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Sunny Ezeji and I hope you enjoy this very rich issue. There is a lot of use-
ful information to enrich any one in business or thinking about starting 
one. And as usual that is what MEA is all about.

The companies to watch are making a difference in their field. These are very 
inspirational entrepreneurs who are rising to the top and really have achieved 
a lot in their industry. We are especially proud of our youngest entrepreneur 
Imani Blackmon who is a financial guru at the tender age of 18 and wrote a 
book about financial literacy – “The Future Starts Today, The Young Person’s 
Guide to Financial Independence.” We could all use some of that knowledge. 

I hope these stories 
inspire you. 

The MEA family is 
proud to say we are 
a media partner for 
the Congressional 
Black Caucus Foun-
dation 45th Annual 
Legislative Confer-
ence 2015 sched-
uled for September 
16-20, 2015 at the 
Walter E. Washing-

ton Convention Cen-
ter. We congratulate the CBCF for their continued effort to create opportunities, 
empowerment and awareness for the African American community. 

Yes, I’m personally the victim of deferred dreams, of 
blasted hopes, but in spite of that I close today by saying 

I still have a dream, because, you know, you don’t 
give up in life. If you lose hope, somehow you lose that 

vitality that keeps life moving, you lose the courage to be, 
and the quality that helps you go on in spite of all. And 

so today I still have a dream. –  
Martin Luther King, Jr.

Debra Williams,
Publisher

Sunny Ezeji,
President
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It’s a warning that many busi-
ness leaders hear on an ongoing 
basis…diversify or perish.  This 
alarm should have particular 
meaning for many Minority 

and Women owned businesses that 
continue to generate the bulk of their 
revenue from a single source.  Wheth-
er you’re successfully doing business 
with the Federal Government, states 
and local jurisdictions or commercial 
entities, your company’s health over 
time will be determined by participat-
ing in multiple markets.  

This is not to say that companies 
should enter new markets for the sake 
of growth or expand into areas out-
side their core business area. Rather, a 
strategically planned business devel-
opment effort into clearly identified 
and targeted markets can reap sub-
stantial benefits for forward thinking 
MWBE leaders.  No matter the mar-
ket, companies must also understand 
that relationships will drive business 
and the need to raise their visibility 
among the right decision makers will 
be paramount.  

In recent years, many MWBEs expe-
rienced a great deal of success in pro-
viding products, services or solutions 
to the Federal Government.  So it’s 
understandable given the opportuni-
ties in this space why minority firms 
actively pursued them to the exclu-
sion of putting forth efforts in other 
markets. However, by doing so many 
of these well meaning entrepreneurs 
put their companies in long term jeop-

ardy by not expanding their revenue 
base to include the state & local gov-
ernments and commercial concerns.  

This has been especially true among 
8(a) firms that have spent their entire 
time in the program without secur-
ing one client outside of the Federal 
Government.  As a result, when they 
graduate many are ill equipped to 
compete for business in other sectors 
and have short survival rates beyond 
the program unless long standing 
federal contracts are in place.  

On the other hand, many MWBEs 

have experienced successes in com-
mercial markets and with some states 
and localities, but haven’t been able 
to penetrate federal agencies and 
departments.  There are many cases 
in which minority businesses have 
actually obtained 8a certification but 
have been either unable or unwilling 
to develop and implement an effective 
federal business development effort.  
With a nine year shelf life (four year 
developmental phase and five year 
transitional period) failure to act in a 
timely manner could result in a wast-
ed opportunity.

You believe in your business — and why not? You’re making big plans and  
hitting exciting goals. We’d like to hear more about it.

We work to build relationships with innovative and growing companies owned by members  
of the business community. It’s a win-win. We gain strong suppliers, and they enjoy new  
opportunities to expand and enhance their businesses. These partnerships also contribute  
to the economic vigor and cultural vibrancy of the places where we live and work. So our  
communities benefit most of all.
For more information, please contact the Wells Fargo Supplier Diversity team  
at supplierdiversity@wellsfargo.com

You’re working hard to take  
your business to the next level. 

wellsfargo.com
© 2015 Wells Fargo Bank, N.A. All rights reserved.  
Member FDIC. ECG-1254822

Market Expansion is 
the Key to  
Long Term  
MWBE Growth By Lawson Brooks, III
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Regardless of the scenario, MWBE ex-
ecutives need to understand the value 
of robust business development and 
sound government relations and view 
them as worthwhile investments. 

These activities are crucial if minority 
and women-owned firms are going to 
experience consistent success beyond 
a single revenue source. However, 
there are several actions that compa-
nies can take as they explore opportu-
nities in other sectors.  They include:

1.  Understand the environment.
Whether your goal is to sell to the 
federal, state or local government or 
commercial entities you have to pos-
sess in-depth knowledge of the sur-
roundings.  You need know the rules 
and processes for doing business, the 
products, services or solutions being 
sought, the leaders and decision mak-
ers who need to be touched and the 
politics that are involved

2.  Know the needs of customers.
As your company enters a new 
business arena, based on your prod-
ucts, services or solutions it will be 

important for you to research and 
understand past and present perfor-
mances in those areas and align them 
to the future needs and interests of 
the customer.  It will also allow you to 
identify or help shape future opportu-
nities well in advance of any RFP.

3.  Look for jurisdictions, federal 
agencies and companies that ar-
en’t meeting their small business 
targets.
Each year the Federal Government, 
many states, cities, counties and com-
panies establish goals related to small 
and minority business participation.  
Many of these concerns annually fall 
short of these targets.   This informa-
tion, which is readily available, partic-
ularly in public sector domains, could 
provide future opportunities for your 
business if properly and aggressively 
utilized.

4.  Develop relationships.
As your company begins its new mar-
ket efforts, developing cooperative 
relationships among a variety of play-
ers within your targeted environment 
is crucial.  At the federal level it’s 

important to get to know Contracting 
Officers and their representatives.  In 
state and local government it will be 
crucial to not only have contact with 
the procurement team, but also de-
partment heads and elected officials.  
It’s also important to interact with 
potential teaming partners both large 
and small on an ongoing basis. 

No matter the market, 

companies must also 

understand that relation-

ships will drive business 

and the need to raise 

their visibility among 

the right decision makers 

will be paramount.

WWW.RAMARCSOLUTIONS.COM

Toll Free: +1 888.690.9864
Telephone: +1 703.879.4561
itservices@ramarcsolutions.com
8300 Boone Boulevard, Suite 500 
Vienna, VA 22182

CONTRACT VEHICLES AND DESIGNATIONS

• Department of Minority Business Enterprise (DBME)

• Small, Women-owned, and Minority-owned Business (SWaM)

• Accredited Better Business Bureau (BBB) Business

• SBA Certified Small Disadvantage Business

• SBA (8a) Certified 

• GSA Contract Holder (Schedule 70)

CORE COMPETENCIES 

• Help Desk and Call Center Services

• Software Engineering and Application Support

• Specialized On-Site Service

• Audio/Video Teleconferencing Systems

• Project Management and Strategic Planning

• Cyber Security

• Mobility Solutions

• Unified Communications

• Virtualization and Cloud Computing

• Network Implementations

• Information Assurance

Ramarc Solutions brings you the best in information technology consulting services to meet your 
business needs. No matter what your technology needs are -- WE CAN HELP.  From networks, 
software development, mobility solutions to helpdesk services.

Salute to the Congressional Black Caucus Foundation’s 45th Annual 
Legislative Conference Sept. 16-20, Washington, D.C.

Developing and Implementing 

Global Solutions
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MORE THAN THE CONSCIENCE 
OF THE CONGRESS –  
The Congressional Black 

Caucus (CBC) Makes Improving 
the Quality of Life for African 
Americans a Priority

“Black America is in a state of crisis” according to Congressman 
G. K. Butterfield(NC-01), Chairman of the Con-
gressional Black Caucus (CBC). “Statistics tell a 

story and the current state of the African American community is not good and we’ve got to have all hands on deck to 
find solutions. If we continue down the path that we have seen for the last 20 or 30 years, the disparities facing African 
Americans is only going to get wider, and the challenges will only persevere. There comes a time where we just have 
to, as my good friend and colleague Congressman John Lewis says, ‘show up and show out.’ The Congressional Black 
Caucus brings a diverse set of experiences and viewpoints to tackle the unique challenges that the African American 
community faces. We are action oriented and that is my background.”  A voting rights lawyer by profession, and former 
judge, Congressman Butterfield came out of the civil rights movement. “And so, action is my methodology for change. 
First, try to negotiate. If negotiation doesn’t work you move into direct action. And if that doesn’t work you move into, 
even, civil disobedience. I don’t rule that out. There are not many groups in the United States who are suited to ad-
dress this crisis and the CBC is leading among entities that can address it. Of course we have allies out there, from the 
NAACP, to Action Network, to Operation Push.   But at the end of the day, we are the legislatures.  No one can legislate 
but us. As much as I love our civil rights friends that we talk to every day, they can’t cast a vote, nor can they introduce 
a bill. We can walk the floor of the House any day that we choose and make a speech and it will be heard by millions of 
people. So, we have what some people would call the bully pulpit. And so, we have an enormous burden on us to speak 
out and legislate and create national conversation on racial inequality. And, then take action.  We’ve got to get results. 
We’re not naïve enough not to think that we are going to solve every problem in the world within two years. But we’ve 

An Interview with Representative G. K. Butterfield (NC-01), 
Chairman of the Congressional Black Caucus for the 114th Congress

By Lynn K. Jenkins got to move the needle in the right 
direction.” The CBC, a substantial 
mission focused caucus that has been 
around since 1971, has a primary 
focus of moving the needle forward 
in the African American community 
to improve the quality of life. Chair-
man Butterfield often says, “We are 
the Black Caucus. We are not here to 
lead the advocacy for the Hispanics, 
Asians, Island Pacificers, Lesbian Gay 
Bisexual Transgender Transsexual, or 
Women’s interests. However, the CBC 
will help other interests “when and 
where we can help.” The CBC initial-
ly began with 13 members and has 
grown into its current 46 members 
of Congress, the largest membership 
during its history which includes 
45 Democrats, one Republican; one 
United States Senator, and 45 House 
Representatives. Congressman But-
terfield proudly states that, “we have 
20 female CBC members and Shirley 

Chisholm would have been very 
proud of this.”

During the 114th Congress, the prior-
ities of the CBC include:  eliminating 
persistent poverty, reforming criminal 
justice reform, restoring the Voting 
Rights Act (VRA), creating jobs, de-
creasing the African American unem-
ployment rate, and making education 
more accessible and affordable for our 
students, and increasing diversity in 
corporate America starting with the 
technology industry. Let’s take a look 
at a few of the statistics driving the 
CBC actions this legislative session. 

 According to CBC Chairman Butter-
field, “one out of 4 African American 
families lives in poverty, one out of 
3 minority children lives in poverty, 
and the wealth gap is astronomical. 
For every $100 a white family has in 
wealth, the African American family 

has six dollars. So, that’s a 6 to 100 
ratio, and that’s not good.” 

Earlier this year, the CBC in coordina-
tion with Joint Economic Committee 
(JEC) Democrats, released a report 
detailing the severity of economic 
disparities of African Americans. The 
report shed light on a range of inequi-
ties that have persisted in the African 
American community for genera-
tions. Among its findings, the report 
revealed that Blacks continue to face 
high rates of poverty, unemployment 
and long-term unemployment as well 
as significantly lower incomes and 
slower wealth accumulation.

“The African American unemploy-
ment rate continues to be double the 
white unemployment rate, and that  
just didn’t start with the recession. 
The unemployment disparity and 
the unemployment crisis have been 
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continuing for more than 50 years. It’s 
not a recent phenomenon. We are also 
talking about not only unemployment 
but underemployment which is a 
big problem in the African American 
community as well. The individuals 
who are underemployed don’t get 
counted. They make the minimum 
wage, they work 20 to 25 hours a 
week and are counted as employed, 
but they live in poverty.”

Criminal Justice: “We’ve been con-
sumed with criminal justice reform 
and we’ve got to ’legislate’ some 
changes. We have a group of Re-
publicans that are working with us 
in crafting criminal justice reform; 
some unlikely partners. They may 
have political motives, but that’s okay 
as long as we can get the job done.  
The whole question of mandatory 
minimum sentences, the over-in-
carceration of African American 
citizens in penal institutions, both at 
the state and federal levels, are just 
unacceptable. And it’s going to be a 
real challenge because we are mostly 
democrats and our party is not in con-
trol of the agenda. Republicans are in 
leadership this Congress. Our options 
are to be quiet and leave it alone or 
advocate and work to negotiate with 
our Republican colleagues.” 

On the subject of expungements, 
“We’ve got to find ways to not charge 
people with petty crimes that are like-
ly not even on the radar of civil soci-
ety. For petty crimes and non-violent 
offenses, we’ve got to find ways to 
divert those cases away from the pe-
nal institution, to decriminalize some 
things. And we’ve got some Republi-
cans who are trying to work with us 
on that. Too many of our young black 
males drop out of school at 16 years 
old. They go out, get in trouble, and 
get overcharged by the police.  There 
is a tendency for some police agencies 
to overcharge or to ask the court sys-
tem to overcharge a defendant. And 
many times, the magistrates or who-
ever is in the front end of the criminal 
justice system will just go ahead and 
issue a warrant for whatever the 
police ask for. I was a Judge. I saw 
it.  Young people are getting over-
charged, and not just African Amer-
icans, but Whites as well as Latinos. 
And the police have this belief that if 
they overcharge, that when the case 
comes to court that they have some-
thing to negotiate with, that they can 
drop the charges that are extra. There 
is a tendency for some police agencies 
to overcharge or to ask the court sys-
tem to overcharge a defendant. This 
goes on in most states, if not all states 
throughout the country. ” Chairman  

Butterfield goes on to explain how 
states spend thousands of dollars 
prosecuting youth charged with a 
simple possession of marijuana. In an-
other scenario, “the police may put on 
his blue light, stop a car, and the car 
may go a half a block before it stops, 
the police may end up charging the 
young offender with alluding arrest. 
That’s not alluding arrest. But the of-
ficers will not only charge the young 
person with the drugs they find in 
the car, but with alluding arrest and 
in some states, that’s a felony.  When 
they get to court, they say okay, we’ll 
drop the alluding arrest if you plead 
guilty to the drugs.” Congressman 
Butterfield emphasized they’ve got to 
change this. 

While on the topic of deadly force 
and police brutality, Chairman 
Butterfield emphasizes that, “body 
cameras would be a good tool to use 
to prevent police abuses.” Diversity 
training and better training on what 
the Constitution requires were two 
other area requiring attention. “The 
Constitution does not empower a 
law enforcement officer to shoot first 
and to ask questions later. Deadly 
force should be a very last resort. But, 
sadly, too many officers, when faced 
with an uncomfortable situation, 
are using deadly force. And, police 
officers should be held accountable 
for that. And we need to look at ways 
at how we investigate police conduct. 
Should the agency itself investigate 
its own officers or should the Attor-
ney General send in a team to do an 
evaluation? We think the FBI should 
conduct investigations anytime there 
is an allegation of a shooting; not just 
a killing, but a shooting of a citizen by 
a police officer.”

“Voting Rights continues to be a prob-
lem. States are working every day to 
find ways to reduce minority partici-
pation in the electoral process and the 
reason for it is very simple. Minorities 
tend to gravitate towards the Demo-
cratic Party. And by definition, if you 
reduce the number of minorities that 
vote, then that benefits the Republi-
can Party.  It’s very fundamental. So, 

they are trying to find very subtle 
ways to chip away at voting rights 
that will result in diminishing minori-
ty voter participation. And when mi-
nority voter participation diminishes, 
then there’s a corresponding increase 
in influence among Republicans. So, 
they are doing that with voter ID. 
“We are going to look at restoring 
Section 5 of the Voting Rights Act. 
That continues to be a priority. Years 
ago I litigated voter rights cases. 
Section 5 has been rendered impotent 
because of the June 25 2013 Supreme 
Court Decision. And it is impotent 
and will remain impotent and un-
enforceable until Section 4 can be 
modified. Section 4 will define which 
states and which counties within 
states are subject to preclearance. 
And until Congress passes Section 
4 , Section 5 will have no meaning 
and there is no political appetite on 
the part of Congress, as I see it right 
now, for the conference to even take 
up the question of Section 4. We’ve 

got a handful of Republicans who say 
they are with us and I believe them.  
But, whether we will legislatively fix 
Section 4, remains to be seen. 

On the issue of poverty: “We’ve got 
to start targeting funding to our 
country’s persistent poverty coun-
ties. That’s another major priority for 
the CBC. We call it 10-20-30. That is, 
we have more than 400 counties in 
the U.S. that have poverty rates of 
20% or more. And this has existed 
for more than 30 years, or at least for 
the last three censuses.  And six of 
those counties are in my congressio-
nal district. And the interesting part 
about that is that two-thirds of those 
counties are represented by Republi-
cans. So, it seems to me that it would 
be reasonable for Republican mem-
bers of the House and Senate to work 
with us in trying to target funding. 
And that’s how we got the 10-20-30. 
The 20/30 is 20% poverty 30 years 
or more. But we want to target 10% 

of federal dollars of federal expendi-
tures from an agency, target 10% into 
those counties. We’ve talked to the 
President about it, on two occasions, 
talked to the Vice President on two 
occasions, about it, talked to Paul 
Ryan about it, and other Republican 
leaders about it, including Steve 
Scalise, and so we are getting ready to 
get into the budget process and want 
to make sure we are heard during the 
process. The 10-20-30 plan doesn’t 
just help African Americans, it helps 
poor white communities represented 
by Republicans as well.”  
 
