procurement office, and their prime contractors
began looking at us as well … we wouldn’t have known about these
new relationships available to assist us in building our business …”
Scott Griffin, President, Artisan Construction/USA
National Grid’s “Meet the Project Managers and Primes” event, Brooklyn, NY, January 2013
ties we serve across New York, Massachusetts and
Rhode Island,” Carla says. “It helps us better understand and serve their needs. It demonstrates
our commitment to diversity and inclusion as a
socially responsible company. What’s more, it’s
had a real impact on the success of our business
and our reputation in the communities across all
our jurisdictions in the Northeast.”
National Grid’s supplier diversity efforts began in earnest in 2009. That’s when the company’s U.S. Executive team ‘stepped up its game’
— developing a business strategy to invigorate a stagnant program and put it at the heart
of National Grid’s overall vision, mission and
commitment to stewardship. And that’s when
Carla and her Supplier Diversity team went to
work to increase the company’s spend with
small and diverse suppliers, at the same time
staying cost competitive and supporting local
economic development.
“We made sure employees across all areas of
our business knew how important supplier diversity was to the success of our company,” says
Carla. “We trained employees across the business
to effectively seek out and partner with diverse
suppliers. And we sponsored a wide range of programs to help small suppliers network and partner effectively with us and other large businesses
in their communities.”
Just how successful have they been? Consider that National Grid:
• spends an average $700 million a year on
diverse suppliers – nearly 30% of its vendor
spend (vs. 18% in 2009)
• spent $475 million on Tier 2 vendors (subcontractors) from 2009-2014 – $108 million of that
in 2014 alone (vs. $28 million in 2009)

In fact, if there’s one thing the National Grid
program has, it’s momentum. In 2014, the company launched two substantial initiatives, as well
as building on a successful ‘Power of Connections’ program that promotes sustainability and
supplier diversity across the jurisdictions it serves.
Supplier diversity crosses the Atlantic
Supplier diversity hit National Grid in the U.K. in
2014, with a program sponsored by Chief Executive
Steve Holliday and a mandate to follow in the footsteps of its successful U.S. counterpart. “Supplier
Diversity in the U.K. stimulates competition, creates a more sustainable supply chain, and benefits
our customers and communities,” says Ray Schlaff,
National Grid’s global Chief Procurement Officer.
The U.K. business’ four-pronged plan includes identifying small and medium-sized enterprises; educating them on how to do business with National Grid;
making it easier to do business with the company;
and collaborating with Tier 1 suppliers to promote
diversity throughout the company’s supply chain.
Professionally developing diverse
business owners
In Rhode Island last year, National Grid joined
forces with CVS Health and Roger Williams University to successfully complete a CEO Master’s
Series program for six diverse business owners.
The program – which National Grid plans to continue – helps diverse suppliers gain skills to best
position themselves to competitively bid for contracts with companies like the utility company and
CVS. Training includes sessions on purchasing
and contracts, teambuilding, sustainability, performance management and social media marketing.
(continued on page 16)
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GNEMSDC Awards: Fleur Callender, supplier diversity analyst; Carol
Castanza, supplier diversity senior analyst; Karol Albano, buyer; Andrea
Sotomayor, supplier diversity analyst; Carla Hunter Ramsey, director,
supplier diversity; Bridget Ferrar, senior analyst; and Marie Jordan,
senior vice president, gas operations
(continued from page 15)
The Power of Connections
National Grid has also been hosting ‘Power
of Connections’ events across its New York and
New England service area since 2010, with a successful conference in Rhode Island in 2014 and
one planned in Syracuse, NY for 2015. Q: Just
what’s so powerful about these programs? A:
The opportunities they offer local diverse businesses … and companies like National Grid …
to grow their businesses.
National Grid hosts the program in collaboration with other large corporations that have
world-class supplier diversity programs, like
CVS Health and a whole host of organizations
that certify and support small diverse business
development. These include the U.S. Small Business Administration, Minority Business Development Agency, Center for Women & Enterprise,
The Greater New England Minority Supplier

“The NMBC is proud of
our long term working
relationship with National
Grid’s supplier diversity
program under the very
capable, Carla Hunter
Ramsey. We at the NMBC
look forward to building
on our relationship with
National Grid on a global
scale, benefiting our membership and other MWBE’s.”
John F. Robinson,
President & CEO of the NMBC, Inc.
Development Council, NYNJ Minority Supplier
Development Council and Women Presidents’
Educational Organization.
Hundreds of participants at each event get to network, learn about each corporation’s procurement
process, and apply for an academic enrichment
program scholarship. ‘Matchmaking’ sessions even
set small business reps up, one-on-one, with buyers
from both corporations – where they talk about upcoming sourcing events and suppliers get matched
based on upcoming opportunities.

“… it’s important that as many businesses as possible in New
England have an equal opportunity to contract with National
Grid. This is the new way of doing business – moving in a direction
of inclusion and transparency as we continue into the new
millennium. Congratulations to National Grid and their Diversity
Office staff on a job well done!”
Reginald Nunally, Executive Director, Massachusetts Supplier Diversity Office
Color magazine’s All Inclusive Awards (AIA) event, Boston, MA, December 2013
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“Through Power of Connections and similar
events, we’re constantly looking for opportunities to support local economic growth and develop long-term relationships with diverse suppliers,” says Tim Horan, President, National Grid
Rhode Island. “These events are really about partnerships that benefit us and them.”
National Grid New York President Ken Daly
agrees: “The Power of Connections events are beneficial to all who participate. And we keep raising the
bar each year to make more connections that help
our customers, communities and local employers.”
Looking ahead …
So what’s next for a company that’s already
proved it has what it takes to compete – and help
small businesses thrive – through a robust supplier diversity program?
“National Grid’s vision is to establish the company as a global leader in developing strong, sustainable partnerships with diverse suppliers and
demonstrating excellence in everything we do,”
says Carla. “We’ll continue to increase our diverse
supplier spend and look for new opportunities
to connect with these businesses. And I believe
we’re well on our way.”
About National Grid
National Grid is an energy company that delivers electricity to about 3.3 million customers,
and natural gas to about 3.4 million customers,
in Massachusetts, New York and Rhode Island.
It’s the largest distributor of natural gas in the
Northeastern United States. It also delivers gas
and electricity across Great Britain. To find out
more about the company and its supplier diversity program, you can visit their website at
www.nationalgridus.com. BB

Carla Hunter Ramsey
Carla Hunter Ramsey joined
National Grid, one of the nation’s largest electricity and
gas delivery companies and
one of the largest publicly
owned energy companies
in the world, as director of
supplier diversity in 2009.
She leads the coordination,
integration and implementation of all diversity strategies
with diverse suppliers across
the U.S. footprint. Hunter
Ramsey joined National Grid after more than 20 years in procurement,
leading purchasing departments in higher education. Before joining
National Grid, she was the director of purchasing, contracts and property
management at York College, City University of New York and prior to York,
oversaw procurement for The New School in New York City, in which she
purchased goods and services for nine different colleges.
Hunter Ramsey has also been recognized by numerous organizations
including NOBLE (National Organization of Black Law Enforcement
Executives), Talfourd Lawn Elementary School P.S. 50 and was honored
by the Queens Women’s Center for her achievements as a Women
Entrepreneur. In addition to those accolades, she was nominated as one
of the top business people under the age of 40 by The Network Journal,
recognized as one of the top 25 champions of diversity in the nation and
received a prestigious award from the African American Chamber of
Commerce at their Women’s Leaders Recognition. She holds a Bachelor’s

Color Magazine Awards: John Kavanaugh,
director; Fleur Callender, supplier diversity
analyst; Len Durant, senior buyer; Carol
Castanza, supplier diversity senior analyst;
Andrea Sotomayor, supplier diversity analyst;
Marcy Reed, president, Massachusetts; and
Carla Hunter Ramsey, director, supplier diversity

Degree from Queens College and an Executive Masters Degree in Public
Administration from Baruch College, The City University of New York. Hunter
Ramsey is married with three children and resides in Queens, New York.
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Financial news

Crowdfunding
By Allen Rude

I

n 2012, President Obama signed the “JumpStart Our Business Start-ups Act,”, otherwise known as the “JOBS Act.” The new
law’s aim was to open up capital markets
by loosening restrictions on IPOs and also by allowing “crowdfunding.”
Crowdfunding is a method by which small and
medium-sized companies can raise capital from
the “Internet Crowd” on a quasi-private basis,
generally by using the services of a crowdfunding
platform (or “portal”) registered with the SEC.
Such capital raises are done under the exemption allowing a private placement. This is permitted under SEC Rule 506, Regulation D. Under
this exemption, no SEC registration for the private placement is required and advertising of the
placement is allowed.
There are four main types of crowdfunding:
Donation-based crowdfunding. In this version, the crowd gives money or some other resource to support a cause. One example is a youth
baseball team, raising money to travel to a tournament. The crowd gives money and gets nothing
in return, other than the good feeling that comes
with knowing the team can travel to compete.