 Education: “We cannot sit back 
and allow the destruction of pub-
lic education and the legacy of our 
historically black colleges and uni-
versities (HBCUs) to occur on our 
watch. Those two things are different. 
Republicans do not support the idea 
of federal support for public educa-
tion. They have always said that is a 
state function, not a federal function. 

Congressional Black Caucus (CBC) Joins House & Senate Democrats to Urge House 
GOP to Restore the Voting Rights Act (VRA)
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And so the Tea Party and their friends 
have tried to defund programs that 
benefit public education. And, specif-
ically public education in low income 
communities. I don’t understand 
that. But there is a serious effort on 
the part of the Tea Party Republicans 
to defund federal support for pub-
lic education. And that will devas-
tate communities.  And, moving to 
vouchers or to charter school doesn’t 
solve the problem, it exacerbates the 
problem.  So we are dealing every-
day with trying to get more funding 
for public schools. HBCUs, that’s a 
little different situation. We have 105 
HBCUs in this country, 13 of those are 
community colleges, most of these 
schools have been around since the 
1860s and 1870’s, a few came along a 
little later. These schools are in a fight 
for their life. And they are fighting for 
their life because of four or five fac-
tors. First of all, formerly, segregated 
white institutions are now competing 
for black students. Ole Miss, Univer-
sity of Alabama, all of the deep south 
schools that used to close their doors 
to African Americans are now active-

ly recruiting African Americans to 
come to their campus, and not just to 
play sports, that’s part of it. But they 
are succeeding. And so, many of our 
talented students are not going to HB-
CUs, they are opting to go to the ma-
jority institutions. And certainly they 
have a right to do that. We fought to 
get them that right. But the result is 
that HBCUs are losing enrollment. 
And so, those who tend to gravitate 
to HBCUs have a low academic per-
formance. And so the HBCUs have 
to take these students where they are 
when they walk through the door and 
have to work with them and educate 
them and get them to be a college 
graduate. And that requires more re-
sources, more faculty time, it requires 
everything that you can imagine to 
give that student the proper college 
experience. And schools don’t have 
resources to do that. Pell Grants 
have been cut back. Summer Pell has 
been eliminated and that’s causing 
a strain because kids don’t have Pell 
Grants that they can use at the same 
level they had five years ago to go 
to school. The parent plus loans are 

under attack, and the Obama admin-
istration, much to our chagrin, came 
up with this idea that parents must 
be credit worthy in order to get a loan 
for a child to go to college. And many 
parents have bad credit, for various 
reasons, and are not able to get the 
credit. So we fought the adminis-
tration, sufficiently, so now they’ve 
changed the rules and parent plus is 
in better condition than it was a year 
ago. And there are some schools that 
don’t have the money to hire the best 
administrators. They can’t pay 200K 
or 300K for a chief  financial officer or 
a comptroller. They have to pay 80K 
or 90K for a position that typically 
pays 200K. And then we have a lot of 
students that just don’t graduate. For 
one reason or another, they do one or 
two years and they just don’t gradu-
ate. And then we have the problem of 
For-Profit colleges. Not only are the 
formerly white institutions compet-
ing for Black students, the For Profit 
colleges are competing and they are 
making some very attractive offers 
to students that appears to be signif-
icant.  But once the student gets in, 

they find out it’s nothing but distance 
learning. And it doesn’t give the stu-
dent the credentials that they really 
need to compete in the workplace. 
But when they finish the curriculum, 
they are 40K or 60K in debt. When 
you pile all this on HBCUs, they are 
at the breaking point. And a lot of 
States-supported HBCUs are chal-
lenged because a lot of the States are 
cutting back on funding. So, our HB-
CUs are in crisis and we are working 
on that every day. 

Corporate America: Nearly 200 of the 
Fortune 500 companies have no Afri-
can Americans on their boards. And, 
if you were to drill down and look at 
their senior management, many of 
the senior managers are non-African 
American.  And, also the workforce of 
many of these companies is not reflec-
tive of the African American commu-
nity. These corporations have foun-
dations. These foundations give back 
to the communities. Many of these 
corporate foundations are not endow-
ing the communities that make their 
profits.  We’ve got to make sure that 

the companies that derive their profits 
from the African American commu-
nity reinvest in the African American 
community. So, we’re hoping to do 
a scorecard to put a spotlight on this 
problem”. The CBC wants to see that 
companies like Walmart and Mc-
Donalds are willing to disclose their 
data, voluntarily.  “Many companies 
don’t want to give it up. Stay tuned, 
that’s going to be a big deal. We’re 
not going to solve the problem in 
two years, but at least that’s where 
we’re going to start.” On the topic of 
corporate responsibility to increasing 
employment, the CBC Chairman said 
the CBC would consider the creation 
of corporate incentives, increasing 
wages to workers and incentivizing 
manufacturing in the USA as an alter-
native to outsourcing. 

“The Congressional Black Caucus  
has got a lot of work in front of us so 
I have employed four professional 
staff who work together very well 
and we are working as a team.  At the 
end of the day, this is going to be the 
best CBC administration, I believe, in 

the history of the CBC.  I would think 
whoever follows me would do better 
than I have done. Because I think that 
each one of us builds upon the pre-
ceding administration. So, I’m excited 
about the job, and I’ve got the ener-
gy for it, the passion, the historical 
perspective, the experience of the civil 
rights movement and beyond, and I 
just want to bring all of these expe-
riences together and try to move the 
CBC forward. That’s my challenge. 
That’s where we are today.”

“We cannot sit back and allow the 
destruction of public education and 
the legacy of our historically black 
colleges and universities (HBCUs)

Nearly 200 of the Fortune 

500 companies have no 

African Americans on their 

boards. And, if you were to 

drill down and look at their 

senior management, many of 

the senior managers are non-

African American.

Members of the CBC commemorate the 50th Anniversary of Bloody Sunday
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 Business News

Sources Sought  
Notices are  
on the Rise By Alice Lipowicz,  

Editor, Set-Aside Alert

The number of federal agency 
Sources Sought Notices for 
small businesses appears to 
have increased dramatically 

in recent years.

Sources Sought notices for small 
businesses referenced on the Federal 
Business Opportunities website FBO.
gov rose to 2,610 in fiscal 2014, more 
than quadruple the 565 counted in 
fiscal 2004, according to an analysis 
by Set-Aside Alert.

That is good news for small busi-
ness owners, because they are often 
advised to search for, and respond to, 
Sources Sought Notices that match 
their capabilities in order to get a foot 
in the door early in the process as 
opportunities are developing.

“We are seeing an explosion in Sourc-
es Sought Notices,” Gloria Larkin, 
government contracting consultant 
and president of TargetGov, said at a 
recent industry conference for small 
business federal contractors.
 
She credited the Obama administra-
tion for promoting the sources sought 
notices to stimulate more buys from 
small firms. The administration met 
the 23% small business procurement 

goal in fiscal 2013 for the first time in 
eight years.
 
Numbers trending up
The upward trend in Sources Sought 
notices and related announcements 
on FBO.gov has been consistent over 
the last 10 fiscal years, with a boost in 
the number every year, according to 
Set-Aside Alert’s analysis. Our review 
counted all references to the notices, 
including modifications and cancella-
tions. The cancellations were relative-
ly few in number.

Sources sought references on FBO.
gov grew steadily from 565 in fiscal 
2004 to reach 1,297 in fiscal 2008, and 
continued the upward trend: to 1,639 
in fiscal 2009; 1,640 in fiscal 2010; 
1,746 in fiscal 2011; 1,864 in fiscal 
2012; 2,325 in fiscal 2013 and 2,610 in 
fiscal 2015.
      With 1,865 such notices referenced 
on FBO.gov in the first five months 
of fiscal 2015 year, the government is 
on track to possibly hit 3,000 or more 
such notices this fiscal year.
 
What are Sources Sought Notices?
 Sources Sought Notices, sometimes 
called Requests for Information, are 
not solicitations; they are a means for 
federal agencies to gather information 

about the market to prepare to meet a 
mission requirement.

Federal agencies publish Sources 
Sought Notices on the FBO.gov 
website and other sites to determine 
if there are two or more small busi-
nesses that are capable of meeting the 
requirement. If two or more capa-
ble small businesses respond, then 
the agency often will create a small 
business set-aside contract for that 
requirement.

If no small businesses respond, it may 
go to “full and open” competition, 
for large and small businesses. If only 
one small business responds, the 
solicitation may go to full and open 
competition, or less commonly, the 
single small vendor who responded 
may win a sole-source contract.
 
How many Sources Sought Notices 
are there?
Set-Aside Alert tabulated references 
to such notices on the FBO.gov web-
site. We looked at the fiscal year totals 
for fiscal 2004 through 2014, and the 
monthly totals for the most recent 
years. The monthly totals ranged 
from 103 to 355.

In the last three fiscal years, the 

monthly totals generally rose steadi-
ly from October through March, 
increased more rapidly in April and 
May, and hit highs in June, July and 
August, before dropping in Septem-
ber, according to Set-Aside Alert’s 
analysis.

Peak months in fiscal 2014 were July, 
with 355 references; June, with 318; 
and April, with 303.
 
Tips for responding to Sources 
Sought Notices
Generally, the notices ask that firms 
respond by sending in a capability 
statement and other documentation 
addressing the specific requirement.

The Naval Surface Warfare Center in 
Port Huename, CA issued this advice 
on responding to Sources Sought 
notices: http://goo.gl/G6PTi9

 Should you expect a response?
Some business owners complain that 
after they respond to the Sources 
Sought Notice, they receive no phone 
calls in return. But Larkin said that’s 
normal and you should not expect a 
callback.

Sometimes the solicitation is months 
away, or the agency may change 
direction and abandon that particular 
requirement. But other times, you 
might get a call quickly because the 
requirement needs to be filled as soon 
as possible.

That may be especially true in the 
final quarter of the fiscal year as 
agencies strain to meet their small 
business goals with additional year-
end buys.
 

Editor’s Note: This story originally was 
published in the June 12, 2015 edition of 
Set-Aside Alert.)
 
Set-Aside Alert is THE best source of 
news and information for all small 
businesses, even including those in 
the 8(a), woman-owned, SDB, HUB-
Zone and Service-Disabled Veter-
an-Owned small business categories. 
Our information service focuses 
solely on Small Business Federal 
contracting news and information. 
Set-Aside Alert has the information 
you need from a company you can 
rely on. Serving the Federal small 
business community since 1992. 
Learn more about our services in the 
section below.
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Built to 
Give 
Back

Prior to 2001, Darryl K. Wash-
ington enjoyed a diversified 
and successful career hav-
ing worked for the federal 

government, as well as for large and 
small federal contracting businesses. 
However, he knew that he had an un-
fulfilled “itch” to develop a company 
that would embody his vision and 
passion for giving back to the African 
American community as well as other 
minority and underprivileged com-
munities. So, in 2001, Mr. Washington 
became Founder, CEO, and employee 
number one of DKW Communica-

tions (DKW). In 2015, DKW employs 
over 220 employees, has been listed 
on the INC 500/5000 list for five 
years in a row, has received numer-
ous awards, and reinvests in several 
underprivileged communities. DKW, 
still considered a small business by 
SBA standards, currently mentors five 
small businesses; two woman owned, 
one Service Disabled Veteran Owned, 
one Historically Underutilized Busi-
ness (HUBZone), and one 8a firm.  
He reaches back to help these small 
businesses so that they do not have 
to overcome some of the challenges 

he was faced with during the early 
growth years. He emphasizes the 
importance of financial preparation, 
of having money in the bank, access 
to a steady cash flow, and to have a 
line of credit.

DKW’s corporate culture is one of 
integrity, “doing the right thing”, 
respect for the employees, and 
blending a team of great leaders. Mr. 
Washington emphasized that plan-
ning was critical to the growth of his 
business. He planned to find the right 
people – the people who would share 

A PROFILE OF  
DARRYL K. WASHINGTON 

By Lynn K. Jenkins 

his motivation, vision and passion for 
business. Then, he cultivated a cor-
porate culture that treats everyone in 
the organization as a family member. 
DKW represents a diverse workforce 
employing African American, Cauca-
sian, Asian, and Indian professionals. 
When asked why people choose to 
work at DKW, Mr. Washington cited 
several differentiators; great health 
benefits, “spot bonuses” presented 
to employees for great performance, 
and taking employees to Washington 
sports events - football, basketball, 
baseball, and hockey – and holding 
holiday events. He invests in events 
that allow his employees to get to 
know each other and fosters an 
environment where they like to work 
together. Additionally, the compa-
ny invests in the ongoing employee 
education offering aggressive training 
and certifications in areas such as 
cyber security, networks, software de-
velopment, and project management 
(PMP.) According to Mr. Washington, 
“without happy employees, there is 
no DKW.” He maintains that employ-
ees enjoy employment at DKW be-
cause they are given a level of latitude 
and freedom, as well as they believe 
in his management style. 

Mr. Washington admits that he has 
had to overcome significant trials 
and challenges during this journey; 
ranging from an employee stealing $1 
million dollars to a more recent health 
issue that forced some deep reflection. 
Daily, he continues to draw upon 
his faith and three most important 
attributes; Inspiration, Dedication and 
Motivation.  He realizes the impor-

tance of education in the African 
American community. Mr. Washing-
ton participated in Science, Technol-
ogy, Engineering and Mathematics 
programs from the 7th – 12th grades 
followed by four undergraduate 
years at Howard University [HBCU] 
resulting in a  Bachelor of Science 
degree. Mr. Washington reflected that 
his HBCU experience impacted who 
he is today. The overall experience 
instilled a strong belief that he was as 
knowledgeable and talented as any 
Ivy League graduate. And, that’s how 
he approaches his life. A man of “my 
word”, Mr. Washington not only talks 
the talk, but walks the walk. He spon-
sors AAU basketball camps, sponsors 
three churches in the Washington DC 
vicinity and one in the Richmond 
Virginia area. He has provided com-
puters and furniture to help establish 
student learning centers. When asked 
about what motivates his generosity 
and philanthropic actions, Darryl 
Washington stated 
that he “wanted 
to reach back and 
build the next 
generation of the 
Steve Jobs, Bill 
Gates, Congress-
men, Senators, the 
next President…
from the African 
American or other 
minority commu-
nities.” 

Many companies 
measure their 
successes based 
upon the bottom 

line. Darryl K. Washington measures 
the success of his company on the 
amount of blessing he receives. His 
final remarks were forthright and 
without hesitation. “Some people are 
motivated by money. I am motivated 
by creating results for the future.”

About DKW Communications’ Ser-
vice Offerings:  DKW delivers Cyber-
security, Healthcare Information Tech-
nology, Mission Critical Applications 
development and support – with a 
focus on Agile methodology and ISO 
9001 Quality standards - Lifecycle 
Engineering, and Network Infrastruc-
ture Support. Federal Agencies award 
DKW Communications competitive 
contracts based upon their outstand-
ing project management and lead-
ership, customer focused business 
practices, technical delivery, innova-
tion, and excellence performing on 
past projects. www.dkwcommunica-
tions.com 
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Delta Decisions of DC, LLC
“Harness the Power of Data-Driven Decisions”

Delta Decisions is a pioneer in analytics - known for our exemplary talent, optimal solutions, and our ability 

to enable business transformation. We collect, analyze and translate client data into meaningful information 

and valuable insights that support confident leadership planning and decision making.  

The power of analytics drives our core capabilities: Business Process Improvement, Program Evaluation,  
Statistical Modeling, Strategic Planning, and Technical Writing.  

Delta Decisions core values are Integrity, Quality and Accountability –the foundation for all we do!

Shree W. Taylor, PhD                                     
President & CEO

Kim W. Barnette, PhD
Chief Operating Officer

20 F Street NW, Suite 700 
Washington, DC 20001

O: 202-723-1919
F: 202-449-9544

info@deltadecisionsdc.com 
www.deltadecisionsdc.com

Hightowers Petroleum 
Company 

 Business News

BLAZING NEW TRAILS AND  
MAKING HISTORY

As the only national African 
American fuel distributor in 
the United States, Hightow-
ers Petroleum Company 

is an authentic, bona fide trailblazer. 
Incorporated in 1985, the firm special-
izes in procuring fuel from refineries 
and carrying it to the marketplace for 
sale and distribution. With a stellar list 
of clients that include The Kroger Co., 
General Motors Co., AK Steel Holding 
Corp., the Duke Energy, and scores of 
others, the company is poised to meet 
its goal of $1 billion in sales within the 
next few years. 

According to CEO, Stephen High-
tower, Hightowers Petroleum is also 
the largest minority-owned company 
in the Southwest Ohio region, and is 
ranked as the Tristate’s (Ohio/Ken-
tucky/Indiana) 34th largest company 
overall by Deloitte Cincinnati USA 
100 based on its 2013 revenues of $306 
million.

Hightower comes by his business acu-
men legitimately. He has an entrepre-
neurial pedigree.

After purchasing his father’s janitori-
al business in 1981, he leveraged the 

opportunity into Hi-Mark Construc-
tion Group, a design /build general 
contractor specializing in building 
and wastewater treatment projects 
and asphalt resurfacing. Hightower’s 
newest business, HP Energy Co. LLC, 
founded in 2012, is a company that 
develops energy efficiency projects 
to help customers lower their energy 
costs with offices in California, Florida 
and Ohio. HP Energy also provides 
financing to pay for energy efficiency 
projects. Altogether, the three com-
panies have approximately 75 total 
full-time employees, nationwide. 