Rewards-based crowdfunding. This has been
a source of funding for small businesses and nonprofits for particular projects. In return for a donation from fans of a project, a business or nonprofit typically gives some type of incentive for
participating. These are generally products of the
company, i.e., T-shirts, caps, watches. (that’s why
it’s called rewards-based crowdfunding).
Equity-based crowdfunding. With equity-based
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crowdfunding, members of the crowd become part
owners of the company, which is raising funds. In
other words, the company sells some of its shares
to the members of the crowd. As equity owners in
the company, the crowd realizes a return on the
investment and, assuming the company performs
well, receives a share of the profits, in the form of a
dividend or distribution.
Credit-based crowdfunding became prominent as a form of crowdfunding in 2012, with the
launch of the Lending Club, which had advanced
more than $500 million in loans via its website
by April 2013. Prospective borrowers using the
Lending Club, first submit their requirements,
and are then matched with pools of investors
who are willing to accept their credit terms. Platforms such as the Lending Club have gained popularity, as banks have increased interest rates and
reduced their level of lending.
However, something funny happened on the
way to implementation by the SEC, an implementation, which was directed by Congress
who had given the SEC until December 2012 to
enact the new rules. The SEC Chairperson, Mary
Shapiro, submitted a letter stating the commission’s opposition because it was felt that crowdfunding was an invitation to fraud. As important, the SEC also feared that the crowdfunding
provisions in the Act would result in the creation of “zombie” companies (legally formed but
inactive, and with no possibility of a return to
the investors). Her protests led to the requirement that crowdfunding companies with few or
no assets and raising more than $500,000, must
have audited financial statements. Other than
that recommendation, the SEC has flouted the
December 2012 deadline and, to date, has not
given the “green light” to crowdfunding. After
requesting comments on the proposed rules
from hundreds of industry professionals, the
SEC has done nothing.
The new and growing crowdfunding industry is
anxiously awaiting guidelines. With the SEC dragging its feet, national crowdfunding has stalled
and moreover the commission has been litigating to shut down crowdfunding platforms that
are operating despite the lack of rules. Also, the
proposed, but not yet implemented, rules have
been criticized as detrimental to crowdfunding
because of the auditing and reporting requirements. The crowdfunding industry estimates that
up to 15% of a capital raise will be consumed by
the compliance costs.

The industry is starting to go to the states to get
around the SEC bottleneck. Under securities laws,
offerings made only to investors in a state by a company in that state, is exempt from the SEC and all
Federal rules. For example, an offering made by a
company located in Syracuse, New York, to potential investors in New York State, would not fall under the purview of the SEC. The states do not seem
as strongly concerned about fraud as do the Federal
authorities. In Texas, for example, there are no requirements for audited financial statements or for
any other extensive disclosures. A Texas company
can raise up to $1 million from Texas investors in
any 12-month period with no reporting requirements. All it has to do is have the crowdfunding
raise vetted through a recognized portal.
The following is a brief overview of the most
prominent crowdfunding platforms:
1. AngelList is a US website for raising equity or
debt investments for startups. Accredited investors are defined as having $1,000,000 of personal
net worth (net of real estate) or annual income of
$200,000 ($300,000 with spouse). Generally the
platforms listed below also are limited to accredited investors.
2. Early Shares is an equity crowdfunding platform funding American small businesses.
3. Crowdcube is an equity-based UK crowdfunding platform.
4. Fundable is a crowdfunding platform that
offers both rewards-based and equity-based campaigns for small businesses.
5. Seedrs is an equity crowdfunding platform
for discovering and investing in seed-stage startups, based in the United Kingdom but open to
investors and entrepreneurs throughout Europe.
6. CircleUp is an equity-based crowdfunding
site based in San Francisco.
7. Crowdfunder is a global social network for
equity and contribution crowdfunding for small
businesses, startups and social enterprises.
8. WeFunder.com “We help everyone invest in
startups. It’s like Kickstarter, but with equity.”
9. Equity Net was launched in 2005 and “is the
original and only patented crowdfunding platform. It is used by thousands of entrepreneurs,
investors, government entities, business incubators, and other members of the entrepreneurial
community to plan, analyze, and capitalize privately-held businesses.”
10. Rock The Post is an equity crowdfunding
platform that connects high quality entrepreneurs with accredited investors interested to invest in exciting new start-up companies.
11. Indiegogo has not officially moved into the
equity crowdfunding space at the time of writing, but it has long been speculated that they will.
This is also true of RocketHub.
12. Kickstarter, the largest crowdfunding platform, is almost entirely “rewards based.”