Based in Middletown, Ohio, the 
company has expanded its operations 
overseas to South Africa, Nigeria and 
Canada. According to Hightower, 
international expansion is a critical 
component to the company’s future 
growth strategy. The firm already has 
a solid foot print in Mexico. Securing 
international suppliers to countries, 
existing company customers and 
relationships established on other 
continents continue to be a priority for 
Hightower.

Although the company currently 
operates in Nigeria and South Africa, 

they are scouting possibilities in Abu 
Dhabi and throughout the Middle 
East.

His advice to young and aspiring 
businessmen and women is to build 
a network of influential, like-minded 
peer groups.

Hightower is a key player with Power 
Africa, an initiative started in 2013 by 
President Barack Obama to increase 
the number of people with access to 
electricity in sub-Saharan Africa. And 
last year, he joined a trade mission to 
Ghana and Nigeria with U.S. Secre-
tary of Commerce Penny Pritzker and 
subsequently traveled with U.S. De-
partment of Transportation Secretary, 
Anthony Foxx to Mozambique and 
South Africa. These efforts, according 
to Hightower, are proving crucial in 
building relationships that will ulti-
mately lead to business opportunities 
abroad.

“While we’re continuing to grow the 
business nationally, we are intensely 
focused on the international market-
place for 2015,” Hightower said.
Hightower, who was appointed to the 
National Petroleum Council in 2010 

By Alfonzo Porter, Ed.D.
Stephen Hightower,  
CEO of Hightowers Petroleum
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Get Your Book Out of Your 
Head and Into the Marketplace 

120 Day Book Boot Camp 

Perfect For: 
Writers  •  Authors  •  Speakers 

Executives  •  Professors  •  Trainers 

Limited Space Available!! 
November 2015 – March 2016 

www.vertexlearning.com 

240 640 1212  •  720 535 8212 (fax) 

Atlanta  •  St. Louis  •  Denver  •  Dayton  •  Washington, DC 

$699 

by Steven Chu, former U.S. Secretary 
of Energy, says their increased visi-
bility and thereby increased supplier 
relationships, is a result of accepting 
board appointments, participating in 
community service events, and from 
receiving various awards. As a mem-
ber of the National Petroleum Coun-
cil, he participates in advising the U.S. 
Secretary of Energy on national oil 
and natural gas issues and policies.

Yet, he admits, you can’t do it alone. 
Hightower credits wholesale distribu-
tors for helping to build his company.

In 1985, BP supported Hightowers to 
carry jet fuel to various government 
installations such as the Ohio Nation-
al Guard. As a result, the company 
became licensed with the Public Util-
ities Commission of Ohio’s hauling 
authority as a PUCO contract carrier 
hauling fuel throughout the entire 
state of Ohio
.
When it came time to obtain the essen-
tial PUCO authority, it was BP who 
stood with, and supported Hightow-
ers so that the carrier could transport 
fuel on its behalf. Hightowers Petro-
leum now moves fuel in states from 
California to Maine to Mexico. That’s 
when the company realized the inces-
tuous nature of the fuel industry.
 
“The fiercest competitors of  jobbers 
can, on any given day, be a vendor or 
customer to one another,” he says. 

General Motors is only one of many of 
household names to which Hightow-
ers Petroleum distributes fuel. In 2012, 
the company grossed $303 million 
in revenues, making it No. 10 on the 
Black Enterprise magazine industrial/
service companies list, by annually 
selling an excess of 100 million gallons 
of gasoline and diesel fuel to compa-
nies such as Duke Energy, Sam’s Club, 
Delta Air Lines, FedEx, and Kroger 
grocery stores. Due to the success of 
its partnership with Kroger, the retail 
food chain has quadrupled its expen-
ditures with Hightowers during the 
past five years.

With his landmark GM deal, High-

towers found itself in unique com-
pany. No other company aside from 
BP handles initial fills for any auto 
manufacturer in the U.S.; not Exxon, 
Chevron, or Sunoco, nor any job-
bers—those who buy, sell, transport, 
and store fuel.

However, central to the firm’s suc-
cess has been its relationship with its 
customers. It has been as much about 
staying accessible to customers as it 
has been about perfecting the business 
processes at the pump. Hightower 
attributes the company’s growth in 
sales and customer relationships to its 
exponential marketing strategy, which 
he implemented over 10 years ago. 
The strategy relies heavily on creat-
ing a marketing atmosphere, where 
others—customers, political networks, 
and industry agencies—are selling on 
the company’s behalf.
Hightower honed his business skills 
selling contracts for his father’s janito-
rial company at the age of 18. 
“I had business sense and an ability to 
articulate it at a very young age,” says 
Hightower. He used that competitive 
advantage to help gain his first whole-
sale fuel contract through a set-aside 
program that allowed him an oppor-
tunity to enter what was and still is a 
closed market.

It is that same entrepreneurial zeal 
that helped him launch new business-
es in construction, energy efficiency, 
and the fuel industry. Although 
his construction company took off 
immediately, years went by before 
Hightowers Petroleum broke even, a 
luxury he was able to indulge in since 
it wasn’t his only source of income. 
He was a quick study, discovering 
that fuel is a commodity producing 
razor-thin margins while at the same 
time requiring a heavy outlay in 
capital.

It hasn’t been an easy journey, how-
ever. Like so many minority firms, 
Hightower discovered that access to 
capital would prove to be one of his 
biggest hurdles. 

Despite its stellar reputation in the 
industry, Hightowers was unable to 

obtain a line of credit until Decem-
ber 2011; after more than 25 years in 
business. Throughout the years the 
company relied on alternative financ-
ing and used larger oil suppliers to 
purchase its fuel. 

Companies like Lykins Oil Company 
and Transmontaigne —not banks—
served as his financial life line. With-
out this type of creative financing, 
Hightowers would not have been able 
to purchase, supply, and sell product 
to customers.
With great success comes the satisfac-
tion of proving the critics wrong. And 
for Hightower, being able to demon-
strate that minority businesses can 
succeed is worth the entire struggle. 

“They would often tell me that 
minority business is not legitimate 
business,” he recalls. 

The firm’s banner year for sales 
growth was realized in 2011 when it 
experienced increased sales revenues 
by nearly 48 percent over 2010. That 
landed the company at No. 3 among 
the top growth leaders of the Black 
Enterprises’ 100 industrial/service 
companies.

It would later be named as Black 
Enterprise Magazine Industrial/Ser-
vice Company of the Year. In addition, 
Hightower was most recently named 
by the nonprofit Ohio Minority 
Supplier Development Council as its 
Supplier of the Year. The firm won in 
the category for companies with $50 
million or more in annual sales. It is 
ranked #11on the Black Enterprise 
100s list of the nation’s largest Black-
owned industrial/service compa-
nies with revenues in excess of $346 
million.

Hightower attended Wright State 
University, in Fairborn, Ohio. He con-
tinued his studies through the exec-
utive programs at the Kellogg School 
of Management, at Northwestern 
University, and the Darden School of 
Business at the University of Virginia, 
and a graduate of Mastery University 
of Robbins Research Institute. 
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Enlightened, Inc.  
a Leading Provider  
of Information 
Technology

 Business News

Enlightened, Inc. is a leading 
provider of Information 
Technology (IT) consulting 
services founded in 1999 

and maintains a Top Secret facilities 
cleared headquarters in Washing-
ton, DC. We are certified as a small, 
HUBZone business and rated Capa-
bility Maturity Model Integration for 
Development (CMMI-DEV) Level 3 
and CMMI for Services (CMMI-SVC) 
Level 2.

We have supported Federal, state, and 
municipal government agencies in 
delivering the following services:

• Cyber Security
• Software Development and 

Integration
• Management Consulting

We are dedicated to helping our 
clients achieve success in their most 
critical missions. Our team of com-
mitted, highly driven, customer-cen-
tric professionals deliver the expert 
knowledge, skills and innovative solu-
tions required to solve today’s com-
plex business problems. The following 
awards and accolades confirm our 
reputation for consistently delivering 
extraordinary value that exceeds our 
clients’ expectations.

• In 2015, Washington SmartCEO 
Magazine recognized Enlightened’s 
CEO, Antwanye Ford, with “Corner-
stone Award”. The Executive Man-
agement Awards program recognizes 
companies that are economic drivers 
as well as exemplary stewards that 
have made a positive impact on job 
creation and retention, market compe-
tition and philanthropy.

• In 2015, Washington SmartCEO 
Magazine profiled Enlightened’s CEO, 
Antwanye Ford, in the July/August 
issue of Washington SmartCEO mag-
azine.  The article focused on Ford’s 
unwavering belief that one must find 
the best people, not only technically 
but also culturally, those who live 
and breathe “e4i+A.” Hiring the best 
people with a determination to solve 
complex problems and deliver results 
beyond our client’s expectation is of 
vital importance to Enlightened.

• In 2015, Washington SmartCEO 
Magazine recognized Enlightened’s 
CFO, Andre Rogers, and Opera-
tions Director, Louis Peterson, with 
“Executive Management Awards”. 
The Executive Management Awards 
program recognizes the achievements 
of Greater Washington’s executive 
management all-stars. Mr. Rogers 

previously received this prestigious 
award in 2013. 

• In 2014, Enlightened’s CEO, Ant-
wanye Ford, and CFO, Andre Rogers, 
received Leadership and Excellence 
awards from the Minority Enterprise 
Advocate Magazine.

• In 2013, Enlightened’s Vice Presi-
dent and CFO, Mr. Andre Rogers, was 
recognized by Washington SmartCEO 
Magazine for an “Executive Manage-
ment Award”.

• In 2012, Enlightened’s Case Initia-
tion Project (CIP) system, developed 
for the Washington, D.C., Criminal 
Justice Coordinating Council (CJCC), 
won the Excellence in Intergovern-
mental Collaboration in the American 
Council for Technology – Industry 
Advisory Council (ACT–IAC) “Excel-
lence.Gov Awards”.

• In 2012, Enlightened received a 
GOVstar award by Washington 
SmartCEO Magazine in the “Technical 
Trailblazer” category for service ex-
cellence and innovation in support of 
its federal, state and local government 
clients.

www.industrial-bank.com 202-552-6502

FIND OUT MORE INFORMATION:

SBA LOANS: SBA 7A AND SBA 504 *
LINES OF CREDIT *

COMMERCIAL MORTGAGES *
COMMERCIAL CHECKING AND SAVINGS ACCOUNTS

CASH MANAGEMENT SERVICES
MERCHANT SERVICES

* O�er of credit is subject to credit approval

BUSINESS BANKING
YOUR WAY

 INDUSTRIAL BANK HAS LOAN PROGRAMS AND
SERVICES TO MEET YOUR UNIQUE NEEDS

creloans@industrial-bank.com

Antwanye Ford and Andre Rogers,  
Co-Founders of Enlightened, Inc.
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Prime Contract Vehicles
GSA Alliant SB
GSA 8(a) STARS II C2
GSA IT 70 SB Schedule
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SPAWAR PILLARS (BFS, ICO, TCI)
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Headquarters: 

DKW Communications, Inc.
2001 L Street N.W. Suite 800
Washington, DC. 20036
Phone: (202) 355-7400 (Office)
Fax: (202) 296-8215

Regional Offices:
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2177 Salk Avenue, 
Suite 165
Carlsbad, CA 92008

South Carolina
225 Seven Farms Drive, 
Suite 206
Charleston, SC 29492

www.dkwcommunications.com

CREATING RESULTS FOR 
THE FUTURE

DKW is a leading provider of services and solutions 
that help our clients achieve new levels of 
productivity and mission effectiveness.

DKW is an SBA-certified Small Disadvantaged 
Business headquartered in our TOP SECRET cleared 
facility in Washington, DC. We provide support 
throughout the country and OCONUS and maintain 
two regional offices: Charleston, South Carolina, and 
San Diego, California. 

As a CMMI Level 2 certified firm, our commitment 
to customer satisfaction is unwavering. We see 
every client as unique and offer tailored solutions to 
meet varying requirements.

We partner with our clients to apply 
the right solutions that provide the 
best value.

Since 2001, DKW has consistently been recognized 
by our customers and industry for providing 
outstanding services. Recognitions include:

o FORBES November 2013 Business Leaders
   (Keeping the Nation’s Technological Infrastructure   
   Running Smoothly)
o SmartCEO Magazine’s 100 Best-Run Companies,     
   2012
o Smart 100 Best Run Companies 2012
o Enterprise’s BE 100 List, 2012-2011
o Entrepreneurial Superstars Inc. 5000 2011
o America’s 5,000 Fastest Growing Private 
   Companies, Inc., 2012
o USDA Farm Service Agency Small Business 
   Contractor of the Year 2011
o USDA Food Safety Inspection Service HUBZONE 
   Contractor of the Year 2010
o USDA Farm Service Agency Small Disadvantage 
   Business Contractor of Year 2008, 2011
o 7th Annual Greater Washington Government 
   Contractor  Award PSC Washington Technology  
   2009
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SPAWAR PILLARS (BFS, ICO, TCI)
Navy SeaPort-e Zones 1-7
FAA eFAST
OPM IT Services BPA

Headquarters: 

DKW Communications, Inc.
2001 L Street N.W. Suite 800
Washington, DC. 20036
Phone: (202) 355-7400 (Office)
Fax: (202) 296-8215

Regional Offices:

California
2177 Salk Avenue, 
Suite 165
Carlsbad, CA 92008

South Carolina
225 Seven Farms Drive, 
Suite 206
Charleston, SC 29492

www.dkwcommunications.com

CREATING RESULTS FOR 
THE FUTURE

DKW is a leading provider of services and solutions 
that help our clients achieve new levels of 
productivity and mission effectiveness.

DKW is an SBA-certified Small Disadvantaged 
Business headquartered in our TOP SECRET cleared 
facility in Washington, DC. We provide support 
throughout the country and OCONUS and maintain 
two regional offices: Charleston, South Carolina, and 
San Diego, California. 

As a CMMI Level 2 certified firm, our commitment 
to customer satisfaction is unwavering. We see 
every client as unique and offer tailored solutions to 
meet varying requirements.

We partner with our clients to apply 
the right solutions that provide the 
best value.

Since 2001, DKW has consistently been recognized 
by our customers and industry for providing 
outstanding services. Recognitions include:

o FORBES November 2013 Business Leaders
   (Keeping the Nation’s Technological Infrastructure   
   Running Smoothly)
o SmartCEO Magazine’s 100 Best-Run Companies,     
   2012
o Smart 100 Best Run Companies 2012
o Enterprise’s BE 100 List, 2012-2011
o Entrepreneurial Superstars Inc. 5000 2011
o America’s 5,000 Fastest Growing Private 
   Companies, Inc., 2012
o USDA Farm Service Agency Small Business 
   Contractor of the Year 2011
o USDA Food Safety Inspection Service HUBZONE 
   Contractor of the Year 2010
o USDA Farm Service Agency Small Disadvantage 
   Business Contractor of Year 2008, 2011
o 7th Annual Greater Washington Government 
   Contractor  Award PSC Washington Technology  
   2009
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Driven By Technology
Powered By Experience
FWG Solutions is a forward-thinking provider of mission critical 
Information Technology (IT) solutions to the Federal 
Government. We are uniquely positioned as a Small 
Disadvantaged SBA certified 8(a) and HUBZone firm. 
We firmly understand what it takes to deliver innovative 
solutions and excel in today’s fiscally constrained environment. 

We tackle our customers’ most pressing challenges with integrity 
and we have built long-term trusted relationships that afford us 
the unique opportunity to be a dynamic key member and partner 
within our customer’s eco-system. 

Our partner-centric approach allows us to help our clients 
achieve their mission and strategic goals through 
deploying and managing solutions that enable interoperability, 
achieve cost savings, minimize redundancies and unnecessary 
risks.

Our Core Competences

FWG's Industry Leadership
FWG Solutions’ cybersecurity experts are leading an
unprecedented effort to transition the United States
Air Force from DIACAP to the newly DoD-mandated
Risk Management Framework (RMF) - DODI 8510.
Under the RMF model, our cybersecurity experts
look to standardize risk assessment methodology
across Security Control Assessors and Authorizing
Officials. This transition is creating a robust
cybersecurity program that will provide the Air Force
CIO confidence and visibility that demonstrates a
healthy AF cybersecurity posture. FWG is proud to
be an industry leader in the cybersecurity space and
looks to develop methodologies that will serve other
agencies within and outside of the DoD.

Information Assurance & Cyber-Security

Enterprise IT & Software Development

Engineering & Networking Solutions

Program Management Services

FWG Solutions, Inc.
1725 Eye Street NW Suite 520,
Washington, DC 20006
Contact: 202.391.0058
Email: nshokano.katabana@fwgsolutions.com

When Do You  
Re-solicit?

 Business News

By Mel and Pearl Shaw

Fundraising is all about secur-
ing the revenue your nonprofit 
needs to deliver on its mission 
and vision. It’s that simple. 

The more complex question is “where 
will the money come from?” We rec-
ommend a mix of appropriate sources 
that can include government sup-
port, foundation grants, corporate 
gifts, sponsorships, special events, 
major gifts from individual do-
nors, fees or tuition, and annual 
gifts from online, direct mail or 
other sources. 