All of the above sites have a myriad of crowdfunding success stories. They do not (for obvious
reasons) trumpet their failures but failures there
have been, as you can see below:
We at R. W. Wentworth & Co. have recently tried
the crowdfunding route to raise capital for one of
our clients. This effort was not successful and shows
the pitfalls of attempting a crowdfunding raise.
Our client had developed a streaming Internet
and video app, needing capital and we took the
project to a well-known crowdfunding portal. We
were quoted two “packages” — the first a $5,000
service that would include complete assistance in
developing a business plan and posting it as part
of the client’s presentation on the portal’s site and
also a list of potential investors from the portal’s
data base. The portal was to help us with investor contacts and follow-up. The second package
involved placing a portion of the business plan
for the portal’s site (without editing) and also a
list of potential investors, which we were to contact ourselves (without help). This package was
$2,000 and we chose it.
Up went our material on the site and in came
the list of about 400 potential investors. We called
and sent follow-up emails to all of them. There
was a very feeble response. R W Wentworth’s list
of potential investors was almost useless, as these
would only consider revenue-generating situations. After one perfunctory call from the portal,
we and the client were on our own. The people at
the crowdfunding portal did not return our calls
for guidance, so we struggled on without them.
To date, the deal has not been funded and we
are trying to figure out why. What is obvious is
that crowdfunding did not work in this case. It
may be that the project was too complicated to
explain in a website, or that the portal’s list contained individuals who were not interested in this
type of investment. Also, the client’s principal and
the portal’s management had very poor personal
chemistry, which became evident in the type of
service we received.
Hopefully recounting this sad tale will prevent
others from making similar mistakes. Keep in
mind the following:
• Does your product or service present well on a
crowdfunding website?
• Can the portal provide an investor list which
have names that will understand and be 	
interested in the offering?
• Will the crowdfunding portal provide assistance
in contacting the potential investors? Will the
portal personnel be available for consulting?
• Are you willing to make a major effort to keep
in contact with the portal and to follow up on
the progress and the status of the capital raise?
These are hard questions to answer, but they
must be addressed to maximize the effectiveness
of your crowdfunding efforts. BB

With the SEC
dragging its
feet, national
crowdfunding has
stalled and
moreover
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has been
litigating to
shut down
crowdfunding platforms
that are
operating
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supplier diversity

What Is The Future Of
Supplier Diversity?
By J. Fred Canady

M

J. Fred Canady
J. Fred Canady is a former
vice president and director
of supplier diversity at
PepsiCo. Canady holds an
MBA and an undergraduate degree in social studies,
both from Harvard University. He is now the president and CEO of CanadySource offering business
advice and solutions to
minority- and womanowned businesses on how
to do business with major
corporations. In addition,
he is available on a limited
basis to speak to groups
and organizations. Canady
has served for more than
six years as the chairman
of the Minority Business
Hall of Fame & Museum,
a nonprofit organization
recognizing pioneers in the
diverse business arena.
Contact Mr. Canady at
jfjrjf@optonline.net.

ost of us would agree that we are well
beyond the “golden days” of the supplier diversity initiative. Signs are everywhere in our economy as corporate
participation is down and even government support seems to be lacking. Is this the end of supplier
diversity? Let’s look closely at the factors, which
will drive the future prospects for this program.
In my previous article (published in Volume 13,
Issue 3, Fall, 2014), “A History of Supplier Diversity,” I suggested there were four major factors
in the creation of the supplier diversity program.
They were: 1.) The civil rights movement; 2.) Federal government mandates; 3.) Minority population growth; and 4.) Corporate programs.
If we fast-forward to 2014, the civil rights movement (which was considered to mean equal opportunity for Blacks at the time) has been significantly diluted. The number of groups who are
now considered minority includes: Hispanics,
White Women, Indian (both Native American and
East Indian), Asian, Disabled Veterans, and Gay/
Lesbians (who can be White men).
Past federal government mandates, which were
plentiful during the late 60s and throughout the
70s, have been either been struck down or watered down due to several winning law suits against
“affirmative action.” The most notable was the
“Adarand Constructors, Inc. v. Peña, 515 U.S. 200
(1995)” U.S. Supreme Court decision. Essentially,
the court ruled against using racial classifications
in government purchasing decisions, deeming the
practice unconstitutional. While the decision did
not completely outlaw the use of preferential treatment in government contracts it substantially weakened its use and the use of “set-asides” or quotas.
In its place are now goals and other broader objectives.  The court said that the use of these preferences must pass “strict scrutiny” and be “narrowly
tailored” to have a “compelling government interest.” Otherwise, the decision stated that procurement programs are required to be race-neutral
except when “remedying specific instances of past
discrimination toward a particular group.”
Minority population growth was the third of
the major factors in the creation of the supplier
diversity initiative. This factor remains a positive
one for the continuation of supplier diversity
programs. Minority population growth continues
to outpace non-minority population growth. Mi-
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norities will represent between almost half of the
U.S. population by 2050. I will return to the discussion of this factor later in this article.
Corporate programs represented the last of the
four major factors. Several factors have reduced
the significance of this program for corporations.
First is the recession of 2008, which caused widespread suffering for the U.S. economy. Budget cutbacks occurred in all levels of government including a streamlining of corporate supply chains. In
addition, costs were pushed downstream to the
suppliers of major corporations, including new
costs to help enact “greening” the supply chain.
Second, corporations increased the use of international outsourcing as a way to achieve even lower
costs in their purchasing operations. This means
opportunities to supply U.S. companies at competitive prices became almost impossible due to
the higher U.S. cost of labor. Third, corporations
began to question the return on investment for
their commitment to supplier diversity. Did this
effort increase market share for their products
among minority consumers? Was there increased
consumer loyalty to their products? Did these factors increase their bottom line profitability?
The future of supplier diversity lies in a significant redirection in our government’s strategy for
economic improvement. Recent reports show
that income inequality in the U.S. has continued
to shift in favor of the wealthiest 1% of Americans
(Exhibit 1). In response we are seeing a level
of minority community upheaval reminiscent
of the days of the early Civil Rights Movements
(see Ferguson, Missouri and Sanford, Florida).
Established government programs such as the
Small Business Administration have experienced
budget cuts and a reduced effort in focusing attention on the specific programs such as the 8(a)
programs which resulted in so much success
throughout the 70s and 80s. We will need a paradigm shift in key government polices to reinvigorate these programs because:
1. Minority business development is a key to
overall U.S. economic development as is the
overall growth of small businesses
2. The buying power of ethnic groups continues to
grow as well as the share of the U.S. population.
3. Corporations’ long term health will be dependent on a rising middle class and, in particular, purchasing by minority consumers.