Many funders set the terms for the 
solicitation – and re-solicitation 
– cycle. They have specific times 
during which they accept letters 
of inquiry and proposals; many 
have determined the number of 
times you can reapply for funding 
before taking a mandatory year or 
more off from funding. Nonprof-
its set the time frames associated 
with soliciting sponsorships. They 
also determine when special events 
will be held and the associated ticket 
prices. Likewise, direct mail and 
on-line campaigns are driven by the 
nonprofit and often occur multiple 
times throughout the year. 

But what about gifts from individu-
als? When is the right time to re-so-
licit? Do you send a letter once a 
year and hope for a gift? That’s one 
strategy. Some nonprofits believe it 
is a good one. Their logic: “we don’t 
want our donors to feel we’re always 

asking for a gift” Here’s our guidance: 
begin the solicitation process when 
you say “thank you.” 

You want to create awareness, provide 
opportunities for engagement, report 
on your progress, and encourage do-

nors to make additional gifts. Touch 
your donors with three solicitations 
throughout the year: two should oc-
cur before your year-end solicitation. 
Each donor should hear from you 
throughout the year, regardless of the 
size of their gift. Tailor your commu-

nication to meet their method of 
giving. 

Here are 11 suggestions for your 
consideration.

1. When you receive a gift send a 
thank you note and receipt within 
48 hours. 

2. Take a moment to create a 
connection: depending on the size 
of the gift and the location of the 
donor follow up with a visit, phone 
call or personal email.

3. Keep your donors informed. 
Send a progress report on the 
organization, your campaign and 

impact. Include photos and quotes. 
Share upcoming events and dates. 
Keep it short – make every word 
count. Send via U.S. mail or email. 
You can also post to social media, but 
don’t let that take the place of person-
alized communication. 

Mel and Pearl Shaw
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4. Extend an invitation to visit 
your facilities and see your programs 
in action. Invite donors by phone, or 
with an electronic or print invitation. 
Again, keep it personal. 

5. Encourage donors to become 
involved. Share information about 
one-time or ongoing volunteer 
opportunities. Be as personal as you 
can, inviting people to volunteer for 
programs or activities you believe are 
a match with their interests. 

6. When you have events take the 
time to send an invitation. Pick up the 
phone for an extra personal touch for 
long term supporters (regardless of 
gift size) and major donors.

7. Send another progress report. 
Consider highlighting a specific 
program. Include a solicitation. Don’t 
worry – you are not “over asking.” 
People cannot give if you don’t give 
them an opportunity to support your 
work. 

8. If you haven’t yet made a per-
sonal call, have someone from your 
organization call to share information 
and provide an update. 

9. Send a “state of the organiza-
tion” report. Written by the executive 
director, this is an annual review 
sharing the strengths, challenges and 
opportunities facing the organization. 
Go ahead, include a solicitation. 

10. In early November send out 
your year-end solicitation. 

11. Start the cycle again with thank 
you. 

Think of this: 30% of this year’s 
donors may not give again next year. 
Can you afford that? 

Thank you begins and ends the so-
licitation cycle for a nonprofit. 

Copyright 2015– Mel and Pearl 
Shaw 
Serving the nation’s nonprofits. For 
help with your fundraising visit 
www.saadandshaw.com or call (901) 
522-8727. 

Many funders set the 

terms for the solicitation 

– and re-solicitation – 

cycle. They have specific 

times during which they 

accept letters of inquiry 

and proposals
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Icy L. Williams, 
President & CEO of
ATMOS360, Inc.

 Business News

Icy Williams, retired Procter and 
Gamble Supplier Diversity exec-
utive and business entrepreneur 
is now part of an elite group of 
minority and woman owned 

small businesses across Ohio who 
owns and operates an engineering 
and equipment manufacturer special-
izing in Industrial, Commercial and 
Institutional Air Systems Solutions.

Atmos360 provides turnkey project 
solutions for a broad spectrum of 
industrial clients by offering design 
build air systems solutions equip-
ment of customers/clients on a global 
basic.  Our core area of expertise is 
dust control and has been recognized 
as a dust control technology leader 
particularly in the area of containment 
at the source.  Our 25 years of expe-
rience has proven that containment 
at the source is the most efficient and 
cost effective way of eliminating dust 
from the source.  Due to the expertise, 
experience and product continuous 
improvement, Atmos360’s design 
build equipment has been adopted as 
the industry standard in many manu-
facturing processes.

Coupling her strong belief in embrac-
ing your passion, power and possibil-

ities has led her to take her vision and 
leadership skills to new heights by 
acquiring ATMOS360, INC, (previous-
ly PAK/TEEM, INC,) an organization 
with a strong blend of engineering, 
design and manufacturer of air 
systems solutions equipment used to 
contain, capture, convey and collect 
dust generated by consumer product 
manufacturers.

Icy and Clarence (Husband), a former 
NFL player turned entrepreneur, 
acquired the 23-year-old
PAK/TEEM from its founders mid 
November 2013. They wanted to put 
their retirement savings to work and
purchased the company to build a 
legacy for their children and grand-
children.

“We are a nation of many colors and 
as African Americans we do a lot of 
purchasing and consuming products 
but “how many products do we own 
or “how many manufactured prod-
ucts do we make?” said Icy.

As president of ATMOS360, establish-
ing strategies, goals and measures to 
grow the company’s customer base to 
increase sales and revenue for growth 
is a key business strategy on our 5 

year business plan.   
   
Our country and the rest of world will 
continue its growth of economic de-
velopment and inclusion and people 
of color will be extremely critical to 
this growth explosion. Additionally, 
Industry trends indicate that manu-
factured products and equipment are 
returning to our shores and will be a 
major force for job creation over the 
next 10-15 years.

ATMOS360 is poised with the right 
leadership team experience to be on 
the leading edge and prepared to 
deliver our vision of being known 
globally as the single source solution 
provider of Air systems Solutions 
engineered equipment to make our 
customers facilities air quality cleaner, 
safer and healthier.

 “Now is the time to expand the 
company’s reach to new and differ-
ent markets, through promoting our 
Mission, Vision & Strategies.” 

Atmos360 is looking to double their 
revenue over the next five years. As 
ambitious as that sounds, they
believe it can be done. “We have the 
foundation, the skills and capabilities 

and now the facility space to accom-
modate the growth,” said Icy.

ATMOS360 has been certified as a 
minority and woman-owned busi-
ness since January 2014 and look to 
broaden the relationship with current 
customers and use the certifications to 
open up new relationship with new 
business customers. These certifica-
tions will help to “get your foot in the 
door of a company to take a look, but 
then Atmos360 has to bring the skills 
and capabilities that matches with 
their customers supply chain needs 
(The Procter & Gamble Company, 
Kellogg Co., Post Foods, Monsanto 
Company , The Kroger Company  
and etc.).  Being a Supplier Diversity 
Leader for P&G, she looks at the cer-
tifications as an added tool in her tool 
box when approaching companies.

Strategy Development & 
Deployment S

1. Increased Revenue Growth – 
Double Growth in 5 Years
a. Sales and marketing strategies
i. Branding/Renaming
ii. Customer growth and 

Diversification 
2. Organizational Excellence –
Double Growth in 5 Years
a. Leadership Team Development 
b. Supply Chain Strategy 
Development, Deployment and 
Implementation
c. Improved Communication 
Processes

A native of Fairfield, Texas, Icy is a 
graduate of Prairie View A&M Uni-
versity in Prairie View, Texas with a 
BS in Business Education. 
 
Before joining P&G, Icy was a teach-
er in Texas and Wisconsin Public 
Schools, worked as a Production Su-
pervisor for Schreiber Food, Inc. and 
as Real Estate Broker in Green Bay, 
Wisconsin.  

After retiring from P&G in May 2010, 
Icy was Co-Owner of ACF Enterpris-
es LLC from July 2010-November 
2013.  ACF provided small and large 
business sustainability training, skill 
development and certification.  Addi-
tional efforts included integrating sus-
tainability principles and practices in 
the applied sciences and technology 

curriculum of Universities, Commu-
nity Colleges and Technical Colleges 
both locally and globally.

In summary,
Icy’s focus is on implementing the 
Atmos360 Business Strategy Develop-
ment and Deployment Strategy plan 
which includes, improving sales and 
revenues and building upon the cur-
rent skills and capabilities that match-
es or exceed our customers supply 
chain strategy needs. As stated, AT-
MOS360 improvement in sales growth 
and continuous improvements in day 
to day business processes and systems 
will provide the opportunity to create 
new job opportunities and support 
economic development in my local 
community.

 
ATMOS360’s Engineered and Manu-
factured Products
Air Systems Solutions Products; web 
filters, slotted hoods, diverters, slide 
gates, drum filters, circle and auto vee 
pre separators, blast gates, overhead 
oscillating fans, bag collectors, sheet 
cleaners, media filters, etc

Icy L. Williams
CEO

Overhead Oscillating Fan
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Changing Our 
Spending Habits 
For a Brighter Future

Financial News

Being financially literate in 
a capitalistic society is a 
primary factor in leverag-
ing the considerable rights, 
liberties, and opportunities 

afforded to every citizen of the Unit-
ed States. Yet, only 10% of Ameri-
cans are considered to be financially 
literate—and in the African American 
community, the numbers tell an even 
sadder tale. 

According to debt.org, assets per 
household for African Americans 
stood at $18,212; compared to $39, 
383 and $33,808 for Whites and 
Hispanics, respectively. For decades, 
Black communities around the nation 
have been in a perpetual state of 
stagnancy and recession; largely due 
to our lack of financial savvy.

For many in my generation, for 
instance, we equate academic success 
to financial success. We mistakenly 
infer, early on as students; that by 
performing well in school success 
will come naturally. Unfortunately, 
that is not the case. It is a message 

that we must spread broadly for stu-
dents in our schools systems. Indeed, 
most states are now requiring that 
high school graduates obtain credits 
in Personal Financial Literacy in or-
der to receive a diploma. The impact 
of these requirements, however, may 
not be felt in any concrete, quantifi-
able way for many years. 

In universities across the country, 
students like myself, are engaged in 
a multitude of rigorous scholastic 
courses designed to foster our men-
tal, social, and psychological growth.  
However, among my university 
colleagues, high levels of scholarly 
success apparently manifests in a 
“know it all, can’t tell me nothing,” 
attitude.  This outlook can create an 
egotistical mindset which often times 
results in a humbling reality after 
academia. For, if black students are 
graduating from college not credit 
worthy, they risk usurping all the 
instructional preparation by having 
made poor financial decisions along 
the way. This is where it starts.

The evidence is everywhere.  Af-
ter graduation many students find 
themselves in for a rude awakening.  
Reality of the unknown begins to set 
in and come to light when students, 
previously unaware and/or not 
focused on the financial obligations 
of higher education, are faced with 
repayment of college debts.  A mere 
six months after graduation seven 
out of ten graduates start learning the 
true meaning of a student loan. Those 
nice lenders who graciously provided 
money for us to pay for our college 
tuition suddenly want their money 
back; with interest.  Whether you are 
gainfully employed is of no conse-
quence. Financially irresponsible 
decisions can hamstring the hopes 
and aspirations of those who thought 
they were on the way to achieving 
the American dream. 
If this is true of the most educated in 
our community, what does it hold for 
the vast majority of African Amer-
icans who have not received any 
financial literacy training? The effects 
are devastating. 

By Imani M. Blackmon

“The lack of implementation of financial literacy courses in most educational institutions 
across the United States is resulting in some of the world’s brightest students, graduating 
financially illiterate and unprepared for life after academia.” - Imani Blackmon

According to a column by The Roots’ 
Edward Wyckoff Williams, in June 
2014, “more than 55 percent of black 
households are unbanked or under 
banked. This represents the highest 
of any racial or ethnic group, and 
this means that a majority of Afri-
can-American families don’t have ac-
cess to affordable financial solutions.”
Further, he asserted, “data collected 
by the Federal Reserve before the 
mortgage crisis showed that less than 
25 percent of African Americans had 
top-tier credit scores, compared with 
65 percent of whites. Today the gap is 
even wider.”
“When black parents die, we often in-
herit debt and financial obligations—
not equity,” Williams wrote. 
We need to promote the notion of 
leaving a “will” and not a “bill” for 
our family members once we pass 
on. However, this is a subject that we 
never really discuss in our commu-

nity. It is not uncommon for family 
members to assume the responsibility 
of providing financial assistance for 
final arrangements of loved ones. 
Rarely, in our community, do we 
leave tangible assets to be passed 
down to the next generation.
As a freshman in college, I can see 
the beginnings of habits that are 
sure to endure for a lifetime, if not 
addressed. My generation continues 
to be largely enslaved by material-
istic desires in some vain attempt to 
appear wealthy or keep up with the 
Joneses. The long term impact will 
result in spending outside our means, 
accumulating surplus debt, and 
making conspicuous purchases out 
of impulse.  The need for financial 
education could not be more urgent.
Many of us are attending college be-
cause we realize that by investing in 
our education, we stand a heightened 
prospect of success; however we may 

define success. Ostensibly, we want 
to control our own destinies. Yet, our 
hopes and dreams may well have 
already been compromised by the 
decisions we are making today.
The need for more black ownership 
in our community is apparent. For 
the millennial generation, never-
theless, our suppositions about 
wealth building, saving, investing, 
and spending habits looms large. 
We must dramatically change our 
attitudes about finances if we are to 
achieve the ultimate goal of revital-
izing the economic viability of our 
communities.
Imani Blackmon is a freshman Fi-
nance major at Howard University. 
He is the CEO of Blackmon Holdings, 
LLC and the author of “The Future 
Starts Today: The Young Person’s 
Guide to Financial Independence.”
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The Precarious 
Dollar?

Financial News

The dollar traditionally is 
a haven in a turbulent 
world. That sparked a 
huge rally in the greenback 
lately, rising 23% from 

mid-2014 to March. But after March, 
it slumped almost 6% until turning 
around in May.
 
So what happened? The rally ended 
because of downbeat U.S. economic 
news. First quarter gross domes-
tic product, for instance, slid 0.2%, 
which was an upward revision from 
0.7%. Still, it was negative. True, the 
GDP outlook for the rest of the year 
is better, but hardly booming. FactSet 
research projects a drop in Standard 
& Poor’s 500 second-quarter earnings 
of more than 4%. Lower oil prices are 
a factor, although the energy sector is 
improving a bit.
 
The paradox that could undermine 
the U.S., is the dollar’s strength, 
diminishes profits earned overseas by 
American corporations. Our econom-
ic expansion is six years old too. Once 

it finally turns downward, the dollar 
could likely falter.
 
Meanwhile, the world situation is the 
greenback’s friend today. Troubles 
with the Chinese stock market as its 

economy slows. Low eurozone rates 
to combat stagnation there and ease 
Greece’s woes. Federal Reserve plans 
to boost U.S. interest rates. These 
make investing in dollar-denominat-
ed securities and other items look 
even more attractive.
 
A strong dollar means that goods 
manufactured overseas are cheaper 
to buy and, when you travel, your 
dollar buys more.  The euro, in some 
assessments, remains expensive, and 
the economic and political problems 
of the region should keep the curren-
cy under pressure and force it down 
more. In contrast, the U.S. economic 
recovery is more robust and durable, 
acting as an important support for 
the dollar.
 
Further, with the rapid decline of a 
China stock market long fueled more 
by speculation than current funda-
mentals, it seems that nothing can 
stop the dollar’s and U.S. economy’s 
ascension.
 

Or are the global power dynamics 
about to shift, the dollar’s detriment?
 
China’s stock market has suffered 
amid slowing economic growth, lead-
ing the government to support stock 
investors, a radical move.  That was 
part of the cold wind that buoyed the 
dollar. Still, Beijing’s moves appear 
to be working. The most recent GDP 
figures showed a 7% increase – down 
from its customary double-digit rate, 
yet still much better than people 
feared.
 
In Europe, once again, things appear 
to be resolved, for now. Many feared 
the chaos of a Grexit, or Greek exit 
from the eurozone. This country has 
more debt to more creditors than it 
could ever possibly pay back. Yet 
what happened? The creditors ex-
tended it another bailout as the Greek 
parliament approved more austerity 
measures.  And let’s face it: Greece 
is not much of a force on the global 

scene. Greece’s GDP is a mere 0.38% 
of the world economy. However 
Spain is the 13th largest economy in 
the world, Italy is the 9th and both 
have debt issues of their own. Bet 
that they both will be watching close-
ly to see what concessions are given 
to the Greeks.
 
At the same time, the European 
Central Bank is instigating negative 
interest rates to try and force banks to 
lend and citizens to spend in hopes 
of keeping Europe out of a prolonged 
recession. This may be working. Fore-
casters are raising their outlooks for 
the Continent.
 
When will the Fed finally raise rates?  
While Fed Chair Janet Yellen says it 
will be sometime this year, will it? We 
have been told over and over again 
the U.S. Federal Reserve is on its way 
to raising rates short term interest 
rates from 0%-0.25% target to more 
normal level.

 
Will bond investors soon suffer major 
losses, once the Fed hikes rates? In 
the last few years, Bill Gross, Jim 
Rogers and other pundits have 
warned of a bond bubble. While it 
has yet to occur – the broad bond 
market yielded an annualized 4.42% 
from 2010 to 2014 – the threat re-
mains.
 
Notice, however, that a rate raise 
keeps getting postponed. The pros-
pect of higher rates has helped keep 
the dollar high. How long can inves-
tors remain patient?
 
Bank on one thing: The dollar’s 
supremacy is not guaranteed. Other 
economies, like China’s, are grow-
ing faster than ours and they have a 
much larger population.