Federal, state and local programs must bypass
the focus on “preferential” treatment and revisit
the Supreme Courts 1995 Adarand case directive
which stated that these mandates can be constitutional if they have a “compelling government
interest.” The renewed growth of both small and
large minority- owned businesses would result in
job growth and reduced income inequality in our
largest communities. In addition, the continuing
change in demographics in the U.S. means one
third of our workforce of the future will also come
from minority communities. Many researchers
would argue that the root causes of many of the
social, educational, and economic burdens plaguing residents of low-income communities come
from the lack of wealth — either through jobs
or business opportunities. These policy changes
must come from a Congress, which lately has been
doing nothing. In fact a large majority would like
to continue to dismantle the very agencies that
are focused on these areas. 	
Before we lose all hope, remember that it was bipartisan presidents – President Johnson and later
President Richard Nixon who signed into law executive orders creating the SBA and section 8(a).
Minority businesses must also take more responsibility in making significant changes in its
direction and business structure. In the report,
“New Agenda for Minority Business Development,” written by James Lowry and Robert Holland of the Boston Consulting Group, there is a
detailed analysis of the types of changes, which
MBEs must make to succeed. Let me briefly summarize their views in the following statements:
• Minority Businesses must grow beyond the
sole proprietorship stage and build more
capacity to provide products and services at a
more competitive price.
• Seek out businesses in faster growing areas
than traditional service industries.
• Leverage their business leadership to
also become more involved leaders of
their communities.
• Be more aggressive and make use of the financial markets to purchase businesses as well as
seek out mergers and strategic partnerships.
• Establish international partnerships.
While all small businesses are important, it is the
ones with revenue in the $100 of millions (such as
in the Black Enterprise 100 and the Hispanic Business 100) that create more jobs. These companies
are also better able to provide the pricing and services required by the major corporations.
New minority businesses must be created away
from traditional service industries into businesses,
which support future growth areas, e.g., pharmaceutical, health services, communication and financial services. Also they must target niche areas, e.g.,
advertising, engineering and accounting. Existing
MBEs must continue participating in businesses

such as construction and technology, which are
cyclical but will return with an economic upturn.
Minority business leaders must help focus their
communities to vote for elected officials who will
support this government paradigm change in
Washington. The continuing population demographics favor the ability to create change in Washington. Minorities must get out to vote for politicians who understand the overall importance of
minority business growth to the economy.
(continued on page 23)
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legal business news

The value of intellectual
property to your business
Submitted by J. Edward Waller, Esq.

I

ntellectual property includes copyrights, patents, and trademarks. These are intangible
assets not dissimilar from physical property
from an income-producing standpoint. Copyrights protect the expression of ideas and covers
artistic forms like literature, music and  dramatic
works, software and architecture. Patents protect
industrial designs ad inventions. Trademarks protect business names and phases.
The holder of a copyright has a monopoly on
reproducing, distributing, marketing, selling, using,   adopting or translating a work, usually for
the author’s life plus 50 years (or for some categories the term is the author’s life plus 70 years).
Obtaining a copyright is a critical step in the protection of your original
work of authorship.
A properly registered
patent confers upon
the holder a right to
exclude others from
making,   using, selling,
offering for sale, or importing the patented
invention for the term
of the patent, which is
usually 20 years from
the filing date subject to
the payments of maintenance fees. Your  patent
gives you legal protection from anyone who
tries to copy and profit
from your idea(s).
Trademark is a recognizable sign, design or
express which identifies products or services of a  particular source
from those of others. Once registered, the
owner of a trademark is required to  file a Section 8 Affidavit of Continuous Use to maintain
the registration between the 5th and 6th   year
anniversary of the registration of the mark or
during the 6-month grace period following the  
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6th-year anniversary of the registration. In addition, renewal of your trademark must occur on
or  about every 10-year anniversary registration
date. Registering your trademark is a critical step
in   the protection of your brand identity. It is
how consumers find you, how they know to buy
your  goods or use your services.