Walid L. Petiri, AAMS, RFC, Finan-
cial Management Strategies, LLC, 
www.fmsdavisors.com, 410-779-1276

By Walid L. Petiri

Everything in the world seems to conspire to keep the dollar’s 
value aloft. But will that persist forever? Of course not.

The paradox that 
could undermine 

the U.S., is the 
dollar’s strength, 
diminishes profits 
earned overseas 

by American 
corporations. 
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Ryan C. Davis
President
Reveal Global 
Consulting

 Companies To Watch

Reveal Global Consulting’s 
President and CEO, Ryan 
C. Davis, is a U.S. Navy 
veteran, having served 
as a cryptologist. Ryan 

has served in Operation Enduring 
Freedom (OEF), and Operation Iraqi 
Freedom (OIF). He uses his exper-
tise to create and support Reveal’s 
award-winning services and prod-
ucts, including enterprise-wide 
authentication and authorization 
management, content management, 
natural language processing, and 
ontology. Clients run the gamut 
from federal intelligence and civilian 
agencies to commercial Fortune 500 
organizations.
 
Reveal Global Consulting is a world-
wide solution provider with a mis-
sion to drive savings to clients and to 
improve flexibility and resiliency in 
enterprise solutions. The company’s 
solutions address fluid organization-
al, national, and international condi-

tions and are engineered to reduce 
the total cost of ownership. Reveal 
achieves these cost-savings through 
reusable, highly flexible enterprise 
systems based on its core skills in 
virtualization, business intelligence, 
and automation.
Located in a HubZone, Reveal Global 
Consulting is a Service-Disabled, 
Veteran-Owned Small Business (SD-
VOSB), HubZone certified and have 
recently been able to receive their 8A 
certification. Currently, the company 
works with the Defense Information 
Systems Agency (DISA) as it en-
hances the distribution and technical 
support of mobile devices. DISA’s 
DoD Mobility Program Management 
Office operates enterprise-level classi-
fied and secured unclassified mobile 
communication services within DoD. 
Reveal has 5 of its products current-
ly operating at the Census Bureau. 
Reveal also has taken old legacy 
applications at Defense Logistics 
Agency (DLA), and integrated 

modern computing. Reveal has also 
solved very complex problems for 
the United States Air Force, Defense 
Intelligence Agency (DIA), National 
Guard Bureau (NGB), and Internal 
Revenue Services (IRS). 

Ryan C. Davis

Reveal Global Consulting 
is a worldwide solution 
provider with a mission 

to drive savings to clients 
and to improve flexibility 

and resiliency in enter-
prise solutions.

Corenic Construction 
Group, LLC

Corenic Construction 
Group, LLC (Corenic) 
is an innovative and 
precision-based con-
struction services con-

tractor geared towards providing 
memorable collaborative experiences 
and quality endgame products and 
services. Established in 2009, Coren-
ic is a proven prime construction 
services contractor with an inventive 
and pioneering take on construction 
design, pre-planning, execution, and 
post-production.

Having successfully produced 
numerous projects throughout the 
Washington, DC Metropolitan area, 
Corenic prides itself in its many 
accolades as being the construction 
organization bringing integrity to 
construction. This is seen overtly in 
its concerted efforts to foster open 
communication, minimize change or-
ders, and steadfastly maintain pre-es-
tablished project schedules. It is a 
core belief of Corenic’s that all future 
work is found through repeat clien-
tele and such has been reciprocated 
in the evidence of a 90% customer 
retention rate. Corenic’s innovation 
and quality is a direct representation 
of the trust and collaborative sem-
blance that is established and culti-
vated throughout the entire Corenic 
Experience.

Corenic is a local minority-owned 
and Disadvantaged Business Enter-
prise (DBE) specializing in a variety 
of construction projects ranging from 
design, engineering, construction, 
project management and planning. 
Corenic is certified through the SBA 
8(a) Program, National Supplier Mi-
nority Diversity Council, Maryland 
Department of Transportation and 
Prince Georges County Government. 
Corenic is a fully licensed, insured 
and bondable full service general 
contractor capable of handling any 
construction needs. Corenic Special-
izes in the construction and renova-
tion of interior commercial spaces 
and small base buildings.

Corenic is strategically propelled by 
the leadership of Managing Direc-
tor, Brunson Cooper. Cooper has 
more than 19 years of experience in 
the construction industry and has 
established himself as a well- respect-
ed contractor in the architectural 
and engineering community. With a 
Bachelor of Science Degree in Civil 
Engineering from North Carolina 
A&T University, Cooper leads Coren-
ic by ensuring achievement of the 
overall corporate objectives, strategic 
growth and business development, 
project feasibility analysis, con-
tract negotiations, and construction 
management.  Moreover, Corenic has 
an experienced management team 

that provides effective project lead-
ership, guidance, and oversight to 
ensure consistent delivery of quality 
services. As a standard component 
of the Corenic Experience, each staff 
member is strategically trained to en-
gage in comprehensive consultation, 
planning, and execution services in 
all project phases.

With its roots grounded in excellence 
and quality service, Corenic provides 
a marketplace niche geared toward 
providing customers a matchless 
construction experience; one that 
provides customizable elements and 
additives throughout the entire proj-
ect. The Corenic mission is to provide 
high quality, cutting-edge construc-
tion services that focus on customer 
needs, infuse relevant practice, and 
ensure critical foundational elements. 
By focusing on providing an expe-
rience, Corenic’s way of business, 
naturally positions it as an industry 
leader and the proprietary construc-
tion company for any construction 
need. Through a long-term com-
mitment to this mission, Corenic is 
known as the company entrenched 
in commitment, consistency, and 
capability.

Brunson Cooper.
Managing Director,
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Professional 
Management 
Consulting Services 
(PMCS)

 Companies To Watch

Professional Management 
Consulting Services 
(PMCS) is a leading-edge 
information technology 
and management solutions 

provider, founded in 2006 and head-
quartered in Washington, DC. PMCS 
provides high-quality, efficient and 
affordable business solutions focused 
in 3 core service verticals: 
 
1. Management and IT Services 
that deliver premier project/pro-
gram management, business process 
reengineering, project management 
office (PMO) development, inde-
pendent verification and validation 
(IV&V), data warehousing, business 
analytics, education technology and 
custom application solutions;
2. Full-service Staffing Services 
for direct hire, temp-to-hire, tempo-
rary staffing and staff augmentations 
solutions for projects of all sizes and 
lengths; and
3. Product Fulfillment Services in 
which we provide worldwide logis-
tical management and rapid product 
and IT hardware delivery solutions to 

meet contract specifications.

The President and CEO, Dwight 
Franklin, has a Bachelors of Science in 
Mechanical Engineering from How-
ard University. It was at “The Mecca”, 
where Mr. Franklin learned the art of 
entrepreneurship, analysis, diligence, 
work ethic, focus and dedication. Mr. 
Franklin prides himself and drives 
PMCS to following the 5 P’s (Proper 
Planning Prevents Poor Performance). 
These 5P’s are central to establishing 
a corporate team environment that 
fosters a creative and entrepreneurial 
culture empowering and challenging 
employees to be creative solution 
oriented team members focused on 
solving customer pains and creating 
unmatched value. All employees 
matter, add value and are an integral 
part of the PMCS Team. It is through 
this belief that PMCS has achieved 
over $19MM in revenues and a loyal 
customer base of private sector, local, 
state and federal government clients. 

PMCS’ executive team has over 30 
years of combined experience in man-

agement at Fortune 500 companies, 
which is used to govern our company 
processes. We couple Six Sigma, agile 
and Project Management Professional 
methodologies to streamline and doc-
ument our internal systems. We pay 
close attention to our internal controls 
as they dictate our ability to serve our 
employees and customers. Internal 
metrics, documented methods and 
process controls allow PMCS to be a 
highly functioning firm.

Unlike many large consulting firms 
that are on the NYSE, PMCS’ number 
one customer is the customer, not 
stockholders. PMCS understands the 
importance of listening to custom-
er needs. PMCS employees uphold 
the highest levels of integrity, hon-
esty and passionately exceed client 
expectations. We provide the leader-
ship, experience and execution of big 
business without the bureaucracy and 
exorbitant cost. 

For example, our website and IT 
project management expertise helped 
the DC Government go from worst 

Dwight Franklin
President & CEO

to first with its dc.gov portal, which 
received two Best of the Web awards 
from the Center for Digital Govern-
ment and Government Technology 
Magazine. PMCS was a strategic 
partner with the DC Government in 
managing the design, development 
and implementation of over 60 Dis-
trict agency websites and 20+ custom 
applications.

PMCS IT application solutions have 
received national awards and acco-
lades from various organizations, lo-
cal and federal government agencies. 
One of PMCS’ many awards include 
the Digital Education Achievement 
Award for the DC OneApp Appli-
cation. PMCS provided the project 
management, requirements gather-
ing, design, development, testing and 
implementation of this custom-de-
veloped online college financial aid 
management system that has pro-
cessed over $150MM in grants for 
DC residents to attend colleges and 
universities. 

PMCS’ growth strategy includes 

expanding certifications to increase 
its customer base. As a result, PMCS 
has acquired the following certifi-
cations: District of Columbia (DC) 
Certified Business Enterprise (CBE), 
DC Supply Schedule, Disadvantaged 
Business Enterprise (DBE) for Wash-
ington Metropolitan Area Transit 
Authority (WMATA) and District of 
Columbia Department of Transporta-
tion (DDOT).  In addition, PMCS was 
awarded an 8(a) certification in July 
2015 and is uniquely positioned for 
expansion as it already has a wealth 
of experience providing solutions to 
government clients. 

Integrity, dedication, work ethic 
and respect are vital components of 
the PMCS successful environment. 
Employees are challenged for con-
tinuous professional and personal 
improvement. We encourage creativi-
ty and an entrepreneurial spirit as we 
aim to develop solutions to make life 
easier for our clients. PMCS believes 
in giving back to our communities 
and therefore encourages employees 
to volunteer their time and efforts 

to serve. Additionally, PMCS has an 
internship program to develop young 
talented professionals into leaders for 
tomorrow.

To learn more information about 
PMCS, feel free to contact us at (202) 
904-2323, contactus@pmcsllc.com or 
www.pmcsllc.com. We look forward 
to serving you with our solutions as 
we do a common thing uncommonly

Integrity, dedication, 
work ethic and respect 
are vital components 

of the PMCS successful 
environment. 
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E-volve Technology 
Systems, Inc. 
(E-volve) 

 Companies To Watch

E-volve Technology Sys-
tems, Inc. (E-volve) is a 
graduate of the 8(a) Small 
Business program and an 
established woman-owned 

small business.   The company offers 
Mission Operations, Intelligence 
Analysis, and Information Manage-
ment Support Services to advance 
National Security and other Federal 
Government programs within the 
Department of Defense, Intelligence, 
and Civilian government agencies.  

Targeted client engagements and 
strategic investment in human 
capital and infrastructure has pro-
vided E-volve with the capabilities 
to effectively and efficiently plan, 
implement and execute large, highly 
visible complex programs.  E-volve’s 
work spans numerous efforts within 
Defense Intelligence Agency (DIA), 
Army, Navy, Air Force, Washing-

ton Headquarters Services, and 
the House of Representatives.  Key 
service areas include Cyber Securi-
ty, Agile Development, Enterprise 
Resource Planning, Systems Op-
erations, Program Management, 
Logistics, Deployment Support, 
Administrative Operations, Col-
lection Management and Training.  
E-volve is a recent Awardee of DIA’s 
Enhanced Solutions for Technology 
Enterprise (E-SITE) contract, a multi-
award IDIQ contract with a 6 billion 
dollar ceiling value providing DIA 
and the Department of Defense with 
IT support across the intelligence 
community through 2020.

E-volve has made key investments in 
infrastructure, processes and quality 
controls which have resulted in the 
company’s attainment of the Inter-
national Organization for Standard-
ization (ISO) 9001:2008 certification.  

Additionally, E-volve was selected as 
a 2011 Semi-Finalist for the National 
Capital Business Ethics Award by the 
National Capital Chapter of the Soci-
ety of Financial Service Professionals.

Deidre J. Boone
President & CEO

We partner with our 
customers and build 
long term working 

relationships. Integrity 
is always a top priority. 

Our customers know that 
they are working with an 
organization that they can 

trust to do what is right 
for them.

Encompass (IT) 
Security Solutions

Felicia Hill is the CEO of 
Encompass (IT) Security 
Solutions, Encompass.  She 
received a Bachelor of Arts, 
in Criminal Justice from 

Temple University and completed her 
Master’s Program work at University 
of Maryland University College, Spe-
cializing in Information System Man-
agement and Assurance.  In addition, 
Mrs. Hill is CISSP certified, which is 
the gold standard of the IT Security 
Industry. Her other titles, include wife 
and mother of three.

Encompass is a 100% minori-
ty-owned, women-owned firm with 
a stellar national reputation as an 
innovative and responsive informa-
tion technology services and solutions 
provider. The firm’s internal structure 
supports robust flexibility to client 
and partner needs. Our company 
tag line, “Continuously secure” is 
our commitment to empowering 
both business and individuals with 
the knowledge and capabilities to 
combat cyber threats. Encompass, 
has been providing services within 
the Washington metropolitan area 
since 2003 and has helped business-
es, organizations and government 
entities successfully plan, implement 

and administer a wide array of IT 
systems, programs and products. 
With a staff possessing over 30 years 
combined experience focused on 
providing high-quality information 
technology services to the public and 
private sectors.
Felicia Hill and Encompass are very 
active in the community providing 
training and summer camps to youth 
and providing a challenging intern-
ships program to supplement other 
training and/or experience. Felicia 
Hill is very passionate about the 
need to infuse more education into 
all industries regarding the correct 
implementation of security controls to 
protect important assets.
As a full service information tech-
nology solutions provider based in 
Prince George’s County, MD, Encom-
pass provides professional IT consult-
ing services and solutions to clients 
seeking a competitive edge. Encom-
pass niche areas include: Information 
Assurance, Continuous Monitoring, 
IT, Financial and Health Audits and 
Compliance, Enterprise Planning; De-
velopment and Administration, Data 
Management; IT Security Engineering 
& Management.  Services include, 
but are not limited to:  Risk and 
Vulnerability Assessments, Penetra-

tion Testing, Security Authorizations 
(formerly known as Certification and 
Accreditation), Vulnerability Remedi-
ation, Network System and Database 
Administration.
Felicia possesses a solid mix of 
technical, enterprise, operational 
and information security skills with 
a background of over 15 years of 
system and network administrator 
experience and over 10 years of cyber 
security experience. Mrs. Hill has 
provided support services for many 
government agencies to include 
Department of Defense, Department 
of Energy, Department of Justice, 
and Department of Transportation, 
National Science Foundation, Nu-
clear Regulatory Commission.  Mrs. 
Hill possess a very strong work ethic 
and thorough understand of security 
standards. Felicia brings to bear the 
expertise of being a penetration tester 
for the Office of Inspector General, 
conducting FISMA reviews, red team 
and blue team penetration testing for 
over 13 operating administrations.  
She has served in other positions such 
as vulnerability management engi-
neer, penetration tester and IT Audi-
tor. Her other titles include wife and 
mother of three.

Felicia Hill  
CEO
Encompass (IT) Security Solutions,
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ProSource360 
Consulting  
Services, Inc.

 Companies To Watch

My team and I have 
memorized this 
introduction.  En-
trepreneur 101, one 
must assert who 

they are and what they do in three 
sentences or less.  
I initially thought that this would be 
an exercise in public relations and 
marketing.  That was the thought 
up until I started writing.   Instead I 
would prefer to express how a com-
pany can run in to two opportunities, 
one works and the other well is worth 
remembering.  These are realistic 
scenarios that play out for every 
entrepreneur.  Interestingly enough 
the most striking achievements have 
not always been financial milestones, 
instead they center around how an 
opportunity is borne, they all start 
with an approach, a philosophy and 
an earnest edict to be true to who we 
are as a company.  

Let me start by sharing our Health-

care Mission Statement, and then I 
will talk about one huge opportunity 
with an elite firm and one not impres-
sive endeavor with a firm that will be 
left unnamed. 

HEALTHCARE MISSION : We be-
lieve that all people at one time or an-
other find themselves contemplating 
how they might turn their thoughts 
into a business, or make their avoca-
tion their vocation, or their passion 
their profession.  ProSource360 is 
founded on seeking ways to make 
intelligent ideas reality.  ProSource360 
innovates and has crafted a better 
way for clinicians to practice medi-
cine, engage their patients and deliver 
better quality care through innovative 
technology.  

STORY #1: THE WHALE
The Defense Healthcare Management 
Systems Modernization (DHMSM) 
program is a DoD initiative to ac-
quire, test, deliver, and successfully 

transition to a state-of-the-market 
Electronic Health Record (EHR) solu-
tion.  It is the world’s largest Health-
care Information Technology contract 
worth an estimated $11 Billion USD.  

After decades of development the US 
Military finally decided to replace 
their proprietary solution with a 
commercial Electronic Health Record 
(EHR).    We did some research talked 
amongst ourselves, selected a single 
team.  We created a focused discus-
sion cadence and ventured in with 
our eyes wide open.  We wanted to 
state what we do, we wanted to make 
sure we stayed within our swim lane, 
and amazingly enough we were spot 
on.  We were rewarded for avoiding 
ambiguity – it is truly amazing what 
research and a smart team of capable 
people can do for an impromptu dis-
cussion with one of the largest service 
integrators inside the beltway.     

We not only were placed on the team 

“ProSource360 Consulting Services, Inc. (ProSource360) is a Small 
Business Administration (SBA) 8(a) and HUBZone certified firm that 
offers a wide array of Information Technology support and complex 
management consulting services to federal, state and local government 
agencies, as well as selected commercial organizations. Yada yada 
yada…”Basically everything you could read on our revamped website!”

last minute but we expressed that 
few companies in our socio-economic 
sphere offer a myriad of specialized 
healthcare services. 

LESSON:  Be who you are, do not 
change your stripes and achieve a 
brief moment of vanity, you will 
merely become an afterthought like 
parachute pants.  Avoid being a 
company that states they can do all 
things, instead of a company that 
does “cool things exceptionally well”.  
By the way, just this week our team 
was awarded the DHMSM contract.  
We are honored to be one of the very 
few small businesses that will inno-
vate the way medicine is practiced 
within the US Military.  Helping 
heroes and serving the mission never 
meant so much.   

STORY #2: THE CARP
Steven Wright the comedian once said 
“There’s a fine line between fishing 
and just standing on the shore like an 
idiot.”  Our firm went golfing with a 
mighty fish a large costly endeavor 

that seemed at the moment both prac-
tical and probable.  We spent money 
to meet with each and every exec-
utive that was available.  We were 
promised opportunities that we could 
not achieve alone.  We bought in to 
the idea that with the right partner 
we could do great things, hell, we felt 
lucky that they answered our phone 
calls.

Pursuing a partnership with a firm 
that has elite qualifications, certifica-
tions, government vehicles and expe-
rience would mean instant credibility.  
That was up until the time that we 
discovered that they simply did not 
see a fit.  We certainly saw a fit!  We 
did the research, we did everything 
you could do to try to make a part-
nership out of something, but realized 
at the last moment it was not meant 
to be.  

LESSON:  Partnerships require two 
entities to agree, and sadly those 
agreements are not always mutually 
beneficial.  We learned that elite firms 

can be costly, but better to find out 
there is a mismatch than win a deal 
and be linked to a firm that does not 
have the same philosophy or vision. 

Ben Skyles Jr. 
CEO 

We believe that all 
people at one time or 

another find themselves 
contemplating how 

they might turn their 
thoughts into a business, 
or make their avocation 
their vocation, or their 

passion their profession. 
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Delta Decisions 
of DC, LLC

 Companies To Watch

Founded in 2006, Delta Deci-
sions of DC, LLC (Delta De-
cisions) is an analytics firm 
known for our exemplary 
talent, optimal solutions and 

our ability to enable business trans-
formation.  We collect, analyze and 
translate client data into meaningful 
information and valuable insights 
that support confident leadership 
planning and decision-making. Dr. 
Shree W. Taylor, President and CEO, 
leads the team of elite analysts by act-
ing with integrity, delivering quality 
and demonstrating accountability at 
all times.  These core values are the 
foundation for all we do.

Dr. Taylor is a computational mathe-
matician with degrees from Clark At-
lanta University (BS/MS) and North 
Carolina State University (PhD). Her 
unique interdisciplinary training 
allows her the ability to collaborate 
effectively with professionals from 
fields other than mathematics, while 
still being an insightful and indepen-
dent researcher.

Dr. Taylor has worked in the biomed-
ical field as a research scientist at the 
National Institute of Environmental 
Health Sciences (NIEHS/NIH) in Re-
search Triangle Park, NC. While there, 

she developed complex mathematical 
and statistical models in the areas of 
cancer and pharmacokinetic research. 
During her time at NIEHS, she inter-
acted primarily with biologists and 
other life scientists to develop realistic 
biological models. This interaction 
challenged Dr. Taylor to constantly 
translate highly technical results to 
non-mathematical audiences at bio-
medical conferences. Dr. Taylor also 
spent time as a guest researcher at 
The German Cancer Research Center 
in Heidelberg, Germany.

Dr. Taylor has also worked in the field 
of national defense as a research ana-
lyst at the Center for Naval Analyses 
in Alexandria, VA. Her time there was 
spent on projects of interest to the 
Nation’s Defense and the interopera-
bility of our military forces. Dr. Taylor 
designed methodologies for the data 
collection and development of mathe-
matical models used in analyses, con-
ducted on-site client interviews, and 
contributed to presentations delivered 
to top-ranking Navy officials.

As Co-founder and Managing Part-
ner of Delta Decisions, Dr. Taylor 
formulates creative and innovative 
solutions to address the client’s needs.  
She has a unique way of listening to 

clients and extracting critical informa-
tion that is used to create a logical and 
systematic plan of attack. Dr. Taylor 
has the ability to learn new concepts 
quickly and creatively leverage 
various resources to complete tasks 
with integrity and accuracy.  She has 
inspired and led many Delta Deci-
sions project teams and delivered 
high quality products on time and 
within budget. Dr. Taylor leads by 
example and insists on employees 
producing high quality deliverables 
at all times. Her no-nonsense attitude 
sets the tone for professional pride 
in all employees while emphasizing 
accountability and integrity.
Phone: 202-723-1919 ext. 3; Email: 
staylor@deltadecisionsdc.com

Shree W. Taylor, Ph.D.
President & CEO

As operations research 
consultants, we possess 
the skills to leverage sci-
entific methods to identi-
fy and define a problem, 
provide a viable solution, 

and ultimately serve to 
implement the solutions

TSCM 
Security 
Services

A recognized technology 
leader in Technical Sur-
veillance Countermea-
sures (TSCM), Howard 
L. (HoJo) Johnson offers 

a unique blend of military training, 
executive acumen, subject matter 
expertise, and a powerful enthusiasm 
for developing new business oppor-
tunities.

Mr. Johnson has a strong 25-year 
history in the U.S. intelligence, law 
enforcement, military, and national 
security communities. In 2006, he 
founded TSCM Security Services 
(TSS), to specialize in customized 
technical security services, sur-
veillance and countermeasures, IT 
forensics, SCIF assessments and 
evaluations, cyber-security and TSCM 
training for government and commer-
cial clients.

Mr. Johnson was born in Ft Riley, 
Kansas, and was raised as an “army 
brat” in several different locations in 
the U.S and abroad. He graduated 
from Sandusky High School in San-
dusky, Ohio, and claims Ohio as
his home of record. Mr. Johnson 
attend the US Military Academy, West 
Point and he began his career in the 
US Marine Corps in 1985.
During his tenure in the United States 

Marine Corps, Mr. Johnson served as 
a Counterintelligence Specialist/Of-
ficer, Technical Surveillance Counter-
measures Specialist/Officer, Technical 
Surveillance Specialist, USMC TSCM 
Program Manager and Liaison Officer 
to the Interagency Training Center 
(ITC). Upon assignment to ITC, Mr. 
Johnson taught TSCM Introduction 
to Computers Course and served 
as the Section Chief for Component 
Detection. Lauded for his positive 
collection experience and scenario 
based training, Mr. Johnson authored 
the near-field detection methodolo-
gies currently employed by DoD and 
federal agency TSCM Programs.

Upon retirement from the Corps in 
September 2005, and prior to launch-
ing TSS, Mr. Johnson was employed 
as a Senior TSCM Technician with the 
Department of Energy (DOE). During 
his tenure, Mr. Johnson addressed 
highly technical and politically driven 
issues. He introduced TSCM method-
ologies that created a paradigm shift 
in the entire TSCM arena. One of his 
most significant achievements at DOE 
was his contribution to the design 
and re-organization of the Depart-
ment’s TSCM program. He authored 
the departmental TSCM strategy for 
the DOE TSCM program still in place 
today.

Mr. Johnson is trained in Advanced 
Counterintelligence, Military Intel-
ligence and Military Operations, as 
well as Risk/Vulnerability Assess-
ments. He is an ITC Certified TSCM 
Specialist and certified TSCM trainer, 
and an expert in non-traditional train-
ing techniques designed to support 
operations and enhance overall well-
ness in the TSCM community.

In his free time, Mr. Johnson enjoys 
fishing with his sons and hand- danc-
ing with his wife Cynthia. He resides 
in Maryland with two of their seven 
children. The Johnsons are the proud 
parents of two U.S. Marines serving 
abroad and three college students.

H o w a r d  L .  J o h n s o n ,  J r
CEO 

The world is changing. 
Cyber attacks have mi-

grated not just from com-
puters and laptops but to 
mobile devices and cell 
phones. TSS stands vigi-
lant against such attacks 

with world-class ser-
vice, and rapid, dynamic 

countermeasures.



CLEANER AIR, SAFER AIR, HEALTHIER AIR
Solutions & Services:
Field Studies
Process & Systems Development
Turnkey Single-Source Solutions
In-House Product Manufacturing
- Build-to-Design Manufacturing
  - Equipment Fabrication, Machining &
     Assembly: Stainless, Carbon Steel &
     Aluminum
Replacement Filter Media 
- Sew-to-Spec 
Design Engineering
Power & Control
System Integration
Process Safety

Industry Experience:
Towel & Tissue
Detergents
Feminine Hygiene
Textiles
Diapers
Dry Cell Batteries
Soaps
Bakery & Grocery Products
Spices
Air Fresheners
Tobacco
Wood
Plastic

Client List (partial):
Kimberly-Clark
Procter & Gamble
Kellogg
Sun Products
Georgia-Pacific
General Mills
The Kroger Company
The Gillette Company
Milliken & Co
Clopay
Gildan Activewear
Reynolds America Inc. 
   (formerly Lorillard Tobacco)

Certifications:
National Minority Supplier Development Council/ MBE
Women Business Enterprise Network Council/ WBE
Ohio DAS-Small Business

Cincinnati Corporate Office
Icy Williams President, CEO
64 Circle Freeway Drive
Cincinnati, OH 45246
513.772.4777
ATMOS360.com

At ATMOS360, we believe healthy, 
safe business environments 
improve business results

ATMOS360’s Air Systems 
Solutions engineered and 
manufactured equipment 
provides a single source
 project lifecycle benefit 

to all our customers
 across the globe. 

Icy Williams
President, CEO
iwilliams@atmos360.com
513.699.8757

NAICS Codes:
541330 Engineering Services
541420 Industrial Design Services
33200 Metal Work Manufacturing
332312 Fabricated Structural Metal 
             Manufacturing

CAGE CODE: 725J0

HIGH PRESSURE
BLAST GATES

HIGH PRESSURE
ALTERNATING GATES

DIVERTER
VALVES

BALANCING
SLIDE GATES

VACU-DRUM
FILTERS

REVERSE AIR 
CLEANING FILTERS

CIRCLE-VEE
FILTERS

BAG
FILTERS

DUST COLLECTION
HOODS WEB CLEANING

COLLECTION SYSTEMS

CIRCULAR PULSE
JET FILTERS

PRE-SEPARATOR
FILTERS

OVERHEAD OSCILLATING
AIR CIRCULATING FANS

QUICK OPEN 
ACCESS DOORS

ATMOS360
64 Circle Freeway Drive

Cincinnati, OH 45246
513.772.4777

ATMOS360.COM
Copyright ©2015 ATMOS360 Inc. All Rights Reserved. 
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Rodney C. Williams Sr. is 
the Founder President & 
CEO of JASINT Consult-
ing and Technologies, 
LLC. JASINT Consulting 

and Technologies (JASINT) is a mi-
nority-owned, Service Disabled Vet-
eran owned small business.  JASINT 
is a certified 8a firm by the Small 
Business Administration and also a 
certified SDVOSB firm by the U.S. 
Department of Veterans Affairs.  
JASINT provides Information Tech-
nology solutions to clients in the 
Federal, State & Local Government 
and Commercial marketplaces. Their 
core competencies include but are not 
limited to: Cybersecurity Engineering; 
Systems Engineering;
Virtualization/Cloud Computing; 
Network Architecture and Engineer-
ing; and Assured Information sharing 
and data protection. 

Headquartered in Glen Burnie, Mary-
land, JASINT has expanded and en-
hanced its product offerings and posi-
tioned itself for sustained growth and 
profitability in the opportunity-rich 
Cyber Security, Business Intelligence 
and Cloud Computing Engineering 
marketplace. JASINT has 25 full-time 
employees and two (2) part-time 
employees. JASINT employees’ 

support projects in Maryland, Texas 
and Florida, and 95% of staff hold 
a minimum of Secret clearance and 
more than 70% hold Top Secret/Sin-
gle Scope Background Investigation 
(SSBI). Since 2007, JASINT has made 
significant infrastructure invest-
ments to allow for future scalability. 
These investments include:Top Secret 
Cleared Facility (HQs); DCAA-com-
pliant accounting system;
And Cloud-based operational infra-
structure.

JASINT boosts a myriad of past per-
formance successes that include tech-
nical engineering support to netcen-
tric mission initiatives of our nations 
warfighters, software engineering and 
development in support of airborne 
reconnaissance and mapping ini-
tiatives, development of Executive 
Dashboards for Key Decision Makers 
within the DOD and development of 
state of the art network architecture 
best practices.  JASINT has developed 
work processes and procedures along 
CMMI and ISO-9001 guidelines, and 
have applied them to program man-
agement and systems engineering 
tasks. 

Mr. Williams believes that one of 
our most difficult tasks thus far has 

been moving the firm from a per-
son-based form of operations to the 
integration of enterprise processes 
and procedures in support of our 
firm’s infrastructure.  Another equally 
difficult task was to develop, solidify 
and integrate a consistent, timely and 
repetitive decision-making process 
that would work despite company 
executives being spread out working 
various critical tasks. This process has 
helped avoid lost business, missed 
deadlines, unsuccessful product or 
service deliveries and lost revenue.  

Mr. Williams is a strong proponent 
of the use of key performance indi-
cators (KPIs) to measure our growth.  
Sometimes, success is defined in 
terms of making progress toward 
strategic goals, but often, success can 
simply be the repeated achievement 
of some level of operational goal.  
Accordingly, in order to choose the 
right KPIs, Mr. Williams believes 
that you must have a good under-
standing of what is important to 
the organization.  JASINT currently 
communicates the company’s growth 
trajectory and other company news to 
the employees through the informal 
use of newsletters, email blasts to the 
employees and email announcements. 
Mr. Williams shares these thoughts 

JASINT 
Consulting and 
Technologies, LLC

Rodney C. Williams, Sr.
President & CEO

about leading with humility:

“In my opinion, a great leader is 
defined by qualities like integrity, 
compassion, commitment and dis-
cipline.  A great leader will be bold 
enough to stand up for what is right 
and when they are right, but also 
humble enough to admit when they 
are wrong.  A great leader will also 
understand and respect the value 
of the people whom they have been 
entrusted to lead.  A great leader will 
put the needs of their subordinates 
before their own.  A great leader will 
show the greatness of their leadership 
and will not have to announce it.  I 
am a work in progress.  I hope to con-
tinue developing into the great leader 
I wish to be some day”.

SMART HIRES:  The single most 
important growth decision I have 
made as a CEO would be the decision 
to put together the executive team.  
By putting together this team, we 
have been able to divide and conquer 
many of our most pressing goals and 
company initiatives.  

WHAT NEXT for JASINT? Mr. Wil-
liams is very excited about the future 
of the company.  JASINT has been re-
cently selected for the DOD Mentor – 

Protégé program through the Nation-
al Geospatial Agency (NGA) and the 
Small business office led by Sandra 
Broadnax. The DoD Mentor-Protégé 
Program assists small businesses 
(protégés) successfully compete 
for prime contract and subcontract 
awards by partnering with large com-
panies (mentors) under individual, 
project-based agreements.
Traditionally, these partnerships have 
delivered a variety of products and 
services specialized in: environmental 
remediation, engineering services, 
information technology, manufactur-
ing, telecommunications, and health 
care. Recently, new Mentor-Protégé 
agreements have focused on corro-
sion engineering, information assur-
ance, robotics, circuit board and metal 
component manufacturing. JASINT 
intends for the Mentor-Protégé 
agreement that was established with 
Enlightened Consulting to focus on 
new technology areas such as device 
encryption, insider threat initiatives 
and enhanced security assurance.

“We at JASINT are so thrilled about 
the opportunity to be mentored by 
such a great firm as Enlightened Con-
sulting! In addition we are equally 
thrilled to be a part of the NGA’s 
DOD Mentor-Protégé program! That 

program is one of the best in the 
Federal government and is second 
to none! We hope to benefit from the 
leadership of Mrs. Broadnax and her 
staff! We know that the best is yet to 
come!” 

 Companies To Watch

At JASINT Consulting and 
Technologies, our teams 
of engineers are ready to 

help you solve challenging 
problems encountered in an 
emerging technological en-

vironment. If you are serious 
about getting positive and 
effective results, JASINT is 

your answer.
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 Shumaker Report

If someone has led you to be-
lieve that an agency will give 
you a government contract be-
cause you’re a minority, you’re 
sadly mistaken.  You also have 

to be better than the other companies 
that the government could give the 
contract to.

This is not to say that you have to 
compete head-to-head against every 
other company in the business.  
There are programs that will limit the 
competition that you need to best, 
but you will still need to be better at 
what you do than the competition.

The competition for some contracts 
is limited to companies that have 
been accepted into the Small Business 
Administration (SBA) 8(a) business 
development program.  Only pro-
posals for companies that have been 
accepted into the program will be 
considered.  

Getting accepted into the program is 
no trivial feat.  And, it’s not a mi-

nority-only program; it’s focused on 
companies that are owned by socially 
and economically disadvantaged 
individuals.  

Companies need to be accepted prior 
to submitting a proposal for an 8(a) 
set-aside contract, and it’s a months-
long process at the minimum.