Registering your
trademark is a critical
step in the protection of
your brand identity. It is
how consumers find you,
how they know to buy
your goods or use
your services.
Exclusive rights discussed above allow owners
to benefit from the property they created, and  
provide a financial incentive for the creation of
an investment in intellectual property. Unauthorized use of intellectual property rights, called “infringement” with respect to patents,   copyright,
and trademarks, may be a breach of civil law or
criminal law, depending on the type  of intellectual property, jurisdiction and nature of the action.
The first step towards protecting your intellectual property is to retain the services of an attorney who is not only familiar with policies and
procedures promulgated by the United States  
Copyright Office (a department of the Library of
Congress) and United States Patent and   Trademark Office, but also has the prerequisite legal
expertise necessary to protect your income  producing asset from unlawful use which translates
into loss of income. BB

book review

The Leadership Shift
The strategic positioning of business leaders
By Dr. Nilda Perez
Reviewed by Tessa Whitmire

T

he Leadership Shift is the title and thrust of
this book, which is an indispensible tool for
Latino men and women who want to start
businesses or further their existing entities.
This well-written book by Dr. Nilda Perez, shows
how to prepare for this shift in leadership, believing that Latino businesses will help shape this
economy. This book makes the readers comfortable in owning their own businesses.
The Leadership Shift relates the history of Latino
migration to the United States and how their rapid
growth caused many non-Latino Americans to become concerned about their jobs. Rumors that all
Latinos were illegal immigrants, were inarticulate,
under-educated and poor began to spread. The Latino community has come a long way and changed
the way Americans think today, especially because
they possess the ability to speak both English and
Spanish. Being bilingual is an asset that increases
opportunities in furthering their education or
starting businesses.
All of the issues are presented in the context of
what is good for the Latino community as a whole.
When Latinos are able to merge their spirituality
with business, many studies have shown this helps
businesses increase understanding, develops creativity and leads to increased productivity and profits. This shift in leadership is necessary in order to
interact with diverse cultures with ease. The Leadership Shift gives many examples of why Latinos
are up to this challenge, including being adept at
(continued from page 21)
Minorities must create new businesses
in new age areas. Today’s rap artists, sports
and music icons are creating and purchasing businesses in very different areas of
today’s economy (retail apparel, recording
labels, fashion and fragrance, financial services and franchise ownership) than in the
past. Financial success in one pursuit can
lead to diversification into others. Create
a business and attract financial investors.
The U.S. economy is now a world
economy. As minority businesses are
established they must include an ability to include international growth. The
expansion of the capabilities of the Internet and technology makes this much
more possible than 20 years ago. There

promoting their brand and gaining the loyalty of
customers. People must be able to feel comfortable with you because they are investing in your
company. This is why Latinos have proven to be
powerful leaders.
Dr. Pérez discusses the strategic ability of Latinos to deliver a clear and concise message. There
are five different ways they are able to do this by
telling, selling, testing, consulting and co-creating.
When the vision is completely captured, Latinos
show that they are able to work on a team.
How can the nation benefit when those who
have been excluded can instead be helped to succeed? It is necessary to help others in order to help
us and expand our minds to different cultures. Different businesses are multinational meaning that
we have to become united. Business owners have
recognized this shift, because other businesses are
lagging in proportion to Latino-owned businesses.
This is why businesses decided to change their way
of thinking in order to succeed in keeping their
business.
This book is important, well thought out and
researched. Dr. Pérez is a consultant and coach,
who helps the Latino community achieve its goals
in business. She offers classes in coaching, training, and workshops in both English and Spanish
to prepare Latinos for this shift in leadership. Dr.
Perez recognizes the skills of the Latino community that make its members strong leaders.
Published by Aspire 4 Life, Inc., 2013 BB

is no sustainability in being isolated to
the U.S. economy.
Corporations will lag the leadership
of government and minority businesses
themselves in revitalizing minority business development. Corporations will
support this trend in minority business
growth only if they see a benefit to their
own success. This is the way of capitalism. Nothing drives corporations like
revenue growth and the growing demographics of the minority population
as well as their increase in purchasing
power to begin to create support (see
Exhibit 2). Note the pro-active programs
by corporate members of the Billion Dollar Roundtable.
The next stage of the supplier diver-

sity initiative will be a long and difficult
struggle. Our society will need a significant change in the federal government
to refocus minority participation in government contracts. We may see a re-enactment of the civil rights violence of the
past before our government representatives see the critical need to address minority business economic development.
In the meantime, minority businesses
must grow in size and structure. They
must also be creative in establishing
themselves in future growth industries.
When all is said and done, minority business growth is good for the U.S. economy, not just for minority businesses. Is
there a future for the supplier diversity
initiative? The answer is yes! BB
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book review