Requirements for admission include 
the following:

• The business must be majori-
ty-owned by one or more individu-
als.
• The owner must be an American 
citizen, by birth or naturalization.
• The business must be majori-
ty-owned and controlled/managed 
by one or more socially and economi-
cally disadvantaged individuals.
• The individuals controlling and 
managing the firm on a full-time 
basis must meet the requirement for 
social and economic disadvantage.
• The business must be small.
• The business must demonstrate 

potential for success.
• The principals must show good 
character.
Applicants must prove social disad-
vantage, but some people are pre-
sumed to be disadvantaged.  These 
include African-Americans, Hispanic 
Americans, Native Americans, Asian 
Pacific Americans, and Subcontinent 
Asian American.  This is not an Af-
rican-American thing; it’s a socially 
disadvantaged thing.

A socially disadvantaged applicant 
must also prove economic disadvan-
tage.  To do this, he must provide 
a narrative statement of economic 
disadvantage, and personal financial 
information including tax returns 
and other documentation.  In other 
words, an applicant can’t be too rich.  
Again, it’s not about your ethnicity; 
nobody who is socially disadvan-
taged can be too rich and get accept-
ed into the program.

Gaining admission to the program 
can provide several different types of 

Will Being African-
American Help Me 
Win Government 
Contracts?

By Gary Shumaker
The way you word the question is critical. 

advantages to a company that is just 
starting out in government contract-
ing:
• Every government agency “sets 
aside” some of its procurements 
exclusively for 8(a) companies.  Pro-
posals from non-8(a) companies are 
not accepted.  This limits competi-
tion to similarly situated companies.
• A government agency may do 
a sole source procurement with an 
8(a) company.  No competition.  The 
agency just decides what company it 
wants to contract with, and awards 
the contract.  No kidding.
• Gaining entry into the 8(a) 
program gives the company eligi-
bility for another program: the SBA 
Mentor-Protégé program.  Getting  
Mentor-Protégé relationship ap-
proved is a another lengthy applica-
tion process, but once it’s done, the 
8(a) company leverages the relation-
ship to learn from its mentor, form 
joint ventures with its mentor to bid 
for 8(a) opportunities, and potential-
ly gain financial investment by its 
mentor in the 8(a) company.

It’s probably worth talking for a 
minute about what the 8(a) program 
will NOT do for a company.  Once a 
company gains 8(a) status:
• Nobody will come knocking at 
the company door to award a con-
tract out of the blue.  
• You won’t win any contracts 
that you don’t work for.  
• If you can’t tell prospective 
customers about how good you are 
at what you do, you probably won’t 
win.
• If you don’t have any references 
that potential customers can talk to 
about your past performance, you 
probably won’t win (although there 
are exceptions to this rule).
• If you don’t submit a proposal, 
you won’t get the work.  Even for a 
sole source opportunity.  You’ve got 
to give your customer something 
that he can point to and say “This is 
why I gave them the work.”

So will being an African-American 
help you win government contracts?  

If you mean, will it give you an 
advantage when you’re starting up, 
yeah, it’s one factor.  But, it’s not the 
most important factor; you’ve got to 
be good at what you do.  But if you 
go through the process to gain 8(a) 
status, it can limit the competition 
that you need to beat.
Go for it!

Gary E. Shumaker is the founder 
and senior consultant for Gary E. 
Shumaker, Inc., a wholly owned sub-
sidiary of C2 Solutions Group, Inc.  
He has spent 20 years inside gov-
ernment and nearly 25 years in the 
industry as an executive, business 
developer, chief operating officer and 
chief executive officer for multi-
ple small companies in the federal 
contracting market.  He helps small 
companies develop the intellectual 
infrastructure to succeed in the fed-
eral marketplace.  For more infor-
mation, visit garyeshumaker.com or 
email gary.shumaker@c2sginc.com.
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the event highlighted current support 
by the United States government to-
wards the security concerns in north-
ern Nigeria, while offering solutions 
in the sectors of technology, energy, 
and education.

“The democratic exercise of selecting 
a president is just the beginning, not 
the end,” said Mbonu. “We now need 
policies and structure that prevents 
instability and encourages growth.”

In 2013, before major news networks 
were reporting on violence in north-
ern Nigeria, the Council hosted an 
International Security Conference 
to analyze the Boko Haram (BH) 
insurgency, and to proffer solutions 
to the rising threat of BH. The con-
ference addressed the then rising, 
Boko Haram activities and declared 
the urgency in declaring Boko Haram 
as a Foreign Terrorist Organization 
(FTO) in accordance with section 219 
of the Immigration and Nationality 
Act (INA). 

“Shortly after the conference, the U.S. 
government finally proscribed Boko 
Haram as an FTO,” said Mbonu.

Following the conference, the Council 
conducted a media blitz, with Mbonu 
speaking on domestic and interna-

tional news networks, advocating for 
multinational cooperation to defeat 
Boko Haram and mend the weak 
points that enables the organization 
to exist. 

Despite security issues and instability 
in the north, the Federal Republic of 
Nigeria is considered a promising 
market in Africa.  The rebasing of 
Nigeria’s economy in 2013, raised its 
GDP to $510 billion, at bout $2,700 per 
capita, making it the largest economy 
in Africa. With excitement, Mbonu 
described the growth potential in 
Nigeria.

“The Nigerian market is 
expanding faster than fresh-
ly-baked bread in the oven,” 
said Mbonu. “Industries like 
agriculture are very much 
untapped, which presents so 
many possibilities. The oppor-
tunities are endless.”

Awareness of Africa’s growth, 
and the opportunities in 
Nigeria has encouraged and 
motivated an increase business 
activity. The level of greenfield 
foreign direct investment into 
Nigeria has increased at a com-
pound rate of almost 20% since 
2007, according to a 2014 World 

Economic Forum on Africa report. 

The heightened interest in Nigeria has 
given the Council new pathways for 
meeting the needs of business owners 
and those seeking information and 
in-country partners. Mbonu attributes 
the Council’s ability to provide effec-
tive business and policy advisement, 
to a team with in-depth experience in 
both the United States and Nigeria. 

“Members of our advisory board have 
served at high-level positions within 
the US federal agencies, international 
NGOs, and Nigerian federal and local 
governments,” said Mbonu.”

Time will reveal the results of the 
Obama Administration’s policy on 
Africa and how effectively it has 
strengthened relations with Nigeria, 
and other African nations. The Nigeri-
an-American Leadership Council 
plans to increase its partnerships and 
consultation to investment groups, 
corporations and entrepreneurs. 

“In the next five years, we want to 
be a catalyst for the mutually bene-
ficial relationship between the gov-
ernments, and people of the United 
States and Nigeria,” said Mbonu.

 International News

Mbonu and the NAL 
Council Leads Efforts 
to Re-Energize US-
Nigeria Business 
Relations

During President Bu-
hari’s visit in Washing-
ton, MEA spoke with 
Mr. Sam Okey Mbonu, 
Executive Director of 

the Nigerian-American Leadership 
Council (NAL Council), in Washing-
ton, to discuss the Council’s mission 
and the importance of Nigeria for the 
US business community. 
 
Mbonu is a Washington-based profes-
sional with expertise in Nigeria and 
US-Nigeria relations.  His career path 
included a JD from the District of Co-
lumbia School of Law and advanced 
training in commercial law at Amer-
ican University, Washington College 
of Law Washington DC.  His stint in 
public Service included serving as 
former Commissioner, Housing & 
Community Development in Mary-
land, private sector experiences span-
ning transactions in Housing & Infra-
structure development among others; 
and various international transactions 

from Washington to Beijing and to 
Nigeria.  Mbonu is passionate about 
data-driven policy and initiatives that 
spur investment into Nigeria.  
 
Mbonu co-founded the Nigeri-
an-American Leadership Council 
(NAL Council).  The Council is the 
Washington think-tank that provides 
some of the most authentic policy 
advisory to US institutions and public 
agencies, as well as business intelli-
gence to US Corporations, which are 
entering the vast Nigerian and West 
African market.  The Council bases its 
advisories and business intelligence 
on the Council’s real ties to US and 
Nigeria public and private sectors 
operatives, and to its access to experts 
in the US and Nigeria.

The Obama Administration has made 
it clear that the United States wants 
to be part of the African story. These 
efforts are both strategic and telling of 
the world’s focus on Africa and what 

its future holds. By 2050, a quarter 
of the world’s population will live in 
Africa, according to a United Nations 
population forecast. The forecast also 
projects that Nigeria will be the third 
most populated country in the world. 
Analysts have dubbed the Federal 
Republic of Nigeria, an attraction to 
investors, corporations and foreign 
governments. 

The Washington visit of the newly 
elected President Buhari comes as a 
rewarding culmination after years 
of efforts by the Council, to not only 
support free and fair elections, but 
also the rejuvenation of US - Nigeria 
relations. 

In May, a few months after Nigeria’s 
March 28th presidential election, the 
Council and the Office of Congress-
woman Sheila Jackson Lee, hosted a 
town-hall discussion about Nigeria’s 
future. Tagged “Beyond the Ballot,” 

On July 20th, President Muhammadu Buhari of the Federal 
Republic of Nigeria started a three-day Washington visit, which 
included a meeting with President Barack Obama, Secretary of 
State John Kerry, and other officials.

Mbonu with Congresswoman Sheila Jackson-Lee, at US Congress
Sam Okey Mbonu, 
Executive Director of the 
Nigerian-American Leadership Council
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 Travel News

Making a Difference in 
the World of Travel and 
Tourism – Advantage 
International

Ja’Vonne Harley is 
a seasoned travel 
expert and profes-
sional. For more 
than 25 years, 

she has strategically developed and 
executed innovative travel programs 
and events throughout the world for 
clients, major corporations, local and 
federal government agencies and 
civic organizations. Ja’Vonne is a dy-
namic entrepreneur who has built her 
career without walls by leveraging 
her creativity to build an innovative 
business and brand.

In 1998 she founded Advantage In-
ternational, an event travel company 
specializing in incentive, event and 
special interest groups. In 2005, she 
partnered with her husband, Gene 
Harley, a radio sales and marketing 
professional. Together, this dynamic 
duo strengthen the business with 
more than 45 years of experience in 
event management, broadcasting, 
marketing and travel. Their exper-
tise and specializations in numerous 

destinations and innovative ideas and 
tourism programs have transformed 
Advantage International into an 
award-winning travel company.  

Advantage International has taken 
thousands of travelers, primarily 
African American, to hundreds of 
destinations around the world. They 

have designed group programs, from 
trade missions to promotional pack-
ages with group sizes ranging from 
30 to more than 50,000 and developed 
non-traditional revenue ideas and 
programs for ABC Radio, CBS Radio, 
Clear Channel Communications, Ra-
dio One, WHUR FM and numerous 

independent radio stations
For the past eight years, the multi-tal-
ented Ja’Vonne also has produced and 
hosted “The Traveling Eye,” a one-
hour radio show about travel. The 
show, co-hosted by radio veteran Bon-
nie DeShong, airs five days a week on 
WVON 1690 AM Chicago and H.U.R. 
Voices on Sirius XM Channel 141.

“The Traveling Eye” is a full service 
travel show providing listeners with 
travel news and tips, updates and 
general travel and destination infor-
mation.  Ja’Vonne created the show’s 
format, develops the content and 
produces its digital recordings. The 
show features live radio broadcasts 
and video from worldwide destina-
tions to promote tourism and to bring 
the destination to their audiences.

Her favorite quote: “The world is a 
book and those who do not travel 
read only a page” – St. Augustine

Ja’ Vonne Harley

Don’t Miss An Issue 
Get Your Subscription to  
Minority Enterprise Advocate  

T O D AY !
Minority Enterprise Advocate

July - August 2015
USA $5.95  CAN $7.25

How to Turn Your Company Into
a Multi-Million Dollar Firm

“Integrity in the World of Now”
Craig Stowers, CEO of Ramarc Solutions

YES! I want to Subscribe
o 1 Year 6 issue $28.75 a 19% savings off newsstand
o 2 Year 12 issue $52.50 a 26% savings off newsstand
o 3 Year 18 issue $82.00 a 33% savings off newsstand

Name __________________________________________
Company _______________________________________
Street __________________________________________
City ____________________________________________
State _________________________ Zip ______________  
Country ______________________
E-mail: _________________________________________

Credit Card o MasterCard o Visa o Discover

Card Number _________________________________
Expiration Date ___________

Canadian orders add $16 US per year for postage. All other foreign sub-
scriptions add $32 US per year for postage. Please allow 4-6 weeks for 
delivery of your first issue.

A publications of the Minority Enterprise Executive Council. 
Fax Subscription form to MEA (703) 730-4092
E-mail to debra.williams@meamagazine.comcastbiz.net
Mail to MEA Magazine. P.O. Box 173, Woodbridge, VA 22194



 September—October 2015    meamagazine.com•Minority Enterprise Advocate  5958  Minority Enterprise Advocate • meamagazine.com                 September—October 2015  

Government News

USDA Announces $18.1 
Million to Help Rural 
Businesses Create Jobs

WASHINGTON, July 29, 2015 – 
Agriculture Secretary Tom Vilsack 
today announced loans and grants 
for 92 projects worth $18.1 million to 
help support the start-up or expan-
sion of rural small businesses. These 
funds are part of more than 20,000 
grants and loans to more than 85,000 
rural businesses USDA’s Rural 
Business-Cooperative Service has 
awarded since the start of the Obama 
administration.
“I am proud of the work USDA has 
done to help small businesses grow 
in rural America because they are the 
engine that creates jobs,” Vilsack said. 
“These funds will allow small and 
emerging businesses and the organi-
zations that support them to get the 
financing they need to strengthen 
their operations, create jobs and ex-
pand economic opportunities. Thanks 
to the 2014 Farm Bill, we can continue 
this work in a more streamlined and 
efficient way to benefit small busi-
nesses and the American taxpayer.”

USDA is awarding the funds through 
the Rural Economic Development 
Loan and Grant (REDLG) program, 
the Intermediary Relending Program 
(IRP) and the Rural Business Devel-
opment Grant (RBDG) program.
USDA provides grants or zero-interest 
loans through the REDLG program 
to utilities that in turn fund projects 
to create and retain employment in 
rural areas. Vilsack announced $11.7 
million in REDLG loans and grants 
for 18 recipients.
One of the organizations receiving 
funds under the REDLG program is 
the South Mississippi Electric Power 
Association, which has been select-
ed for a $2 million loan. It will lend 
part of that to the city of Greenwood, 
which will buy and renovate a build-
ing for the Milwaukee Tools compa-
ny. This project is expected to create 
more than 100 jobs in Lenore County. 
Lenore is one of many counties across 
the nation USDA has targeted for 
special assistance through the Strike-

Force Initiative for Rural Growth and 
Opportunity. USDA launched Strike-
Force in 2010 to increase investments 
in rural communities through inten-
sive outreach and stronger partner-
ships with community leaders, busi-
nesses, foundations and other groups 
that are working to combat poverty.
In the Intermediary Relending 
Program (IRP), Vilsack announced 
$2.5 million for three IRP recipients. 
Colorado’s First Southwest Bank is 
receiving a $1 million loan for busi-
ness and community development in 
11 counties in the southwest part of 
the state. The IRP program provides 
1 percent loans to non-profit groups, 
cooperatives, federally recognized 
tribes and public agencies.
USDA is awarding 71 Rural Busi-
ness Development Grants totaling 
$4 million. Congress established the 
RBDG program in the 2014 Farm Bill 
by combining the Rural Business 
Enterprise Grant program and the 
Rural Business Opportunity Grant 

Release No. 0220.15
Contact:
Weldon Freeman (202) 690-1384

program. One of the RBDG recipients, 
the Tennessee College of Applied 
Technology-Morristown, will receive 
a $110,020 grant to buy state-of-the-
art equipment to train students in ad-
vanced manufacturing. The Northern 
Community Investment Corporation 
in Vermont is receiving two grants 
totaling $454,892 to establish a re-
volving fund and to provide technical 
assistance and professional consulting 
to help small businesses.
Past examples of how these awards 
have helped grow the economy in 
rural America include:
• Sisters Kim Brigham Campbell 
and Terrie Brigham, in Oregon’s 
Hood River County, used part of an 
IRP loan awarded to the Mid-Colum-
bia Economic Development District to 
open a retail store. They sell salmon, 
steelhead, sturgeon and other fish 
harvested from sites that have been 
passed down within this Native 

American family for generations. The 
store opened in May 2014.
• USDA’s REDLG program is fu-
eling the growth of a firm in Eastern 
Kentucky. USDA awarded a $740,000 
REDLG loan to the Jackson Energy 
Cooperative in FY 2011. The Coopera-
tive, in turn, loaned a portion of those 
funds to Senture, which constructed 
a building where it provides call-cen-
ter and support services for private 
companies and government agencies. 
Senture is a family-owned business 
headquartered in London.
• In FY 2014, USDA Rural De-
velopment awarded a $64,990 Rural 
Business Enterprise Grant to Sustain-
able Northwest, a non-profit in Port-
land, Ore., to find commercial uses 
and markets for Western Juniper. It is 
a widespread and often problematic 
species in central and eastern parts 
of the state. Sustainable Northwest 
is using USDA’s grant to help cre-

ate timber and forestry jobs in rural 
Oregon and contribute to ecosystem 
restoration by identifying additional 
uses for Western Juniper wood prod-
ucts.
The funding for today’s awardees 
totals $18.1 million and is contingent 
upon the recipients meeting the terms 
of the loan and grant agreements.
President Obama’s plan for rural 
America has brought about historic 
investment and resulted in stronger 
rural communities. Under the Presi-
dent’s leadership, these investments 
in housing, community facilities, 
businesses and infrastructure have 
empowered rural America to contin-
ue leading the way – strengthening 
America’s economy, small towns and 
rural communities.

Tom Vilsack 
Secretary of Agriculture 
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Government News

USDA Invests $63 
Million to Support 264 
Renewable Energy 
and Energy Efficiency 
Projects Nationwide

Release No. 0226.15
Contact:
Office of Communication  
(202) 720-4623

WASHINGTON, August 7, 2015 – 
Agriculture Secretary Tom Vilsack 
today announced $63 million in loans 
and grants for 264 renewable energy 
and energy efficiency projects na-
tionwide that USDA is supporting 
through its Rural Energy for America 
Program (REAP).
“This funding will have far-reaching 
economic and environmental impacts 
nationwide, particularly in rural com-
munities,” Vilsack said. “Investing in 
renewable energy and energy effi-
ciency projects supports home-grown 
energy sources, creates jobs, reduces 
greenhouse gas pollution and helps 
usher in a more secure energy future 
for the nation.”
These REAP projects are expected to 
generate and/or save 207.8 million 
kilowatt hours (KWh) of energy – 
enough to power more than 13,600 
homes for a year.
For example, Bradley Phillips, owner 
of A.B. Phillips & Sons Fruit Farm, is 
receiving an $18,000 grant to install 
a photovoltaic solar system on his 

farm in the village of Berlin Heights, 
Ohio. The system will generate nearly 
13,000 kilowatt hours of electricity an-
nually. Phillips grows apples, peach-
es, pears, plums, raspberries, cherries 
and grapes on a farm that has been in 
his family for more than a century.
Blue Sky Poultry, Inc., of Bainbridge, 
Ga., has been selected for a $16,094 
grant to install a solar array on the 
roof of the poultry houses. The array 
is expected to generate 36,300 kWh of 
electricity per year.
Stokes Farms, LLP, of Chatfield, 
Minn., is receiving a $19,750 grant to 
install a 10 kW wind turbine. When 
operational, the project is expected to 
generate 30,000 kWh of electricity per 
year.
Lakeview Biodiesel, LLC will use a 
$3.3 million loan guarantee to help 
acquire a Missouri biodiesel plant 
and make improvements to bring it 
online to produce enough biodiesel 
to run approximately 16,500 vehicles 
annually.
In North Carolina, South Winston 

Farm, LLC is receiving a $4 million 
loan guarantee to finance a 7 mega-
watt solar array system that is ex-
pected to generate enough energy to 
power 994 households per year.
Funding for the projects announced 
today is contingent upon the recipi-
ents meeting the terms of the grant or 
loan agreement.
Here are two examples of how REAP 
has helped rural businesses:
• In 2014, Mt. Abram, a ski area in 
western Maine, finished installing an 
803-panel solar photovoltaic system 
that was financed with a $235,000 
REAP grant. Mt. Abram is the first 
solar-powered ski area in the state 
and the second-largest solar-powered 
ski area in the country. The solar array 
will generate 280,000 kWh in energy 
each year and meet about 70 percent 
of the resort’s power needs.
• Agriculture Secretary Tom Vil-
sack visited Progress Solar in North 
Carolina in September 2014 to high-
light a $3.4 million REAP loan guar-
antee the company received to install 

a solar array. Today, the 46-acre 
farm produces enough solar en-
ergy to power 540 average-sized 
homes each year.
Eligible agricultural producers 
and rural small businesses may 
use REAP funds to make energy 
efficiency improvements or in-
stall renewable energy systems, 
including solar, wind, renewable 
biomass (including anaerobic 
digesters), small hydroelectric, 
ocean energy, hydrogen, and 
geothermal.
The next application deadline 
for REAP grants is November 2, 
2015. USDA will issue a notice 
of available funding with more 
details on how to apply in the 
coming weeks. REAP was creat-
ed by the 2008 Farm Bill and was 
reauthorized by the 2014 Farm 
Bill.
Since the start of the Obama Ad-
ministration, USDA has support-
ed more than 9,600 renewable 
energy and energy efficiency 
projects nationwide through 
REAP. During this period, the 
Department has provided more 
than $291 million in grants and 
$327 million in loan guarantees 
to agricultural producers and 
rural small business owners.
President Obama’s plan for rural 
America has brought about his-
toric investment and resulted in 
stronger rural communities. Un-
der the President’s leadership, 
these investments in housing, 
community facilities, businesses 
and infrastructure have empow-
ered rural America to continue 
leading the way – strengthening 
America’s economy, small towns 
and rural communities.
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U.S. Departments 
of Transportation, 
Education, and 
Labor Release Joint 
Transportation Jobs 
Report

DOT 72-15
Monday, August 24, 2015
Contact: DOT Press Office
Tel: 202-366-4570  
PressOffice@dot.gov

Government News

WASHINGTON – The U.S. Depart-
ments of Transportation, Education, 
and Labor today released a joint 
report entitled “Strengthening Skills 
Training and Career Pathways across 
the Transportation Industry.” The re-
port details the future growth areas or 
employment “hot spots” in transpor-
tation by industry subsectors, occu-
pations, career areas, and geographic 
areas. It also identifies good-paying, 
high-demand transportation jobs and 
analyzes the patterns in the education 
and work experience required for 
entry, including on-the-job training 
requirements for new entrants to gain 
full competency.
 
“Careers in the transportation indus-
try can lift Americans into the middle 
class or help them stay there, and 
this report concludes that there will 
be more job opportunities in the near 

future,” said U.S. Secretary of Trans-
portation Anthony Foxx. “We want to 
fill all these new positions, so indus-
try and government must increase 
recruitment and help young people 
get the skills, training, and appren-
ticeships they need to gain entry into 
these careers.”  
 
The report indicates that employers 
will need to hire and train a total of 
4.6 million new workers – 1.2 times 
the current transportation work-
force – due to expected growth, 
retirements, and turnover in the 
transportation industry from 2012 to 
2022. Projections suggest that 417,000 
of these positions will be created as 
a direct result to increased demand 
on our transportation systems. The 
highest percentage of these jobs will 
be in transit and ground passenger 
transportation and these new open-

ings will be concentrated in the West 
Coast, the Gulf Coast, the upper 
Mid-Atlantic, several Mountain 
States, and the Midwest.
 
Much of the regional transportation 
job growth is driven by growth in 
the large metropolitan areas within 
those regions – the highest number 
of job openings in transportation 
will likely be generated in New York 
City, Dallas, Los Angeles, Houston, 
and Chicago. In addition, these jobs 
will pay relatively well. Thirteen out 
of the top 20 highest demand trans-
portation jobs pay above the median 
wage, sometimes substantially.
 
“Ensuring that America continues 
to lead the way in the global econo-
my means not only investing in the 
physical infrastructure that allows 
us to move goods and keep up with 

global demand, but also the skills 
infrastructure to support this growing 
workforce,” said U.S. Secretary of La-
bor Thomas E. Perez. “Through smart 
investments in apprenticeships and 
other work-based training programs, 
transportation jobs are helping mil-
lions of Americans punch their tickets 
to the middle class.”
 
While demand for transportation 
workers will vary by region, subsec-
tor, and occupation, these workforce 
changes will result in increased job 
opportunities for skilled and semi-
skilled workers across the trans-
portation sector. For every future 
job opening in central services or 
construction in the transportation in-

dustry, there will be an estimated two 
jobs in maintenance and 21 in opera-
tions. The recruitment and training of 
new and current workers responsible 
for the operation, maintenance, and 
construction of America’s transpor-
tation infrastructure will be critical to 
maintaining a system that meets our 
economic and security needs in the 
21st century global economy.
 
But the report also highlights a sig-
nificant skills gap in the demand for 
and supply of high skilled workers; 
it indicates that projected annual 
job openings are 68 percent larger 
than the number of students who 
are completing related educational 
programs annually across selected 

transportation occupational groups. 
One solution is an increase in Career 
and Technical Education programs of 
study. Such programs begin in high 
school and continue into postsecond-
ary education or apprenticeship and 
provide the foundational and early 
occupational skills training needed 
in skilled occupations. Pre-appren-
ticeship programs for disadvantaged 
youth and adults can prepare low-
skilled and underrepresented popula-
tions for entry into these skilled posi-
tions. Furthermore, Career Pathways 
systems that are aligned with Regis-
tered Apprenticeship programs can 
expand the number of people who 
can access these high-demand jobs.

Data indicates that transportation industry growth will add 
417,000 skilled and semi-skilled job openings from 2012 to 2022

“In today’s society, it is important that all of our students are well-equipped with the 
knowledge and skills to compete in a global economy,” said U.S. Secretary of Edu-

cation Arne Duncan. “There are incredible opportunities for Americans in the trans-
portation industry and the Department is fully committed to working with leaders 
in the industry to promote partnerships between education and workforce institu-

tions in order to support training programs that will help our country succeed.”
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U.S. Transportation 
Secretary Foxx 
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Million in Workforce 
Development Grants 
to Promote Careers 
in Transit, Ladders of 
Opportunity
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Tel: 202-366-8061

LOS ANGELES – U.S. Transporta-
tion Secretary Anthony Foxx today 
announced $9.5 million in grants to 
19 projects in 13 states selected to 
help train a new generation of skilled 
workers and support long-term 
careers in the public transportation in-
dustry. The announcement was made 
at the Los Angeles Trade-Technical 
College (LATTC), and the grants are 
provided through the Federal Transit 
Administration’s (FTA) Innovative 
Public Transportation Workforce De-
velopment program.
“The public transit industry offers 
good-paying careers that can lift 
Americans into the middle class or 

help them stay there, and more of 
these careers will be available in the 
future,” said Secretary Foxx. “These 
grants will help us overcome skills 
gaps and provide more young people 
with the training, apprenticeships, 
and educational opportunities they 
need to gain entry into these careers.”
Yesterday, the U.S. Departments of 
Transportation, Education, and Labor 
today released a joint report entitled 
“Strengthening Skills Training and 
Career Pathways across the Transpor-
tation Industry.” The report details the 
future growth areas or employment 
“hot spots” in transportation by in-
dustry subsectors, occupations, career 

areas, and geographic areas.
Secretary Foxx was joined by FTA Act-
ing Administrator Therese McMillan, 
executives from LATTC, Community 
Career Development, Inc. (CCD), the 
Los Angeles County Metropolitan 
Transportation Authority (Metro), and 
state and local officials. Students from 
LATTC’s Transportation Technologies 
program were also on hand to speak 
about their experiences and demon-
strate the skills they have learned at 
LATTC.
“The demand for skilled transit 
workers will continue to grow as new 
projects are planned, built, and come 
on line and as ridership continues to 

expand in cities like Los Angeles and 
other communities across the coun-
try,” said FTA Acting Administrator 
McMillan. “And we are committed to 
making careers in transit a real ladder 
to opportunity by helping provide 
education and financial security, 
especially for those in disadvantaged 
communities.”
Two organizations in Los Angeles 
were selected in this latest round of 
FTA workforce development grants: 
LATTC will receive funding to 
establish the Institute for Advanced 
Transportation Technology Train-
ing – the first program of its kind in 
a community college in the country; 
and CCD will receive funding for its 
Moving Employees into Transit Relat-
ed Opportunities (METRO) program, 
which will partner with organizations 
like LA Valley College to recruit and 
train low-income individuals, women, 
veterans, minorities, and others from 
communities throughout Metropoli-
tan Los Angeles.
FTA’s workforce development projects 
will develop or expand strategic part-
nerships with transit agencies, labor 
unions, nonprofits, and academic in-
stitutions, and some will also support 
small businesses in the transit sector 
owned by women and minorities. In 
addition, several projects will serve as 
scalable models that can be applied to 
future projects throughout the United 
States.

Among the projects selected nation-
wide:

• The Greater Cleveland Region-
al Transit Authority (GCRTA) will 
receive funding for the Career Path-
ways Program, which will address 
all aspects of the transit workforce 
by leveraging partnerships with 
Cuyahoga Community College, 
Cleveland State University, and 
El Barrio Workforce Development 
Center.
• Intercity Transit in Olympia, 
WA, will receive funding for its 
innovative Village Vans program, 
which aims to serve as a national 
model for rural transit agencies 
with large service areas. Like many 
rural agencies, Intercity Transit re-
lies on volunteer drivers to meet its 
operational needs, and Village Vans 
provides volunteers free workforce 
training that prepares them for po-
tential employment with Intercity 
Transit or other positions related to 
vehicle operations.
• The Grand Gateway Econom-
ic Development Association in 
Northeast Oklahoma will receive 
funding to establish the N2N Au-
tomotive University. This program 
will identify and train participants, 
including those from impoverished 
Native American communities, in 
automotive repair skills that can be 
applied to transit vehicles as well 
as a range of automotive careers. 
This project will use an innovative 

Nation-to-Nation (N2N) recruit-
ment strategy.

Eligible applicants included public 
transportation providers at the state, 
local, and regional level, Metropolitan 
Planning Organizations, Native Amer-
ican tribes, non-profit institutions, and 
institutions of higher education. A list 
of selected projects is available online.
Demand for FTA’s workforce grants 
far exceeded available funds, as FTA 
received a total of 50 applications 
requesting over $27 million. The 
Obama Administration’s GROW 
AMERICA Act would provide $478 
billion over the next six years to help 
build the transportation workforce of 
the future, providing consistent long-
term funding for transportation and 
infrastructure.
These grants come at a crucial time in 
the transportation industry. According 
to the Strengthening Skills Training 
report, employers will need to hire 
and train a total of 4.6 million new 
workers – 1.2 times the current trans-
portation workforce – due to expected 
growth, retirements, and turnover in 
the transportation industry from 2012 
to 2022.
It is projected that 417,000 of these 
positions will be created as a direct 
result to increased demand on our 
transportation systems, and the high-
est percentage of these jobs will be in 
transit and ground passenger trans-
portation.

Anthony Foxx
U.S. Transportation Secretary
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 Black History Corner

Samuel L. Kountz (1930-1981) – Born in 
Lexa, Arkansas, he was a renowned surgeon 
and pioneer in organ transplants. He grad-
uated from Arkansas Agricultural, Mechan-
ical and Norman College, now the Univer-
sity of Arkansas. He specialized in kidney 
transplants and in 1961 performed the first 
kidney transplant between two people who 

were close relatives, but not twins. He developed the 
process that allowed a new kidney patients’ body capable 
of accepting the new organ. He became the chief of kidney 
transplant service at the University of California in 1967.

Thurgood Marshall (1908-1998) – A 
Civil Rights Activist, Supreme Court 
Justice, judge and lawyer. He was born 
in Baltimore, Maryland. He won the 
Brown v. Board of Education case in 
1954 ending racial segregation in pub-
lic schools. He served as Counsel for 
the NAACP. He studied law at How-

ard University and graduated magna cum laude in 1933. 
He was the first African-American justice of the Supreme 
Court and helped to end legal segregation.

Althea Gibson (1927-2003) 
– In 1950 she was the first Afri-
can-American tennis player to 
compete at the U.S. National 
Championship. She was the 
first black player to compete at 
Wimbledon in 1951. She was 
born in Silver, South Carolina. 

She won the U.S. Open in 1958. She was a top 10 player 
in the U.S. She also broke the color barrier in professional 
golf.

Emmett Till (1941-1955) – A native of 
Chicago, Illinois. Emmett was tortured 
and murdered in Money, Mississippi in 
1955 for flirting with a white woman. 
He was 14. His white murderers were 
acquitted by an all white jury inciting 
public outrage. This incident propelled 
the American Civil Rights Movement 

in full force. There were massive protest movements for 
racial equality and justice across the nation.

Dorothy Lavinia Brown (1919-2004) –
Born in Philadelphia, Pennsylvania, she 
was the first African-American woman 
surgeon in the South; first single woman 
in Tennessee granted the right to adopt 
a child; and the first African-American 
woman to serve in the Tennessee state 
legislature. At Meharry and George W. 

Hubbard Hospital in Tennessee she became the Assistant 
Professor of Surgery in 1955. She was the chief of surgery 
at the Nashville Riverside Hospital from 1957-1983.

Mary Ann Shadd Cary (1823-1893) – An 
educator, abolitionist and first African 
American female newspaper editor in 
North America. She was born free in 
Wilmington, Delaware. In 1852 her family 
moved to Canada where she encouraged 
other blacks to follow suit. She started a 
newspaper in Canada called “The Provin-

cial Freemen” for escaped slaves and blacks. She earned a 
law degree from Howard University in 1883. She was the 
second African American in the U.S. to earn a law degree.

Samuel Ringgold Ward (1817-1866) – 
He was born into slavery in Maryland. 
He was first President of the American 
League of Colored Laborers (ALCL) 
in 1850. He was the most prominent 
anti-slavery speaker in the nation. He 
was an educator, newspaper editor 
and minister. ALCL was the first black 
American labor union in New York 
City. Blacks were not allowed in the 

white unions so he collaborated with Frederick Doug-
lass to form ALCL to support black businesses to thrive. 
He wrote a book entitled: “Autobiography of a Fugitive 
Negro.”
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New problems with communication is 1 of the 10 warning signs 
of Alzheimer’s disease. Recognizing the symptoms is the first step 
toward doing something about it. For more information, and to learn 
what you can do now, go to alz.org/10signs or call 800.272.3900.
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