The Woman I Wanted to Be
By Diane von Furstenberg
Reviewed by Elizabeth Wright

T

he title says it all. These are her memoirs
of her childhood, her family, her many
loves: the love she found as a businesswoman and fashion icon, and most importantly, the love she found in herself. Her inspirations were women who simply lived their lives,
but in such a way that she longed to be them.
Strength. Diane von Furstenberg’s biggest role
model, her hero, was her mother Lily, a woman
of incredible strength. Lily survived 13 months in
the Nazi concentration camps of Auschwitz and
Neustadt-Glewe. Her life and tenacity to live were
testament alone. She could count on her mother’s
tough love and remembers her mother teaching
her what it meant to be strong. Lily wanted Diane
to be fearless, self-sufficient and independent,
never wanting her to be a victim. “Don’t dwell on
the dark side of things, but look for the light and
build around it.” (P.7)
Love. Diane’s father taught her how a man should
love a woman. As a result of the love she received
from her father, she said she never felt like she needed a man’s love. “The biggest gift my father gave me
was not to be needy. I had so much love from him
that I didn’t really need any more.” (P.17) She says
she had to train herself to receive love from the men
in her life. However, Diane later realized that she
often changed her image and perception to correspond with that of the man she was involved with
at the moment. Many women can identify
with changing their identity or losing themselves in relationships.
Beauty. Diane grew to love herself. She
never appreciated her beauty and instead
wished she were a straight-haired blonde.
She later found that her perceived imperfections were what truly made her beau-

tiful. She was different and this served as inspiration for the look of the models she chose for
her fashion shows. She was not looking for the
typical traditional beauty, but a girl who had distinction and personality. Diane “…wanted to become one of those women across the room who
look so poised and seductive.” (P.102) Her list of
the women who were inspirations throughout
her life is quite impressive: Jackie Kennedy Onassis, Anouk Aimee, Oprah Winfrey, Mother Teresa
and even Angelina Jolie were a few of the women
whose style, beauty and courage embodied everything Diane wanted to be as a woman.
Business. Diane faced many test and trials of
character and identity, including business failures. “I was not sure who I was or who I wanted
to be anymore.” (P. 128) Her bout with cancer,
her face-altering ski accident and the acquisition
and mergers of many of her businesses were situations and occurrences that also reshaped the
perception she had of herself. “Not only had I lost
my brand, I felt I had lost my identity. I had not realized how much my sense of self had been linked
to my work.” (P.179) Diane managed to get back
on top by reintroducing the wrap dress and creating a new name for her brand. She had to revitalize her career and her creative style, which she
learned caused her to reexamine her self-image.
This book is highly recommend to any woman
because it will force her to reevaluate herself and
determine the kind of woman she wants to be.
Her resilience alone is testament to every aspiring businesswoman. Her story exemplifies what’s
truly important in life and that a woman is not
defined by her beauty or by her success, but by
all things that radiate from within. The Woman I
Wanted To Be is an undeniably  great read! BB

This book is highly recommend to any woman
because it will force her to reevaluate herself
and determine the kind of woman she wants
to be. Her resilience alone is testament to every
aspiring businesswoman.
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Technology update

Technology Update on the Apple Watch
Written and researched by Stephanie Rosario

T

he Apple Watch, in addition to telling
time, can send and receive messages and
make and pick up calls. It also has access to calendar, photos and e-mail. What
might not be expected, but can be found in the
Apple watch is a GPS feature and the charger —  a
simple magnet that snaps onto the back.
Three varieties of the watch will soon be up
for sale. The first variety is the Apple Watch, with
options such as stainless steel and choice leather
bands, a link bracelet, a Milanese loop and a band
made from high performance fluoroelastomer.
The second choice is the Apple Sports watch,
which tracks fitness simply and efficiently. With

the Apple Watch edition is available in 18kt gold.
Besides the physical aspects of the Apple Watch,
there is also rumor about the technology within.
The apps we so rely on may be within reach as
well. Possible new apps include one with the ability to help the consumer locate items in the store
that are on their grocery list. Another app provies
Wikipedia information that points out different areas of a city or town while you are there. A new
mechanism is what the Wall Street Journal says is
a “short look” in which the watch can tell when
you glance at it to see your push notifications and
“long look” when it knows when you are looking
longer than just a glance.

Apple
Sports Watch

Apple Watch
Edition
Apple Watch

only two fingertips on the screen the watch will
read and record heartbeats. It will also remind
you of your goals and not only counts steps taken, but also measures total body movement. The
third option, the Apple Watch Edition, features a
watchcase made from 18kt gold and has a display
protected by sapphire crystal.
Two sizes are available: 38mm and 42mm. The
casing is made of custom alloys and aluminum
and has a square-like appearance unlike the common circular model. Color choices in the regular
Apple watch range from rose gold, gold to silver
and stainless steel; the Apple Sports watch can be
found in band colors such as pink, green and blue;

With all these features in place, the Apple Watch
is highly anticipated. The watch will come out in
stores early 2015 and some sources say it will start
out at $349. BB

Sources
•w
 ww.pocket-lint.com/news/131076-apple-watch-release-dateprice-and-everything-you-need-to-know
• www.techradar.com/us/news/portable-devices/apple-iwatchrelease-date-news-and-rumours-1131043
• www.apple.com/watch/
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NATIONAL MINORITY BUSINESS COUNCIL

PURPOSE

SUPPORT

The National Minority Business Council, Inc. (NMBC), a notfor-profit 501 (c)(3) corporation, was founded in December
1972. The primary purpose of the organization is to enhance
the success and profitability of the small business community
through the provision of high-quality services, programs, advocacy and networking support. The secondary purpose is to act
as an information clearinghouse for the women- and minorityowned business enterprise (MWBE) community.

The NMBC is a private sector initiative funded by membership dues and contributions from foundations and major
corporations. The Annual Business Awards Luncheon is the
NMBC’s principal fund-raising event. Each year NMBC supporters and friends gather to acknowledge the efforts of both
large corporations and small, minority and women-owned
businesses. Corporations are acknowledged for their development of effective minority business development programs,
while small, minority- and women-owned businesses are recognized for their sales productivity.

SERVICES
The NMBC is an umbrella organization that encompasses
hundreds of small businesses located nationally and internationally. Given the various levels of managerial expertise
among the membership, the NMBC strives to develop programs that are suited to the needs of the novice as well as the
seasoned entrepreneur. Current services include: an Annual
NMBC Vendor Directory, an Annual Corporate Purchasing Directory, Purchasing Exchanges, a Procurement Bulletin Service, the International Trade Program, the Export Management
Training Program, the Electronic Data Interchange (EDl) and
Electronic Commerce (EC) Training Program, the Mentorship
Management Training Program, and the NMBC Business Report Newsletter and Cable Television Show. In addition, the
NMBC sponsors networking gatherings to help members learn
from each other and gain business leads.

GOVERNANCE
The NMBC is governed by an 11-member elected Board of
Directors. To ensure that the NMBC’s governing policies are in
line with the needs of the M/WBE community, only members
are eligible for election to the Board of Directors. The officers
of the Board are: Chairman, Vice Chairman, Secretary, Treasurer, President and CEO.
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ACCOMPLISHMENTS
The NMBC’s ability to be effective is strengthened by its history of strong program initiatives, the active participation of its
membership and its relentless pursuit of opportunities for its
members. It has gained the respect and support of the corporate community by offering its members management expertise and entrepreneurial opportunities they desperately need
to develop viable businesses.
For more detailed information about NMBC initiatives,
please call the NMBC at (212) 639-5050 or visit our Websites:
www.nmbc.org.

□ New

NMBC MEMBERSHIP APPLICATION
Annual Membership Fee: $385.00

□ Renewal

DO NOT COMPLETE THIS APPLICATION IF YOUR COMPANY IS LESS THAN 51% MINORITY OWNED (MEANING
A PERMANENT RESIDENT OF THE UNITED STATES WHO IS: AFRICAN AMERICAN, HISPANIC AMERICAN,
ASIAN AMERICAN, AMERICAN INDIAN, ESKIMO OR HASIDIC JEW) OR WOMAN-OWNED BUSINESS OR VETERAN OWNED BUSINESS.

Legal Name of Company:
Address:
City:
President/CEO:

State:

Zip:

Ms./ Mr.

Additional Contact Person:

Ms./ Mr.

Phone:

Fax:

Email:

Website URL:
Ethnic Group:  African American  Hispanic American
 Eskimo

 Hasidic Jew

Is this a Woman-Owned Business?
Percent of Minority Ownership:

 Yes

 Asian American

 American Indian

 Veteran Owned Business  Other

 No

____________ %

Percent of Woman Ownership: ____________ %

Company Type of Ownership:  Sole Proprietorship

 Partnership

Year Company Established : ____________

Estimated Annual Sales for Last Year: _____________________________

Number of Employees: ________________

Main Industry: ____________________________________________

Business Type:  Service

 Manufacturer

 Wholesaler

 Corporation

 Distributor

 Construction

 Retail

Federal Taxpayers I.D. #: ______________________________
Key Products/Services:
____________________________________________________________________________________________________________
Our major business comes from:  Federal Government
Service Area:  Local

 Regional

 National

 City Agencies

 State Agencies

 Private Sector

 International

Business Description:
____________________________________________________________________________________________________________
Please Sign:
Date:
Referred By:

Company:

Please return completed application along with payment to the address below. Note: this amount is fully tax-deductible.
National Minority Business Council, Inc. 1633 Broadway, 30th Floor, New York, NY 10019

Diversity paints our world.
We value diversity in the workplace and in the marketplace.
In building an increasingly diverse supplier pool, we are able
to work toward our goal of offering priority suppliers real
procurement opportunities as they arise.
BNY Mellon is pleased to announce on-line registration
To register, visit www.bnymellon.com/suppliers
select the Supplier Profile Form and follow the directions.

2009 Regional Corporation of the Year
NY-NJ Minority Supplier Development Council

©2013 The Bank of New York Mellon Corporation.

